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DIGITAL  DOINGS 

Digital  CEO  Robert 
Palmer  outlines 
plans  for  an 
Internet  software 
push;  the  company 
also  rolls  out  a 
new  stackable  hub 
system.  Page  86. 


New  repository  anchors  distributed  nets 


Two  faces  of  ATM 


By  John  Cox 

Washington,  D.C. 

Corporate  data  managers  at  Plat¬ 
inum  Technology,  Inc.’s  user 
conference  here  this  week  will 
get  a  sneak  preview  of  the  com¬ 
pany’s  next-generation  informa¬ 


tion  repository,  company  offi¬ 
cials  confirmed. 

The  new  client/server  reposi¬ 
tory,  which  has  been  in  limited 
release  since  Aug.  15,  is  the  first 
fruit  of  a  crash  development 
effort  as  intensive  as  it  is  ambi- 


Cable  firms  creep 
toward  rollout  of 
local-loop  service 

By  Tim  Greene 

David  Heiser  has  been  living  a 
connectivity  dream  come  true. 

Since  April,  his  home  LAN  — 
connecting  a  PC  and  a  Unix 
workstation  —  has  been  linked 
at  LAN  speeds  to  his  office 
network  at  Network  MCI  Ser¬ 
vices  over  the  local  cable  TV 
system. 

At  10M  bit/sec,  Heiser  feels 
like  he  is  sitting  on  the  office 
LAN,  and  he  loves  it.  “If  they 
take  it  away,  I’ll  quit  and  become 
a  dessert  cook,”  he  said. 

The  service  is  part  of  a  tele- 


Teleport’s  Catherine  Mason  is  testing 
telephony  over  a  cable  TV  network  in 
Arlington  Heights,  III. 

commuting  experiment  in¬ 
volving  MCI  Communications 
Corp.,  Colorado  Springs  Cable- 
vision,  Inc.  and  Digital  Equip- 
See  Cable,  page  1 6 


NOVELL  SPOTLIGHT 

Pervasive  Frankenberg 


Robert  Frankenberg  hit  the  ground  running 
when  he  took  the  reins  at  Novell  last  year 
and  hasn’t  stopped  since. 

Reminiscent  of  J.F.K.’s  lofty 
goal  of  putting  a  man  on  the 
moon  in  the  '60s, 

Frankenberg  wants  to  see  his 
strategy  of  Pervasive 
Computing  result  in  a 
universal  network  linking  one  billion 
devices  by  the  year  2000. 


This  is  no  hollow  marketing  pitch. 
Frankenberg  has  assembled  a  top-notch 
team  of  lieutenants  to  rally  the 
troops.  They  say  technologies 
such  as  NEST,  GroupWise  and 
NetWare  Directory  Services  will 
help  show  the  way.  So  will 
NetWare  4.1  -  which,  as  the 
first  in  our  series  of  NOS  tests 
shows,  represents  a  giant  step  into  the 
enterprise  for  Novell.  But  you  be  the  judge. 


Novell  Special  Section  begins  on  page  54. 


tious.  The  still-unannounced 
product  is  designed  to  be  used  as 
the  collection  point  for  every 
scrap  of  corporate  metadata. 
This  information  describes  the 
data,  business  rules  and  pro¬ 
cesses  held  in  host  or  server  data¬ 
bases,  applications,  computer- 
aided  software  engineering 
(CASE)  models  and  so  on. 

Metadata  will  enable  MIS  to 
develop,  deploy  and,  most  of  all, 
manage  fast-growing  distributed 
computing  environments. 

“We  want  to  be  the  home  of 
all  metadata  in  the  enterprise,” 
See  Repository,  page  88 


The  good  news:  IBM  readies 
a  new  global  ATM  service. 

By  Michael  Cooney 

IBM  later  this  year  will  do  an  end 
run  around  traditional  carriers 
when  it  launches  a  public  ATM 
service  on  its  Global  Network 
infrastructure. 

Sources  said  IBM  is  readying 
a  raft  of  ATM-based  services  — 
including  multiprotocol  rout¬ 
ing,  virtual  LAN  support,  frame 
relay  access  and  mixed  voice/ 
data  capabilities  —  for  delivery 
See  IBM,  page  88 


Sprint  hooks  up  with  EDS 
on  monster  frame  relay  net 


By  David  Rohde 

Charlotte,  N.C. 

Sprint  Corp.  and  EDS  Corp.  are 
in  the  process  of  building 
the  world’s  largest  frame  relay 
network. 

The  nearly  8,000-node  airline 
reservations  system  network, 
dubbed  the  MaxSys  Network, 
will  link  System  One  Corp.’s  data 
center  here  with  travel  agents 
around  the  country,  speeding 
response  times  and  paving  the 
way  for  new  bandwidth-hungry 
applications. 

About  170  nodes  are  up  and 
running,  with  a  schedule  to  have 
a  total  of  765  up  by  the  end  of 
the  year,  said  System  One’s 
Eddie  Tie,  project  manager  for 
the  MaxSys  Network.  The  rest  of 
the  network  will  be  built  out  over 
the  next  two  years,  ultimately 
replacing  analog  private  lines 
from  AT&T  and  local  exchange 
earners,  he  said. 

To  ship  frames  into  the  net¬ 
work,  travel  agencies  are  being 
outfitted  with  MonoFRAD  or 
QuadFRAD  frame  relay  access 
devices  from  FastComm  Com¬ 
munications  Corp.  based  in  Ster¬ 
ling,  Va. 

System  One  picked  Fast¬ 
Comm  over  several  contenders 
for  the  giant  contract.  But  it  was 
EDS  —  which  operates  System 
One  facilities  and  is  a  part-owner 
of  the  reservations  net  —  that 
was  responsible  for  choosing 
Sprint  over  competing  carriers. 

Although  EDS  would  not  offi- 


NODAL  EXPLOSION 

Frame  relay  nodes  in  System  One’s 
MaxSys  Network. 


1995  1997 

daily  comment  on  the  reasons,  it 
appears  that  EDS  preferred 
Sprint’s  frame  relay  congestion 
management  scheme  over 
AT&T’s.  Sprint’s  Alcatel  Data 
Network  switches  use  a  conges¬ 
tion  control  mechanism  that 
allows  frames  to  be  dropped  as 
they  pass  through  the  frame  re- 
See  Frame  relay,  page  86 


The  bad  news:  Application 
woes  revealed  in  ATM  trial. 

By  Joanie  Wexler 

Dallas 

Six  weeks  into  an  ATM  tire- 
kicking  exercise  by  Perot  Systems 
Corp.,  two  key  problems  have 
already  leaked  out  —  today’s 
applications  do  not  use  high¬ 
speed  switching  efficiently  and 
end-to-end  ATM  sendee  is  far 
from  plug  and  play. 

Perot  discovered  during  a 
multivendor  imaging  and  video- 
conferencing  trial,  slated  to  last 
another  six  months,  that  IP  flow- 
control  schemes  can’t  keep  up 
with  high-speed  Asynchronous 
Transfer  Mode  nets. 

The  company  also  needed  to 
tweak  routing  software  and  work 
around  shortcomings  in  carrier 
connectivity  to  get  its  ATM  ap¬ 
plications  running,  said  Gabe 
Long,  Perot’s  lead  engineer  on 
the  project. 

On  the  positive  side,  the  med¬ 
ical  imaging  test  application 
“looks  darn  good”  over  45M 
bit/sec  ATM  links,  said  Phil 
Evans,  Perot’s  director  of  tele¬ 
communications.  “You  get  a 
high-fidelity  image  so  that  when 
they  apply  the  scalpel,  they’re 
cutting  where  they  should  be.” 

Perot  is  also  happy  with  the 
ATM  Forum’s  User-Network  In¬ 
terface  (UNI),  which  defines 
interaction  between  desktop 
equipment  and  ATM-ready  rout¬ 
ers,  and  between  routers  and  the 
WAN.  Long  said  it  “works  like  a 
charm,”  without  any  revision, 
though  he  cautioned  that  identi¬ 
cal  UNI  software  must  run  at 
both  ends  of  a  link. 

Perot  launched  the  trial  — 
See  Perot,  page  10 
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Teach  your  old  LAN  new  tricks  with 
Cabletron’s  complete  line  of  Ethernet,  Token 

Ring  and  FDDI  switching  products.  We  offer 

■ 

the  industry’s  most  scalable  line  of 
switches-from  standalones  and  stackables,  to 
modular  departmental  switching  hubs,  to  the 
MMAC-Plus  enterprise  switch. 

Cabletron’s  scalable  packet  switching  solu- 

■  *1  _  '  ■'.-'A'?'.. 

tions  help  put  an  end  to  your  bandwidth 
problems,  while  beginning  a  whole  new  era  of 
performance,  manageability  and  interoper¬ 
ability.  That’s  because  all  of  Cabletron’s 
switching  products  are  part  of  the  Synthesis 
framework:  the  revolutionary  migration  path 
that  takes  you,  and  your  existing  networking 
investment,  to  the  virtual  enterprise  internet¬ 
works  of  tomorrow. 

With  just  a  simple  firmware  upgrade,  our  new 
virtual  network  server  and  advanced  manage¬ 
ment  applications,  you’ll  soon  say  goodbye  to 
configuration  problems,  runaway  WAN  bills, 
bottlenecks  and  failures.  And  say  hello  to  a 
virtual  paradise  ...  a  Synthesized  virtual 
network. 


MMAC-Plus™ 


Ethernet  HubSTACK 


Token  Ring  HubSTACK 


For  more  information,  call  (603)  337-2800  or 

r -  e-mail  us  at  sales@ctron.com. 

And  ask  for  your  free 
Synthesis  white  paper  and 
Network  Solutions  catalog. 


MMAC-M8  FNB 


Switched  Ethernet 


Switched  Token  Ring 


Switched  FDDI 


Ethernet  MicroLAN 


Token  Ring  MicroLAN 


The  Complete  Networking  Solution 


Corporate  Headquarters: 

35  Industrial  Way,  Rochester,  NB  03867 
Internet:  http://wvm.ctroh.cptn 


Circle  Re  ader  Service  A  47 
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*U.S  Itst  price  as  of  5/1/95  tin  Canada,  call  1-800-387-3867,  Dept  9561  Five-year  on-site  warranty,  after  fve  years  return  hub  to  HP  Power  supply  and  fan  covered  by  five-year  on-site  warranty  only.  8-port  hub  lifetime  limited  warranty,  return  to  HP  only  Windows  is  a  U  S  trademark  of  Microsoft  Corporation.  ©1995  Hewlett-^ 
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“I  never  know  what  the  company’s  going  to  ask  of  our 

NETWORK,  so  I  just  tell  ’em,  'Hey,  we’re  FLEXIBLE.' 
HP  A  dvanceStack  10BASE-T  hubs  keep  me  honest.  ” 


was  one  of  those  kids  who  had  an  HP 
calculator  at  the  ready  constantly,  and  I  knew 
the  words  Hewlett-Packard  stood  for  quality 
and  reliability.  But  when  it  comes  to  the  world 
of  networking,  that’s  only  part  of  the  HP  story, 
as  I  soon  discovered. 

In  the  media  business,  everything  can 


change  from  one  day  to  the  next.  Here  at 
Media  General,  we’re  in  newspapers  and  TV 


Richard  Lee 
Director  of 
Operations 
Media  General 


Publishing 

right  now,  but  who  knows  what  s  coming?  cable  tv 


That’s  why  we  spec  HP  AdvanceStack 
lOBase-T  hubs.  It’s  just  a  smart  business 
decision.  If  we  suddenly  acquire,  let’s  say, 
some  new  online  service,  we  know  the 
network  can  handle  it.  And  with  HP’s  expan¬ 
sion  slot  technology,  network  management 
or  advanced  functionality  are  easy  additions 
whenever  I  need  them.  All  while  staying  very 
competitive  on  my  cost-per-port. 

For  more  information  on  how  HP  AdvanceStack 


hubs  can  fit  your  changing  needs,  visit  HP  on  the 
Web  at  http://www.hp.com/go/network_city  or  give 
’em  a  call  today  at  1-800-533-1333,’  Ext.  9561.  It’s 
a  great  story,  and  it’s  all  true. 

HP  Networking 

We’ve  been  there  ail  along. 

HEWLETT® 
PACKARD 


inn^ 

NetVSkv* 


•  Available  in  12-.  24-.  and  48-port  models  with  expansion  slot 
starting  at  under  $58/port?  expansion  slot  products  include  SNMP, 
routing  and  remote  access 

•  Available  in  8-  and  16-port  upgradable  models  starting  at  under 
$37/port* 

•  Full  stack  manageable  via  a  single  SNMP  module 

•  Supports  HP  OpenView  network  management  software 


■  Each  hub  ships  with  HP  Stack  Manager,  a  Windows'-based 
management  solution 

■  Maximum  configuration:  784  nodes.  16  hubs 

■  Hub-to-hub  connections  via  industry  standards-based  cables 
'  185-meter  hub  separation  capability 

■  Hot  swap  capabilities 
•  MTBF:  274.000  hours  (12-port  model) 


Briefs,  September  11,1995 


Get  it  in  writing 

■  Novell,  Inc.  has  given  Microsoft  Corp.  special 
written  permission  to  run  its  Windows  NT  client 
for  NetWare,  exempting  Microsoft  from  Novell’s 
new  product  license  that  prohibits  developers  of 
competing  software  to  use  the  product.  The 
exemption  enables  Microsoft  to  better  trouble¬ 
shoot  and  provide  support  for  its  customers  who 
also  run  Novell’s  client.  ‘  ‘This  appears  to  permit  us 
to  do  what  we  need  to  support  users,”  said  Robert 
Kruger,  Microsoft’s  director  of  technology  market¬ 
ing.  Value-added  resellers  and  system  integrators 
who  beta-test  for  Microsoft  may  be  violating 
Novell’s  license  because  they  could  be  construed 
as  helpinga  Novell  competitor  develop  products 
(NW,  July  24,  page  1). 

The  FCC  takes  a  body  blow 

■  A  recent  preemptive  move  by  Reed  Hundt, 
chairman  of  the  Federal  Communications  Com¬ 
mission,  to  cut  personnel  by  10%  and  close  some 
field  offices  (NW,  Aug.  28,  page  22)  appears  to 
have  backfired. 

Last  week,  a  Senate  appropriations  subcommit¬ 
tee  voted  to  slash  the  FCC’s  budget  20%  below  cur¬ 
rent  levels  and  nearly  34%  below Hundt’s request 
for  nextyear.  Flundt  protested  that  such  cuts 
would  “make  it  impossible  for  us  to  perform  the 
duties  Congress  has  delegated  to  us,  and  leave 
consumers  exposed  to  crimes  and  frauds  on  the 
information  highway  that  we  will  be  able  to  do 
nothingabout.” 

UUNETgoesT-3 

■  Internet  provider  UUNET  Technologies,  Inc. 
will  announce  that  it  is  offering  T-3  Internet  access 
over  leased  lines  to  13  points  of  presence  nation¬ 
wide  as  of  this  month  and  that  it  will  expand  that 
number  to  27  sites  next  month.  Fairfax,  Va.-based 
UUNET  is  also  offering  frame  relay  access  in  3M 
bit/sec  increments,  priced  at$5,000  per  month, 
on  up  to  T-3  speed,  priced  at  $49,000  a  month.  In 
addition,  the  company  will  provide  34M  bit/ sec 
dial-up  Switched  Multimegabit  Data  Service  access 
at  $1,500  per  month. 

Bay  wields  Lightsabre 

■  BayNetworks,  Inc.  this  week  will 

flesh  out  its  plan  to  addAsynchro- 
nous  Transfer  Mode  switching  to 
its  Lattis  System  5000  hub  as  part  ^'a.y  ■  ol  *'S 

of  the  company’s  Lightsabre  pro¬ 
ject  (NW,  April  10, page  1).  The  company  is  also 
expected  to  discuss  the  addition  of  virtual  network 
routing  capabilities  to  the  intelligent  hub,  all  in  an 
effort  to  make  the  5000  a  scalable  wiring  closet  and 
backbone  switch. 

Cisco  seeks  remote  control 

■  Cisco  Systems,  Inc.  this  week  will  make  yet 
another  remote  access  product  announcement 
with  the  introduction  of  a  new  mid-range  router 
and  enhancements  to  the  company’s  1 000  series 
devices.  The  new  router,  called  the  4700,  is  an 
upgrade  of  Cisco’s  4500  platform,  analysts  and 
product  testers  said.  Cisco  confirmed  that  the  4700 
will  be  announced  but  declined  to  provide  details. 

Service  from  another  planet 

■  AT&T  plans  this  week  to  deliver  the  first  fruits  of 
its  Internetservices  partnership  with  BBN  Planet 
Corp. ,  which  was  announced  las  t  month .  The  car¬ 
rier  will  roll  out  dedicated  managed  Internet 
access  services  at  a  press  event  in  New  York. 


An 


IDG  Publication 


News 

With  Microsoft  Visual  Basic  4.0,  the  once  rudimentary  language 
has  grown  into  a  fully  distributed  development  system. 

Sybase  angles  for  Enterprise,  enhances  database  gateway  with 
mainframe  access,  better  replication  and  messaging. 

Groupware  report  eases  Lotus'  concern  over  Microsoft’s  Exchange 
messaging  product. 

Bay  Networks  lunges  for  remote  access,  fills  offerings  gap  with 
acquisition  of  Xylogics. 

VINES  and  Windows  NT  get  chummy  with  the  help  of  new  products 
from  LANshark  and  Toucan. 


Fore  Systems  CEO  Eric  Cooper  (left)  and 
StrataCom  President  Dick  Moley  see  matu¬ 
ration  of  A  TMas  an  imminent  occurrence. 
Page  1 9. 


WANs  &  Internetworking 

19  Collaborative  ATM  network  taps  Magellan  Con¬ 
corde  for  backbone  perfo  nuance. 

19  Sterling  Software  hangs  cost-saving  carrot  in 
front  of  NetView  users. 

22  AT&T  tells  FCC  to  allow  Sprint  global  venture,  but 
with  a  catch. 

LAN  World 

1L  ATM’s  alluring features  may  be  what  the  doctor 
ordered  for  your  aching  network  backbone. 

1L  Microsoft,  Novell 

operating  systems 
key  in  to  security 
environments. 

4L  Microsoft’s  certification  programs  measure 
knowledge  ofWindows  and  other  products. 

Client/Server  Applications 

29  Sybase  keeps  pace  with  Oracle  by  injecting 
object  technology  into  tools,  middleware 
and  databases. 

29  ImmuNet  discovers  AT&T’s  Network  Notes 
service  as  AIDS  research  tool. 

29  Two  new  tools  can  help  COBOL  shops  move 
into  the  client/ server  world. 

Electronic  Commerce 

43  Utah  becomes  first  state  to  pass  digital  signature 
technology  law. 

43  Federal  agencies  told  to  store  business-related 
electronic  mail  for  preservation  by  the 
National  Archives. 


SECURITY 


MANAGEMENT 

STRATEGIES 


You  can  get 
qualified  help 
quickly  by  applying 
project  manage¬ 
ment  techniques 
to  the  hiring 
process.  Page  67. 
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Opinions 

Daniel  Briere  and  Christine  Heckartfollow  the 

free  trail  of  voice  applications  over  frame 
relay. 


Melinda  Le  Baron  and  Skip  MacAskill  tackle 
3Com’s  alliance  with  pro  football. 

Marc  Myers  conducts  an  application  develop¬ 
ment  quality  check. 

Mark  Gibbs  puts  networking  diseases  on  the 
operating  table. 

Editorial:  We  asked  our  Network  World  Test 
Alliance  for  their  insights  into  what  the 
major  players  are  doing  in  directory,  messag¬ 
ing  and  management  services. 


James  Kobielus  seeks  links  from  workflow  man¬ 
agement  environments  to 
the  Internet. 

Back  to  Reality:  Critics’ 
arrows  for  Novell  are 
now  headed  in 
another  direction. 

Cyberspeak:  What  do  you 
hope  to  get  out  of  the 
NetWorld+Interop  show? 


Technology  Update 

47  Local  number  portability  will  offer  subscribers 
freedom  of  choice. 


Network  Help  Desk.  Page 47. 

In-Box.  Letters  from  our  readers.  Page  51. 

Editorial  and  advertiser  indexes.  Page  85. 


NetworkWorld  ’s Mission :  To  provide  news  and  analysis  that  help  network  IS  professionals  deliver  the  network 
computing  infrastructure  and  distributed  applications  required  to  meet  evolving  business  needs. 
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News 


Visual  Basic 
4.0  packs 
apps  punch 

By  John  Cox 

Redmond,  Wash. 

After  tomorrow,  using  Microsoft 
Corp.’s  Visual  Basic  to  build  a 
distributed  application  will  no 
longer  be  an  unnatural  act. 

The  firm  will  formally  an¬ 
nounce,  at  special  Developers 
Days  events  worldwide,  the  avail- 


“It  represents  a  pretty  funda¬ 
mental  step  forward,”  said  Steve 
Harshbarger,  a  director  with 
Micro  Modeling  Associates,  Inc., 
a  developer  of  custom  business 
applications  and  a  Visual  Basic 
4.0  beta  site.  “It  gives  us  a  whole 
new  option  in  how  to  architect 
applications.” 

That  option  is  made  possible 
by  the  tool  set’s  extensive  sup¬ 
port  for  Microsoft’s  OLE  tech¬ 
nology.  OLE  specifies  how  soft¬ 
ware  components,  called  ob¬ 
jects,  interact  with  each  other  in 
a  Microsoft  environment. 

Visual  Basic  developers  now 
can  incorporate  in  their  applica- 


VISUAL  BASIC  4.0  ARRIVES 

The  software  uses  OLE-wrapped  remote  procedure  calls  (RPC)  to  execute  remote 
objects. 


1.  Open  list  of 
remote  OLE 
objects. 


2.  Select 
object. 


3.  Fill  infields. 


4.  The 
software 
executes  an 
RPC  to  a 
remote  object. 


ability  ofVisual  Basic  4.0,  a  32-bit 
version  of  the  widely  used  Win¬ 
dows  development  tool.  In¬ 
tended  for  building  applications 
on  Windows  95  and  Windows 
NT,  Visual  Basic  4.0  is  the  first 
version  to  provide  easy  access  to 
networked  databases  and  server- 
based  application  logic. 


tions  OLE  Controls  (OCX), 
which  are  reusable,  on-screen 
components  in  graphical  appli¬ 
cations.  And  they  can  build  and 
control  OLE  Servers,  which 
encapsulate  business  rules,  such 
as  a  tax  rule.  “OLE  is  absolutely 
all  over  this  product,”  said  Jon 
See  Visual  Basic,  page  87 


Distributed  computing 

LANshark  poised  to  attack  the 
Banyan  VINES  customer  base 


By  Kevin  Fogarty 

Reynoldsburg,  Ohio 
LANshark  Systems,  Inc.  and  Tou¬ 
can  Software,  Inc.  are  looking  to 
bite  into  Banyan  Systems,  Inc.’s 
customer  base  with  products  that 
will  hook  Windows  NT  servers 
tightly  with  VINES  networks. 

LANshark’s  CD-Direct  3.0 
and  Toucan’s  StreetDrive  sit  on 
top  of  a  Windows  NT  server  and 
make  it  lookjust  like  a  VINES  file 
server  to  Banyan  clients. 

Toucan’s  new  StreetPrint  also 
lets  Banyan  clients  print  through 
WindowsNT 

The  products,  which  will  ship 
this  month,  are  designed  to 
replace  the  file  serv  ice  in  VINES 
with  Windows  NT,  reducing  or 
eliminating  the  need  for  Ban¬ 
yan’s  Enterprise  Network  Ser¬ 


vices  (ENS)  for  NT,  due  later  this 
year.  Current  ENS  products  layer 
VINES  services,  such  as  messag¬ 
ing  and  directory  on  Unix,  but 
use  the  file  services  of  the  host 
network  operating  system. 

LANshark’s  multithreaded, 
32-bit  application  gives  Banyan 
clients  full  access  to  files  stored 
on  Windows  NT  servers.  It  also 
includes  administration  tools 
that  limit  the  amount  of  disk 
space  a  user  gets,  meter  DOS  or 
Windows  95  applications  being 
run  from  the  NT  server  and  take 
advantage  of  NT  services,  such  as 
the  ability  to  maintain  a  log  of 
users  who  have  accessed  a  file. 

Because  Windows  NT  also 
allows  NetWare,  Windows  for 
Workgroups,  IAN  Manager, 
See  LANshark,  page  86 


Sybase  keys  in  on  messaging 


By  Barb  Cole 

Emeryville,  Calif. 

Sybase,  Inc.  plans  to  make  it  eas¬ 
ier  for  users  to  distribute  and 
access  its  SQL  Server  databases 
as  well  as  non-Sybase  data  over 
wired  and  wireless  networks, 
company  officials  said  last  week. 

At  the  core  of  the  plan  is  the 
inclusion  of  messaging  capabili¬ 
ties  in  Sybase’s  database  gateways 
and  replication  software.  The 
company  will  also  extend  its  rep¬ 
lication  offering  to  support  sev¬ 
eral  additional  mainframe  data 
sources. 

By  the  end  of  1996,  the  com¬ 
pany  will  ship  versions  of  its 
OmniConnect  database  gate¬ 
ways  as  well  as  its  Replication 
Server  that  support  Sybase’s 
Enterprise  Messaging  Service 
(EMS) ,  a  store-and-forward  mid¬ 
dleware  technology  that  lets 
applications  and  servers  commu¬ 
nicate  over  wired  and  wireless 


networks,  said  Merv  Adrian, 
principal  market  analyst  at 
Sybase.  The  messaging  software 
was  developed  by  Complex 
Architectures,  Inc.,  which  Sybase 
acquired  last  February. 

The  integration  effort  follows 
up  on  plans  announced  by 
Sybase  last  May  to  build  EMS  into 
the  company’s  Open  Client  and 
Open  Server  APIs,  which  will 
enable  applications  that  utilize 
those  APIs  to  communicate  via 
EMS. 

Adding  messaging  capabili¬ 
ties  to  the  gateways  and  Replica¬ 
tion  Server  means  that  users  will 
be  able  to  do  heterogeneous  rep¬ 
lication  and  access  multiple  data 
sources  over  a  messaging  back¬ 
bone,  Adrian  said. 

“The  goal  is  to  enable  users  to 
build  applications  that  don’t 
care  whether  you  transmit  [data] 
over  wireless  or  wired  networks,” 
he  said. 


Betsy  Burton,  an  analyst  at 
Gartner  Group,  Inc.  in  Santa 
Clara,  Calif.,  said,  “Messaging 
will  result  in  a  real  shift  in  the  way 
databases  handle  transactions 
because  it  is  an  asynchronous 
process  and  databases  aren’t.” 

CONNECTIVITY  AND 
REPLICATION  REVISIONS 

►  Sybase  will  enhance  its  Replication 
Server  and  OmniConnect  gateways 
to  work  over  the  company’s 
messaging  architecture. 

►  The  firm  will  add  DCE  naming  and 
security  support  to  its  gateways. 

►  Replication  Server  will  gain  support 
for  IMS,  VSAM  and  ADABAS. 

With  a  traditional  database 
transaction,  users  must  stay  con¬ 
nected  via  the  network  until  the 
results  of  a  query  are  returned. 
In  a  messaging  environment,  a 
See  Sybase,  page  87 


Sync  Research  takes  its  corner 
in  the  stackable  FRAD  ring 


By  Michael  Cooney 

Irvine,  Calif. 

Sync  Research  this  week  will 
roll  out  a  stackable  frame  relay 
access  device  (FRAD)  that  will 
help  users  better  handle  bur¬ 
geoning  branch  office  network¬ 
ing  requirements. 

The  new,  scalable  Frame- 
Node  4200  lets  users  more  effec¬ 
tively  consolidate  branch  office 
SNA  and  LAN  traffic  over  frame 
relay  links  by  mixing  the  compa¬ 
ny’s  existing  SNA  and  LAN  traf¬ 
fic  prioritization  and  congestion 
control  features  with  a  new  stack- 
able  platform. 

“Many  SNA/LAN-based 
branch  offices  need  more  con¬ 
nectivity  than  they  get  with  fixed 
chassis  FRADs,  so  we  are  provid¬ 
ing  a  way  for  users  to  support 
hundreds  of  serial  ports  and 
many  LANs  from  a  single  loca¬ 
tion,”  said  Todd  Krautkramer, 
vice  president  of  marketing  at 
Sync. 

The  Intel  Corp.  80486-based 
4200  comes  with  a  single  token 
ring-to-Ethernet  LAN  port  and 
eight  WAN  ports  that  can  sup¬ 
port  speeds  up  to  2.048M  bit/sec 
each.  Smaller  versions  of  the 
4200  are  also  in  development,  he 
said.  The  device  sits  in  the 
remote  branch  office  and  can 
feed  data  to  an  upstream  router, 
front-end  processor  or  concen¬ 
trate  data  to  another  4200. 

As  many  as  100  4200s  can  be 
stacked  togedier.  The  stack  is 
controlled  by  new  software  based 


on  the  firm’s  new  OpenStack 
architecture.  With  the  Open- 
Stack  architecture,  users  can  dis¬ 
tribute  4200s  across  a  campus  or 
building  and  concentrate  them 
to  a  single  4200,  which  would 
access  a  frame  relay  service. 

Exchange  is  no 
Notes  killer, 
report  states 

By  Annmarie  Timmins 

Boston 

The  initial  version  of  Microsoft 
Corp.’s  Exchange  messaging 
product  that  is  expected  to  ship 
around  year-end  is  no  cause  for 
Lotus  Development  Corp.’s 
Notes  team  to  panic,  according 
to  a  report  issued  last  week. 

Exchange  and  Notes  4,  also 
due  around  year-end,  are  equals 
when  it  comes  to  electronic  mail 
and  groupware,  according  to 
David  Marshak,  a  senior  consul- 
tantwith  Patricia  Seybold  Group, 
Inc.,  based  here,  and  the  author 
of  two  Notes-related  publica¬ 
tions.  But  otherwise,  it  is  more 
fair  to  match  up  Exchange 
against  an  early  release  of  Notes, 
he  said. 

“Looking  strictly  at  advanced 
functionality,”  Marshak  said, 
“die  case  for  Exchange  is  very 
weak,  and  it  gets  weaker  as  you 


The  box  also  helps  guarantee 
delivery  of  SNA  data  by  deploy¬ 
ing  adaptive  pacing  and  burst- 
rate  control  technology  to  keep 
mission-critical  SNA  or  other 
connection-oriented  data  from 
exceeding  their  committed  in¬ 
formation  rate  and  consequently 
being  discarded. 

The  FrameNode  4200  will  be 
available  in  October  for  prices 
ranging  from  $5,995  to  $7,595. 

©Sync:  (714)  588-2070. 


move  up  the  scale.” 

Notes  is  particularly  strong 
in  interenterprise  applications, 
electronic  commerce,  workflow 
and  support  for  mobile  users, 
Marshak  said.  Exchange  is  either 
not  a  player  in  those  areas  or  has 
minimal  capabilities,  the  report 
says  (see  graphic,  page  87) . 

Marshak  warned  that  his 
report,  titled  “Lotus  Notes  vs. 
Microsoft  Exchange,”  examines 
products  that  have  not  shipped 
yet,  leaving  some  things  un¬ 
known. 

The  report  looks  at  the  first 
beta  release  of  Notes  4  and  the 
second  beta  of  Exchange. 

Marshak  predicted  that  users 
who  have  not  committed  to 
either  camp  and  are  waiting  to 
see  Exchange  will  choose  Notes. 
“Exchange  won’t  meet  their 
needs,”  he  said. 

Exchange  will  not  be  without 
advantages  over  Notes  when  it 
starts  shipping,  however.  Notes 
offers  nothing  to  compete  with 
Microsoft’s  group  calendar 
product,  Schedule+,  Marshak 
said.  Users  will  have  to  wait  until 
IBM  integrates  Lotus’  calendar 
See  Exchange,  page  87 
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At  $995  Per  Port,  GeoSwitch  Makes  HP 


The  Promise  Of  ATM  A  Reality. 


v-.V^y 


w  . . . ,_. 

a  p . 


v  -*'• 


jpfa  ,;A  £] 


v-„  ■ 

J»V 
<f '••:  : ' 


^wPfl*S 


m 


COME  SEE  US  AT 
BOOTH  #2634 
NETWORLD  +  INTEROP 


Introducing  GeoSwitcli.  The ’Most  Affordable  Way  To  Get  ATM  Today. 


For  years  they've  been  promising  that  ATM  would 
revolutionize  your  enterprise  network.  Unfortunately, 
it  can  also  devour  your  budget.  Until  now. 

Now  there's  UB  Networks'  GeoSwitch™  ATM  work¬ 
group  switch,  with  the  best  price  performance  on  the 
market.  Starting  at  just  $995  per  port,  it's  the  ideal  foun¬ 
dation  for  a  low-risk,  low-cost  ATM  evaluation  program. 

GeoSwitch  is  fully  compliant  with  ATM  Forum  3.0/3. 1 
standards.  It  also  features  on-board  support  for  SVCs, 
PVCs,  PNNI,  IP,  and  LAN  emulation.  GeoSwitch  is  easy  to 

FREE  "SWITCH  TO  THE  FUTURE"  SEMINARS. 

CALL  1-800-797-2881 

BOSTON  CINCINNATI  HOUSTON  CHICAGO/OAK  BROOK 
NOV.  6  NOV.  8  NOV.  28  NOV.  30 


install  and  use.  You  won't  need  an  external  workstation 
to  run  it.  It  comes  with  16  OC-3/STM1  ports  (155Mbps)  to 
connect  up  to  16  workstations,  servers,  or  other  network 
devices  over  fiber  or  UTP.  Ethernet  is  built  in,  so  you  can 
easily  connect  to  existing  and  future  networks. 

Call  today  for  your  Free  ATM  Navigator  CD  and 
Pocket  Guide.  We'll  help  you  switch  to  the  future  today. 

1-800-777-4LAN 


http://www.ub.com 


UB  Networks 

Our  Experience  Makes  It  Simple 
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RBOC  plunges  into  data  backup 


By  David  Rohde 

Eatontoivn,  N.J. 

Seizing  what  could  be  a  golden 
opportunity  to  put  more  min¬ 
utes  on  the  public  net,  a  regional 
Bell  operating  company  is  plan¬ 
ning  to  next  year  leap  into  the 
LAN  backup  business. 

In  January,  SBC  Communica¬ 
tions,  Inc.  will  introduce  in  the 
Houston  area  an  offering  known 
for  now  as  PC  Backup  and  Recov¬ 


By  Jim  Duffy 

Santa  Clara,  Calif. 

Bay  Networks,  Inc.  last  week 
moved  to  fill  a  major  gap  in  its 
product  portfolio  by  acquiring 
remote  access  vendor  Xylogics, 
Inc.  for  about  $330  million  in 
stock. 

The  deal  gives  Bay  Networks 
an  instant  share  of  the  market  for 
devices  that  connect  remote 
users  to  corporate  nets  via  ana¬ 
log  and  digital  dial-up  lines, 
including  ISDN  connections. 
Xylogics  was  second  to  Shiva 
Corp.  in  the  number  of  remote 
access  server  ports  shipped  in 
1 994,  said  market  tracker  In-Stat, 
Inc.  of  Scottsdale,  Ariz.  (see 
graphic,  page  87) . 


ery  Service,  with  full  service  roll¬ 
out  scheduled  for  the  rest  of 
SBC’s  five-state  territory  during 
1996  and  1997. 

The  service,  which  would  let 
firms  automatically  back  up  serv¬ 
ers  and  PCs  to  net  data  vaults  on  a 
set  schedule,  could  help  network 
managers  safeguard  data  at 
remote  branch  offices  and  small 
company  sites. 

“You’re  going  to  be  seeing  a 


In  addition  to  grabbing  21% 
of  the  remote  access  server  mar¬ 
ket,  Bay  Networks  also  fills  a 
yawning  chasm  in  its  internet¬ 
working  product  line. 

Rival  Cisco  Systems,  Inc.  has 
been  snapping  up  companies, 
such  as  Combinet,  Inc.  and  New¬ 
port  Systems  Solutions,  Inc.,  and 
forging  alliances  with  U.S. 
Robotics,  Inc.  and  Livingston 
Enterprises,  Inc.  Until  now,  Bay 
Networks  has  been  standing  idly 
by,  offering  only  its  Access  Node 
and  Access  Stack  Node  routers 
for  branch  office  connectivity 
requirements. 

According  to  analysts,  Bay 
Networks  still  has  a  ways  to  go 

See  Bay  Networks,  page  87 


lot  more  of  this,”  said  Paul  Pen- 
rod,  president  of  Penrod  Engi¬ 
neering,  a  Portland,  Ore., 
consultancy  specializing  in  data 
backup  and  recovery  issues.  Tele¬ 
phone  companies  can  provision 
parallel  circuits  to  scale  up  needs 
as  required. 

According  to  documents  filed 
with  the  Federal  Communica¬ 
tions  Commission,  under  the 
SBC  service,  the  company  will 
install  backup  software  on  stand¬ 
alone  PCs  or  servers  and  take  an 
initial  backup  using  a  laptop  or 
portable  disk  drive. 

Daily  or  weekly  incremental 
backups  are  then  initiated  by  the 
software,  which  dials  a  data 
archive  system  at  a  central  office 
and  logs  on  via  an  automated 
script.  The  data  is  compressed 
and  optionally  encrypted,  trans¬ 
mitted  over  analog  or  ISDN 
phone  lines  and  stored  on 
redundant  tape  libraries  in  two 
different  buildings. 

FCC  approval  for  the  SBC  ser¬ 
vice  —  required  because  it  is  con¬ 
sidered  an  RBOC-enhanced 
communications  service  trigger¬ 
ing  regulatory  protections  —  is 
expected  around  November. 

AT&T  vault 

Fellow  carrier  AT&T  also 
plans  to  launch  some  backup 
news  in  January.  Little-known 
AT&T  CommVault  Systems, 
which  has  been  building  net  stor- 

Tool  helps  assess 
costs  and  benefits 
of  Win95  upgrade 

By  Peggy  Watt 

San  Diego 

Network  managers  assessing  the 
cost  of  implementing  Windows 
95  can  get  help  from  a  new 
spreadsheet-based  auditing  tool 
from  Horizons  Technology,  Inc. 

Moving  to  the  new  Microsoft 
Corp.  operating  system  is  not 
cut-and-dried.  Companies  often 
must  upgrade  or  replace  equip¬ 
ment —  from  CPUs  to  hard  disks 
and  peripherals  —  or  incompati¬ 
ble  applications  to  run  the  hard¬ 
ware-hungry  Windows  95. 

In  addition,  users  are  already 
experiencing  the  unanticipat¬ 
ed  and  sometimes  high  costs 
of  deployment,  support  and 
training. 

The  Windows  95  Reality 
Check  Toolkit  is  a  financial  mod¬ 
eling  worksheet  that  runs  with 
Microsoft’s  Excel  5.0  and  Hori¬ 
zons  Technology’s  LANauditor 
network  inventory  software.  It 
draws  data  from  a  LANauditor 


Cisco  continues  remote  access  assault 

Cisco  Systems,  Inc.  is  expected  to  soon  fortify  its  remote 
access  arsenal  with  a  central-site  concentration  device 
based  on  a  variant  of  its  7000  router  and  targeted  at  Ascend 
Communications,  Inc.  ’s  Max  platform. 

The  Cisco  offering  is  designed  for  companies,  including  Inter¬ 
net  service  providers,  looking  to  provide  network  access  to  multi¬ 
ple  remote  users. 

The  device,  referred  to  by  analysts  as  the  “Max-killer,”  is  a  mod¬ 
ular  chassis  capable  of  supporting  modem  and  ISDN  cards  from 
multiple  vendors,  sources  said.  But  specifics  on  the  architecture, 
configuration  options  and  price  were  not  available. 

Pauljohnson,  an  analyst  at  brokerage  firm  Robertson  Ste¬ 
phens  &  Co.  in  New  York,  said  the  remote  access  product  is  based 
on  the  Cisco  7000  platform .  And  Todd  Dagres,  an  analyst  at  Mont¬ 
gomery  Securities,  Inc.  in  San  Francisco,  said  the  system  will  sup¬ 
port  routing  as  well  as  dial-up  analog  and  digital  connections, 
including  Primary'  Rate  Interface  ISDN,  channelized  T-l  /E-l 
leased  circuits  and  inverse  multiplexing  for  voice,  data  and  video 
applications. 

A  Cisco  spokesman  declined  comment  but  said  to  “stay  tuned” 
for  a  mid-range  and  low-end  remote  access  announcement  that 
could  come  this  week. 

Ascend’s  Max,  meanwhile,  supports  as  many  as  96  remote  users 
dialing  in  to  a  central-site  IAN  using  modems  or  dial-up  digital 
lines.  It  features  six  slots,  sports  a  direct  Ethernet  connection, 
adheres  to  BONDING  and  Multichannel  PPP  inverse  muxing 
specifications,  routes  IP  and  IPX  traffic,  and  supports  frame  relay 
services. 

The  Max  also  features  integrated  V.32bis,  14.4Kbit/sec,V.34, 
V.42  and  V.42bis  modems.  In  a  base  configuration ,  Ascend’s  oflfer- 
i ng  supports  four  ISDN  PRIs  and  costs  about  $  1 8,500. 

“We’ve been  hearing  [about]  this  [Ciscodevice]  foralong 
time,”  saidjay  Duncanson,  an  Ascend  cofounder.  “Ascend  is  also 
building  a  Max-killer.  We’re  not  sitting  still.” 


Bay  Networks  buys  Xylogics 


age  management  systems  for  the 
telephone  industry'  for  years, 
now  plans  to  start  hawking  the 
products  to  enterprise  users. 

AT&T  Backup,  a  system  for 
installation  on  the  customer 
premise,  consists  of  software  on  a 
Unix  storage  server  that  trans¬ 
fers  data  to  ajukebox  containing 
optical  platters,  each  holding  at 
least  1 ,3G  bytes  of  data. 


quarters  here. 

A  network  administrator  can 
either  buy  multiple  AT&T 
Backup  systems  to  support  indi¬ 
vidual  building  or  campus  LANs, 
or  buy  a  single  cen  tral-site  system 
that  supports  remote  sites  via 
high-speed  data  links. 

Over  time,  AT&T  Backup  has 
grown  to  support  NetWare  IANs 
and  Digital  Equipment  Corp. 


Backup  plan 
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AT&T  Backup  lets  users  back  up  data  from  and  restore  data  to  multiple  NetWare 
servers  from  a  central  storage  server  as  well  as  support  Digital  VMS  and  Unix 
environments. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY 


The  largest  platters,  measur¬ 
ing  12  inches  in  diameter,  can 
hold  6.5G  bytes  of  data  in  write- 
once,  read-many  times  format. 
All  told,  the  jukebox  scales  from 
20G  bytes  to  1  terabyte  of  data. 

CommVault  is  a  division  of 
equipment  maker  AT&T  Net¬ 
work  Systems,  which  primarily 
sells  switching  systems  to  phone 
companies.  “We’re  probably  the 
best-kept  secret  in  the  industry,” 
said  Dave  Ballard,  a  systems  engi¬ 
neer  at  AT&T  CommVault  head- 


VMS  environments,  as  well 
as  Unix-based  systems  (see 
graphic),  though  direct  file 
access  by  end  users  or  adminis¬ 
trators  must  be  initiated  using 
standard  Unix  commands  .Asep- 
arate  product,  AT&T  Comm¬ 
Vault  for  Banyan,  supports 
VINES  servers. 

The  firm  has  already  sold 
some  systems  to  corporations, 
particularly  in  the  financial 
arena,  with  14  systems  installed 
at  Salomon  Brothers,  Inc.  ■ 


inventory  to  identify  equipment 
needs  and  groups  users  by 
department  or  other  categories. 
Managers  can  then  run  what-if 
scenarios  to  figure  out  costs  and 
advantages. 

For  example,  Horizons  Tech¬ 
nology  used  Reality 
Check  to  determine 
that  it  would  cost 
$1.5  million  to 
upgrade  the  compa¬ 
ny’s  450  PCs  with 
hardware  and  soft¬ 
ware  enhancements 
to  run  Windows  95. 

“The  No.  1  chal¬ 
lenge  with  Windows 
95  is  helping  an  orga¬ 
nization  recognize 
the  process”  of  implementing 
Windows  95,  according  to  Bill 
Holder,  director  of  operations 
for  Micropath,  Inc.  of  Bellevue, 
Wash.,  a  consulting  firm  that  spe¬ 
cializes  in  corporate  inventories 
and  asset  management. 

“A  corporation  needs  to  run 
an  inventory  collection  tool, 
then  sort  out  the  specs  and  put 
costfigures  to  that,”  Holdersaid. 

“Horizons  Technology  built 
that  right  into  the  product,”  he 
added. 


For  example,  a  manager  may 
assume  initial  high  demand  and 
cost  for  the  help  desk  that  sup¬ 
ports  Windows  95  but  gain  long¬ 
term  savings  as  users  learn  the 
new  software. 

“If  you  reduce  support  costs, 
your  savings  may  jus¬ 
tify  the  cost  of  up¬ 
grading  hardware,” 
said  Rye  Brownrigg, 
senior  product  man¬ 
ager  for  Horizons 
Technology’s  net 
products. 

But  if  a  company’s 
custom  mission-criti¬ 
cal  application  will 
not  run  on  Windows 
95,  upgrading  may 
prove  too  costly. 

LANauditor  runs  on  all  major 
networks  and  supports  agents  for 
a  variety  of  nodes,  including 
DOS,  Windows  3.X,  Windows 
NT,  IBM  OS/2  and  Apple  Com¬ 
puter,  Inc.  Macintosh. 

Reality  Check  is  scheduled  to 
ship  this  month  bundled  with 
LANauditor  3. 1 ,  priced  at  $495; 
current  LANauditor  users  can 
buy  Reality  Check  for  $59. 

©Horizons  Technology: 
(619)292-8331. 


Moving  to  the  new 
Microsoft  Corp. 
operating  system  is 
not  cut-and-dry, 
as  companies  often 
must  upgrade  equip¬ 
ment  or  software. 
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Yes,  tell  me  more  about  VIVID  Yellow  Ridge. 

I  want  more  information  on  how  I  can  have  Ethernet  Switching 
and  migration  to  ATM  at  the  same  time. 
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The  VIVID®  Yellow  Ridge™  is  a  high-performance  Ethernet  Switch.  Plus,  it  has  a 
built-in  ATM  port  so  you  can  connect  to  an  ATM  switch  at  155Mbps  to  perform  LAN 
emulation  today.  No  added  software  or  hardware  is  needed.  Don’t  settle  for  a 
dead-end  solution.  Insist  on  the  Ethernet  Switch  with  the  free  ATM  advantage.  From 
Newbridge®,  the  international  leader  in  ATM.  Call  1-800-DO -VIVID  (1-800-368-4843)  to 
learn  more.  On  VIVID  web  site  http://www.vivid.newbridge.com 
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©  Copyright  1995  Newbridge  Networks  Corporation.  All  rights  reserved. 
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SAP  set  to  add  data  warehouse 
links  to  client/server  apps  suite 


By  Barb  Cole 

Phoenix 

A  new  version  of  SAP  AG’s 
client/server  application  suite 
with  tighter  links  to  data  ware¬ 
houses  and  other  vendors’  appli¬ 
cations  will  take  center  stage  at 
the  company’s  Sapphire  ’95  user 
conference  here  next  week. 

WHAT  WILL  SHINE  AT 
SAPPHIRE ’95 

►  New  version  of  SAP’s  client/server 
applications  with  hooks  for  building 
data  warehouses. 

►  A  scaled-down  version  of  the 
application  suite  designed  for 
easier  setup  and  customization. 

!»  New  middleware  for  linking  SAP 
applications  to  other  vendors' 
applications. 


IBM  entices 
users  to  trade 
in  their  wares 

By  Michael  Cooney 

Austin,  Texas 

Want  to  make  $100,000?  Throw 
those  Digital  Equipment  Corp., 
Sun  Microsystems,  Inc.  and  Win¬ 
dows-based  boxes  out  the  door, 
bring  in  IBM  gear,  and  Big  Blue 
will  pony  up  some  green. 

According  to  a  letter  ob¬ 
tained  by  Network  World,  IBM  has 
launched  an  aggressive  offering, 
known  as  Future- 
Path,  under  which  it 
will  give  $1,000  to 
$100,000  to  users 
migrating  at  least 
50%  of  their  current 
workload  to  IBM 
products. 

In  fact,  the  deal 
includes  migrating 
to  any  product  IBM 
sells  —  everything 
from  network  soft¬ 
ware  and  hardware 
to  Application  Sys- 
tem/400s,  System/ 

390  mainframes, 

RISC  System/6000 
workstations,  and  AIX  and  OS/2 
operating  systems.  The  Future- 
Path  document  states  that  IBM 
will  help  users  select  applications 
and  hardware  to  suit  their  needs 
and  help  install  it.  It  also  states 
that  special  leasing  and  financ¬ 
ing  terms  are  available. 

Analysts  said  FuturePath  rep¬ 
resents  one  of  IBM’s  most 
aggressive  competitive  winback 
programs  ever.  The  company  has 
watched  others,  such  as  Hewlett- 
Packard  Co.,  take  mainframe 


R/3  3.0,  a  set  of  integrated 
financial,  human  resources  and 
manufacturing  applications,  will 
include  built-in  technology  for 
pulling  data  from  R/3  applica¬ 
tions  into  a  data  warehouse. 

In  addition,  the  client/server- 
based  application  suite  will  be 
able  to  share  data  with  the  com¬ 
pany’s  R/2  mainframe-based 
applications  as  well  as  non-SAP 
applications. 

“We’re  not  moving  to  R/3 
Release  3.0  until  next  year,  but  it 
should  be  fairly  easy  to  do  as  a 
result  of  some  of  the  migration 
facilities  that  are  coming  in  the 
new  version,”  said  Ruth  Rowed- 
der,  chief  information  officer 
at  Pentax  Corp.  in  Englewood, 
Colo. 

Bernd  Killer,  SAP’s  technol¬ 


and  AS/400  users  by  aggressive 
means,  and  now  it  is  aiming  back. 

“IBM  is  saying,  ‘If  you’re  a 
customer  of  Digital,  HP  or  other 
vendor,  then  it’s  time  to  make 
the  move,’  ”  said  Sam  Albert, 
president  of  the  Albert  Asso¬ 
ciates  consultancy  in  Scarsdale, 
N.Y.  “It’s  a  smart  strategy,  and  it 
accentuates  the  new  aggressive¬ 
ness  IBM  has  been  trying  to 
develop.  This  sort  of  program 
was  done  locally  before  but  never 
on  a  national  level  like  this.” 

“Any  incentives  are  a  good 
deal,  and  we’d  certainly  look  at 
them,”  said  George  Cemdanovs, 
the  comptroller  with  Lauri,  Inc., 
a  maker  of  educa¬ 
tional  toys  in  Phillips 
Avon,  Maine.  “We 
haven’t  been  made 
aware  of  FuturePath, 
but  we’ll  be  looking 
into  it.” 

Others  said  the 
offer  was  a  bit  late . 

“We  have  IBM 
hardware  and  soft¬ 
ware,  so  I  am  not 
sure  what  the  pro¬ 
gram  would  mean 
for  us,”  said  Jeff 
Stone,  director  of 
information  systems 
for  the  Eugene, 
Ore.-based  Neste  Resins  Corp.,  a 
division  of  Neste  Oy,  a  Finland- 
based  oil  firm.  “ Monetary  incen¬ 
tives  would  have  been  inter¬ 
esting  when  we  converted  our 
HP  300s  to  AS/400s.” 

IBM  executives  declined  to 
talk  about  FuturePath  or  how 
recently  converted  customers 
might  benefit  from  the  program. 

Products  must  be  ordered  by 
Nov.  30  and  installed  by  Dec.  29. 

©IBM:  (800)  946-9426,  Dept. 

M02. 


ogy  marketing  manager,  said  the 
new  offering  should  be  out 
around  year-end. 

An  API  called  Application 
Link  Enabling  (ALE)  is  key  to 
SAP’s  effort  in  extending  its 
applications’  reach.  Using  ALE 
and  SAP’s  development  tools, 
users  will  be  able  to  meld  existing 
applications  from  SAP  and  other 
vendors  with  R/3  3.0  software 
modules. 

Analysts  said  that  Version  3.0 
could  help  transform  the  firm’s 
products  into  an  open  platform 
for  integrating  applications 
from  multiplevendors. 


Perot 

Continued  from  page  1 

which  it  intends  to  open  to  the 
public  as  a  demo  as  early  as  this 
week  —  to  test  the  viability  of 
simultaneous  radiology  and  vid¬ 
eoconferencing  applications  for 
several  hospitals  wishing  to 
share  expertise  among  medical 
specialists. 

Perot  enlisted  the  aid  of  sev¬ 
eral  vendors,  including  Cisco 
Systems,  Inc.  and  IBM  for  ATM 
gear,  and  carriers,  such  as  AT&T. 

The  DS3  network  currently 
runs  between  Perot’s  data  center 
in  Richardson,  Texas,  and  the 
Dallas  Infomart  technology 
building  downtown,  which  is 
where  users  will  be  able  to  go  to 
experiment  with  the  network. 
Several  hospital  sites  are  slated  to 
jump  on  the  network  soon. 

Long  said  that  today’s  appli¬ 
cations  speaking  shared-LAN 
protocols  such  as  IP  and  Novell, 
Inc.  IPX  do  not  yet  take  advan¬ 
tage  of  ATM’s  efficient  transport 
technology.  Perot  searched  for 
developers  who  had  built  their 
applications  to  map  directly  into 
ATM  cells,  as  opposed  to  speak¬ 
ing  LAN  protocols,  but  there 
were  none,  he  said. 

So  Perot  used  an  IP-based 
interactive  magnetic  resonance 
imaging  application  from  BRIT 
Systems  and  InSoft,  Inc.’s  IP- 
based  conferencing  application. 

The  results  indicate  that 
“TCP/IP  has  to  be  redone  [to 
support]  larger  windows”  in 
applications  that  use  the  proto¬ 
col,  Long  said.  That  will  let  more 
data  and  receipt  acknowledg¬ 
ment  packets  flow  simultaneously 
through  the  net,  he  added. 

Currently,  TCP/IP  applica¬ 
tions  allow  about  4,000  frames  of 
data  and  receipt  acknowledg¬ 
ments  in  the  network  at  one 
time.  In  a  TCP/IP  network,  the 
origination  source  must  wait  for 
acknowledgments  before  send¬ 
ing  more  traffic,  and  the  rela¬ 
tively  small  TCP/IP  window  size 
means  ATM’s  network  band¬ 
width  is  underutilized  while  the 
application  waits,  he  explained. 
Long  suggested  a  32,000-frame 


“With  ALE,  [SAP]  is  provid¬ 
ing  plumbing  between  R/2  and 
R/3,  as  well  as  linking  its  applica¬ 
tions  to  external  applications,” 
said  Henry  Morris,  research 
director  in  the  applications 
group  at  International  Data 
Corp.  in  Framingham,  Mass. 

The  next  version  of  R/3 
should  also  help  users  retrieve 
fresh  operational  data  for  use  in 
decision-support  systems,  known 
as  data  warehouses.  The  integra¬ 
tion  will  automate  the  genera¬ 
tion  of  database  tables,  queries 
and  reports  in  data  warehouse 
environments,  Killer  said.  Typi- 


window  as  more  appropriate  for 
ATM. 

Users  launching  ATM  net¬ 
works  also  should  pay  close  atten¬ 
tion  to  their  equipment  vendors’ 
software,  Perot  learned.  The 
company  discovered  that  the  ver¬ 
sion  of  software  running  on  its 
Cisco  Systems,  Inc.  7000  routers 
did  not  support  RFC  1577  —  a 
standard  format  for  mapping  dif¬ 
ferent  protocols  to  ATM 
cells.  So  Perot  and  Cisco 
jury-rigged  the  7000  to  rec¬ 
ognize  all  frames  coming  in 
as  IP,  Long  said. 

Also,  the  CPU  in  the  IBM 
RISC  System/ 6000  worksta¬ 
tions  running  the  InSoft 
application  does  not  keep 
up  with  the  net,  Long  said. 
“Everyone  perceives  that 
when  screen-painting  is 
slow,  it  is  the  network’s 
fault,”  he  said.  But  applica¬ 
tions  such  as  InSoft’s  were 
built  with  older,  slower  nets  in 
mind,  sucking  up  a  lot  of  CPU 
powerforcompression,  hesaid. 

Test  bed  limits 

The  test  bed  is  limited  in  that 
there  is  only  one  ATM  carrier, 
ATM  switch  supplier  and  CPE 
vendor  involved.  But  even  in  this 
relatively  simple  environment, 
“we’ve  confirmed  what  we’ve 
always  known:  You  don’tjust  pick 
up  the  phone  and  order  ATM 
service,”  Evans  said.  “It  requires 
a  lot  of  coordination  among  ven¬ 
dors  and  carriers  to  get  things  to 
actually  work.” 

Perot,  for  example,  discov¬ 
ered  that  when  inserting  a  net¬ 
work  monitoring  probe  into  the 
network,  the  network  could  not 
resynchronize  itself. 

In  addition,  MFS  Datanet, 
Inc.  was  initially  brought  in  to 
provide  ATM  local  access  into 
AT&T’s  ATM  switch.  However, 
long-haul  partner  AT&T  told 
Perot  that  it  would  not  yet  sup¬ 
port  an  ATM  net  interface  with 
other  carriers. 

It  is  not  clear  whether  AT&T, 
which  has  publicly  stated  that  it 
will  not  support  such  interfaces 
with  local  carriers  for  frame 
relay,  will  maintain  the  same 


cally,  users  need  to  write  custom 
code  to  generate  these  items. 

Oracle  Corp.  recently  aired 
plans  to  provide  similar  hooks  in 
its  application  suite. 

Additional  enhancements 
planned  for  Version  3.0  include 
bui.t-in  workflow  management, 
automated  software  installation 
and  enhancements  to  the  manu¬ 
facturing  modules. 

The  company  also  plans  to 
discuss  at  the  user  conference  a 
scaled-down  version  of  R/3 
that’s  supposed  to  be  easier  to 
implement  and  manage.  That 
software  is  expected  nextyear.  ■ 


position  in  the  ATM  world. 

So  MFS  is  providing  dedi¬ 
cated  DS3  service  from  the  Cisco 
7000  router  into  the  AT&T 
switch.  There  was  no  other 
choice  of  a  local  ATM  service 
provider,  said  Bill  Brown,  Perot’s 
manager  of  LAN/WAN  services. 

Evans  and  Brown  concluded 
that  users  must  carefully  orches¬ 
trate  vendor  and  carrier  activities 


by  finding  out  who  within  those 
companies  has  the  real  ATM 
expertise,  making  sure  vendor 
software  that’s  released  jibe,  and 
that  vendors  and  carriers  are  in 
sync  on  compatibility  testing. 

“You’ll  get  a  different  story 
from  a  [vendor]  salesperson 
than  you  do  their  chief  engi¬ 
neer,”  Brown  said.  “You  have  to 
do  your  homework  to  find  the 
person  who  will  give  you  the 
straight  story  on  what  a  product 
can  actually  do.”  ■ 


CORRECTION 

A  recent  article  about  SNA  over 
frame  relay  (Aug.  28,  page  19) 
indicates  that  AT&T’s  IPX- 
based  frame  relay  platform 
allows  users  to  burst  frames  of 
data  into  the  AT&T  network 
only  at  their  committed  infor¬ 
mation  rate.  The  AT&T  net 
allows  users  to  burst  into  the  net 
at  the  speed  of  their  port.  From 
there,  the  bursting  ability 
through  the  AT&T  backbone  is 
limited  to  the  speed  of  the 
smallest  port  on  either  side  of 
the  connection. 


“It’s  a  smart  strat¬ 
egy,  and  it  accentu¬ 
ates  the  new  aggres¬ 
siveness  IBM  has 
been  trying  to 
develop.  This  sort  of 
program  was  done 
locally  before  but 
never  on  a  national 
level  like  this.  ” 


Perot  Systems'  Brown,  Long  and  Evans  have 
found  that  ATM  network  components  are  a  step 
ahead  of  applications  that  can  take  advantage  of 
the  high-speed  technology. 
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on  your  boss’  desk,  and  browsing 


the  Internet  all  at  the  same  time. 
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Is  it  the  espresso  or  OS/2  Warp  Connect? 


While  OS/2®  Warp  Connect  may  not  come  with  a 

twist  of  lemon,  it  will  let  you  access  multiple  servers  on 

multiple  networks  at  the  same  time,  from  anywhere. 

With  just  one  phonecall  and  one  password,  you  can 

dial  direcdy  into  Internet,  UNIX®  „  r , 

J  Can  yours  oj  t 

NT,®  Windows®  for  Workgroup, 

NetWare®  as  well  as  IBM  servers.  That’s  all  it  takes 
to  share  graphics  files  and  databases,  drives  and 
printers.  Even  applications. 

And  because  there  are  separate  memory 
address  spaces,  it’s  crash-protected.  So  a  problem  on  one 
program  won’t  crash  everything  you’re  working  on. 


ware  do  this? 


You  can  create  Person  to  Person™  connections  with 
up  to  eight  other  people  no  matter  where  they  are,  whether 
they’re  four  floors  away  or  four  time  zones.  Conference  by 
video.  Collaborate  by  chalkboard.  Communicate. 

So  if  you’re  looking  for  network 
connectivity,  compatibility  and 
true  multitasking,  call  us  at  1  800  IBM-3333, 
ext.  EA100.  Or  visit  our  web  site  at  http://www. 
austin.ibm.com/pspinfo/os2.html  for  additional 

information  about  — — —  — 

OS/2  Warp  Connect.  You’ll  JELJEjzJE^FEL 

find  it  quite  stimulating.  Solutions  for  a  small  planet™ 


OS/2  Warp  Conned  Fullpack  is  available  from  IBM  for  $189  by  calling  1  800  IBM-3333,  ext.  EA 100,  In  Canada,  please  call  1  800  0S2-WARP,  ext.  094  Reseller  prices  may  vary.  The  IBM  home  page  is  located  at  http://www.ibm.com.  IBM  and  OS/2  are  registered  trademarks  and  Person  to  Person.  Solutions  for  a 
small  planet  and  the  OS/2  logo  are  trademarks  of  International  Business  Machines  Corp.  All  other  company  and/or  product  names  are  trademarks  and  registered  trademarks  of  their  respective  companies.  ©  1995  IBM  Corporation.  All  rights  reserved. 


moment  brought  to  you  by  new  Microsoft  Office 
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ng  new  Microsoft  Office 

for  Windows  95 


Now  people  spend  more  time  thinking  about  their  work, 
less  time  thinking  about  how  their  software  works. 

^90  New  Micros°ft®  Office.  It’s  intuitive  software.  Software  that  uses 

InteiliSense™  technology  to  reveal  and  automate  commands,  to 
speak  the  user’s  language,  to  break  down  the  walls  between  people 
and  the  full  potential  of  their  software.  Everyday  tasks  as  basic  as 
entering  text  are  easier.  Spell-checking  and  formatting  happen 
automatically,  on  the  fly.  Built-in  wizards  walk  users  step-by-step  through  tasks  like  creating  a 
presentation,  setting  up  a  team  meeting,  and  turning  a  flat-file  spreadsheet  into  a  relational 
database.  Barriers  that  once  stood  between  applications  are  down.  The  new  Office  Binder  lets 
users  take  all  the  memos,  reports,  and  spreadsheets  for  a  project  and  combine  them  into  one 
document.  They  can  save  it  and  print  it  as  a  single  document  with  consecutive  page  numbers. 
With  fewer  obstacles  standing  in  their  way,  users  are  37%  faster  at  creating  and  editing 
documents,  managing  files,  and  analyzing  data  with  new  Microsoft  Office* 


Now  when  people  get  stuck  and  can’t  figure  out  how  to  do 
something,  they  ask  the  computer  for  help  and  it  answers. 

It's  called  the  Answer  Wizard.  Type  in  a  question  in  plain  English. 
“How  do  I  get  the  page  to  print  sideways?”  By  accessing  more  than 
12,000  help  topics,  the  Answer  Wizard  will  actually  show  the  user 
how  to  do  it.  Questions  that  once  frustrated 
users  can  now  be  answered  immediately. 

Features  and  capabilities  that  can  make 
them  more  productive  are  instantly 
revealed.  No  searching  for  manuals.  No 
searching  for  you.  In  a  recent  study,  the 
Answer  Wizard  helped  reduce  Office 
application  help-desk  calls  by  44%.**  Users  spend  more  time  working. 
You  spend  more  time  focusing  on  the  big-picture  part  of  your  job, 
less  time  responding  to  repetitive,  time-consuming  questions. 
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WHERE  DO  YOU  WANT  TO  GO  TODAY?"* 
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a  registered  trademark  of  Lotus  Development  Corporation.  ‘According  to  a  test  conducted  by  Kelly  Services.  * ‘According  to  a  study  conducted  by  WorkGroup  Technologies,  tnc. 
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Now  there  are  fewer  obstacles  to  installation 

-  -! — ,f£!~d*  unified  desktop. 


This  is  software  designed  with  installation  and  migration  in  mind.  The  Network 
Installation  Wizard  lets  you  create  custom  installation  routines.  Specify  whether 
certain  files  are  to  be  stored  on  individual  desktops  or  on  network  servers.  Since 
users  can  pass  files  back  and  forth  between  new  and  old  versions  of  Microsoft 
Excel,  Word,  and  PowerPoint,®  you  can  migrate  over  time  without  creating  headaches 
for  people  working  together.  And  since  Microsoft  Office  supports  open  standards,  it  can  be 
the  desktop  front  end  to  any  back-end  system,  whether  it’s  Microsoft  BackOffice™  NetWare,® 
Lotus  Notesf  or  the  Internet. 


Now  you  have  programs  designed  to  take  full  advantage  of  Windows  95, 


The  advanced  multitasking,  simplified  user  interface,  and  32-bit  performance  of  the  Windows®  95 
operating  system  make  Microsoft  Office  easier  and  faster  to  use  than  ever.  Office  is  also 
designed  to  make  the  most  of  advanced  capabilities  like  multi-threading  and  the  Windows  95 
Briefcase.  Microsoft  Access  Briefcase  Replication  lets  users  take  a  copy  of  important  data  on 
the  road  with  them.  Lets  them  type  in  new  information  offline  and  then  automatically 
incorporate  it  upon  return  with  no  loss  of  data  integrity.  For  more  information  on  Microsoft 
Office,  how  it  works  with  Windows  95,  and  how  it  could  work  with  your  company,  call 
800-607-6872,  Dept.  F3W.  You’ll  receive  an  Evaluation  and  Migration  Planning  CD  that 
includes  a  product  demo,  technical  information  on  all  of  the  applications,  a 
deployment  planning  guide,  and  tools  for  managing  migration. 


3Com’s  fast  Ethernet  game  plan 


News 


3Com  cranking  up  fast  E-net 

Company  set  to  release  a  high-performance,  low-cost,  scalable  product  line. 


By  Michael  Csenger 

Santa  Clara,  Calif. 

Putting  switched  Ethernet  into 
high  gear,  3Com  Corp.  this  week 
will  announce  a  broad  suite  of 
100Base-T  fast  Ethernet  prod¬ 
ucts  that  increase  network  ca¬ 
pacity  and  performance  while 
minimizing  the  need  to  swap  in 
new  technology. 

The  announcement  adds 
detail  to  an  overall  fast  Ethernet 
strategy  that  3Com  first  sketched 
out  about  a  year  ago  and 
includes  modules  for  3Com’s 
hub,  switch  and  router  lines. 

“We’re  going  to  do  for  fast 
Ethernet  what  we  did  for  the 
Ethernet  market  already,”  said 
David  Flynn,  3Com’s  product 
line  manager  for  high-speed  net¬ 
works.  “Using  custom  [Applica¬ 
tion  Specific  Integrated  Circuit] 
components,  we  can  deliver  high 
performance  at  prices  low 
enough  to  make  fast  Ethernet  an 
affordable,  widely  deployed 
technology.” 

Welcome  changes 

3Com  users  are  keen  to  real¬ 
ize  Flynn’s  vision. 

“I  figure  fast  Ethernet  can 
carry  us  easily  for  another  two  to 
three  years,”  said  Dan  Sweeney, 
manager  of  network  operations 
for  Quarterdeck  Corp.,  a  soft¬ 
ware  developer  that  has  already 
started  connecting  nearly  800 
end  users  with  3Com ’s  fast  Ether¬ 
net  beta  equipment. 

“If  we  uied  to  meet  perfor¬ 
mance  demands  with  FDDI  or 
jumped  right  to  ATM,  I  could 
maybe  get  the  network  de¬ 
ployed,  but  there’d  be  no  budget 
left  to  actually  run  the  thing  and 
work  with  it  to  satisfy  our  users,” 
Sweeney  said. 

“With  fast  Ethernet,  we’d 
have  to  triple  our  network  load 


Reaching  LANs  over  WANs 


3Com’s  remote  LAN  front  was 
built  by  acquiring  companies  with 
wide-area  access  technologies 
and  a  focus  on  ISDN. 

►  Impact  -  Remote  client  hardware 
and  software  based  on  technology 
from  Access  Works,  which  was 
acquired  in  February. 

►  Arpeggio  -  ISDN-based  remote  LAN 
internetworking  tools  based  on 
technology  from  Sonix.  which  was 
bought  in  May. 

►  Access  Builder  -  Remote  LAN 
access  servers  based  on  technology 
from  Centrum  Communications, 
which  was  purchased  in 

February  1994. 

►  Aperture  -  High-end  remote  access 
concentrators  for  very  large 
organizations  and  service  providers. 
Based  on  technology  from  Primary 
Access,  which  was  acquired  in  June. 


light  nowjust  to  reach  25%  utili¬ 
zation,  at  which  point  3Com  still 
gives  us  a  whole  bunch  of  ways  to 
goaboutit,”  he  added. 

Products  arrive,  more  to  come 

For  the  NetBuilder  II  router, 
3Com  is  introducing  two  fast 
Ethernet  modules  with  either  a 
100Base-TX  Category  5  cable  or 
100Base-FX  fiber  interface.  The 
modules  are  available  now  for 
$4,295  and  $4,995,  respectively, 
and  provide  backbone  connec¬ 
tivity  between  fast  Ethernet 
LANs. 

The  LinkBuilder  FMS  100 
hub,  part  of  3Com’s  SuperStack 
family,  and  the  LinkSwitch  1000 
workgroup  switch  have  both 
been  previously  announced  but 
are  now  in  volume  production, 


according  to  Flynn.  The  prod¬ 
ucts  are  designed  to  bring  fast 
Ethernet  down  to  the  workgroup 
level. 

By  the  end  of  the  year,  3Com 
will  deliver  the  LinkSwitch  3000 
SuperStack  fast  Ethernet  switch. 
With  as  many  as  seven  dedica¬ 
ted  fast  Ethernet  ports  costing 
less  than  $10,000,  it  can  be 
deployed  in  high-performance 
workgroups  or  as  an  uplink 
for  smaller  10M/100M  bit/sec 
Ethernet  switches. 

In  the  first  quarter  of  next 
year,  3Com  will  ship  fast  Ether¬ 
net  and  ATM  modules  for  the 
LANplex  2500,  which  is  a  high- 
end  workgroup  and  data  center 
switch. 

The  2500  currently  supports 
as  many  as  1 6  10M  bit/ sec  Ether¬ 


net  ports  with  FDDI  uplinks. 

The  new  modules,  which  have 
not  been  priced,  will  provide 
interworking  between  fast  Ether¬ 
net,  FDDI,  ATM  and  regular 
Ethernet. 

3Com’s  large  LANplex  6000 
chassis  will  receive  a  seven-port 
fast  Ethernet  concentrator  mod¬ 
ule  for  uplinks  to  an  FDDI  back¬ 
bone  in  the  first  quarter  of  next 
year. 

A  fast  Ethernet  switching 
module  is  also  planned  for  the 
6000,  providing  seven  switched 
fast  Ethernet  ports. 

By  midyear,  3Com  will  add 
fast  Ethernet  to  the  LinkBuilder 
Multi-Services  Hub  by  incor¬ 
porating  the  same  modules  em¬ 
ployed  in  the  LinkSwitch  1000 
and  3000. 

An  LANplex  module  that  pro¬ 
vides  100Base-T  and  ATM  inter¬ 
working  is  also  being  developed 
formid-1996,  Flynn  said. 

©3Com:  (408)  754-5000. 


Cable 

Continued  from  page  1 

ment  Corp.  that  reveals  the 
mammodi  potential  of  CATV 
networks  to  deliver  broadband 
data  and  telephony  services  to 
businesses  and  homes. 

Cable  companies  seem  a  nat¬ 
ural  to  lead  the  charge  of 
entrants  into  local  telephone 
competition:  Their  cables  pass 
92  million  homes  with  band¬ 
width  potential  far  beyond  that 
of  today’s  local  phone  systems. 

But  they’re  not  leading  the 
charge. 

Even  as  the  government 
w'ould  let  CATV  companies  vie 
for  local-loop  users,  the  compa¬ 
nies  are  sidelined  testing  the 
hardware  required  to  use  their 
fiber/coaxial  cable  networks  to 
support  voice  and  data  transmis¬ 
sion  services. 

Technical  challenges  have 
slowed  the  firms  but  failed  to  dis¬ 
courage  them  from  pursuing 
their  lucrative  goal  of  sharing  in 
a  telephone  market  that  is  five 
times  that  of  CATV. 

If  they  succeed,  their  partici¬ 
pation  could  bring  users  lower 
rates  through  competition  and 
usher  in  a  new  era  of  broadband 
services  that  support  everything 
from  voice  communications  to 
videoconferencing  to  remote 
LAN  and  Internet  access. 

Even  Teleport  Communica¬ 
tions  Group  (TCG),  part  of  a 
consortium  that  analysts  rank  at 
the  top  of  CATV  contenders  in 
the  telephony  game,  is  still 
experimenting. 

TCG  is  in  the  process  of  set¬ 
ting  up  a  voice  telephone  trial 
outside  Chicago  involving  hard¬ 
ware  from  Motorola,  Inc.  and  a 
fiber/ coaxial  net  owned  by  Tele¬ 
communications,  Inc.  (TCI). 


Cable’s  rocky  road  to  telephony 
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TCIJimeWarner,  Cox,  Comcast 
and  Continental  unveil 
competitive  access  plans. 


With  just  five  users  on-line  so 
far,  the  project  will  eventually 
reach  a  group  of  25  “friendlies” 
—  employees  of  TCG,  TCI  or 
Motorola —  located  in  Arlington 
Heights,  Ill.,  according  to  Cath¬ 
erine  Mason,  the  TCG  manager 
of  the  trial. 

Menacing  problems 

Mason’s  effort  is  beset  by  the 
same  problems  that  menace 
other  cable  providers  aspiring  to 
become  phone  companies:  turn¬ 
ing  a  downstream-only,  broad¬ 
cast  network  into  a  two-way  net 
that  supports  switched  and  dedi¬ 
cated  links. 

‘  ‘That  means  everything  from 
regenerators  to  amplifiers  to 
power-passing  taps  have  to  be 
either  upgraded  or  totally 
replaced,”  Mason  said. 

And  it  means  making  these 
changes  while  keeping  costs  low 
enough  to  allow  a  profitable 
return.  That  is  critical  because 
cable  companies  are  already 
strapped  by  the  initial  costs  of 
installing  and  maintaining  their 
networks  for  cable  TV  delivery, 
according  tojimjungjohann,  an 
associate  analyst  with  A.G. 
Edwards  &  Sons. 

A  cost  of  $200  to  $450  per  cus- 


October  - 1 

TCG  and  TCI  announce  test  of  telephony 
over  cable  in  Arlington  Heights,  III.,  and 
Sprint,  TCI,  Comcast  and  Cox  plan  to 
enter  telephony  market. 


tomer  to  upgrade  to  telephone 
service  is  the  ballpark  CATV 
companies  are  trying  to  hit, 
Jungjohann  said.  That  would 
mean  an  investment  of  $10  mil¬ 
lion  to  $22  million  per  50,000 
customers.  That  would  make 
upgrades  viable  assuming  they 
captured  5%  of  the  homes  and 
businesses  their  networks  pass, 
he  said. 

In  the  Illinois  trial,  TCG  is 
“significantly  overbuilding  the 
fiber  network”  beyond  what  is 
necessary  for  voice  service  with 
the  aim  of  offering  high-speed 
data  services  —  1 .5M  bit/sec  to 
the  home  —  by  the  end  of  this 
year. 

That  makes  it  hard  for  Mason 
to  get  a  handle  on  what  a  typical 
upgrade  will  cost  TCG,  but  she 
estimates  from  $500  to  $2,500. 

“In  the  major  geographic 
areas,  1  think  it  will  be  close  to 
$500  or  $600,  which  will  be  offset 
by  [revenue  from]  increased 
penetration  in  telephony  and 
cable  services,”  Mason  said. 

Common  practice 

Others  are  engaged  in  similar 
trials.  In  New  York,  Cabletron 
Lightpath,  Inc.,  a  CATV  com¬ 
pany,  has  authority  to  compete  in 


Second  half  '95 

►  Fast  EtherLink  adapter 
10/100Base-T4 

►  LinkSwitch  3000 
SuperStack 
100Base-T  switch 

First  half  '96 

►  LinkBuilder  FMS  100  hub 
SuperStack 
100Base-T4  hub 

►  LANplex  2500 
Department  switch 
100Base-T  modules 

►  LANplex  6000 
DataCenter  Switch 
100Base-T  modules 

►  LANplex  ATM  modules 
(lOOBase-T/ATM  switching) 

►  LinkBuilder  MSH 
10/ 100Base-T 
switching  modules 


the  local  phone  market. 

It  is  trialing  Northern  Tele¬ 
com,  Inc.’s  Cornerstone  equip¬ 
ment  to  deliver  telephone 
service  over  its  fiber/coaxial 
network. 

The  company  also  has  plans 
for  a  similar  trial  with  Motorola 
CableComm  equipment,  but 
Motorola  will  not  be  able  to  pro¬ 
vide  it  until  October,  according 
to  Lightpath  President  Joseph 
Cece. 

He  said  that  as  trials  of  equip¬ 
ment  conclude  this  year,  he 
expects  the  fiber/coaxial  tele¬ 
phony  equipment  to  go  into  full 
production. 

As  cable  companies  upgrade 
their  networks,  they  are  design¬ 
ing  the  fiber  runs  so  they  can 
more  easily  drop  fiber  lines 
direcdy  to  businesses  because 
that  is  where  the  demand  is  for 
high  bandwidth,  according  to 
Bob  Braden,  vice  president  of 
network  services  for  Centennial 
Cellular  Corp. 

Centennial  is  an  affiliate  of 
the  company  that  is  running 
the  Colorado  Springs  extend¬ 
ed  LAN  telecommuting  ex¬ 
periment. 

No  pricing  has  been  set  for 
10M  bit/sec  remote  LAN  con¬ 
nections  like  those  being  trialed 
in  Colorado  Springs,  but  Braden 
said  cable  companies  would 
charge  at  least  as  much  for  them 
as  traditional  telephone  carriers 
charge  for  ISDN. 

According  to  Braden,  execu¬ 
tives  in  the  CATV  industry  look 
at  the  expanding  frame  relay 
market  as  proof  that  there  will 
be  a  big  market  for  the  data  ser¬ 
vices  that  cable  networks  could 
provide. 

“I  don’t  believe  there’s  a 
cable  company  in  the  U.S.  that 
isn’tinterested  in  that.”  ■ 
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Attachmate 


□  Yes!  Show  me  the  beauty  of  IRMA.  Please  send  me 
A  FREE  DEMONSTRATION  DISK  OF  IRMA  TCP  SUITE. 

Complete  this  post-paid  reply  card  and  mail  today.  Or  for  immediate 

ATTENTION,  CALL  800-426-6283. 
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Company _ 'f  ~  t _ _ _ _ _ _  ,.r. 

Address _ _ _  .  ... 

City/State/Zip _ , _ 

Phone _ _ _ _ _ :  _ 

Please  tell  us  a  little  about  your  computing  environment. 

What  information  sources  do  you  connect  to? 

□  IBM  Mainframe  □  AS/400  □  Digital  OVAX  □  UNIX  □  Internet 

Current  connectivity  software _ 

Number  of  connected  desktops _ 
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Irma  TCP  Suite  takes 


YOU  TO  ANY  HOST  AND  THE 


Internet  via  TCP/IP 


Irma'”  TCP  Suite.  Focused  on  business 

PRODUCTIVITY.  WITH  EVERY  ATTRIBUTE  YOU  NEED, 
INCLUDING  ONE  SEAMLESS  WINDOWS'"  INTERFACE. 

Easy  navigation  between  host  and  Internet 
SCREENS.  SNA  OVER  TCP/IP.  A  FULLY  INTEGRATED 
TCP/IP  APPLICATION  SET  THAT  INCLUDES 

Netscape  Navigator™,  the  most  popular 
World  Wide  Web  browser. 

Irma.  From  Attachmate®.  Where  quality 

PRODUCTS  AND  SUPPORT  HAVE  MADE  US  THE 
WORLD  LEADER  IN  PC  CONNECTIVITY  SOFTWARE.  \  i 

Qualify  for  a  free  evaluation  copy  or  re¬ 
quest  A  FREE  DEMO  DISK  at  1-800-426-6283. 

OR  ORDER  FROM  THE  ATTACHMATE  HOME  PAGE. 

Irma  TCP  Suite.  Businesslike.  Smart.  And  in 

EVERY  WAY,  A  THING  OF  BEAUTY. 


URL:  http://WWW.ATTACHMATE.COM 


©1995  ATTACHMATE  CORPORATION,  ALL  RIGHTS  RESERVED.  ATTACHMATE  IS  A  REGISTERED  TRADEMARK  AND  IRMA  IS  A  TRADEMARK  OF  ATTACHMATE  CORPORATION.  ALL  OTHER  TRADEMARKS  OR  REGISTERED  TRADEMARKS  ARE  THE  PROPERTY  OF  THEIR  RESPECTIVE  OWNERS. 


TCP/IP  Connections  to:  Mainframe  •  AS/400®  •  Vax7Unix  •  Internet 


Circle  Reader  Service  #54 


Pile  Options  Window 


Host  Connectivity 


Internet  Access 


Email  &  Messaging 


T  N 3270  T  N 5250  T  elnet 


Automatic 

Internet 


WebSuiter 


Mail  Phone  Tag  NewtPROFS 


NEWTNem 


Whois 


Session 

Manager 


Tag-ltl  fjEv/TView  NEWT  Sound 


Personal 

Web 

Server 


Outbox  Mai, 

Administration 


Xsession 


NEWT  Shooter 


Group  Collal 


File  &  Print  Sharing 


Desktop  Mgrnt 


w/TScan 


NEWT 


InPerson 


FTP  Server  LPR/LPD 


Name 

Resolver 


Diagnostic 

Center 


ECCO 

Professional 


R -Commands 


NFS  Client  NFS 
&  Server  Utilities 


SNMP 

Agents 


NIS 

Lookup 


Chameleon  4.5 


Network  Your  Desktop  To  The 

World  with  Chameleon. 


BEST  VALUE. 

Chameleon  is  a  TCP/IP  Windows  desktop 
that  offers  more  applications  than  any  other 
product.  It  provides  you  with  a  comprehensive 
Windows  solution  for  TCP/IP  networking. 

SIX  INTEGRATED  SOLUTION 

SUITES. 

Chameleon  desktop  applications  are  integrated 
for  powerful  cross-functional  capabilities. 
Drag-and-drop  any  information  on  the  network 
between  applications  at  the  click  of  a  button. 


mainframes,  minicomputers,  PC-based  LANs 
and  WANs,  and  the  Internet. 

OFFICE,  HOME,  AND  REMOTE 
NETWORK  ACCESS. 

Connect  to  your  network  and  the  Internet  via 
LAN  or  dialup  access  with  one  easy-to-use 
software  package.  Send  and  retrieve  email, 
download  files,  print  documents,  login  to 
remote  hosts,  and  run  client/server 
applications.  Connect  your  PC  to  the  world 
with  Chameleon. 


OVER  40  FULLY 

INTEGRATED 

APPLICATIONS  INCLUDED: 

Host  Access 

Telnet:  VT100,  VT220,  VT320,  TVI, 
Wyse,  TN3270,  TN5250,  Visual  Script 
Editor  &  Player,  X  Windows* 

File  &  Printer  Sharing 
NFS  Client  &  Server* 

FTP  Client  &  Server 
LPR/LPD 

Electronic  Mail  &  Messaging 
SMTP  Mail  with  MIME 
IBM  PROFS 
Phone  Tag,  Tag  It 
Calendar/Scheduler 

Internet  Access 

WWW  Client  &  Server 

Gopher 

Newsreader 

Archie 

Whois 

Group  Collaboration 
ECCO  Personal  &  Group 
Information  Management* 
InPerson  Network  Whiteboard 

Desktop  Management 

Ping,  Finger,  Name  Resolver 
DNS  Client  &  Server 
R-commands 
PC  Net  Time 

TCP/IP  Communications 
Winsock 

100%  DLL  TCP/IP  Stack 
LAN:  Ethernet,  Token  Ring 
Dialup:  SLIP,  CSLIP,  PPP  &  ISDN 

And  More... 


SEAMLESS  ACCESS  TO 
CORPORATE  INFORMATION 
RESOURCES. 


NelManage  Chameleon  includes  WinSock 
TCP/IP  and  is  100%  DLL/VXD.  Chameleon 


'Optional 

UPGRADE  TO  4.5  FOR  ONLY  $95! 


Chameleon  includes  more  applications  requires  only  6KB  memory  and  configures  in 

that  allow  you  to  access  information  on  Unix,  just  5  minutes. 
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WANs  &  Interne 


Briefs 

■  Fujitsu  Network  Switch¬ 
ing  of  America,  Inc.  an¬ 
nounced  an  ATM  multiplexer 

with  six  user-side  ports  and  one 
ATM  User-Network  Interface  OC-3 
network-side  port.  TheSMX-6200 
contains  a  video  codex  card  and 
can  provide  DS 1  and  DS3  circuit 
emulation  for  private  branch 
exchange  applications.  It  also 
supports  Ethernet  and  ATM  digi¬ 
tal  exchange  interfaces  for  LAN 
interconnections. 

Fujitsu:  (919)  790-2211. 

■  Security  Dynamics  Tech¬ 
nologies,  Inc.  last  week  added 
Cisco  Systems,  Inc.  Terminal 
Access  Controller  Access  System+ 
(TACAS+ )  support  to  its  ACE/ 
Server  program  and  SecurlD 
card.  The  combination  of  the 
ACE/Server  and  TACAS+  will 
help  protect  router-based 
enterprise  nets  from  unau¬ 
thorized  access  by  providing 
secure  users  authentication 
routines.  TACAS+  support  will 
be  available  for  ACE/Server  in 
November  for  $2,450.  SecurlD 
cards  will  sell  for  $34. 

Security  Dynamics:  (617) 
431-0770. 

■  Sprint  Corp.  announced  a 
Windows  version  of  its  elec¬ 
tronic  billing  program.  Fon- 
view  for  Windows  lets  users  view 
their  entire  firm’s  telecommuni¬ 
cations  bill  by  division  and  cre¬ 
ate  custom  billing  reports  while 
running  other  Windows  applica¬ 
tions.  Available  now,  Fonview 
for  Windows  costs  $25  per  month 
per  site  receiving  the  bill. 

Sprint:  (800)  877-2000. 

M  Long-distance  carrier  LCI 

International,  Inc  .filed  a 
petition  with  the  California  Pub¬ 
lic  Utilities  Commission  seeking 
authority  to  offer  local  phone 
service  in  California. 

■  AT&T  unveiled  a  new  Release 

4  of  the  Merlin  Legend  Com¬ 
munications  System  that 
supports  ISDN  Basic  Rate  Inter¬ 
face.  Previous  releases  of  the 
hybrid  key  system/private 
branch  exchange  provided  an 
ISDN  PRI  only. 

AT&T.  (800)247-1212. 
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StrataCom,  Fore  leaders: 
ATM  driven  from  the  inside 


StrataCom  Presi¬ 
dent  Dick  Moley 
and  Fore  Systems, 
Inc.  CEO  Eric  Coo¬ 
per,  leaders  in  the  wide-  and 
local-area  worlds  of  Asynchro¬ 
nous  Transfer  Mode  technology, 
respectively,  sat  down  recently 
with  Network  World  Features  Edi¬ 
tor  Paul  Desmond  and  Senior 
Writer  Tim  Greene  to  talk  about 
ATM,  what’s  driving  it  and  where 
it  is  headed. 

What  is  the  force  behind  ATM 
expansion? 

Moley: 

You  read  that 
ATM  is  going 
to  be  very 
slow  to  de¬ 
velop.  Some 
people  say  it’s 
going  to  be 
at  least  two 
years  before  StrataCom's  Moley 
the  signifi¬ 
cant  deployment  of  ATM  in  the 
wide-area  network.  We  reject 
that  notion  completely  and  say 
that,  in  fact,  ATM  is  starting  to  be 


deployed  widely  and,  indeed,  its 
first  application  —  not  surpris¬ 
ing  to  us  —  is  frame  relay,  along 
with  ATM  services. 

That  process  is  starting  now. 
AT&T  is  just  starting  to  deploy 
broadband  ATM  in  its  frame 
relay  network.  And  LDDS  World¬ 
Com  has  just 
announced 
it  will  pro¬ 
vide  ATM 
and  frame 
relay  ser¬ 
vices  off  the 
broadband 
fabric.  So  we 
see  that  ATM 
in  the  wide- 
area  network 

is  now  starting  a  meteoric  rise, 
and  it  eventually  will  take  over 
from  all  the  other  technologies. 

Cooper:  In  our  world,  Ether¬ 
net  switching  is  actually  the 
driver  to  deploy  ATM  within  the 
premise.  The  appeal  of  Ethernet 
switching  is,  of  course,  that  you 
don’t  have  to  crack  the  shell  of 
any  desktops.  You  let  your  PCs 
See  ATM,  page  24 


Lab  sails  ahead  with 
Magellan  Concorde 

Argonne  taps  NorTel  switch’s  scalability,  management, 
accounting  functions  for  its  collaborative  ATM  network. 


By  David  Rohde 

Argonne,  III. 

Northern  Telecom, 
scored  a  major  victory 
its  Magellan  Con¬ 
corde  switch  chosen 
by  Argonne  Na¬ 
tional  Laboratory  as 
the  backbone  for  its 
high-performance 
collaborative  wide- 
area  ATM  network. 

Concorde  will 
aggregate  traffic  ar¬ 
riving  over  OC-3 
(155M  bit/sec)  car¬ 
rier  ATM  links  from 
other  research  facil¬ 
ities  and  corporate 
networks  in  an  ex¬ 
perimental  grid 
known  as  the  I-WAY. 

The  I-WAY  is 
scheduled  to  debut 
later  this  year  as  a 
platform  for  high- 
bandwidth  applica- 


Inc.  has 
by  having 


What  is 
the  I-WAY? 

The  Information  Wide 
Area  Year  is  a  year¬ 
long  effort  to  develop 
a  high-performance 
ATM  network  to  be 
shared  by  carriers, 
research  organi¬ 
zations  and  corpor¬ 
ate  networks.  It  is  to 
be  demonstrated  in 
December  at  the 
Supercomputing  '95 
conference  in  San 
Diego. 


Sterling  continues  courting  NetView  users 


By  Michael  Cooney 

Reston,  Va. 

Sterling  Software,  Inc.  contin¬ 
ued  its  long-running  pursuit  of 
IBM  NetView/390  users  with  a 
new  program  that  promises  to 
save  them  as  much  as  59%  of 
recurring  licensing  fees. 

NetGain  Plus  program 
combines  systems  integra¬ 
tion  and  network  manage¬ 
ment  products,  and  has  at 
its  heartSOLVE:Net/Mas- 
ter,  Sterling’s  mainframe- 
based  network  manage¬ 
ment  platform.  Through 
NetGain  Plus,  Sterling  will  1 
move  users  off  of  the  Net-  1 
View/390  platform  and  inte¬ 
grate  their  current  network 
management  capabilities  with 
NetMaster. 

Despite  its  price  advantage, 
NetMaster  never  really  took  off. 
Once  considered  the  primary 
competition  to  IBM’s  NetView/ 
390,  analysts  said  market  forces 
have  kept  the  product  at  bay. 
Sterling  hurdles  include  the 


n 

— .  .. 


resistance  of  IBM  mainframe 
shops  to  make  the  leap  of  faith 
Net/Master  would  require,  the 
trend  to  downsize  management 
platforms,  and  the  product’s 
shaky  past  —  it  was  sold  from  Sys¬ 
tems  Center,  Inc.  to  Sterling  in 
1 993,  and  its  status  was  in  ques- 
tionformore  than  a  year. 

Nevertheless,  Sterling 
continues  to  go  after  Net- 
View  accounts  —  primar¬ 
ily  taking  aim  at  users  with 
older  versions  of  NetView 
who  may  be  considering 
newer  versions  of  Net- 
View/390.  The  biggest  thing 
NetMaster  has  going  for  it  is  its 
price  —  up  to  59%  less  expen¬ 
sive  than  a  comparable  Net- 
View/390  package  in  some 
configurations,  Sterling  execu¬ 
tives  said. 

“NetMaster  has  been  a  reli¬ 
able  product,  but  convincing  the 
90%  of  SNA  users  who  have  Net- 
View  that  they  need  to  change  is 
something  that’s  not  going  to 
happen  on  a  large  scale,”  said 


Thomas  Nolle,  president  of  the 
CIMI  Corp.  consultancy  in  Voor- 
hees,  N.J. 

Sterling  executives  unveiled  a 
similar  NetGain  program  last 
year  and  said  it  has  been  success¬ 
ful  in  converting  users  to  Net- 
Master  but  declined  to  say  how 
many  it  had  won  over. 

NetGain  Plus  is  different 
from  lastyear’s  program  because 
it  offers  a  9%  greater  savings. 
Also,  NetMaster  sports  new  fea¬ 
tures  that  weren’t  in  last  year’s 
offering.  For  example,  NetMas¬ 
ter  can  now  let  users  monitor  the 
performance  of  SNA  devices  as 
they  communicate  through  the 
front-end  processor. 

Sterling  officials  said  that 
compared  to  a  four-year  IBM 
Group  40  mainframe  license, 
NetGain  Plus  customers  could 
save  about  $79,600.  The  onetime 
charge  for  NetView  3.1  on  a 
Group  40  machine  is  $135,600, 
compared  with  $56,000  for  Net- 
Master. 

©Sterling:  (703)  264-8000. 


dons  running  across  enter¬ 
prise  boundaries  ( NW,  Feb.  27, 
pagel). 

In  addition,  Concorde  will 
serve  as  the  local 
backbone  for  the  25- 
sq.-mile  Argonne 
campus  here,  where 
35  buildings  now 
swing  traffic  around 
a  dual-star  network 
running  Fiber  Dis¬ 
tributed  Data  Inter¬ 
face,  as  well  as 
both  switched  and 
hubbed  Ethernets. 

“The  intent  is 
to  aggregate  traffic 
and  push  it  out  to  the 
building  switches,” 
explained  Tim  Kuh- 
fuss,  director  of 
Argonne’s  Elec¬ 
tronics  and  Com¬ 
puter  Technologies 
Division. 

Although  one 
goal  of  the  I-WAY 
project  is  to  test  vendor  interop¬ 
erability,  Kuhfuss  also  wanted  to 
standardize  the  backbone. 

“We’ll  have  one  backbone 
switch,  and  the  interoperability 
will  be  at  the  edge  switches,”  he 
said. 

Bill  me 

For  Argonne,  the  function  of 
Concorde  —  which  is  also  mar¬ 
keted  by  NorTel  to  public  carri¬ 
ers  —  will  be  to  emulate  the  role 
of  a  telephone  central  office 
switch  in  not  only  carrying  traf¬ 
fic,  but  also  performing  a  billing 
function. 

Kuhfuss  was  impressed  with 
Concorde’s  ability  to  perform 
this  type  of  accounting  without 
adding  much  more  overhead  to 
the  already  overhead-laden  ATM 
cellstream.  “One  way  to  look  at 
us  is  that  we’re  like  a  telephone 
company,”  he  explained.  “We 
want  to  allocate  costs  directly  to 
the  end  user,  and  you  don’t  get 
that  [capability]  in  workgroup 
switches.” 

In  addition,  Kuhfuss  found 
that  Concorde  integrated  into 
the  laboratory’s  OpenView  net- 
See  Magellan,  page  20 
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PCS-to-PBX  bridging 
services  now  en  route 

Wireless  carriers  devise  ways  to  meld  user  dialing 
and  discount  plans  with  mobile  communications. 


Frontier  lets  users  monitor  net 
traffic  with  3-D  visualization 


By  Joanie  Wexler 

Corporate  phone  bills  could 
soon  skyrocket  if  telecommuni¬ 
cations  managers  aren’t  astute 
about  blending  emerging  per¬ 
sonal  communications  services 
(PCS)  with  their  land-line  phone 
services. 

Users  getting  a  single  phone 
number  that  follows  them 
around  might  find  it  convenient 
to  bypass  the  corporate  dialing 
plan  by  using  the  cellular  net¬ 
work,  some  observers  said  —  a 
move  that  could  rack  up  steep 
bills. 

To  avert  this  danger,  carriers 
will  soon  be  offering  private 
branch  exchange  extension  sys¬ 
tems  that  allow  users  to  go  cellu- 

WorldCom  offers 
Notes  users  fast 
Web  page  setup 

By  Tim  Greene 

Houston 

WorldCom,  which  offers  on-line 
access  to  Lotus  Development 
Corp.  Notes  servers,  now  offers  a 
service  that  transforms  Notes 
documents  into  World-Wide 
Web  sites. 

With  NetFusion,  WorldCom 
will  create  and  maintain  Web 
pages  for  users  who  also  buy 
WorldCom’s  Notes  server  ser¬ 
vice. 

The  users  replicate  a  Notes 
file  to  a  WorldCom  server,  and 
WorldCom  converts  the  file  to 
HyperText  Mark-up  Language 
(HTML.),  the  coding  for  Web 
postings,  and  then  posts  the  file 
on  a  Webserver. 

The  cost  of  the  service  con¬ 
sists  of  a  $2,000  charge  for  a  one¬ 
time  licensing  fee  for  Walter 
Shelby  Group,  Ltd.’s  Tile  soft¬ 
ware,  which  WorldCom  uses  to 
make  the  HTML  translation,  as 
well  as  $200  per  month  for  the 
first  25M  bytes  of  data  posted. 
Each  25M  bytes  after  that  costs 
an  additional  $100. 

Glenn  Gabriel  Ben-Yosef, 
president  of  Clear  Thinking 
Research  in  Boston,  said  the  ser¬ 
vice  seems  to  be  designed  for 
users  who  do  not  want  to  bother 
with  the  details  of  setting  up  a 
Web  page.  But,  he  noted,  using 
available  HTML  conversion  soft¬ 
ware  is  probably  easier  than 
using  Notes. 

See  WorldCom,  page  22 


lar  in  both  campus  and  wide-area 
scenarios;  calls  made  from 
within  a  building  or  campus  are 
billed  at  negotiated  land-line 
rates,  while  those  made  off-cam¬ 
pus  shift  to  the  going  cellular 
rates. 

For  example,  Bell  Atlantic 
NYNEX  Mobile  recently  began 
testing  Motorola,  Inc.’s  InReach 
radio  system  in-house  as  a  pre¬ 
cursor  to  offering  a  PCS-to-PBX 
bridging  service.  That  offering  is 
scheduled  to  go  commercial  late 
this  year,  Bell  Atlantic  NYNEX 
Mobile  told  Network  World  last 
week. 


InReach  lets  a  user  carry  a  cel¬ 
lular  phone  that  is  mapped  to  a 
PBX  or  Centrex  extension  when 
the  user  is  on  the  company’s 
premises.  “Users  are  then  billed 
by  the  local  telephone  carrier  at 
whatever  discounts  they  may 
have  negotiated,”  explained 
Maggie  Aloia,  a  Bell  Adantic 
NYNEX  Mobile  spokeswoman. 
Similar  radio  systems  are  report¬ 
edly  under  development  at  other 
firms,  such  as  AstroNet,  Inc.  and 
Panasonic,  Inc.  Without  such  sys¬ 
tems,  users  could  force  their 
companies  to  shell  out  a  lot  of 
money. 

Cultural  differences 

Martin  Singer,  vice  president 
of  business  development  and 
planning  at  Motorola’s  Cellular 
Infrastructure  Group,  said  it  is 
common  for  GSM  digital  cellular 
users  in  Europe  to  use  dteir  GSM 
phones  —  rather  than  PBX- 
attached  phones — all  the  time. 

“If  this  were  to  happen  in  the 
U.S.,  phone  bills  —  even  assum¬ 
ing  cellular  rates  come  down  — 
could  rise  by  two  or  three  times,” 
said  Steve  Sazegari,  managing 
director  at  Tele-Mac,  a  consult¬ 
ing  firm  in  Foster  City,  Calif. 

For  its  part,  AT&T  Wireless 


Services  will  launch  next  year 
personal  base  stations  for  its  digi¬ 
tal  cellular  network,  based  on 
Time  Division  Muldple  Access 
technology. 

Users  will  put  a  $200  to  $300 
base  station  in  their  homes  and 
pay  a  flat  fee  of  about  $10  in  addi¬ 
tion  to  their  monthly  local  car¬ 
rier  service  fees  for  the  privilege 
of  using  that  phone  at  home,  on 
the  road  and  in  the  office, 
according  to  the  firm. 

When  users  take  their  phones 
on  the  road,  calls  are  billed  at 
regular  cellular  rates.  When  they 
arrive  at  work,  the  system  will 
launch  a  cellular  connection  to 
their  PBX. 

Users  will  then  pay  transport 
fees  at  the  corporate  land-line 
rate,  but  there  will  still  be  a  $10 
or  so  per-user  monthly  fee, 
explained  AT&T  spokesman 
BobRatliffe. 

This  merging  of  home, 
mobile  and  work  communica¬ 


tions  could  result  in  a  dilemma 
for  companies  that  must  decide 
whether  to  foot  the  bill  for  home 
equipment  and  fees  that  make 
workers  more  available,  analysts 
noted.  Users  themselves  are  torn 
byjust  how  available  they  want  to 
be  (see graphic). 

And  despite  vendor  efforts, 
the  logistics  of  blending  PCS 
with  existing  corporate  net  infra¬ 
structures  are  far  from  being 
worked  through,  according  to 
Bill  Frezza,  president  of  Wireless 
Computing  Associates,  Inc.,  a 
consulting  firm  in  Yardley,  Pa. 

“I’m  not  convinced  the  ergo¬ 
nomics  of  having  the  same 
phone  in  your  kitchen  and  on 
the  road  makes  sense,”  he  said. 
‘  ‘What  phone  does  my  family  use 
at  home  when  I  am  carrying  the 
phone  to  work?  Where  does  it 
ring?” 

Many  services  will  rely  on 
intelligence  in  the  network,  with 
multiple  phone  numbers  sitting 
behind  a  user’s  main  phone 
number,  for  forwarding  commu¬ 
nications  to  mobile  users.  But 
Frezza  advocated  a  personal 
mobility  manager  —  a  PC-based 
peripheral  managed  by  an  indi¬ 
vidual  worker  or  a  networking 
manager.  ■ 


By  Jim  Duffy 

Chelmsford,  Mass. 

Frontier  Software  Development, 
Inc.  last  week  rolled  out  graphi¬ 
cal  user  interface  (GUI)  software 
for  its  network  probes  and  moni¬ 
tors  that  allows  users  to  view  traf¬ 
fic  patterns  across  their  enter¬ 
prise  networks. 

Called  Netscout  Expert 
Visualizer,  the  GUI  provides  a 
three-dimensional,  multicol¬ 
ored  display  of  network  con¬ 
ditions.  It  enables  users  to 
easily  visualize,  isolate  and 
assess  traffic  behavior  and 
problems  by  creating  logical 
and  physical  views  for 
selected  topologies,  traffic 
types,  devices  and  attributes, 
Frontiersaid. 

“It  gives  you  a  helicopter 
view”  of  network  traffic,  said 
Nathan  Kalowski,  vice  president 
of  marketing  for  Frontier. 

Netscout  Expert  Visualizer 
runs  on  Hewlett-Packard  Co., 
IBM  and  Sun  Microsystems,  Inc. 
Reduced  Instruction  Set  Com¬ 
puting-based  workstations.  It 
gathers  data  from  Frontier’s  Net¬ 
scout  probes  and  analyzers, 
including  those  that  conform  to 
the  Remote  Monitoring  stan¬ 
dard,  and  assembles  it  into  cus¬ 
tomized  views  of  the  network, 
based  on  data  link,  network  and 
application  layer  activity. 

The  data  link  view  provides 
information  relative  to  perfor¬ 
mance,  topology  and  traffic  pat¬ 
terns  for  one  or  more  segments. 
The  network  layer  view  displays 
information  related  to  the  per¬ 
formance  of  IP,  IPX,  DECnet, 
VINES  and  AppleTalk  subnet¬ 
work  and  enterprise  network 
traffic. 

The  application  layer  view 
provides  information  on  the  traf¬ 
fic  and  usage  patterns  of  specific 


Magellan 

Continued  from  page  1 9 

work  management  platform 
from  Hewlett-Packard  Co.  As  a 
result,  Concorde  switches,  con¬ 
trollers  and  network  manage¬ 
ment  modules  can  be  placed  at 
separate  sites  and  still  be  admin- 
isteredjointly. 

“The  management  interface 
is  very  slick,”  Kuhfuss  said. 
“There  wasn’t  a  lot  of  major 
retraining  to  be  done.” 

While  the  bandwidth  de¬ 
mands  on  both  Argonne’s  cam¬ 
pus  network  and  the  I-WAY 
remain  unpredictable,  they 
could  become  enormous  due  to 
the  laboratory’s  work  in  virtual 
reality. 


applications,  such  as  Lotus 
Development  Corp.  Notes  and 
cc:Mail,  and  Sybase,  Inc.  data¬ 
bases. 

“It  gives  us  a  quick  front  end 
to  see  what’s  going  on  between 
hosts  by  application,”  said  a  net¬ 
work  manager  at  a  large  New 
York-based  financial  institution. 


FRONTIER’S  NETSCOUT 
EXPERT  VISUALIZER 


Model 

Platform 

Price 

9001 

Sun  SPARCstation 

$4,995 

9002 

HP  9000 

$4,995 

9003 

IBM  RS/6000 

$4,995 

Version  1.0  available  September  1995 

Objects  on  the  Netscout 
Expert  Visualizer  screen  are 
sized  based  on  the  traffic  activity 
associated  with  them.  For 
instance,  switches  would  vary  in 
size  because  some  would  handle 
more  traffic  than  others.  Simi¬ 
larly,  connections  between  de¬ 
vices  would  be  represented  as 
thick  or  thin  lines  based  on  the 
amount  of  data  running  through 
them. 

Users  can  them  zoom  in  and 
drill  down  on  these  objects  to 
attain  more  detailed  informa¬ 
tion  on  network  behavior. 

Products  from  Frontier  com¬ 
petitors  HP,  Armon  Corp.  and 
Axon  Corp.  share  some  similar¬ 
ities  with  Netscout  Expert  Visual¬ 
izer,  said  John  McConnell, 
president  of  McConnell  Consult¬ 
ing,  Inc.  in  Boulder,  Colo. 

“But  no  one’s  taken  the  visual 
paradigm  as  far  as  Frontier  has,” 
he  added. 

Netscout  Expert  Visualizer 
costs  $4,995  and  will  be  available 
later  this  month. 

©Frontier:  (508)  244-4000. 


To  meet  these  demands,  Kuh¬ 
fuss  sought  a  switch-like  Con¬ 
corde  whose  capacity  scales 
down  to  10G  bit/sec  and  up  to 
80G  bit/sec,  supporting  both 
constant  and  variable  bit  rate 
applications. 

“Argonne’s  use  of  the  Magel¬ 
lan  Concorde  demonstrates  yet 
another  level  of  the  switch’s  flexi¬ 
bility,”  said  A1  Delorenzi,  Nor- 
Tel’s  vice  president  of  Magellan 
marketing. 

Among  other  things,  the  Con¬ 
corde  switch  must  support  the 
laboratory’s  Advanced  Photon 
Source,  a  circular  accelerator 
two-thirds  of  a  mile  in  circumfer¬ 
ence  that  can  run  about  80  com¬ 
munications  streams  at  155M 
bit/ sec  per  stream.  ■ 


Where’s  the  wireless  beef? 


The  number  of  potential  PCS  users  wanting  to  leverage  wireless  services  at  work  is 
still  dwarfed  by  those  looking  for  personal  communications  spanning  their  home  and 
on-the-road  environments. 


Survey  base:  800  businesspeople  and  consumers;  both  cellular  and  noncellular 
phone  users. 

SOURCE:  BIS  STRATEGIC  DECISIONS,  NORWELL,  MASS. 
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The  CEO  wants  a  video  conference  from  his  desk 


And  they  want  it  all  at  the  same  time 
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At  least  they  don’t  want  the  impossible. 


They’re  just  doing  their  jobs.  It  only  feels  like  they’re 
conspiring  to  overload  the  network.  Fortunately,  the 
switching  hubs  in  our  Nways™  product  family 
can  handle  your  growing  network  demands. 

Take  the  IBM  8260.  Its  17  slots  provide 
more  ports  than  any  other  hub.  Unleash  its 
fully  integrated  ATM  power 
and  you  can  simultaneously  Can  your  ha 

exchange  vast  alpha-numeric  data,  graphics,  audio  or 
even  video  throughout  your  whole  network. 

No  other  hub  lets  you  manage  as  many  segments. 
And  the  8260  is  scalable,  which  means  you  can  grow 
the  number  of  managed  segments  as  you  need  them. 


Considering  moderate  expansion  through  switching? 
The  8271  Ether  Streamer™  and  the  8272  LANStreamer" 
are  ideal.  Like  the  8260,  each  breathes  new  life 
into  your  existing  equipment,  while  giving  you 
the  flexibility  to  add  ATM  in  the  future. 

So  if  you  want  a  switching  hub  to  empower 
your  entire  network  with  high 
rdw  are  do  this?  bandwidth  communications, 

call  1  800  IBM-3333,  ext.  DA  105.  Or  visit  our  web  site 
at  http://www.raleigh.ibm.com/netad.html  to  learn  more. 

Because  you  can’t 
afford  to  drop  the  ball 

on  your  network.  Solutions  for  a  small  planet™ 


In  Canada,  please  call  1  800  IBM-CALL.  ext.  219.  The  IBM  home  page  is  located  at  http://www.lbm.com.  IBM  is  a  registered  trademark,  and  Nways,  EtherStreamer,  LANStreamer  and  Solutions  lor  a  small 
planet  are  trademarks  of  International  Business  Machines.  ©  1995  IBM  Corporation.  All  rights  reserved. 
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AT&T  to  Sprint:  Do  your 
deal  minus  foreign  funds 


By  David  Rohde 

Washington,  D.C. 

One  of  the  major  protesters 
against  Sprint  Corp.’s  proposed 
global  venture  with  France  Tele¬ 
com  (FT)  and  Deutsche  Tele¬ 
kom  (DT)  is  apparently  offering 
a  compromise.  But  it  is  one  that 
Sprint  may  find  hard  to  accept. 

AT&T  has  told  the  Federal 
Communications  Commission 
that  it  should  approve  Sprint’s 
joint  venture  but  reject  plans  by 
FT  andDT  to  buy  20%  of  Sprint’s 
stock. 

SPRINT  COMPETITORS 
HAVE  THEIR  OWN  PLANS 

While  Sprint's  proposed  French- 
German  alliance  is  drawing  protests 
at  the  FCC,  its  competitors  are 
quietly  preparing  to  compete  in 
those  countries  with  these  new 
partnerships: 

♦AT&T  with... 

►  Compagnie  Generale  des 
Eaux  (CGE),  the  French  water 
company 

►  Communications  Network 
International  (CNI),  a  consortium 
of  German  engineering  and 
banking  companies 

Cable  &  Wireless  with... 

►  VEBA  AG  of  Germany 

*CGE  and  CNI  agreements  are 
actually  with  the  Uniworld  consor¬ 
tium,  which  comprises  AT&T  and 
the  principal  telecommunications 
carriers  in  the  Netherlands,  Spain, 
Sweden  and  Switzerland. 


“Sprint’s  record  earnings  in 
the  first  half  of  this  year  establish 
that  it  does  not  need  FT’s  and 
DT’s  investment  in  order  to  be 
successful,”  AT&T  attorneys 
told  the  FCC  in  a  Sept.  1  filing. 

The  Sprint  venture  is  de¬ 
signed  to  let  the  three  carriers 
offer  users  telecommunications 
services  between  foreign  coun¬ 
tries  as  well  as  between  the  U.S. 
and  other  countries. 

But  while  AT&T  and  other 
carriers  complain  that  FT  and 
DT  are  monopoly  carriers  that 
should  not  be  allowed  to  invest 
billions  of  dollars  in  a  U.S.  car¬ 
rier,  they  have  begun  to  form 
their  own  global  alliances  with 
FT  and  DT  competitors  so  as  not 
to  be  left  behind. 

Through  its  own  global  alli¬ 
ance,  known  as  Uniworld,  AT&T 
is  quietly  allying  with  the  French 
water  utility  and  a  German  con¬ 
sortium  known  as  Communica¬ 
tions  Network  International  (see 
graphic) . 

The  German  group  is  25% 
owned  by  Deutsche  Bank  AG, 
with  the  rest  owned  by  two  major 
German  manufacturing  and 
engineering  companies. 

The  latest  developments  in 
the  protracted  debate  about  the 
Sprint-FT-DT  venture  —  an¬ 
nounced  in  June  1994  and  now 
code-named  Phoenix  —  come  at 
a  crucial  time  for  Sprint. 

The  No.  3  U.S.  carrier  is  left 
without  an  approved  partner 
while  AT&T  and  MCI  Communi- 


WorldCom 

Continued  from  page  20 

Robert  Dana,  manager  of 
NetFusion,  said  the  sendee  costs 
less  than  the  price  of  the  conver¬ 
sion  software,  and  eliminates 
establishing  and  maintaining  a 
Web  server. 

NetFusion  comes  with  some 
free  consulting  time  from  World¬ 
Com  to  help  design  Web  pages, 
but  details  of  that  arrangement 
are  still  being  finalized. 

WorldCom  also  prorides 
users  with  Web  page  templates. 

Tile  is  a  Web  publisher  that 
competes  with  Lotus’  InterNotes 
Web  publishing  software.  Dana 
said  WorldCom  chose  Tile 
because  at  the  time  die  arrange¬ 
ment  was  negotiated,  Tile  had 
more  features  and  wras  priced  at 
less  than  half  the  cost  of  the 
InterNotes  license.  Addidonally, 
WorldCom  can  design  pages  for 
the  user,  and  that  is  billed  on  a 
case-by-case  basis. 

To  update  the  page,  the  user 


updates  the  database  and  repli¬ 
cates  it  to  WorldCom.  Because 
the  WorldCom  server  sits  be¬ 
tween  the  Web  user  and  the  user 
who  has  posted  the  Web  page,  it 
acts  as  firewall  protection  for  die 
userwho  posted  the  page. 

WorldCom  also  last  week 
announced  a  partnership  to  sell 
GroupQuest  Software,  Inc. 
Notes  application  software  over 
the  WorldCom  network. 

Users  who  buy  any  of  World- 
Corn’s  services  —  electronic 
mail,  discussion  groups,  news 
services  or  Notes  servers  —  can 
access  a  GroupQuest  catalog  that 
describes  more  than  50  Notes 
applications. 

Also,  WorldCom  announced 
a  second  partnership  to  sell  U.S. 
Robotic,  Inc.  28. 8K  bit/sec 
modems  over  the  WorldCom  net 
at  a  30%  discount. 

At  the  same  time,  WorldCom 
lifted  its  surcharge  for  users  who 
want  28.8K  bit/ sec  access  to  its 
network. 

©WorldCom:  (713)  650-6522. 


cations  Corp.  global  ventures 
plow  ahead  with  new  virtual  pri¬ 
vate-line  and  frame  relay  offer¬ 
ings  transcending  national 
boundaries. 

Sprint  officials  last  week  con¬ 
tinued  to  tie  the  global  venture 
to  the  20%  equity  investment  val¬ 
ued  at  about  $4  billion. 

“It’s  not  a  question  of 
either/or,”  said  a  spokesman 
from  Sprint.  “France  Telecom 
and  Deutsche  Telekom  are  only 
proposing  to  make  an  invest¬ 
ment  in  Sprint,  not  to  begin 
operations  in  the  United 
States.” 

In  contrast  to  AT&T’s  offer, 
MCI  on  Sept.  1  once  again  called 
for  the  outright  rejection  of  the 
Phoenix  deal  until  the  European 
telecommunications  markets 
are  open  to  full  competition  on 
Jan.  1,1998. 

The  new  comments  were 
requested  by  the  FCC  after  the 
Department  ofjustice  approved 
the  deal  with  some  restrictions 
thatforcedSprintto  alteritsorig- 
inal  plan.  The  FCC  is  expected  to 
rule  on  the  deal  this  fall.B 


BusinessBriefs 

IBM,  in  association  with  the  National 
Security  Association  and  CompuServe, 
Inc.,  will  begin  a  nationwide  campaign 
to  diminish  the  spread  of  computer 
viruses.  Through  Sept.  20,  users  can  call 
IBM  at  (800)  429-1849  or  CompuServe 
at  (800)  542-3388,  Representative 
691,  to  learn  about  virus  protection  solu¬ 
tions  from  antivirus  manufacturers 
across  the  U.S. 

Downloadable  freeware  will  also  be 
available.  More  information  can  be 
obtained  on  the  Internet  by  connecting  to 
http://www.ibm.com/security. 

MCI  Communications  Corp.  and  Char¬ 
lotte,  N.C.-based  First  Union  Corp.  are 
teaming  up  to  offer  a  rudimentary  form 
of  home  banking  over  the  Internet.  First 
Union  will  distribute  Netscape  Commu¬ 
nications  Corp.’s  Navigator  browser  to 
enable  home  users  to  efficiently  use  the 
bank’s  World-Wide  Web  site  over  MCl’s 
Internet  access  service. 

MCland  First  Unionareworkingon 
eventually  extendingthe  service  to  allow 


bankingtransactions  to  take  place  over 
the  Internet. 

Lookingto  broaden  its  mix,  Wireless  Tele¬ 
com,  Inc.  (WTI),  which  markets  mobile 
computing  products  and  services  to 
resellers,  last  week  said  it  has  signed 
agreements  with  several  vendors  to  carry 
their  wireless  products.  Items  now  avail¬ 
able  from  WTI  include  wireless  modems 
from  Apex  Data,  Ex  Machina,  Inc.’s 
Notify  messaging  software,  InfoExpress’ 
E-mail  and  news  service,  Melard  Tech¬ 
nologies,  Inc.’s  Ranger  handheld  work¬ 
station  and  MOST,  Inc.’s  laptop-to- 
database  synchronization  software, 
which  works  on  the  RAM  Mobile  Data 
packet  radio  network. 

WTI:  (303)  338-4200. 

CrossComm  Corp.  has  licensed  IBM’s 
High  Performance  Routing  (HPR)  soft¬ 
ware  that  it  intends  to  add  to  its  XL  line 
of  routing  and  switching  platforms. 
CrossComm  will  make  HPR  commercially 
available  on  XL  products  next  year. 


WAN  MONITOR 

Turning  the  tables:  voice  rides  free 


Dn  the  “old  days,”  companies  implemented 
large  private-line  networks  thatwere  cost-justi¬ 
fied  by  their  voice  applications.  Later,  data 
applications  were  sometimes  added,  riding 
the  network  for  free  by  using  the  incremental,  or 
leftover,  network  capacity. 

My,  how  things  have  changed. 

Today,  you  can  use  this  same  approach,  but  in 
reverse.  Take  our  consulting  firm,  which  has  three 
U.S.  locations,  as  an  example.  We  use  AT&T’s  Inter- 
Span  frame  relay  service  to  handle  our  data  applica¬ 
tions.  We  have  Ascend  equipment  in  the  remote 
offices  and  Bay  Networks  equipment  at  our  head¬ 
quarters.  Data  applications  are 
critical  to  us  since  they  support 
the  core  of  our  consultingwork. 

These  applications  include 
E-mail,  file  transfers,  client/ 
server  applications,  remote 
server  backup  and  data  collabo¬ 
ration.  Oh,  and  we’re  a  Macin¬ 
tosh  shop. 

Our  frame  relay  network 
made  economic  sense  because 
it  saved  us  time  compared  to 
using  slower  modem-based  con¬ 
nections.  And,  in  our  line  of  work,  time  is  money. 

Frame  relay  also  allowed  us  to  add  remote  cli¬ 
ent/server  applications,  didn’t  cost  much  more 
than  what  we  were  spending  on  modems  for  these 
transactions  and  allowed  for  new  ways  to  share 
information  and  collaborate  on  work. 

Where  does  voice  fit  into  this?  We  don’t  know, 
but  it’s  sure  going  to  be  interesting  to  find  out. 
Our  on-net  voice  calls  between  our  three  main  loca¬ 
tions  typically  cost  more  than  $1,000  per  month. 
But  all  of  these  calls  could  be  “free”  if  we  routed 
them  over  the  frame  relay  network. 

The  popularity  of  voice-over-the-Internet  prod¬ 
ucts  shows  that  people  will  trade  off  certain  things 
for  cost.  The  questions  are  how  much  do  you  lose, 
and  will  it  meet  existing  application  requirements? 


There  are  other  issues  involved,  and  these  con¬ 
cern  the  necessary  architecture  and  whether 
changes  to  the  current  network  infrastructure 
would  need  to  change  substantially.  We  are  begin¬ 
ning  to  look  at  our  alternatives  and  will  keep  you 
posted  on  what  we  find  out.  In  fact,  we  plan  to 
begin  testing  voice  over  frame  relay  in  our  test  lab 
during  the  fourth  quarter. 

There  are  three  leading  vendors  in  the  voice¬ 
over-frame  relay  equipment  market. 

ACT  Networks  and  Micom  have  been  offering 
frame  relay  equipment  that  supports  voice  for  sev¬ 
eral  years.  And,  as  of  August,  Motorolajoined  the 
party.  If  you  are  in  the  process 
of  evaluating  a  frame  relay  net¬ 
work,  you  may,  like  us,  want  to 
proactively  explore  how  on-net 
voice  applications  can  benefit 
from  the  frame  relay  network. 
The  same  could  be  said  of  vide¬ 
oconferencing  and  data  con¬ 
ferencing,  especially  as  desktop 
video  becomes  cheap  enough 
to  matter. 

If  the  bandwidth  was  close 
to  being  free,  it  might  be  easy  to 
justify  real-time  data  conferencing  and  other  desk¬ 
top  collaboration  applications. 

The  issue  of  voice  over  frame  relay  could  also 
change  the  distribution  of  your  RFP  and  affect 
your  final  selection  of  equipment,  since  not  all 
equipment  will  support  voice  at  this  time.  If  you 
think  about  this  early  on  in  the  data  network  plan¬ 
ning  process,  it  might  save  your  company  a  lot  of 
money  on  voice  calls  down  the  road. 

Briere  is  president  and  Heckart  is  director  of  broad¬ 
band  at  TeleChoice,  Inc.,  a  consultancy  in  Verona,  N.J. 
They  can  be  reached  at  danny_briere@telechoice.com  or 
christine_heckart@telechoice.com.  They  will  share  this 
space  with  Scott  Bradner,  whose  column  will  appear  next 
week. 


Daniel  Briere  and 
Christine  Heckart 
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Unisys  Network  Enable. 

The  one  source  for  the  many  resources 

your  network  requires. 


Building  a  multivendor  network  is  not  for 
the  impatient,  the  easily  depressed  or  the 
faint  of  heart.  Just  ask  anyone  who’s  tried  to 
find,  choose  and  manage  dozens  of  vendors 
themselves. 

Unisys  Network  Enable  is  an  easier,  more 
efficient  way  to  solve  the  problem. 

With  worldwide  depth  and  expertise,  we 
specialize  in  designing,  installing  and  main¬ 
taining  network  solutions  in  multivendor 
environments. 

This  means  that  all  you  have  to  do  is  make 
one  call  and  we  can  bring  you  the  best  possible 
solutions,  no  matter  who  happens  to  make 
them.  And  that  includes  over  9,000  products 
from  over  130  vendors. 

Besides  providing  you  with  the  ad¬ 
vantages  of  a  single,  fully  accountable 
resource,  there  are  many  other  reasons  to 
call  Network  Enable. 

For  example,  there’s  our  impressive 
range  of  services.  These  include  the  creation 
and  support  of  LANs,  WANs  and  backbone  net¬ 
works.  Preinstallation  configuring  and  staging. 
And  Unisys  Desktop  Services,  our  premier 


enterprisewide  support  program. 

Now  that  you  know  Network  Enable  is  the 

UNISYS 


only  name  you  need  to  know,  there  are  two 
things  you  should  do:  Get  rid  of  all  those  other 
business  cards.  And  contact  us  today  on  the 
Internet  at  http://www.unisys.com/adv  or 
by  calling  1-800-874-8647,  ext.  134. 
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1-NET  unveils  data  repository,  apps  mgmt.  service 


By  Jim  Duffy 

Belhesda,  Md. 

I-NET,  a  provider  of  network  manage¬ 
ment  services,  has  come  out  with  a  new 
offering  that  enables  users  to  size  up  the 
potential  benefits  of  two  of  the  industry’s 
hottest  developments:  data  repositories 
and  application  management. 

The  Enterprise  Service  Center  is 
offered  as  an  outsourced  service  whereby 
I-NET  manages  the  customer’s  net  or  as 
an  “insourced”  service  in  which  the  pro¬ 
vider  constructs  an  internal  network  con¬ 
trol  center  for  clients.  The  service  will 
help  reduce  the  operational  costs  of  infor- 


ATM 

Continued  from  page  19 

live  out  their  lives  in  peace.  Maybe  the 
next  time  you  bring  in  a  PC,  yovi’d  con¬ 
sider  a  different  technology,  but  unless  it’s 
a  very  high  end  PC  and  serving  avery  criti¬ 
cal  application,  it  may  not  need  ATM  in  its 
current  incarnation. 

So  the  prospect  of  upgrading  a  hub  in  a 
wiring  closet  to  an  Ethernet  switch  is 
attractive  because  for  a  single  $5,000  pur¬ 
chase,  you've  given  every  desktop  a  dedi¬ 
cated  10M  bits. 

That  increases  the  stress  on  servers  that 
were  serving  those  clients  and  increases 


mation  nets  by  as  much  as  30%,  claimed 
Raj  Ananthanpillai,  vice  president  and 
general  manager  of  the  enterprise  man¬ 
agement  service  group  at  I-NET. 

The  repository  is  a  database  enhanced 
with  an  intelligent,  real-time  expert  sys¬ 
tem.  It  serves  as  the  “glueware”  between 
different  management  systems  so  they 
can  exchange  timely  management  data 
and  store  data  consistendy  on  all  types  of 
managed  entities. 

The  repository  also  provides  a  graphi¬ 
cal  front  end  that  serves  as  a  single  point 
of  control  over  the  managed  environ¬ 
ment  and  as  the  interface  to  other  man- 


the  stress  on  the  backbone  network, 
which  previously  needed  to  sync  10M  bits 
from  all  of  diese  clients.  Now  they  ought 
to  be  able  to  handle  the  sum  of  10M  bits 
from  each  of  them.  There  are  very  few 
backbone  technologies  and  very  few 
server  technologies  that  can  do  that 
except  for  ATM. 

How  much  competition  are  you  seeing 
from  fast  Ethernet? 

Cooper:  Usually  the  customer  who’s 
planning  a  backbone  solution  has 
thought  about  routers  and  perhaps 
thought  about  fast  Ethernet.  Fast  Ether¬ 
net  comes  to  the  market  ready-made  in 


agement  equipment,  such  as  help  desk, 
performance  monitoring  and  storage 
managemen  t  systems. 

The  application  management  piece  of 
the  Enterprise  Service  Center  integrates 
off-the-shelf  application  management 
packages  with  data  on  the  various  business 
practices  of  I-NET  clients.  The  Enterprise 
Service  Center  uses  the  off-the-shelf  tools 
to  monitor  the  applicadons  that  use  busi¬ 
ness  process  data  and  stores  the  applica¬ 
tion  management  data  in  the  repository. 

The  expert  system  component  of  the 
repository  describes  the  behavior  of  the 
applicadons  and,  through  this,  users  can 


terms  of  training  and  awareness  because 
it’s  nothing  new;  it’s  Ethernet  with  the 
speed  cranked  up. 

Now  there’s  really  no  fast  Ethernet 
switching.  That’s  really  the  thing  that 
would  be  most  comparable  to  an  ATM 
switch  in  the  premise. 

There’s  probably  some  exceptions  to 
that;  I  think  Bay  Networks  has  a  product. 
But  there’s  not  a  big  market  in  fast  Ether¬ 
net  switches  that  can  accept  100M  bits  on 
all  their  inputs.  It’s  much  more  of  an  issue 
whether  the  customer  is  ready  for  ATM.  If 
they’re  not,  it’s  often  a  lOM-bit  switch  that 
they  are  ready  for. 

What  do  you  see  as  the  biggest  stum¬ 
bling  block  to  ATM? 

Cooper:  I  think  it’s  partly  the  bewilder¬ 
ing  array  of  choices  and  architectures  that 
the  customers  have.  We  need  to  do  a  bet- 
terjob  of  not  focusing  on  just  today’s  cost 
of  installation  but  really  the  whole  life 
cycle,  to  help  the  customer  walk  through 
the  likely  growth  of  their  network.  They 
need  to  understand  where  their  network 
is  going,  where  their  applications  are 
going  and  what  really  is  the  road  map  fora 
network  infrastructure  that  will  scale  up 
with  that  growth. 

Moley:  I  think  in  our  case  it’s  the  resis¬ 
tance  to  change.  To  change  the  paradigm 
from  [time-division  multiplexing]  to 
ATM  is  a  big  step,  and  I  think  it  requires 
education  and  understanding,  as  well  as 
successful  deployment.  If  you  look  at 
frame  relay,  it  took  about  two  years  from 
the  early  deployments  and  trials  before  it 
exploded  suddenly,  and  everybody 
agreed  that  it  made  sense  for  saving 
money. 

I  think  the  same  is  true  of  ATM.  I  think 
we’re  now  seeing  the  deployment  to  seri¬ 
ous  ATM  platforms  that  do  serious  work  as 
opposed  to  trials.  I  think  the  critical  mass 
is  certainly  within  the  next  1 2  months. 

All  the  problems  you  read  about  today 
that  people  are  suspicious  of  —  cell  losses, 
unpredictability,  class  of  service  and  those 
kinds  of  things  —  I  think  that’s  all  proven 
to  be  solvable. 

I  think  the  switched  voice  networks  will 
stay,  and  only  when  ATM  is  well  proven  for 
all  those  data  and  multimedia  applica¬ 
tions  will  the  carriers  say,  ‘Hold  on  a  sec¬ 
ond,  we  now  have  the  widely  deployed 
pervasive  ATM  fabric. 

Perhaps  it’s  time  to  start  doing  voice, 
regular  conventional  voice,  onto  this 
fabric.’  ■ 


Advertisement 

Are  all  ATM  switches 
created  equal? 

By  Joseph  Skorupa 

Many  vendors  offer 
H  only  a  “one-size-fits-all” 

H  yy  product.  But  different 
network  applications 
need  different  ATM 

■  A  switches. 

If  a  repairman  came  to 
your  house  carrying  a  tool  kit  with  only 
a  hammer,  you’d  be  concerned.  It’s  the 
same  with  networks.  No 
one  product  has  the  fea¬ 
tures  needed  by  all  net¬ 
work  applications. 

For  example,  ATM 
switches  must  address  the 
unique  needs  of  three  net¬ 
work  applications:  LAN 
workgroup,  LAN  back¬ 
bone,  and  enterprise  LAN/WAN. 

LAN  Workgroup  Switches 

ATM  LAN  workgroup  switches  inter¬ 
connect  powrer  users.  Workgroup  switch¬ 
es  must  be  economical,  provide  sophisti¬ 
cated  internetworking  software,  and 
integrate  a  variety  of  media  types. 
Internetworking  software  components 
include  switched  virtual  circuits,  LAN 
Emulation,  and  IP-over-ATM  for  seam¬ 
less  connectivity  across  the  ATM  inter¬ 
network. 

LAN  Backbone  Switches 

LAN  backbone  switches  interconnect 
ATM  workgroup  switches,  routers,  and 
servers  via  ATM  internetworking  software. 


They  must  also  add  an  additional  level  of 
reliability  and  bandwidth  management. 

Reliability  features  include  redun¬ 
dant  hardware,  hot-swappable  compo¬ 
nents,  and  environmental  monitoring. 

These  switches  also  require  advanced 
bandwidth  management  capabilities, 
such  as  large  capacity  buffers  and  packet 
level  discard. 

Enterprise  LAN /WAN  Switches 

Finally,  enterprise  ATM  switches  pro¬ 
vide  all  the  features  of  LAN  backbone 
switches  in  addition  to  a  wide  variety  of 
integrated  ATM  WAN  interfaces 
including  Tl,  El,  J2,  E3, 
T3,  OC-3c/STM-l,  and 
OC-12/STM-4. 

FORE  believes  your  net¬ 
work  requirements  demand 
a  complete  set  of  network¬ 
ing  tools.  And  we  back  up 
this  belief  with  a  complete 
line  of  ATM  switches. 

FORE  offers  a  family  of  ATM  switches: 
The  ForeRunner  ASX-200WG  for  work¬ 
group,  the  ASX-200BX  for  LAN  back¬ 
bone,  and  ASX-200BXE  for  enterprise 
LAN/WAN  requirements.  The  right  tool 
for  each  job. 

For  your  ATM  Switch  “Tool”  Kit,  call 
412-933-6244. 

If  you  have  a  question  about  ATM,  contact 
FORE  and  ask  The  ATM  Experts’". 
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map  the  performance  of  their  application 
to  the  business  aspects  of  the  enterprise. 

Analysts  said  I-NET  is  not  unique  in 
offering  repository  and  application  man¬ 
agement  services.  Competitors  such  as 
SSDS,  Inc.  in  Englewood,  Colo.,  offersim- 
ilar  capabilities.  “They  have  a  [data  inte¬ 
gration]  architecture  but  don’t  seem  to 
promote  it  as  a  repository,”  saidjill  Hun¬ 
tington-Lee,  a  senior  analyst  at  Datapro 
Information  Services  Croup  in  Delran, 
N.J.,  referring  to  SSDS’  Distributed  Enter¬ 
prise  Service  Center  offering  (NW,  May 
17, 1993,  page  2). 

I-NET’s  Enterprise  Service  Center 
offering  is  available  now  and  priced  on  an 
individual  contract  basis. 

©I-NET:  (301)214-0900. 


LDDS  WorldCom 
and  transaction 
vendors  team  up 


By  David  Rohde 

Atlanta 

LDDS  WorldCom  has  moved  to  fill  a  gap 
in  its  service  portfolio  by  forming  a  new 
public  data  net  to  offer  switched  access  to 
wide-area  X. 25  and  IP  applications. 

The  new  value-added  network,  dubbed 
GridNet  International,  is  majority-owned 
by  WorldCom. 

The  GridNet  network  is  designed  to 
relieve  the  burden  of  protocol  conversion 
and  reformatting  typically  shouldered  by 
host  computers  in  transaction  processing 
networks,  said  GridNet  President  O.G. 
Greene. 

Each  of  four  major  net  nodes  will  have 
a  Northern  Telecom,  Inc.  DPN  packet  net- 

_  work  switch ,  a  Cisco 

Systems,  Inc.  7000 
router  to  support 
IP  traffic  and  an 
access  concentra¬ 
tor  from  3Com 
Corp. 

The  single  Grid- 
Net  backbone  will 
support  three  pri¬ 
mary  services: 
QwikTrans  for  low- 
speed  X.25  trans¬ 
mission,  primarily 


In  the  GridNet 
network,  “we 
willperform 
protocol  conver¬ 
sion  at  the  node 
level,  as  opposed 
to  the front-end 
processor.  ” 

for  transaction  and 
payment  processors;  QwikConnect  for 
high-speed  X.25  service  for  bulletin 
boards  and  corporate  data  networks;  and 
QwikLink  to  provide  IP  dial  network 
access,  including  service  to  Internet 
access  providers. 

On  many  transaction  networks,  the 
variety  of  point-of-sale  terminals  and  mul¬ 
tiple  transaction  types  require  merchant 
processors  to  route  transaction  requests 
to  numerous  hosts,  Greene  said. 

Then  front-end  processors  “have  to 
spend  cycles  to  determine  where  those 
messages  should  be  sent,”  according  to 
Greene. 

By  contrast,  in  the  GridNet  network, 
“we  will  perform  protocol  conversion  at 
the  node  level,  as  opposed  to  the  front- 
end  processor,’  ’  he  said.  ■ 
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Briefs 


■  Backu  p  and  storage  man¬ 
agement  software  developer 
Arcada  Software,  Inc.  of 

Lake  Mary,  Fla.,  has  acquired 
competitor  Sytron  Corp.,  a 

subsidiary  ofREXON,  Inc.  and 
leader  in  the  OS/2  backup  utili¬ 
ties  market. 

Arcada:  (800)  327-2232. 

■  Microcom,  Inc.  and  Ban¬ 
yan  Systems,  Inc.  announced 
last  week  that  they  will  integrate 
Microcom' s  LAN  express  remote 
access  product  with  Banyan’s 
VINES  operating  system  and 
Enterprise  Network  Services.  The 
Microcom  product,  a  dedicated 
communications  server  that  pro¬ 
vides  115.2K  bit/sec  access  for 
remote  users  to  VINES,  TCP/IP 
and  IPX/SPX  networks,  will  be 
linked  tightly  to  Banyan’s  direc¬ 
tory  and  other  net  services.. 

Microcom:  ( 617)  551-1000. 

■  Digi  International,  Inc. 
has  unveiled  a  remote  access 
server  designed  to  give  users 
dialing  in  to  Ethernet  networks 
the  same  range  of  functions  they 
would  have  if  they  were  con¬ 
nected  locally  to  the  net.  LANA- 
server  is  a  32-bit  Reduced 
Instruction  Set  Computing  pro¬ 
cessor-based  system  that  allows 
data  transmission  rates  of 230K 
bit/sec  per  port.  It  costs  between 
$1,695  and  $3,895. 
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ATM  provides  therapy  for 
aching  network  backbones 


First  in  a  two  fart  series  about  the 
use  of  Asynchronous  Transfer  Mode 
technology  on  the  LAN. 

By  Paul  Korzeniowski 

ATM  technology  is  designed  to 
plug  in  anywhere  in  a  company’s 
enterprise  network,  but  for  the 
most  part,  it’s  appearing  first  in 
the  LAN  environment.  There, 
ATM  typically  makes  its  debut  on 
the  backbone  and  then  moves  to 
the  desktop. 

ATM  possesses  many  alluring 
features,  including  easy  network 
up-grades,  support  for  a  range  of 
data  types  and  fast  transmission 
speeds.  The  first  two  features 
hold  long-term  promise,  but 
high  speed  sparks  most  compa- 


By  Peggy  Watt 
and  Kevin  Fogarty 

Berwyn  Heights,  Md. 

Operating  systems  from  Micro¬ 
soft  Corp.  and  Novell,  Inc.  are  in 
the  process  of  joining  Unix  as 
certified  by  the  National  Com¬ 
puter  Security  Center  for  use  in 
strict  security  environments  such 
as  the  Department  of  Defense. 

Microsoft  late  last  month 
received  Class  C2  certification 
for  Windows  NT  3.5  Server  and 
Workstation. 

Still  under  evaluation  are 
Windows  NT’s  network  compo¬ 
nents,  including  its  network  pro¬ 
tocols,  as  well  as  combinations  of 
Windows  NT  and  third-party  net¬ 
work  interface  cards  (NIC)  that 
are  already  C2-certified.  Micro¬ 
soft  expects  later  this  year  to 
receive  C2  certification  for  Win¬ 
dows  NT  3.51  and  the  network 
protocols. 

“Windows  NT  was  archi¬ 
tected  from  the  ground  up  to 
meet  C2  criteria,”  said  Megan 
Bliss,  Microsoft’s  product  man¬ 
ager  for  Windows  NT  Worksta¬ 
tion.  Microsoft  had  received 
requests  for  such  a  degree  of 
security  from  financial  institu¬ 
tions  as  well  as  government 
accounts,  she  said. 

Novell  is  lagging  behind 


nies’  initial  interest,  industry 
experts  say. 

The  need  for  speed  is  evident 
first  in  backbone  networks, 
which  typically  are 
used  either  to  link 
disparate  LANs  or 
to  provide  access  to 
servers  that  store 
common  informa¬ 
tion.  As  the  amount 
of  data  moving  among  depart¬ 
ments  increases  or  the  volume  of 
information  pumped  to  and 
from  servers  grows,  backbones 
get  saturated.  Fast  Ether-  net, 
Fiber  Distributed  Data  Interface 
and  switched  Ethernet  all  offer 
bandwidth  boosts  but  not  as 
much  as  the  155M  bit/sec  avail- 


Microsoft  in  the  certification 
process,  but  the  Provo,  Utah, 
company  submitted  a  more 
comprehensive  model  of  se¬ 
cure  networking,  according  to 
Dave  Clare,  Novell’s  product¬ 
line  manager  for  NetWare  core 
services. 

Under  evaluation  is  Novell’s 
NetWare  security  architecture, 
rather  than  just  the  operating 
See  Security,  page  4L 


By  Kevin  Fogarty 

Novell,  Inc.  and  three  indepen¬ 
dent  software  vendors  are  sepa¬ 
rately  rolling  out  new  tools  for 
helping  NetWare  4.X  users  man¬ 
age  their  NetWare  Directory  Ser¬ 
vice  (NDS)  directory  trees. 

The  products  will  let  users 
monitor  the  health  of  NDS  direc¬ 
tory  trees  and  replicas  of  their 
branches.  They  will  also  let  users 
prune  and  graft  those  trees,  as 
well  as  track  NDS  security  and 
performance. 

Such  tools  are  necessary  to 
smooth  the  migradon  process 
from  NetWare  3.X  and  its  bind¬ 
ery  to  NetWare  4.X  and  NDS, 
said  Robert  Sakakeeny,  an  ana- 


able  with  ATM. 

Backbone  connections  ac¬ 
counted  for  60%  of  ATM  LAN 
links  in  1994,  said  Vertical  Sys¬ 
tems  Group  in  an 
ATM  and  frame 
relay  report  pub¬ 
lished  last  month. 
That  number  will 
rise  to  64%  in  1998, 
according  to  the 
market  research  firm. 

Still,  not  many  companies 
need  ATM  transmission  speeds 
yet,  said  Terry  Robinson,  a  prod¬ 
uct  manager  at  Chipcom  Corp. 
in  Southborough,  Mass.  And 
those  that  do  rarely  need  it  out¬ 
side  the  backbone. 

Network  investment 

Financial  services  firms  are 
among  those  crossing  the  divide. 
For  example,  Pacific  Invest¬ 
ments,  Inc.  of  Newport  Beach, 
Calif.,  in  March  1994  decided  to 
upgrade  its  Ethernet  backbone 
to  provide  faster  transmission 
speeds  and  better  response 
times.  The  backbone  connected 
275  employees  who  work  on  Dell 
Computer  Corp.  PCs  and  Sun 
Microsystems,  Inc.  workstations. 

After  considering  ATM  and 
FDDI,  Pacific  Invesunents  deter¬ 
mined  that  the  former  was  more 
flexible  and  had  better  long¬ 
term  potential,  said  Jerry  Cole¬ 
man,  a  systems  and  network 
manager  at  the  firm. 


lyst  at  Aberdeen  Group,  Inc.  in 
Boston. 

Houston-based  BindView  De¬ 
velopment  Corp.,  which  special¬ 
izes  in  LAN  management  tools 


In  January,  the  company 
deployed  two  Fore  Systems,  Inc. 
ASX-200  ATM  switches  to  sup¬ 
port  155M  bit/sec  backbone 
transmissions  in  two  buildings. 
Pacific  Investment’s  LAN  envi¬ 
ronment  also  comprises  Bay  Net¬ 
works,  Inc.  wiring  hubs  for 
providing  users  with  desktop 
Ethernet  connections  and  Fiber- 
Corn,  Inc.  Ethernet-to-ATM  rout¬ 
ers  for  linking  users  on  different 
floors  to  the  ATM  backbones. 
Network  performance  has 
improved  significantly  since  the 
ATM  installation,  Coleman  said. 

ATM  hotbed 

Traffic  loads  at  universities 
also  often  warrant  deployment 
of  the  cell-based,  high-speed 
technology.  In  the  fall  of  1993, 
See  Net  backbone,  page  5L 


Worldwide  LAN  ATM  and  switched 
Ethernet  revenue  (in  billions) 


Although  the  use  of  ATM  technology 
on  backbone  networks  and  to  the 
desktop  will  increase  for  the  next 
several  years,  deployment  of 
another  fast  LAN  technology, 
switched  Ethernet,  will  outpace  it. 

SOURCE:  VERTICAL  SYSTEMS  GROUP.  DEDHAM.  MASS. 


for  NetWare,  is  first  in  line  with  a 
tool  that  helps  users  keep  track 
of  their  NDS  trees. 

BindView,  formerly  the  LAN 
See  NetWare,  page  6L 


BINDVIEW  PRODUCTS  MONITOR  NET  FROM  DIRECTORY  TO  PC 

BindView  for  NDS 
gives  detailed 
reports  on  the 
content,  structure 
and  status  of  server- 
based  NDS  trees . . . 


. .  .while  the  enterprise 
WAM  collects  workstation  auditing 
data  from  domain  servers  and 
concentrates  it  in  one  console 


Microsoft  and  Novell  eye 
NOS  security  certification 


NetWare  directory  management  tools  emerge 
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SNMP  finds  a  new  home  in 
electronic  messaging  systems 

Major  mail  vendors  commit  to  the  protocol  because  of  its  high  availability, 
flexibility  and  increased  performance  for  managing  messaging  components. 


By  Alex  Cullen 

Growing  corporate  dependence 
on  LAN-based  electronic  mes¬ 
saging  as  an  essential  tool  for 
communication  and  informa¬ 
tion-sharing  has  intensified  the 
need  for  higher  availability  and 
better  performance  of  mail 
systems. 

Because  of  its  distributed 
nature,  LAN-based  electronic 
mail  requires  effective  tools  for 
remote  monitoring,  trouble¬ 
shooting  and  capacity  planning. 
E-mail  management  and  moni¬ 
toring  are  complicated  by  two 
factors:  First,  most  organizations 
use  multiple  E-mail  packages, 
and  second,  problems  with  a 
message  system  are  often  symp¬ 
tomatic  of  underlying  network 
difficulties. 

Mail  vendors  have  ap¬ 
proached  network-based  mes¬ 
saging  management  in  several 
ways. 

In  one  approach,  for  exam¬ 
ple,  vendors  use  the  E-mail  mes¬ 
sages  for  monitoring  purposes. 
This  can  be  as  simple  as  using  an 
E-mail  loopback  to  ensure  that 
all  components  on  a  message 
route  are  operating,  or  it  can  be 
as  sophisticated  as  using  mail- 
based  probes  that  gather  infor¬ 
mation  from  message  transport 
agents  (MTA)  along  the  route. 

In  another  approach,  MTA 
logging  monitors  generate  alerts 
to  a  central  site  —  which  can  be 
an  E-mail  message  —  when  a  log- 
file  entry  indicates  a  condition 
that  requires  administrator 
attention.  Lotus  Development 
Corp.  uses  this  method  in  its 
cc:Mail  View  software. 

SNMP  flexibility 

To  bolster  these  proprietary 
approaches,  vendors  recently 
have  begun  turning  to  the  Sim¬ 
ple  Network  Management  Proto¬ 
col  for  monitoring  messaging 
components.  Banyan  Systems, 
Inc.  and  Lotus  already  have 
incorporated  SNMP  into  their 
products,  and  Novell,  Inc.  and 
Oracle  Corp.  have  indicated 
plans  to  do  so,  too. 

The  flexibility  of  SNMP,  com¬ 
bined  with  its  use  for  a  variety  of 
other  management  purposes  in 
a  network,  makes  it  attractive  as 
the  standard  management  pro¬ 
tocol.  After  all,  die  standard 
being  used  for  managing  rout¬ 
ers,  hubs,  servers,  databases  and 
other  applications  is  likely  to 
have  some  merit  for  messaging 


components. 

A  key  component  of  the 
SNMP  standard  is  the  Manage¬ 
ment  Information  Base  (MIB), 
which  provides  a  virtual  repre¬ 
sentation  of  the  device  informa¬ 
tion  and  parameters  available  to 
an  SNMP  manager.  The  current 


MIB  standard,  called  MIB-II, 
includes  specifications  for  net¬ 
work  services  in  general,  plus 
specific  definitions  for  messag¬ 
ing  transport  and  directory  ser¬ 
vices.  These  are  defined  in  RFC 
1565,  RFC  1566  and 
RFC  1567,  respec¬ 
tively.  The  last  two 
RFCs  together  are 
often  referred  to  as 
the  MADMan  RFCs. 

RFC  1565  pro¬ 
vides  a  foundation  of 
capabilities  for  net¬ 
work  services. 

Through  the  MIB 
defined  by  this  RFC, 
a  manager  can  deter¬ 
mine  the  opera¬ 
tional  status  —  up, 
starting,  congested, 
inoperative  —  of  a 
process;  the  number 
of  active  associa¬ 
tions,  or  sessions, 
with  other  network  processes; 
whether  these  other  processes 
are  client  or  peer-to-peer  ser¬ 
vices;  the  name  of  the  connect¬ 
ing  process;  the  number  of  failed 
associations  by  originator  or 
responder  status;  and  the  error 


messages  of  the  last  failed  associ¬ 
ations. 

RFC  1566  provides  the  core  of 
messaging  management  func¬ 
tionality.  This  RFC  defines  an 
MTA  model  with  input  and  out¬ 
put  queues  and  some  intermedi¬ 
ate  message  storage.  The  MIB 


allows  the  MTA  and  its  associated 
queues  to  be  viewed  as  a  single, 
simple  entity,  making  it  easy  for  a 
manager  to  get  aggregate  infor¬ 
mation  on  the  MTAstatus. 

The  MIB  also  makes  it  possi¬ 
ble  to  drill  down  to 
get  detailed  informa¬ 
tion  on  specific 
queues  and  func¬ 
tions.  For  example, 
net  managers  can 
find  out  the  number 
of  messages  received, 
stored  and  transmit¬ 
ted  since  service  initi¬ 
ation. 

Other  informa¬ 
tion  available  for 
queries  includes: 

■  Received,  stored 
and  transmitted  mes¬ 
sage  volume  (total 
number  of  kilobytes 
transferred) . 

■  Received,  stored 
and  transmitted  total  of  message 
recipients. 

■  Oldest  message  stored. 

■  Currendy  active  and  total  in¬ 
bound  and  outbound  associa¬ 
tions. 

■  Last  inbound  and  outbound 


The  RFC  roster  for  messaging  management 

The  Simple  Network  Management  Protocol  Management  Information 
Base-ll  standard  includes  specifications  for  network,  message  trans¬ 
port  and  directory  services  in  three  RFCs: 

PEP  1  CfiC  for  network  services  lets  a  manager  determine  the 
Itlll  A3D3  operational  status  of  a  process;  the  number  of  active 
associations,  or  sessions,  with  other  network  processes;  whether  those 
processes  are  client  or  peer-to-peer  services;  the  name  of  the  connecting 
process;  the  number  of  failed  associations  by  originator  or  responder  sta¬ 
tus;  and  the  error  messages  of  the  last  failed  associations. 

nrp  1CCC  for  messaging  transport  services  defines  a  message 
Hill  JU)U  0  transport  agent  model  with  input  and  output  queues, 
and  some  intermediate  message  storage.  It  also  makes  it  possible  to  drill 
down  to  get  detailed  information  about  specific  queues  and  functions, 
such  as  the  number  of  messages  received,  stored  and  transmitted  since 
service  initiation. 

nrp  1 CC7  for  directory  services  is  based  on  the  X.500  directory 
lull  iJUf  model  and  provides  for  the  monitoring  of  Directory 
Service  Agent  (DSA)  functions.  For  example,  it  lets  the  SNMP  manager 
determine  active  associations  between  DSAs  and  the  total  number  of 
requests  serviced. 


To  bolster  these 
proprietary 
approaches,  vendors 
recently  have  begun 
turning  to  SNMP for 
monitoring  messag¬ 
ing  components. 
Banyan  and  Lotus 
have  already 
incorporated  SNMP 
into  their  products. 


associations. 

■  Rejected  inbound  and  failed 
outbound  associations. 

■  Error  messages  for  the  last 
failed  associations. 

■  Time  to  next 
scheduled  retry. 

RFC  1567  is  based 
on  the  X.500  direc¬ 
tory  model.  In  X.500 
directories,  Direc¬ 
tory  User  Agents 
send  queries  to 
Directory  Service 
Agents  (DSA),  each 
of  which  contains 
only  a  portion  of  the 
total  directory  ser¬ 
vice  tree.  If  a  DSA 
does  not  have  the 
information  it  needs 
to  respond  to  a  query, 
it  passes  the  request 
to  the  next  DSA.  RFC 
1567  provides  for  the 
monitoring  of  DSA 
functions. 

Because  of  its 
X.500  bias,  RFC  1567 
is  most  applicable 
today  to  Novell’s  Net¬ 
Ware  Directory  Services  and 
Banyan’s  StreetTalk  network 
operating  system  directories.  It  is 
less  appropriate  for  E-mail  sys¬ 
tem  address  books  provided  by 
Microsoft  Corp.  in  MS  Mail  and 
Lotus  in  cc:Mail.  This  RFC’s 
value  will  increase  as  the  major 
vendors  migrate  their  products 
to  client/server  architectures 
and  X.500  directories. 

Among  other  information, 
RFC  1567  lets  the  SNMP  man¬ 
ager  determine: 

■  Active  associations  between 
DSAs. 

■  Total  associations  between 
DSAs  since  start-up. 

■  Total  requests  serviced  and  the 
type  of  response  provided. 

■  Association  failures  and,  spe¬ 
cifically,  those  due  to  problems 
with  authentication. 

SNMP  extensions 

The  SNMP  standard  also  lets 
vendors  define  private  MIB 
extensions  so  they  can  adjust  the 
protocol  to  their  unique  product 
capabilities. 

For  messaging  managers,  the 
most  useful  extensions  might  be 
user  mailbox  statistics  or  the  sta¬ 
tus  of  messaging-related  pro¬ 
cesses  such  as  message  store 
maintenance  or  conversion 
functions. 

For  example,  Banyan  comple¬ 
ments  the  MADMan  RFC  specifi¬ 
cations  it  uses  for  StreetTalk 
directory  and  Intelligent  Mes¬ 
saging  MTA  information  with 
private  MIB  definitions  for  user 
mailbox  information,  message 
store  maintenance  and  message 
compression  functions,  and 
some  directory  services.  It  also 
implements  SNMP  traps  —  alert 
functionality  —  for  many  MTA 


and  message  store  parameters. 

In  anodier  case,  Lotus  pro¬ 
vides  SNMP  MIB  definitions  for 
all  the  information  in  the  Notes 
Statistics  structure  but  does  not 
support  the  MAD¬ 
Man  RFCs  in  Notes- 
View.  Notes  Statistics 
lets  a  manager  access 
Notes  server  infor¬ 
mation  regarding 
CPU  and  disk  utiliza¬ 
tion,  user  mailbox 
and  dead-letter 
queues,  as  well  as 
find  data  on  replica¬ 
tion  partners,  the 
time  and  duration  of 
replication  sessions, 
and  more. 

The  SNMP-based 
approach  to  messag¬ 
ing  management 
offers  a  number  of 
advantages  over 
mail-based  probes, 
remote  logging  or 
other  proprietary 
schemes.  They  are: 

Near  real-time 
monitoring  of  mes¬ 
saging  systems. 

■  Easier  correlation  of  network 
information  to  underlying 
causes  since  SNMP  is  used  by 
other  server  and  network  com¬ 
ponents. 

■  Use  of  one  management  sys¬ 
tem  by  net  operations  personnel 
for  messaging,  distributed  sys¬ 
tems  and  network  management. 

■  Potential  to  manage  multiven¬ 
dor  E-mail  networks,  including 
gateways,  with  a  single  standard. 

Despite  its  advantages,  the 
SNMP  approach  has  some  draw¬ 
backs,  some  of  which  will  be 
addressed  in  the  next  version. 
They  are: 

■  End-to-end  support  of  TCP/ 
IP  is  usually  necessary,  although 
not  required. 

■  Transient  connections,  such  as 
dial-up  or  X.25,  are  not  well  sup¬ 
ported. 

■  SNMP  polling  can  generate 
significant  network  traffic. 

■  SNMP  traps,  generated  when 
significant  events  occur,  have  no 
guaranteed  delivery  to  the  man- 
agementstation. 

■  Security  is  weak.  Because  of 
this,  vendors  usually  provide 
only  a  monitoring  capability. 

Although  few  mail  vendors 
support  the  SNMP  protocol  in 
their  products,  it’s  apparent  that 
most  major  providers  intend  to 
do  so.  Since  SNMP  is  emerging 
as  the  de  facto  standard  for  mes¬ 
saging  systems  management,  E- 
mail  managers  should  include  it 
in  their  technology  plans. 

Cullen  is  a  principal  consultant 
with  Onsett  International  Corp.,  a 
technology  management  consulting 
firm  in  Cambridge,  Mass.  He  can  be 
reached  via  E-mail  at  acullen- 
@ onsett.com . 


The  SNMP  standa  rd 
also  lets  vendors 
define  private  MIB 
extensions  so  they 
can  adjust  the 
protocol  to  their 
uniqueproduct 
capabilities.  For 
messaging  manag¬ 
ers,  the  most  useful 
extensions  might  be 
user  mailbox  statis¬ 
tics  or  the  status  of 
messaging -related 
processes. 
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TAKE 

INFORMATION 


FROM  THE  MINDS  OF  THE  FEW 


AND  PUT  IT  INTO  THE 


MINDS 

OF  THE  MASSES. 


CD-ROM  changed  the  way  you  think 
about  computers.  And  our  CD 
Servers  are  going  to  change  the 


way  you  think  about  CD-ROM. 

(Pretty  bold  statement  there,  but  if 
you’re  dealing  with  a  network,  please 
read  on.)  These  breakthrough  servers 
hook  into  your  network  and  allow  your 
users  to  share  information.  And  each  one 
can  handle  up  to  seven 
scsi-attached  drives 
at  a  time. 

Our  Rise-based 
multiprotocol  servers 
make  network  integration  trouble-free. 
(In  other  words,  they  allow  Windows 
and  UNIX  users  to  share  information, 
support  smb  over  NetBEUi/NetBios,  and 
nfs  over  tcp/ip;  they  don’t  need  software 
drivers  or  fde  servers,  and  install  any¬ 
where  on  your  network.) 

For  more  propaganda,  please  give  us 
a  call  at  1  800  444-AXis.  Because  when  it 
comes  to  information,  sharing  the  wealth 
can  be  a  capital  idea. 
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Microsoft  certification  programs  arise 

CPS  and  CSE  programs  measure  staffers’  level  of  expertise  in  Microsoft  environments. 


By  Ronald  Nutter 

With  Microsoft  Corp.’s  Win¬ 
dows,  Windows  for  Workgroups 
and  Windows  NT  products  play¬ 
ing  expanded  roles  in  corporate 
networks,  it  is  becoming  increas¬ 
ingly  important  to  find  a  yard¬ 
stick  to  measure  knowledge  of 
these  environments. 

Microsoft  has  two  certifica¬ 
tion  programs  that  fit  the  bill. 

The  entry-level  certification  is 
called  Microsoft  Certified  Prod¬ 
uct  Specialist  (MCPS) ,  requiring 
students  to  pass  tests  on  one  of 
the  following  operating  systems: 
Windows,  Windows  Workstation 
Version  3.5  or  Windows  for 
Workgroups. 

If  your  situation  involves  a 
help  desk  environment  or  teach¬ 


ing  users  how  to  use  Windows- 
based  applications,  having 
someone  who  has  passed  one 
exam  may  be  sufficient.  If  you 
use  Microsoft  applications  such 
as  Excel,  Project  or  Word,  an 
elective  is  available  to  cover  these 
products.  An  individual  who  has 
passed  multiple  exams  is  seen  as 
qualified  by  Microsoft  to  install, 
configure  and  support  the  oper¬ 
ating  systems  and  the  elective 
products  the  individual  has  been 
tested  on. 

The  next  certification  level  is 
called  Microsoft  Certified  Sys¬ 
tems  Engineer  (MCSE).  To  qual¬ 
ify,  a  candidate  must  pass  exams 
for  four  operating  systems  and 
for  two  electives. 

An  individual  pursuing  the 
MCSE  certification  is  required  to 
pass  exams  on  Windows,  Win¬ 
dows  NT  Workstation  Version 
3.5,  Windows  NT  Server  Version 
3.5,  and  Networking  with  Micro¬ 
soft  Windows  or  Networking 
with  Microsoft  Windows  for 
Workgroups. 

Microsoft  recognizes  that 
individuals  with  CNE  (Certified 
Novell  Engineer),  ECNE  (Enter¬ 


prise  Certified  Novell  Engineer) 
or  CBE  (Certified  Banyan  Engi¬ 
neer)  certificates  possess  a  base 
of  networking  knowledge  and 
will  waive  the  requirement  for 
die  network  exams. 

The  two  electiv  e  exams  can  be 
picked  from  the  following  group: 
SQL  Server  Database  Adminis¬ 
tration  for  OS/2,  SQL  Server 
Database  Administration  for 
Windows  NT,  LAN  Manager 
Advanced  Network  Administra¬ 
tion,  Mail  Enterprise,  SQL 
Server  Database  Implementa¬ 
tion,  LAN  Manager  Network 
Administration,  SNA  Server  and 
TCP/IP  for  Windows  NT. 

If  you  are  thinking  of  requir¬ 
ing  staffers  to  pursue  certifica¬ 
tion,  take  the  time  to  download  a 


copy  of  Microsoft’s  Education 
and  Certification  Roadmap  from 
ftp:// ftp.Microsoft.com/ser- 
vices/MSedcert/e&cmap.zip. 
This  will  give  you  the  latest  infor¬ 
mation  available  on  the  program 
and  sample  tests. 

When  doing  further  research 
on  this  program,  you  will  see  ref¬ 
erences  to  the  Microsoft  Certi¬ 
fied  Professional  (MCP)  certi¬ 
fication.  This  is  a  global  refer¬ 
ence  to  both  certifications  dis¬ 
cussed  here. 

Study  up 

Staffers  studying  for  the 
exams  have  several  options. 
Microsoft  Authorized  Technical 
Education  Centers  (ATEC),  for 
example,  are  located  in  major 
domestic  cities  and  in  a  growing 
number  of  other  countries. 

Taking  the  courses  is  a  good 
idea  for  individuals  new  to  the 
products  or  for  those  that  want  to 
ensure  they  know  as  much  as 
they  think  they  do.  To  find  the 
ATEC  near  you,  check  your  local 
phone  book  or  call  Microsoft  at 
(800)  636-7544;  in  Canada,  call 
(800)  563-9048. 


If  you  cannot  afford  to  have 
staffers  out  of  the  office  taking 
classes,  independent  study  is  an 
option.  Microsoft  has  kits  avail¬ 
able  for  most  exams. 

The  Microsoft  Roadmap 
information  packet 
contains  an  exten¬ 
sive  list  of  reference 
materials  that  can 
be  helpful  in  study¬ 
ing  for  the  exams. 

Prospective  students 
may  find  most  of  the  ref¬ 
erences  at  a  local  book¬ 
store. 

Earlier  this  year,  Microsoft,  in 
conjunction  with  third-party  test¬ 
ing  organization  Drake  Pro- 
metic,  introduced  the  Microsoft 
Certified  Systems  Engineer  Fast 
Track  Offer.  For  $500  ($400  for 
CNEs,  ECNEs  or  CBEs) ,  students 
received  a  box  containing  a  cou¬ 
pon  good  for  six  exams  for  the 
price  of  five  (five  for  the  price  of 
four  for  CNEs,  ECNEs  or  CBEs), 
a  not-for-resale  copy  of  NT 
Server  Version  3.5  and  a  training 
voucher  from  Microsoft  good  for 
one  free  independent  study 
course  or  $500  off  an  instructor- 
led  training  course.  Although 
this  offer  expired  in  April,  Micro¬ 
soft  may  offer  this  package  again. 

Wave  training 

Wave  Technologies  Interna¬ 
tional  in  St.  Louis  offers  a  num¬ 
ber  of  options  for  those  pursuing 
MCP  certification. 

Wave  has  domestic  and  inter¬ 
national  sites  that  provide  on-site 
training.  Students  who  complete 
a  course  can  confer  with  techni¬ 
cal  support  representatives  for 
three  months  after  course  com¬ 
pletion.  This  added  benefit 
should  prove  useful  to  those 
studying  to  pass  the  various 
Microsoft  exams,  ensuring  they 
understand  the  material  and 
know  of  the  latest  curriculum 
changes. 

Wave’s  CSE  Study  Guide  is 
broken  down  into  chapters  by 
exam.  The  material  is  covered  in 
considerable  detail.  Students 
learn  what  makes  the  products 
work,  not  just  the  material 
needed  to  pass  an  exam. 

The  Guide  will  also  serve  as  a 
valuable  reference  book  long 
after  the  students  have  taken  the 
exam.  Screen  shots  of  the  pro¬ 
gram  being  tested  are  presented 
to  explain  the  material.  When 
the  SETUP. INF  file  is  discussed 
in  the  chapter  covering  the  Win¬ 
dows  3.1  exam,  for  example,  stu¬ 
dents  not  only  read  about  each 
section  of  the  file  but  learn  what 
each  statement  in  the  section 
pertains  to. 

Wave  has  also  built  a  substan¬ 


tial  self-test  product  called  MCSE 
Challenge  Interactive,  a  Win¬ 
dows-based  simulation  of  the 
questions  you  can  expect  to  see 
on  the  MCSE  exams. 

The  Wave  exams  can  be  taken 
as  many  times  as  required.  At  the 
end  of  each  test,  students  have 
the  option  of  printing  out 
the  questions  they  missed  so 
they  can  review 
appropriate  ad¬ 
ditional  material 
before  trying 
again. 

With  the  CSE 
Study  Guide  and  MCSE 
Challenge  Interactive 
bundle,  students  also  re¬ 
ceive  a  CD-ROM  con¬ 
taining  the  MCSE  guide  and 
additional  source  documenta¬ 
tion  going  into  even  more  detail 
on  exam  topics.  The  CSE  Study 
Guide  and  MCSE  Challenge 
package  costs  $  1 99 . 

Students  ready  to  take  the 
exams  need  to  call  Drake  Pro¬ 
metric  at  (800)  755-3926  in  the 
U.S.  Each  exam  costs  $100.  Most 
exam  locations  have  Saturday 
hours,  and  some  are  also  open  in 
the  evenings.  Total  cost  for  the 
exams  will  run  between  $100  to 
$600  depending  on  the  certifica¬ 
tion  path  chosen  and  if  a  student 
passes  the  exams  on  the  first  try. 

When  important 

Deciding  when  to  have  some¬ 
one  in-house  get  certified  vs. 
relyingon  avendorwith  certified 
personnel  is  something  that 
must  be  carefully  considered. 

Having  one  or  more  employ¬ 
ees  with  at  least  the  MCPS  certifi¬ 
cation  has  certain  advantages. 
For  instance,  these  individuals 
should  be  able  to  handle  day-to- 
day  problems  without  calling  in 


Security 

Continued  from  page  1L 

system.  A  C2  rating  for  NetWare 
would  be  a  stamp  of  approval  for 
the  NetWare  server,  NetWare  cli¬ 
ent  and  the  connection  between 
the  two,  Clare  said. 

Novell’s  security  architecture 
would  let  users  install  any  desk¬ 
top  operating  system  on  a  Net¬ 
Ware  LAN  if  the  NIC  is  certified 
to  work  with  NetWare,  he  said. 
Microsoft’s  model  depends  on 
users  running  Windows  NT  at 
the  client  and  server,  Clare  said. 

Novell  is  working  with  Cor- 
dant,  Inc.,  whose  Assure  NIC 
contains  workstation  security 
software.  Cordantis  the  first  in  a 
series  of  NIC  vendors  expected 
to  certify  their  products  as  C2 
secure  with  NetWare. 

An  entire  NetWare  network 
could  be  C2-certified  if  the  work¬ 
stations  used  Cordant’s  certified 
NIC.  Users  could  plug  in  other 
G2-certified  cards  as  well  without 


outside  help. 

In  the  event  you  do  need  out¬ 
side  assistance,  these  staffers  will 
provide  valuable  information  as 
to  configuration  and  environ¬ 
mental  data  that  might  require 
several  hours  of  investigation  by 
someone  unfamiliar  with  your 
installation. 

When  evaluating  a  vendor 
with  MCSE  talent  on-staff,  look 
closely  at  the  elective  exams  the 
individuals  have  passed  to  see 
how  closely  their  expertise  fits 
your  needs.  If  they  concentrated 
on  the  SQL  exams  and  your  envi¬ 
ronment  dictates  working  with 
Microsoft’s  SNA  Server,  this  ven¬ 
dor  may  not  be  the  best  choice 
for  the  project. 

Also,  look  at  how  long  the 
individuals  have  been  working 
with  the  Microsoft  products  sep¬ 
arately  from  how  long  they  have 
had  the  Microsoft  certification. 
People  who  have  just  passed  the 
exams  but  haven’t  been  working 
with  the  product  very  long  could 
be  just  good  test  takers. 

Having  department  members 
with  one  or  both  of  these  certifi¬ 
cations  will  also  be  helpful  from  a 
project  management  standpoint 
when  dealing  with  outside  ven¬ 
dors  because  they  can  help 
ensure  the  companies  stay  on 
track  and  keep  your  best  inter¬ 
ests  in  mind.  When  you  need 
help  with  your  mission-critical 
network,  who  would  you  rather 
have  working  on  it:  people  who 
say  they  know  what  they  are 
doing  or  those  who  can  prove 
they  understand  the  subject 
matter? 

Nutter  is  a  contributing  editor 
and  works  for  a  Novell  Platinum 
reseller  and  Authorized  Sendee  Cen¬ 
ter  in  Lexington,  Ky. 


violating  the  C2  specification. 

To  be  certified  under  the 
National  Computer  Security 
Center’s  Trusted  Computer  Sys¬ 
tem  Evaluation  Criteria,  nets 
must  meet  the  Trusted  Network 
Interpretation  specification  in 
an  evaluation  process  that  typi¬ 
cally  takes  more  than  a  year. 

An  operating  system  must 
provide  file  access  controls  and 
user  authentication  procedures, 
including  unique  logons  and 
passwords. 

Its  security  system  must  pro¬ 
vide  a  complete  auditing  process 
for  all  user  actions.  And  the  oper¬ 
ating  system  must  cleanse  RAM 
so  previously  stored  data  cannot 
be  captured  by  another  applica¬ 
tion  process  and  read  by  unau¬ 
thorized  users. 

Evaluation  is  done  by  the 
National  Computer  Security 
Center  under  the  auspices  of  the 
National  Security  Agency,  an 
organization  here  that  awards 
certification.  ■ 


Certifiably  qualified 

In  order  to  get  Microsoft  Corp.’s  certification,  students  must  pass  tests 
on  operating  systems  and  elective  products.  Once  they  do  so,  the 
company  considers  them  qualified  to  install,  configure  and  support  the 
respective  lines. 

Certification 

level 

Operating  system 

Electives 

Microsoft  Certified 
Product  Specialist 

Windows,  Windows 
Workstation  Version  3.5  or 
Windows  for  Workgroups 

None  required 

Microsoft  Certified 
Systems  Engineer 

Windows,  Windows  NT 
Workstation  Version  3.5, 
Windows  NT  Server 

Version  3.5,  and 
Networking  with  Microsoft 
Windows  or  Networking 
with  Microsoft  Windows 
for  Workgroups 

Two  of  the  following:  SQL  Server 
Database  Administration  for  OS/2, 
SQL  Server  Database  Administra¬ 
tion  for  Windows  NT,  LAN  Manager 
Advanced  Network  Administration, 
Mail  Enterprise,  SQL  Server  Data¬ 
base  Implementation,  LAN  Manager 
Network  Administration,  SNA  Server 
orTCP/IP  for  Windows  NT 
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FREE  Information 

on  the  latest  products  and  services  advertised  in  Network  World’s  LAN  WORLD  section. 


^  Please  answer  questions 
1  to  4  and  complete  the 
name  and  address 
information  below. 


^  Circle  the  numbers  beside  each 
of  the  companies  from  whom 
you  would  like  to  receive  free 
literature. 


Then,  simply  fold,  tape  the 
bottom  edge  closed,  and 
drop  it  in  the  mail  for  your 
free  literature. 


1.  Action  requested 

1  □  Request  for  sales  call 

2  □  Request  for  proposal 

3  □  Request  for  information 

2.  Purchase  timeframe 

4  □  Within  60  days 

5  □  Within  six  months 

6  □  Within  one  year 

9/11/95 


3.  Scope  of  purchase 
responsibility 

7  □  Enterprise  wide 

8  □  Departmental 

4.  Purchase  influence/ 
number  of  sites 

9  □  one  site 

1 0  □  2-9  sites 

11  □  10-20  sites 

12  □  21+  sites 


Name 


Title 


Company 


Street 


City 


Phone 


State  Zip 


Fax 


AX  IS 


COMMUNICATIONS 

Axis  Communications,  Inc.  develops 
printer  communications  products  for 
local-area  network-based  Ethernet  and 
Token  Ring  environments,  IBM  main¬ 
frames,  and  AS/400  midrange  systems. 


Kantrox* 

Make  technology  practical.  Call  ADC 
Kentrox  for  T1/FT1 ,  El ,  T3/E3,  SMDS, 
Frame  Relay  and  ATM  network  access 
solutions. 


6  [^JTyLink 


Tyllnk  Is  a  worldwide  supplier  of  high- 
quality,  value-priced  digital  access  products 
and  network  management  systems. 


IDAS 

IDAS  offers  an  award-winning  enterprise 
network  storage  solution  supporting  every 
popular  optical  jukebox. 
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7  SLANNET 

LANNET  sells  award-winning,  high-speed, 
multi-protocol  switching  hubs  that  maximize 
performance  on  your  LAN. 


X  E  D I  A' 


Th«  $m«rt  Switch  Compeny^ 


Xedla's  MADswitch  is  designed  for  afford¬ 
able  workgroup  switching  with  built-in 
expansion  for  emerging  Fast  Ethernet  and 
ATM  technologies. 


BASE  SWITCH 


N  Base  Switch  offers  bandwidth  enhancement 
solutions  that  include:  switches, 
stackable/segmentable  hubs,  and  fiber  optic 
LAN  extenders  for  campus  and  metropolitan 
networks. 
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QMS 


Printers  for  Professionals. 
QMS:  a  leader  in  monochrome  and  color  network 
print  systems  for  publishing,  design,  automation 
and  Imaging. 


9  D-Link 


The  leading  innovator  of 
network  connectivity 
solutions  including:  NICs, 
hubs,  bridges,  FDDI,  Fast 
Ethernet,  PCMCIA  and 
network  software  products. 
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Net  backbone 

Continued  from  page  1L 

for  example,  the  Department  of  Radiol¬ 
ogy  at  Duke  University  Medical  Center  in 
Durham,  N.C.,  needed  to  install  a  back¬ 
bone  so  radiology  department  users 
cotdd  move  complex  images  stored  on  Sil¬ 
icon  Graphics,  Inc.  servers. 

The  department  has  400  users  who 
work  with  Apple  Computer,  Inc.  Macin¬ 
toshes,  IBM  PCs  and  Unix  workstations 
from  Hewlett-Packard  Co.,  Silicon  Graph¬ 
ics  and  Sun. 

Louis  Humphrey,  the  director  of  radi¬ 
ology  informatics,  said  his  group  evalu¬ 
ated  ATM  and  FDDI,  and  selected  ATM 
because  its  switched  architecture  is  more 
flexible  and  offers  better  performance 
than  FDDI's  shared  topology. 

The  department  relies  on  Bay  Net¬ 
works  Ethernet  wiring  hubs  and  switches 
to  provide  users  with  desktop  connec¬ 
tions.  On  the  backbone,  seven  users 
directly  connect  to  one  of  four  Bay  Net¬ 
works  LattisCell  ATM  switches.  The  rest 
are  connected  via  Bay  Networks  routers, 
which  convert  Ethernet  transmissions  to 
ATM. 

The  switching 
features  proved  to 
be  a  bane  as  well  as 
a  boon,  Humphrey 
said.  “With  switch¬ 
ing,  there  are  more 
options  for  making 
connections,  so  it  is 
more  difficult  to 
develop  an  effi¬ 
cient  design,”  he 
explained. 

ATM  also  beat 
out  FDDI  when  the 
Rollins  School  of 
Public  Health  at 
Emory  University 
in  Atlanta  decided 
to  install  a  new 
backbone  in  the 
summer  of  1994. 
Digital  Equipment  Corp.  VAX  and  Alpha 
systems  support  complex  applications  for 
95  faculty  researchers. 

“Our  users  work  with  complex  mathe¬ 
matical  models,  which  need  a  lot  of  band¬ 
width,”  said  Barbara  Maaskant,  the 
director  of  information  services  at  the  uni¬ 
versity. 

Because  users  transfer  huge  files,  the 
Rollins  School  of  Public  Health  wanted  a 
technolog)'  faster  than  FDDI,  making 
ATM  the  only  possibility. 

The  school  offers  users  Ethernet  and 
FDDI  connections  via  Cabletron  Systems, 
Inc.  Multi  Media  Access  Center  (MMAC) 
wiring  hubs.  Initially,  the  school  con¬ 
nected  MMAC  wiring  hubs  to  the  ATM 
network  but  upgraded  to  MMAC-Plus 
hubs  for  its  ATM  connections  at  the  end  of 
1994. 

The  MMAC  hubs  front-end  a  Fore 
ASX-200  switch  that  supports  155M 
bit/sec  transmissions.  Cisco  Systems,  Inc. 
7000  routers  move  information  from 
floor  to  floor  and  among  the  different 
types  of  networks. 

The  network  has  functioned  smoothly, 
but  Maaskant  said  she  wants  better  man¬ 
agement  tools. 

Like  its  southern  counterparts,  Indi¬ 


ana  University  at  Bloomington  wants  an 
ATM  backbone.  Its  deployment  plans 
have  been  altered,  however,  because  of 
product  unavailability. 

The  university,  which  has  20,000  users 
on  approximately  300  LANs,  in  1994 
decided  to  replace  its  then  4-year-old 
FDDI  network. 

“FDDI  offered  us  no  real  options  for 
providing  our  users  with  more  band¬ 
width,”  said  Allen  Robel,  a  senior  network 
technical  adviser  at  the  university. 

The  university  wanted  to  go  with  one 


vendor  for  all  of  its  ATM  equipment.  “We 
don’t  expect  vendors  to  iron  out  interop¬ 
erability  issues  for  a  couple  of  years,” 
Robel  explained.  “By  limiting  our  selec¬ 
tion  to  one  supplier,  we  ensured  different 
products  will  work  together.” 

The  university  selected  Cisco  for  its 
diverse  ATM  product  line  and  because  it 
had  satisfactorily  used  the  company’s 
AGS+  routers  for  five  years.  The  school 
believed  Cisco  would  deliver  on  its  ATM 
promises,  Robel  said. 

However,  Cisco  failed  to  meet  the 


expected  ship  date  for  its  ATM  router  con¬ 
nections,  so  the  university’s  plans  to  build 
an  ATM  backbone  have  been  delayed. 
This  past  summer,  the. school  swapped  the 
AGS+  routers  with  Gisco  7000  series  rout¬ 
ers,  which  have  more  processing  power.  It 
expected  to  upgrade  to  ATM  by  the  end  of 
the  summer  but  now  has  to  wait. 

“We  can  only  change  our  net  when  stu¬ 
dents  are  away,  so  our  next  opportunity 
will  be  in  December,”  Robel  said. 

The  University  of  Oregon,  which  sup- 
See  Net  backbone,  page  6L 


-  the  one  hour 
free  information  resource  from 
Network  World. 


Do  you  need  more  product  information? 

Do  you  need  updated  specifications? 

Do  you  need  it  NOW? 

Then  call  Network  World’s  FaxNET  today. 

By  calling  toll  free  1-800-664-8271  you  can  receive  within  one  hour  in-depth 
product  information  on  the  following  companies. 


ADC  Kentrox . 

Alantec . 

Axis . . . 

D-Link  Systems . 

Funk  Software  . . 

Klever  Computers .... 

LANart . 

Micom . 

Procom  Technology .. 
Psiber  Data  Systems 

Verilink . . . 

Xedia . 


Here’s  how  it  works 

•  Dial  1-800-664-8271  on  your  touch  tone  phone. 

•  You  will  be  asked  to  key  in  the  5  digit  number  of  the  advertiser  that 
interests  you. 

•  Follow  the  voice  menu  instructions  and  you  will  receive  the  requested 
information  immediately. 

There  is  no  cost  to  you  and  you  get  the  information 
when  you  want  it. 

1-800-664-8271 


36080 

36010 

36000 

36150 

36160 

35010 

36190 

36090 

36200 

36140 

36180 

36170 


“FDDI  offered  us 
no  real  options 
for  providing 
our  users  with 
more  band¬ 
width,  ” said 
Allen  Robel,  a 
senior  network 
technical 
adviser  at  Indi¬ 
ana  University 
in  Bloomington. 
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NetWare 

Continued  from  page  1L 

Support  Group,  Inc.,  has  announced 
Bind  View  for  NDS,  a  tool  that  gives  users 
detailed  reports  about  the  status  of  an 
NDS  tree,  including  security  audits,  per¬ 
formance  history  and  objects  such  as  user 
accounts  and  print  queues. 

The  Report  Manager  in  BindView  for 
NDS  lets  net  managers  browse  the  NDS 
tree  and  gather  information  such  as  hard¬ 
ware  and  software  configuration,  as  well  as 


settings  for  servers  throughout  the  net¬ 
work.  It  also  can  store  a  predefined  set  of 
baseline  performance  statistics  against 
which  users  can  judge  future  network  per¬ 
formance. 

The  Security  Audit  and  File  Server 
Documentation  modules  provide  data 
about  how  the  tree  is  partitioned,  the 
amount  of  disk  space  available  on  servers 
and  NetWare  Loadable  Module  usage. 
They  also  let  users  store  that  data. 

BindView  is  also  shipping  an  upgrade 
to  its  BindView  Network  Control  System 


that  includes  the  Enterprise  Workstation 
Audit  Manager,  which  lets  users  centralize 
auditing  of  workstations  across  the  enter¬ 
prise  as  well  as  a  NetWare  password  analy¬ 
sis  tool. 

Upcoming  NDS  management  tools 
include: 

■  Novell’s  DS  Manager,  which  is  designed 
to  plug  into  the  company’s  ManageWise 
program,  will  allow  users  to  poll  NetWare 
servers  and  build  a  map  of  NDS  partitions, 
then  prune  or  graft  them.  The  product  is 
due  around  year-end. 
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■  Preferred  Systems,  Inc.  of  West  Haven, 
Conn.,  is  working  on  an  update  to  its  DS 
Standard  NDS  management  tool  that  will 
make  the  product  easier  to  use.  It  will 
include  AuditWare  for  NDS,  a  module 
that  can  track  and  report  on  security  .sta¬ 
tus  and  security  breaches  within  NDS. 

The  enhancements  should  be  avail¬ 
able  during  the  first  half  of  nextyear. 

■  Scottsdale,  Ariz.-based  NetPro  Comput¬ 
ing,  Inc.,  a  leading  directory  tool  vendor 
in  the  Banyan  Systems,  Inc.  VINES  mar¬ 
ket,  is  working  on  a  tool  for  NDS  called  DS 
Expert. 

The  product  will  provide  many  of  the 
same  functions  as  Novell’s  DS  Manager, 
but  it  will  add  more  comprehensive 
reporting  capabilities,  better  perfor¬ 
mance  and  a  more  detailed  performance 
history  function.  It  is  due  to  go  to  beta  test¬ 
ing  within  weeks. 

©BindView:  (800)  749-8439;  NetPro: 
(602)  998-5008;  Novell:  (800)  638-9273; 
Preferred:  (203)  937-3000. 


Net  backbone 

Continued  from  page  5L 

ports  7,000  users  at  its  Eugene  campus, 
also  has  begun  using  ATM  for  its  back¬ 
bone. 

The  university  operates  a  mixed  envi¬ 
ronment  that  includes  Ethernet  and 
100  VC- Any  LAN  hubs  from  HP,  100Base-T 
hubs  from  Kalpana,  Inc.  and  Madge  Net¬ 
works,  Inc.,  and  FDDI  hubsfrom  Digital. 

Engineers  exchanging  complex  docu¬ 
ments  were  creating  performance  prob¬ 
lems  on  the 
university’s  FDDI 
network,  accord¬ 
ing  to  David  Meyer, 
a  senior  network 
engineer  at  the 
university. 

In  early  1 994, 
the  university  be¬ 
gan  to  search  for 
ATM  equipment  to 
boost  the  speed.  It 
chose  Fore’s  ASX- 
200  switch  for  a 
backbone  network 
that  linked  100 
users. 

Since  then,  the  university  has 
expanded  its  backbone  to  include  three 
ASX-200s  and  three  Lightstream  100  ATM 
switches  from  Cisco.  Information  is 
moved  to  the  backbone  via  Cisco  7000 
routers. 

ATM  backbones  undoubtedly  have 
helped  these  and  other  users  bolster 
bandwidth-hungry  LAN  environments, 
but  they  are  not  yet  refined  enough. 
Meyer  noted,  for  example,  that  few  ATM 
switches  yet  support  the  ATM  Forum  stan¬ 
dard  for  running  TCP/IP  transmissions 
across  the  network  or  for  supporting  qual- 
ity-of-service  parameters. 

Indiana  University’s  Robel  offered  this 
advice:  “Companies  should  move  slowly 
into  ATM.  The  technology  holds  a  great 
deal  of  promise  but  is  in  an  early  develop- 
mentstage.” 

Korzeniowski  is  a  freelance  writer  in  Mal¬ 
den,  Mass.,  who  specializes  in  networking  and 
data  communications  topics. 


“Companies 
should  move 
slowly  into  ATM. 
The  technology 
holds  a  great 
deal  of  promise 
but  is  in  an  early 
development 
stage.  ” 
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Whitetree,  Xyplex  combine  ATM  and 
LAN  traffic  in  new  product  releases 


By  Michael  Csenger 

Adding  yet  more  options  to  the  ATM 
world,  Whitetree,  Inc.  and  Xyplex,  Inc. 
have  introduced  a  collection  of  products 
for  mixed  ATM  and  traditional  LAN  net¬ 
working. 

Whitetree  has  announced  shipment  of 


its  WS3000  Workgroup  Switch.  Intro¬ 
duced  earlier  this  year,  the  switch  was 
scheduled  to  ship  in  June  but  met  devel- 
opment  delays  undl  now. 

The  WS3000  combines  traditional 
Ethernet  switching  and  25M  bit/sec  ATM 
switching  on  shared,  autosensing  ports. 


Its  12  desktop  ports  accept  Category  3 
cabling,  which  both  Ethernet  and  ATM25 
can  use.  Each  port  automatically  detects 
whether  traffic  is  Ethernet  or  ATM25,  and 
switches  itaccordingly. 

Both  half- and  full-duplex  Ethernet  are 
supported  on  each  port.  ATM  LAN-emu- 
lation  software  supports  Ethernet-to-ATM 
interworking  and  will  be  upgraded  to  the 
final  ATM  Forum  LANE  1 .0  by  December. 

“I  don’t  think  ATM25  is  going  to  be  a 
huge  market,  but  it’s  a  viable  niche  and 
for  Whitetree,  it’s  probably  a  great  step¬ 
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ping  stone,”  said  Tam  Dell’Oro,  president 
of  the  Dell’Oro  Group  consultancy  in 
Menlo  Park,  Calif.  ‘‘There  are  going  to  be 
users  operating  in  switched  Ethernet  and 
ATM  environments.” 

An  additional  155M  bit/sec  OC-3  port 
provides  high-speed  trunking  to  an  ATM 
LAN  backbone,  and  an  optional  Stacking 
Bus  module  —  due  by  year-end  —  will  let 
users  stack  as  many  as  12  switches  together 
for  high-density  applications. 

The  WS3000  costs  $7,795  in  its  stan¬ 
dard  12-port  Ethernet/ ATM25  configura¬ 
tion.  An  optional  155M  bit/sec  ATM 
trunk  module  costs  $1 ,395. 


Xyplex  partners  with  ATM 

Separately,  Xyplex  last  week  intro¬ 
duced  the  7000  Series  of  stackable  ATM 
switches  and  software  based  on  its  partner¬ 
ships  with  other  ATM  vendors. 

Connectware,  Inc.’s  CELLerity  ATM 
switch  is  the  basis  of  the  stackable  7000 
Series,  to  which  Xyplex  adds  its  own  net 
management  applications,  said  Pam 
Snaith,  a  Xyplex  senior  product  manager. 

A  4G  bit/sec  ATM  switch  fabric  con¬ 
nects  ATM  switch  modules  within  a  stack, 
each  module  supporting  a  different  type 
of  ATM  interface.  Five  modules  are  avail¬ 
able  with  12  OC-3  fiber  ports,  16  Category 
5  OC-3  ports,  16  ATM25  ports,  12  100M 
bit/sec  TAXI  ports,  and  four  switched 
Ethernet  ports  plus  an  ATM  uplink. 


USERS  EVALUATING  LAN  OPTIONS 


A  recent  survey  that  asked  126  net  managers 
which  technologies  they  are  evaluating  shows 
ATM,  FDDI  and  Switched  Ethernet  running 
nearly  neck  and  neck  behind  fast  Ethernet. 

(More  than  one  response  allowed) 


Fast  Ethernet 
100M/155M  bit/sec  ATM 
FDDI 

Switched  Ethernet 
lOOVG-AnyLAN 
Fibre  Channel 
Switched  token  ring 
25M  bit/sec  ATM 
CDDI 
Other 


GRAPHIC  BYTERRI  MITCHELL  SOURCE.  SAGE  RESEARCH.  NATICK,  MASS. 


Additionally,  Xyplex  introduced  three 
new  ATM  modules  for  its  Network  9000 
chassis-based  enterprise  hub.  These  520 
Series  ATM  Edge  Router  modules  use 
ATM  software  acquired  through  a  part¬ 
nership  with  ZeitNet,  Inc.  ( NW,  Sept.  4, 
page  23)  and  allow'  LAN  traffic  from  the 
Network  9000  hub  to  be  over  an  ATM 
backbone  using  LAN  emulation  or  Classi¬ 
cal  IP  Over  ATM  (RFC  1577). 

The  new  520  Series  modules  include 
single-port  ATM  interfaces  for  OC-3  mul¬ 
timode  fiber,  single-mode  fiber  and  Cate¬ 
gory  5  copper,  and  cost  $8,995,  $11,995 
and  $5,995,  respectively.  They  are  avail¬ 
able  now. 

Pricing  for  the  7000  Series  modules 
ranges  between  $11,995  and  $14,995, 
except  for  the  Ethemet-to-ATM  switch 
module,  which  costs  $7,995.  Shipments 
will  begin  in  the  first  quarter  of 1996. 

©Whitetree:  (415)  855-0855;  Xyplex: 
(508)  952-4700. 
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Lexmark  print  manager  to  run 
on  Windows  95,  OS/2  Warp 


By  Joanne  Cummings 

Greenwich,  Conn. 

In  moves  aimed  at  easing  printing  and 
print  management  in  diverse  LAN  envi¬ 
ronments,  Lexmark  International,  Inc.  is 
expected  to  announce  later  this  month 
new  clients  for  its  MarkVision  utility  and  a 
print  device  for  portable  computers. 

Lexmark,  based  here,  said  its  MarkVi¬ 
sion  network  print  management  utility 
will  run  on  Microsoft  Corp.  Windows  95 
and  IBM  OS/2  Warp  clients.  The  soft¬ 
ware,  which  previously  worked  on  Win¬ 
dows  3. IX  clients  only,  lets  administrators 
remotely  configure,  monitor  and  trouble¬ 
shoot  Lexmark  printers  throughout  a  site 
or  an  enterprise  from  a  central  PC. 


Net  administrators  running  the  MarkVision  print 
management  utility  on  Windows  95  will  be 
alerted  to  problems  by  a  change  in  the  printer  icon, 
which  can  be  viewed  from  the  task  bar. 

The  client/server  software  resides  on 
an  administrator  PC  and  the  LAN- 
attached  printer. 

The  Windows  95  version  allows  the 
MarkVision  icon  to  be  added  to  the  Win¬ 
dows  task  bar.  The  icon’s  appearance  will 
change  when  an  error  is  detected  on  any 
printer.  The  OS/2  Warp  version  lets  users 
monitor  printer  and  job  status  from 
within  the  operating  system’s  Workplace 
Shell.  When  minimized,  the  MarkVision 
icon  will  change  when  printer  errors  are 
detected. 

The  MarkVision  software  also  will  have 
other  new  features.  For  instance,  the  soft¬ 
ware  will  let  remote  administrators  lock  or 
unlock  printer  operator  panels  to  prevent 
unauthorized  changes  to  settings,  and  it 
will  let  administrators  control  access  to 
MarkVision  via  user  network  privileges. 

The  new  version  also  has  enhanced  job 
statistics  that  enable  administrators  to 
time-  and  date-stamp  every  job  printed. 
Those  statistics  can  be  collected  and 
stored  so  spreadsheets  can  be  used  to  ana¬ 
lyze  printer  usage  or  allocate  costs  for  sup¬ 
plies  and  maintenance. 

The  new  version  also  has  a  tool  kit  that 
can  be  used  to  download  and  store  fonts, 
overlays  and  blank  forms  to  the  printer 
flash  or  disk  memory. 

MarkVision  is  free  to  users  who  buy 
new  Lexmark  printers  and  to  existing  cus¬ 
tomers,  who  can  download  the  enhance¬ 
ments  from  the  Internet  (http:// 
wwlexmark.com) ,  CompuServe  (Go 
Lexmark)  or  the  Lexmark  bulletin  board 
system  at  (606)  232-5238.  The  new  ver¬ 


sions  for  OS/2  Warp  and  Windows  3. IX 
will  be  available  Sept.  25,  while  the  Win¬ 
dows  95  version  will  be  available  in 
November. 

On  Sept.  25,  Lexmark  also  plans  to 
unveil  a  device  that  enables  infrared- 


equipped  portable  and  mobile  comput¬ 
ers  to  transfer  files  or  print  directly  to 
LAN-attached  PCs  and  printers,  respec¬ 
tively. 

The  device,  called  MarkNet  IR,  comes 
configured  with  two  bidirectional  parallel 
ports,  an  external  power  supply,  MarkVi¬ 
sion  print  management  software  and 
Puma  Technology’s  TranXit  wireless  file- 
transfer  software. 

The  device  can  be  connected,  via  the 
parallel  ports,  to  either  a  desktop  PC  or 
printer,  or  it  can  be  connected  to  both  and 


pass  through  printjobs  when  the  infrared 
feature  is  not  in  use. 

It  can  transmit  data  at  up  to  1.152M 
bit/ sec  over  distances  of  up  to  3  meters. 
Serial  port  devices  are  limited  to  just  1 15K 
bit/sec  over  1  meter,  according  to  the 
company. 

MarkNet  IR  will  be  available  by  the  end 
of  the  month  for  $279 . 

Lexmark:  (800)891-0331. 

Cummings  is  a  freelance  writer  in  Marlbor¬ 
ough,  Mass. 
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Triticom  adds  SNA,  OSI  support 
to  protocol  analyzers  for  Ethernet 


By  Joanne  Cummings 

Eden  Prairie,  Minn. 

Triticom  released  a  version  of  its  software- 
only  protocol  analyzer  for  Ethernet  that 
adds  support  for  Systems  Network  Archi¬ 
tecture  and  Open  Systems  Interconnec¬ 
tion  protocols. 


The  LANdecoder/e  Version  3.0  soft¬ 
ware  resides  on  any  80386  DOS-based  PC 
with  at  least  2M  bytes  of  RAM.  The  prod¬ 
uct’s  new  protocol  suite  includes  IBM’s 
SNA  as  well  as  the  ISO’s  8473  CLNP,  8073 
Transport  Layer,  8327  Session  Layer,  9542 
ES-ISand  10589 IS-IS. 


Like  earlier  releases,  Version  3.0  soft¬ 
ware  can  analyze  protocols  over  Novell, 
Inc.  NetWare,  Apple  Computer,  Inc. 
AppleTalk,  Microsoft  Corp.  LAN  Man¬ 
ager,  IBM  LAN  Server,  Banyan  Systems, 
Inc.  VINES,  and  TCP/IP,  as  well  as  Sun 
Microsystems,  Inc.  and  Digital  Equip¬ 
ment  Corp.  LANs. 

In  addition,  the  software  can  now  oper¬ 
ate  as  a  protected-mode  application  using 
the  DOS  Protected  Mode  Interface.  This 
lets  LANdecoder/e  create  a  packet-cap¬ 
ture  buffer  as  large  as  16M  bytes  and 


decreases  the  product’s  conventional 
memory  overhead  from  615K  bytes  in  the 
previous  release  to  just  140K  bytes  in  Ver¬ 
sion  3.0. 

The  new  version  also  lets  network  man¬ 
agers  save  captured  packets  to  disk  when¬ 
ever  the  products  RAM-based  capture 
buffer  fills  up.  Previously,  the  product 
would  just  stop  capturing  packets  once 
th  e  buffer  was  full . 

Version  3.0  also  has  built-in  support  for 
additional  network  adapter  drivers, 
including  those  from  Western  Digital 
Corp.  and  3Com  Corp. ,  as  well  as  PCMCIA 
adapters. 

LANdecoder/ e  3.0  is  priced  at  $945. 
©Triticom:  (612)  937-0772. 

Simulator  module 
helps  administrators 
weigh  LAN  changes 

By  Joanne  Cummings 

Pittsburgh 

American  Hytech  Corp.  has  added  a  simu¬ 
lator  software  module  to  its  NetGuru  suite 
of  LAN  design  and  analysis  tools. 

The  new  module,  called  NetGuru  Sim¬ 
ulator,  is  designed  to  give  LAN  managers  a 
fast,  low-cost  method  for  simulating  the 
performance  of  proposed  networks  or 
network  modifications,  the  company  said. 

“Say  you  have  a  LAN  with  a  large 
amount  of  CAD/CAM  traffic,”  said  John 
Dwight,  marketing  manager  at  American 
Hytech.  “If  you  then  need  to  add  five 
salespeople  to  that  same  segment,  Net- 
Guru  Simulator  will  show  you  exacdy  how 
those  additions  will  affect  the  CAD/ CAM 
performance.” 

NetGuru  Simulator  is  a  software  mod¬ 
ule  that  runs  on  any  Windows-based  PC.  It 
works  with  the  company’s  existing  Net- 
Guru  Designer/Manager  software  mod¬ 
ule  to  simulate  performance  under  a 
variety  of  LAN  configurations  and  then 
design  a  LAN  optimized  for  performance 
or  cost,  Dwightsaid. 

To  simulate  traffic  conditions,  a  user 
defines  parameters,  such  as  the  addition 
of  new  users  or  applications,  and  the  si  mu- 
lator  module  shows  a  graphical  depiction 
of  the  changes  on  the  IAN.  These  graphs 
can  be  configured  by  the  user,  printed, 
copied  to  the  Windows  clipboard  or  even 
frozen  during  a  simulation  to  view  a  par¬ 
ticular  time  slice. 

Users  can  take  the  results  of  the  simula¬ 
tion  and  use  the  Designer/Manager  mod¬ 
ule  to  design  the  LAN  with  optimized 
parameters.  NetGuru  Designer/Manager 
will  then  validate  the  design  by  comparing 
it  with  standard  IAN  configurations  using 
an  internal  rule-checking  database.  This 
ensures  that  all  IAN  components  have 
been  accounted  for  before  a  network  is 
built  or  modified. 

The  database  supports  Ethernet, 
token-ring,  Arcnet  and  internetworked 
configurations. 

NetGuru  Simulator  is  available  for 
$995.  A  package  of  the  simulator,  Net- 
Guru  Designer/Manager  and  an  on-line 
IAN  design  reference  book,  called  Net- 
Book,  costs  $  1 ,495. 

©American  Hytech:  (412)  826-3333. 


{ The  MultiNef  Switching  Hub } 


The  only  switching  hub 

with  the  guts  to  take 
on  all  protocols  and  ATM. 


The  MultiNet  switching 
hub's  next-generation, 
protocol-independent 
Cellenium ™  Bus  allows 
all  access  methods  to 
exchange  data ,  so  you  can 
customize  your  own 
switched  network.  With 
its  ASIC-powered 
LANswitch  modules, 
MultiNet  gives  you 
scalability  with  wire 
speed.  Add  up  to  128 
simultaneous  10  Mbps 
Ethernet  sessions  or  any 
combination  of  switching 
interfaces  with  no 
peformance  degradation. 


Inside  the  MultiNet  hub  you’ll  find  the  only  smart  path  to  switched  virtual  networks  — 
a  revolutionary  architecture  that’s  a  single  target  platform  for  switching  all  protocols  and 
ATM.  It  s  as  simple  as  plugging  in  our  family  of  LANswitch*  modules. 

Now  you  can  scale  to  high  port  densities  and  high-speed  interfaces  while  maintaining 
maximum  throughput  —  LANswitch  dedicates  an  ASIC-based  switching  engine  to  every 
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How's  this for  power? 
To  add  throughput, 
just  plug  in  additional 


Cal!  and  see  how  to  port.  And  our  congestion  management  means  you  won’t  lose  a 

make  the  Mu/tiNet’s 

protocol-independent  single  packet.  No  other  switching  hub  has  the  guts  to  offer  all  that.  LANswitch  modules. 

architecture  the 

foundation  of  your  For  more  information,  call  800-778-7427 

switched  virtual  _  _  _  _ _ _ _ 

network.  dept.  126.  Or  email  networld4@hq.lannet.eom  The  Hub  of  Switched  Virtual  Networks. 
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3Com  makes  a  pass  at  the  big  time 


ut  here  in  Silicon  Valley,  we  are 
used  to  being  guinea  pigs  for  the 
latest  technology  fad,  but  this  did 
not  prepare  us  for  3Com  Corp.’s 
latest  idea. 

The  acquisition-minded  net  equip¬ 
ment  company  has  reportedly  entered 
into  a  deal  with  Candlestick  Park  and  the 
San  Francisco  49ers  to  have  its  name  asso- 


This  temporary  name  change  smacks 
of  gratuitous  self-promotion.  3Com  has 
made  one  of  the  most  successful  turn¬ 
arounds  in  the  networking  market,  but  it 
seems  that  the  company  not  only  believes 
its  own  press,  but  3Com  is  also“breathing 
its  own  exhaust,”  to  quote  one  3Com 
employee. 


In  the  San  Francisco  Bay  area,  the 
change  of  Candlestick’s  name  could  cre¬ 
ate  a  backlash  of  ill  feelings  against  the 
presumptuous  company  that  dares  to 
change  the  name  of  a  local  landmark.  It 
would  be  like  changing  Fenway  Park  to 
Digital  Equipment  Corp.  Stadium. 

We  shudder  to  think  that  this  might 
become  a  future  trend  in  the  networking 
industry. 

Hey,  John  Chambers  of  Cisco  Systems, 
Inc.,  we  hear  the  Oakland  Raiders  are  hav¬ 
ing  some  funding  problems.  Maybe  Cisco 


could  have  its  own  football  team. 

And  you,  Andy  Ludwick  of  Bay  Net¬ 
works,  Inc.  Why  don’t  you  go  for  some¬ 
thing  different  like  the  Bay  Networks 
Sharks?  Professional  hockey  and  network 
equipment  could  be  a  killer  combination. 
It’s  got  a  nice  ring  to  it,  huh? 

Le  Baron  is  a  research  director  and  MacAs- 
kill  is  a  senior  research  analyst  in  Gartner 
Group,  Inc.  ’s  Network  Computing  Infrastruc¬ 
ture  group.  They  can  be  reached  at  (203 )  967- 
6700. 


ciated  with  the  park  and  the  team  undl 
January  of  the  year  2000. 

(3Com  is  also  reportedly  talking  to 
another  Candlestick  Park  resident,  the 
San  Francisco  Giants.) 

What  is  the  price  for  the  privilege  of 
being  linked  with  the  reigning  Super 
Bowl  champion  team  and  its  home  field? 
A  cool  $4  million. 

The  deal  includes  renaming  the  park 
to  (please  hold  back  your  applause) 
3Com  Stadium,  3Com  Park  or  3Com 
Field,  as  well  as  a  joint  advertising  pro¬ 
gram  with  the  49ers. 

The  marketing  machine  at  3Com, 
apparently  bored  with  running  print  ads 
about  token-ring  networks,  is  branching 

out  into  the  realm 
of  athletic  shoes, 
soft  drinks  and 
underwear  mak¬ 
ers  by  aligning 
with  not  one  spe¬ 
cific  sports  hero, 
but  an  entire 
team. 

But  will  foot¬ 
ball  really  help  sell 
network  gear?  Is 
the  average  consumer  of  Pepsi,  Nike  and 
Fruit  of  the  Loom  products  the  same 
buyer  of  stackable  hubs  and  remote  office 
routers? 

Obviously,  this  will  broaden  3Com’s 
name  recognition.  It  is  the  ultimate  image 
ad  campaign. 
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SuperStack  goes  to  the  Super  Bowl 

With  the  Super  Bowl  coming  to  Can¬ 
dlestick,  er,  3Com  Stadium  in  1999,  the 
3Com  name  would  be  broadcast  far  and 
wide  to  households  that  believe  ATM  is  a 
banking  term,  routers  are  woodworking 
tools  and  hubs  are  something  on  your 
four-wheel  drive  truck. 

Though  this  won’t  provide  an  audi¬ 
ence  for  anything  technical,  3Com  may 
have  success  targeting  users  of  the  home 
office  products  from  its  Personal  Office 
Division. 

So  how  will  football  and  networking  be 
portrayed  in  these  newad  campaigns? 

We  have  a  sneaking  suspicion  that 
words  like  “winning  team,”  “teamwork,” 
“touchdown”  and  “quarterback”  will  be 
sprinkled  through  ads  showing  49ers 
quarterback  Steve  Young  extolling  the  vir¬ 
tues  of  SuperStack.  Maybe  we’ll  even  be 
treated  to  Adapter  Card  Day  at  the  ball¬ 
park  or  a  Joe  Montana  signature  line  of 
ruggedized  Ethernet  switches. 

And  how  about  that  name:  3Com  Sta¬ 
dium  (or  Park  or  Field)?  Will  3Com  catch 
on  like  other  nonsense  names  made  up  of 
letters  and  numbers,  like  3M,  WD-40  and 
R2D2? 
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Now  you  can  send  voice  over  frame  relay  and  save 
your  company  big  money,  thanks  to  new  advances  in 
frame  relay  networking.  With  our  innovative  software, 
ever}7  phone  call  and  fax  you  send  to  your  business  sites 
can  be  FREE  because  they’ll  ride  along  with  your  LAN 
and  legacy  data. 


Our  equipment  installs  easily  and  can  pay 
for  itself  in  just  a  few  months.  If  you  think 
this  sounds  good  give  us  a  call  and  hear  for 
yourself.  Ask  for  a  demonstration  right  over 
the  phone.  We’ll  even  pay  for  the  call. 

Call  (800)  642-6687,  ask  for  extension  1038 
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Briefs 


■  Informix  Software,  Inc.  of 

Menlo  Park,  Calif,  has  begun 
shipping  new  versions  of  its  query 
and  database  access  tools. 

NewEra  ViewPoint  2. 1  and 
NewEra  ViewPoint  Pro  now  sup¬ 
port  access  to  multiple  relational 
databases,  including  those  from 
Oracle  Corp.  and  Sybase,  Inc.,  as 
well  as  IBM’s  DB2.  In  addition, 
NewEra  ViewPoint  Pro  supports 
Open  Software  Foundation,  Inc.  ’s 
Distributed  Computing  Environ¬ 
ment  through  Informix  DCE/Net 
connectivity  software.  Available 
now  on  Windows,  NewEra  View- 
Point  2.1  and  NewEra  ViewPoint 
Pro  are  priced  at  $299  and  $499, 
respectively  Unix  versions  of  both 
tools  will  ship  by  September. 

Informix:  ( 415)  926-6300. 

■  The  Rock  and  Roll  Hall  of 
Fame  and  Museum  opened 
Labor  Day  weekend  with  perfor¬ 
mances  from  James  Brown,  Lou 
Reed,  Soul  Asylum  and. . .  Star¬ 
light  Networks,  Inc. 

But  the  lat-  .  | 

ter  went  large¬ 
ly  unnoticed. 

The  museum’s 
multimedia 
kiosks,  which  give  visitors  video 
and  audio  clips  of  concerts,  song 
clips  of  artists  and  a  link  to  the 
musicians  who  inspired  them,  are 
run  with  Starlight’s  StarWorks 
multimedia  networking  software 
on  a  Sun  Microsystems,  Inc. 
SPARC  server  20. 

■  IBM  has  released  VisualGen 
2.0,  anintegrated  visual  pro¬ 
gramming  environment  that 
generates  C++  and  COBOL  client / 
server  applications. 

The  product  can  be  used  to 
develop  applications  that  run  as 
much  as  10  times  faster  than  those 
built  with  the  earlier  version. 

IBM  also  added  new  graphical 
user  interface  components,  sup¬ 
port  for  multimedia  applications 
and  a  link  to  IBM’s  upcoming 
TeamConnection  for  OS/2,  an 
object-oriented  development 
repository  now  in  beta  test. 

Version  2.0  is  priced  at  $3, 999 
for  the  first  license  and  $3, 599 for 
additional  copies. 

IBM:  (800)426-3333. 


Sybase  plots  to  support  more  complex  data 


By  Barb  Cole 

Emeryville,  Calif. 

Sybase,  Inc.  by  year-end  will 
announce  plans  to  support 
objects  and  other  complex  data 
types  in  its  front-end  tool,  mid¬ 
dleware  and  database  offerings, 
company  officials  confirmed  last 
week. 

In  doing  so,  Sybase  will  join 
chief  rival  Oracle  Corp.,  which  is 
making  a  big  push  to  incorpo¬ 
rate  object  support  into  its  prod¬ 
uct  line. 

The  benefits  of  object  sup¬ 
port  are  many.  Objects  can 
boost  application  productivity 
through  reuse  and  allow  devel¬ 
opment  of  complex  applications 
that  are  more  adaptable  to 
today’s  distributed  computing 
environments. 


However,  the  networking 
implications  of  adding  complex 
data  types  to  a  relational  data¬ 
base  environment  are  unclear, 
said  Katrina  Garnett,  vice  presi¬ 
dent  and  general  manager  of  the 
distributed  objects  and  connec¬ 
tivity  group  at Sybase. 

Moving  objects  across  the  net 


is  almost  certain  to  require  more 
bandwidth  than  traditional  rela¬ 
tional  data,  analysts  said. 

Garnett  said  Sybase’s  goal  is  to 
enable  end  users  to  access  sev¬ 
eral  types  of  data  through  a  sin¬ 
gle  database  interface  and  a 
common  language.  For  exam¬ 
ple,  in  addition  to  an  object  data 
store,  the  company  plans 
to  offer  what  Garnett 
described  as  snap-in 
modules  for  storing  text, 
spatial  and  time  series  or 
multidimensional  data. 

“We’ll  end  up  having 
these  different  stores 
that  are  optimized  for 
performance,  but  to  the 
end  user,  it  should  look 
like  one  database,”  she 
said. 


Key  to  this  strategy  are  ex¬ 
tended  versions  of  the  compa¬ 
ny’s  Open  Client  and  Open 
Server  APIs  that  support  com¬ 
plex  datatypes,  Garnett  said.  She 
declined  to  specify  when  those 
APIs  would  be  available. 

Oracle  already  sells  Oracle 
Text  Server,  which  supports  text- 
based  information,  and  re- 
cendy  acquired  multidimen¬ 
sional  database  technology  that 
it  plans  to  integrate  with  its  flag¬ 
ship  database. 

Analysts  said  Sybase’s  plans 
are  consistent  with  its  approach 
of  specialized  servers  for  differ¬ 
ent  tasks  but  questioned  whether 
the  company  could  achieve  the 
seamless  integration  Garnett 
described. 

See  Sybase,  page  35 


ON  TAP  FROM  SYBASE 

►  Support  for  OLE  2.0  in  PowerBuilder 
development  tools 

►  An  object  request  broker  for  trafficking  objects 
across  the  net 

►  Extended  versions  of  Open  Client  and  Open 
Server  APIs  for  a  consistent  client  interface  to 
multiple  data  types 

►  Snap-in  modules  to  let  users  build  text  and 
multidimensional  data  stores 


AT&T  Network  Notes  gives  AIDS 
researchers  new  way  to  collaborate 


By  Annmarie  Timmins 

San  Francisco 

Those  setting  the  research 
agenda  for  AIDS  and  immune- 
system  treatment  cannot  assem¬ 
ble  more  than  once  a  year 
because  it  takes  organizers  three 
months  just  to  do  the  faxing, 
mailing  and  phoning  needed  to 
get  everyone  in  one  place. 

New  tools  update 
COBOL  to  operate 
with  client/server 

By  John  Cox 

From  Austin  to  Boston,  compa¬ 
nies  are  rolling  out  tools  aimed 
at  helping  MIS  programmers 
update  host-based  COBOL  ap¬ 
plications  for  client/server  desk¬ 
top  environments. 

VanGui  for  RM/COBOL 
from  Liant  Software  Corp.’s 
Ryan  McFarland  division  in  Aus¬ 
tin,  Texas,  and  AppDesigner  for 
Entera  from  Open  Environment 
Corp.  (OEC)  in  Boston  let  MIS 
groups  preserve  their  invest¬ 
ment  in  valuable  COBOL  appli¬ 
cations  and  data,  while  making 
these  resources  easier  to  get  at 
via  graphical  user  interface 
(GUI)-based  desktop  access  and 
analysis  tools. 


But  that  communication  pro¬ 
cess  recently  was  streamlined 
when  AT&T  unveiled  Network 
Notes  and  introduced  one  of  its 
early  customers,  ImmuNet,  a 
nonprofit  organization  that 
offers  AIDS  professionals  an 
electronic  work  space  based 
on  Lotus  Development  Corp. 
Notes. 


“A  lot  of  people  have  decided 
that  COBOL  is  not  modern,” 
said  Brian  Beaudry,  a  technical 
analystwithjohn  Deere  Informa¬ 
tion  Systems  (JDIS),  the  IS  sub¬ 
sidiary  of  heavy  equipment 
manufacturer  Deere  &  Co.  in 
Moline,  Ill.  “That’s  not  true. 
What  is  true  is  that  the  GUI  came 
late  to  COBOL.” 

JDIS  is  under  pressure  to  give 
its  terminal-based  applications, 
which  are  used  by  its  parent  com¬ 
pany  and  a  network  of  indepen¬ 
dent  equipment  distributors, 
more  modern  interfaces, 
Beaudry  said.  Users  want  sup- 
portforWindowsaswell  as  easier 
access  to  host  data. 

But  Deere,  like  other  compa¬ 
nies,  can  not  afford  to  do  a  whole¬ 
sale  rewrite  of  its  large  ap¬ 
plication  portfolio.  So  JDIS  is 
evaluating  a  beta  version  of  Van¬ 
Gui  —  and  rival  products  —  to 
attack  the  user  interface  first. 

With  VanGui’s  graphical  de- 


Now  Patrick  Cosson,  Immu- 
Net’s  director  of  marketing,  is 
asking,  “Why  not  meet  every 
day?” 

He  has  proposed  a  project 
that  would  let  researchers  share 
information  with  ImmuNet  data¬ 
bases  using  a  connection  to  Net¬ 
work  Notes,  which  puts  Notes  up 
on  AT&T’s  public  network.  The 
AT&T  service  gives  businesses 
the  information  management 
and  security  of  Notes  without 
the  administration  chores  or 
expense. 

“Not  many  organizations  are 


signer,  developers  create  Win¬ 
dows-compliant  client  screens  by 
dragging  and  dropping  objects, 
such  as  a  radio  button  or  third- 
party  Visual  Basic  Control,  onto 
an  editable  window.  Instead  of 
then  using  a  proprietary  script¬ 
ing  language  to  control  these 
objects,  the  programmer  uses 
familiar  COBOL  statements  and 
data  types,  according  to  John 
Hatcher,  general  manager  of 
Liant’s  Ryan  McFarland  division. 

Using  other  Ryan  McFarland 
products,  the  finished  VanGui 
application  can  access  data  in 
networked  relational  databases 
or  host  COBOL  applications,  he 
said. 

The  second  VanGui  compo¬ 
nent,  COBOL  Runtime  for  Win¬ 
dows,  is  a  Windows  Dynamic 
Link  Library  that  creates  a 
COBOL  interface  to  more  than 
1 50  Windows  API  functions. 

The  new  product  will  be 
See  COBOL,  page  35 


interested  in  managing  a  public 
network,”  said  Mark  Johnson, 
founder  of  ImmuNet  and  chief 
executive  officer  of  Notes 
reseller  MFJ  International.  “It  is 
outside  the  bounds  of  their  core 
business. 

“Our  notion  is  fewer  servers, 
more  users  per  serv  er.  The  way  to 
get  there  is  to  have  a  massive 
server.  We  can’t  afford  that,  and 
AT&T  Network  Notes  provides 
us  that,”  Johnson  said. 

The  other  alternative  is  com¬ 
municating  through  the  Inter¬ 
net,  Cosson  said.  But  security 
and  reliability  are  questionable, 
he  said. 

ImmuNet  survives  on  volun¬ 
teers  and  donations.  Cosson, 
Johnson  and  a  third  partner, 
See  Network  Notes,  page  35 

Who: 

ImmuNet 

What: 

A  secure  electronic  work  space  for 
AIDS  professionals  to  collaborate 
on  research  and  treatment.  Service 
includes  E-mail,  workflow  applica¬ 
tions,  discussion  forms  and  infor¬ 
mation  databases. 

Where: 

San  Francisco 

When: 

Web  page  already  up;  applications 
are  being  developed. 

Why: 

“The  basic  notion  of  ImmuNet  is  that 
the  answer  to  AIDS  is  out  there  in  a 
thousand  little  pieces.  We  have  to  find 
a  way  to  connect  them,”  said  Patrick 
Closson,  director  of  marketing. 

How  much: 

AT&T  estimates  a  monthly  cost 
of  $25  to  $80  peruser. 
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THE 


PERFORMANCE 


OF  RISC  AND 


The  NEC  R I SCscrver™  4*200  was 
designed  to  protect  your  data  in 
lousiness-critical  applications.  We  gave 
it  internal  RAID.  I  PS.  an  integrated 
service  modem,  and  EC  C  memory — all 
ol  which  ensure  superior  dependability. 
But  equally  as  important  is  the  MIPS 
RISC  architecture  itself- — the  same 


SEE.  HEAR 


AND  FEEL  THE 


difference: 


p  1  a  t  f o  r  m  Microsoft  used 

to  design  Windows  N  I  .1M  . 

Add  to  that  the  scalability  of 
NEC  s  Multi  RISC  ™  architecture, 
and  you  have  some  powerlul  reasons 
to  consider  the  RISC  server  4200.  Io 
try  the  RISC  server  4200,  risk-free*  for 
60  davs,  call  1-800-709-3434. 


live  owners. 


RISC  server.  MultiRISC  and  See.  Hear  and  feel  the  Difference  are  trademark*  of  NEC  lechnologics.  Inc.  All  other  trademarks  and  registered  trademarks  are  the  property  of  their  respeetivi 
lor  information  via  l  ast!  act*  call  1 -800-36<W)4 76  and  request  doe.  ^  97774721.  ©  1995  NEC  Icehnologics.  Inc.  *Suhjeet  to  acceptance  in  NEC  s  Try  and  Buy  program.  Some  restrictions  apply.  Kry  ft  1  9023 
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□  Please  forward  Xylan's  new  Switching  Book  which 
explains  LAN  switching,  high-speed  networks,  ATM,  and 
virtual  LANs,  and  includes  a  complete  reference  guide. 

□  Please  have  a  sales  representative  call  me. 

□  Send  more  information  on: 


ATTN:  NATALIE 


XYLAN 

Total  LAN  Switching. 
Powerful  ATM  Access. 

FAX:  818-880-3505 
INTERNET:  info.nw@xylan.com 


MAIL  OR  FAX  THIS  CARD,  OR  CALL  TOLL  FREE:  800-959-9526 
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BusinessBriefs 


Platinum  Technology,  Inc.  of  Oakbrook  Terrace, 

III.,  has  announced  the  completion  of  its  merger 
with  middleware  provider  Trinzic  Corp.  of  Redwood 
Shores,  Calif.  Since  January  1994,  Platinum  has 
added  14  subsidiaries  through  mergers  and 
acquisitions. 

Novell,  Inc.  has  licensed  Fulcrum  Technologies, 
Inc.’s  Fulcrum  SearchServer,  a  content-based  text 
retrieval  system  that  will  be  used  by  Novell’s  cus¬ 
tomer  support  and  help  desk  staff  worldwide. 

Novell  also  licensed  Fulcrum  Surfboard,  which  will 
let  customers -via  the  Internet-  search  Novell’s 
NetWire  on  the  Internet  on-line  information  service. 
The  Fulcrum  search  engine  runs  on  Microsoft  Corp. 
Windows  NT  and  Unix  servers,  with  pricing  starting 
at $795  peruser. 

Fulcrum:  (613)  238-1761. 

The  Object  Management  Group  (OMG)  is  inviting 
proposals  for  extending  its  Common  Object  Request 
Broker  Architecture  (CORBA)  2.0,  with  changes  to 
ensure  100%  portability  of  CORBA-based  services. 
The  changes  will  let  end  users  share  objects  written 
in  different  languages  across  different  ORBs.  The 
OMG  is  also  inviting  comment  on  a  proposed  stan¬ 
dard  to  let  CORBA  objects  be  accessed  and  imple¬ 
mented  in  applications  written  in  the  Ada  language, 
a  standard  in  federal  and  defense-related  markets. 

OMG:  (508)  820-4300. 

Oracle  Corp.  has  announced  plans  to  stop  selling 
OracleWare,  its  Oracle7/Novell,  Inc.  NetWare  bun¬ 
dle,  and  instead  deliver  high-and  low-end  versions 
of  its  database  that  support  NetWare  Directory  Ser¬ 
vices  and  Novell’s  symmetrical  multiprocessing 
(SMP)  technology.  Oracle  will  ship  two  NetWare 
Loadable  Modules  -  Oracle  Workgroup  Server  for 
NetWare  and  Oracle  Enterprise  Server  for  NetWare 
-about  a  month  after  the  SMP  NetWare  release. 

Oracle:  (415)  506-7000. 


The  Xylan  OmniSwitch™  incorporates  AutoTracker™,  the  most  flexible  virtual 
LAN  capability  available.  That  means  you  can  move  users  anywhere  in  the 

building,  or  on  a  campus,  without  changing  their  net¬ 
work  addresses.  By  setting  simple,  network-wide 
rules  you  can  have  virtual  LANs  up  and  running  in 
minutes.  Across  an  FDDI  backbone.  Or  an  ATM  back¬ 
bone.  Or  both. 


XYLAN 


A  workstation  or  server  can  belong  to  one  virtual 
LAN,  or  to  many.  A  hub  or  MALI  can  include  members 
of  several  virtual  LANs.  And  devices  are  automatically 
tracked  as  they  move  around  campus. 

If  you're  building  (or  rebuilding)  a  campus  network,  you  need  to  look  at  the 
OmniSwitch.  It's  the  essential  tool  for  the  Switching  Revolution. 


Xylan  Corporation 

26679  W.  Agoura  Road 
Calabasas,  CA  91302 
Attention:  Natalie 


(800)  959-9526 
(818)  880-3500 
(818) 880-3505  fax 
info.nw@xylan.com 

Available  on 
GSA  contract 


See  us  at  NetWorld  +  Interop  Atlanta,  Booth  6214 


Seer  heads  down  runway  with  new  modeling  tools 

Application  development  tool  vendor  teams  up  with  Bachman  in  joint  development,  marketing  deal. 


By  John  Cox 

Cary,  N.  C. 

Seer  Technologies,  Inc.  recently  an¬ 
nounced  that  it  is  adding  improved  model¬ 
ing  tools  and  links  with  third-party  model¬ 
ing  tools  to  its  Seer  HPS  tool  kit  for  build¬ 
ing  large-scale  distributed  applications. 

The  company  also  has  established  a 
joint  development  and  marketing  deal 
with  Bachman  Information  Systems,  Inc. 
that  is  intended  to  create  a  seamless  link 
between  the  Seer  development  environ¬ 
ment  and  Bachman’s  modeling  and  data¬ 
base  design  tools.  In  addition,  Seer  will 
resell  the  Bachman  tools. 

“We  think  a  model-driven  environ¬ 
ment  is  the  key  to  large-scale,  client/ 
server  application  development,”  said 
Neil  Edwards,  Seer’s  director  of  business 
modeling  products.  “We’re  giving  our 
customers  a  way  to  preserve  their  existing 
models  and  move  them  into  large-scale 
client/server  applications. 

Seer  Archetype  1 .0  gives  business  ana¬ 


lysts  a  set  of  visual  programs  for  describing 
and  analyzing  a  business  process,  such  as 
accepting  a  customer  order.  This  descrip¬ 
tion  identifies  each  event  in  the  process 
and  the  related  dataflows. 

Archetype  is  available  as  a  stand-alone 
modeling  tool  or  integrated  with  Freeway, 
the  Seer  HPS  development  repository. 


Modeling  information  stored  in  the 
repository  can  be  used  to  generate  appli¬ 
cation  designs  in  subsequent  steps  of  the 
development  cycle. 

Seer  Mediator  2.0  lets  application 
models  and  designs  created  with  Sterling 
Software,  Inc.’s  Advanced  Development 
Workbench,  a  computer-aided  software 


engineering  tool  set,  be  moved  into  the 
Seer  Freeway  repository.  Version  2.1,  due 
out  in  early  1996,  will  create  a  two-way 
bridge  via  the  repository  between  the 
Bachman  modeling  tools  and  the  Seer 
FIPS  tool  set. 

By  early  1996,  Bachman  will  have 
changed  its  products  to  use  the  Freeway 
repository’s  API. 

Seer  Archetype  is  available  now  for 
$5,000.  Seer  Mediator  Version  2.0  is  avail¬ 
able  nowfor  $10,000. 

©Seer:  (800)  499-7337. 


Yes,  you  CAN  easily  move  your  users! 
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access  servers ,  traffic  analyzers, 


digital  MULTISTACK  SYSTEM  bridges  and  hubs  as  needed. 


Up  to  16  hot-swappable  hubs  and  232  ports.  So  your  network  stays  up  and  running,  yet  grows  as  your  company  does.)  Or 


would  you  rather  hear  that  our  lOBaseT  repeaters  come  with  a  lifetime  warranty?  Should  we  remind  you  that  only  Digital 


gear  can  be  stacked  or  racked  or  chassis  mounted  or  distributed  between  floors?  And  then  managed  effortlessly  as  a 


application?  And  what  about  an  easy  migration  path  to  virtual  networking?  Only  Digital  MultiStack  has  one, 


domain  with  HUB  watch)" Digital’s  low-cost  management 


thanks  to  enVISN:  Digital’s  blueprint  for  the  future  of  networks.  Gee.  With  so  many  compelling 


reasons  to  pick  a  Digital  MultiStack.  System,  it  seems  there’s  only  one  choice  after  all.  For  more  information 


Wm. 


contact  your  authorized  Digital  reseller  or  call  us  at  1-800-457-8211.  Or  e-mail  to  tbg@seetra.enet.dec.co 
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©1995  Digital  Equipment  Corporation.  Digital,  the  DIGITAL  logo,  HUBwatch,  Roamabout.  Routeabout,  DECpacketprobe,  DECrepeater,  DECswitch  and  PEswitch  are  trademarks  of,  Digital 'Eflui pm .*.38 
All  other  products  are  trademarks  or  registered  trademarks  of  their  respective  companies. 


Decisions,  decisions.  Do  we  rave  that  the  Digital  MultiStack  System  has  the,  most  robust  functionality  in  the  industry  ? 


That  it  delivers  local,  remote  and  Internet  access — not  to  mention  wireless— so  it's  ideal  for  even  the  most  widespread 


enterprises?  Or  should  we  talk  dollars  and  cents:  a  starting  price  less  than  $50  per  port,  well  below  HP.  3COM  and  Bay 
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SNMP  MANi 


Networks?  Should  we  talk 


about  Digital  MultiStack ’s 


exceptional  scalability?  (It 


lets  you  add  routers,  switches, 


4  Unreliable  Applications  Servers. 

28  Unhappy  Users. 

And  You  Haven't  Seen  Your  Kids  in  a  Week... 


You  Need  the  Manageability,  Flexibility  and 
Pentium  Performance  of  ChatExpresf 

Running  a  typical  department  full  of  applications  servers  can  be  nerve-wracking.  Systems 
failures  and  other  tough  problems  constantly  plague  you.  Hardware  that's  difficult  to 
upgrade  can  limit  your  flexibility.  Servers  with  single  points  of  failure,  like  power  supplies, 
can  leave  your  users  screaming! 

Relax!  The  solution  is  at  hand  with  ChatExpress  from  J&L,  the  industry's  leading,  rack¬ 
mounted  high  performance  applications  server.  ChatExpress  employs  Pentium  technology 
in  the  most  manageable  way  possible.  You  can  monitor  and  supervise  ChatExpress 
Pentiums  from  your  desk,  anywhere  on  the  LANAVAN  via  SNMP.  You  can  even  do  it  from 
your  home  and  avoid  those  eleventh  hour  midnight  sessions!  And  you  get  the  most  reliable 
environment  possible  with  J&L's  unique  Hot  Swappable  processors  and  Hot  Swappable, 
fully  redundant  power  supplies.  Never  has  so  much  applications  power  been  available  in 
such  a  compact  and  manageable  design. 


Pentium 

■processor 


J&L’s  Award-Winning  Family  of 
Application  Servers 


It  runs  with 
NetWare 


To  find  out  how  we  can  put  your  network  and  your  life  back  on  track,  call  J&L  at 

(800)  456-1333  or  Fax  (818)  882-9134 


J&L  Information  Systems 

9600  Topanga  Canyon  Blvd. 
Chatsworth,  CA  91311 


The  Intel  Inside  Logo  Is  a  registered  trademark  of  Intel  Corporation. 

All  other  trademarks  are  registered  trademarks  of  their  respective  companies. 
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I  WANT  TO  BE  READY  FOR  THE  NEXT  ROUND 


□  Please  send  me  your  FREE  booklet, 

ClearPath™.“How  to  Evaluate,  Plan  and  Manage  High-Speed  Networks.” 


□  Please  contact  me  immediately,  I  am  ready  for  the  next  round. 


Name _ Title _ 

Company _ 

Ad  d  ress _ 

City _ State  _ Zip 

Phone  (  ) _ Ext. _ 


E-Mail _ 

For  your  FREE  booklet,  complete  and  Mail  this  card, 

Call  1-800-70 1 -42 1 3  or  Fax  this  card  to  508-229-5535  today! 
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Sybase 

Continued  from  page  29 

‘  ‘  On  the  one  hand,  separate  data  stores 
minimize  the  effects  on  the  installed  base, 
but  what  happens  when  you  have  a  trans¬ 
action  that  needs  to  update  multiple  data 
stores?”  asked  Sanjeev  Varma,  an  analyst 
at  Gartner  Group,  Inc.  in  Sanjose,  Calif. 

Objects  abound 

In  terms  of  objects,  the  company  will 
take  a  four-tiered  approach  that  includes 
OLE  and  C++  support  in  the  Power¬ 
Builder  application  tool,  a  Sybase  object 
request  broker  (ORB),  object  extensions 
to  its  middleware  and  the  storage  of 
objects  in  its  database. 

“We  see  OLE  on  the  desktop  and 
[CORBA]  on  the  back  end.  But  we’re  also 
committed  to  supporting  SQL  3  and  any 
object  extensions  that  become  part  of  the 
query  language,”  Garnett  said. 

The  Sybase  ORB,  designed  to  facilitate 
communications  between  objects,  will  be 
ba^ed  on  messaging  technology  picked 
up  last  year  through  the  acquisition  of 
Complex  Architectures,  Inc. 

Garnett  said  including  object  support 
in  Sybase  products  will  help  customers 
move  from  a  two-tiered  application  archi¬ 
tecture  to  a  three-tiered  one  in  which 
application  logic  is  divided  between  cli¬ 
ents  and  servers,  and  data  is  stored  on  a 
separate  server. 

Object  support  will  be  part  of  a  data¬ 
base  release  slatedfor  1997. 

©Sybase:  (510)922-3500. 
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Peter  Dobson,  forgo  a  salary,  and  each 
manages  one  of  ImmuNet’s  three  servers 
from  their  respective  homes  in  San  Fran¬ 
cisco,  New  York  and  Los  Angeles.  An  army 
of  25  Notes  developers  writes  applications 
and  creates  Notes  databases  for  free. 

Cosson  estimates  that  about  100  users 
are  taking  advantage  of  ImmuNet’s 
resources,  which  include  directories  of 
clinical  trials,  AIDS-related  resources 
such  as  bulletin  boards,  news  groups  and 
buyer’s  guides,  as  well  as  AIDS  service 
organizations. 

Cosson  is  full  of  application  ideas  using 
Network  Notes  and  ImmuNet  for  the 
AIDS  community.  A  drug  company  selling 
a  particular  AIDS  therapy  may  want  to 
sponsor  a  group  of  AIDS  doctors  so  they 
can  collaborate  on  cases  and  share  their 
experiences  with  using  the  company’s 
therapy.  Doctors  all  over  the  country 
could  do  their  medical  rounds  over  the 
network. 

In  both  cases,  the  public  network 
would  make  communication  easier  and 
the  Notes  databases  would  store  all  the 
knowledge  and  information  shared  in  an 
organized  and  easily  accessible  way. 

Cosson  shies  away  from  selling  Immu¬ 
Net  as  a  way  to  speed  up  the  cure  for  AIDS. 
But  he  likes  to  think  the  potential  exists 
there. 

“The  basic  notion  of  ImmuNet  is  that 
the  answer  is  out  there  in  a  thousand  little 
pieces,”  he  said.  “We  have  to  find  a  way  to 
connect  them,  connect  the  insights  and 
connect  the  people.”  ■ 


COBOL 

Continued  from  page  29 

released  by  year-end  for  under. $3, 000. 

OEC’s  AppDesigner  for  Entera  takes  a 
different  approach,  relying  on  OEC’s 
Entera  middleware  product  for  distrib¬ 
uted  application  services  and  interfaces. 

AppDesigner’s  approach 

Developers  use  AppDesigner  on  a  Win¬ 
dows  PC  to  define  an  application’s  busi¬ 
ness  logic,  lay  out  a  picture  of  the 


application  and  store  this  information  in  a 
Unix-based  repository. 

Then  developers  either  write  the 
needed  business  logic  in  a  COBOL-like 
fourth-generation  language  or  read  it 
into  the  application  from  existing 
COBOL  code. 

The  final  step  is  to  generate  the  fin¬ 
ished  application  in  standard  COBOL 
code,  along  with  the  needed  calls  to  the 
Entera  middleware. 

Entera  is  based  on  the  Open  Software 
Foundation,  Inc.’s  Distributed  Comput¬ 


ing  Environment  or  on  TCP/IP. 

The  generated  COBOL  runs  on  Unix 
or  MVS  hosts,  while  the  client  GUI  screens 
can  be  created  with  popular  client/ server 
tools  such  as  PowerBuilder  or  Visual 
Basic,  according  to  Hatcher. 

AppDesigner  is  available  now  and  costs 
$50,000  for  a  five-user  license.  The  reposi¬ 
tory  requires  an  Oracle  Corp.  database 
server.  OEC  will  support  other  databases 
in  the  future. 

©Liant’s  Ryan  McFarland  division: 
(512)  343-1010;  OEC:  (617)  562-0900. 


ARE  YOU  READY  FOR  THE  NEXT  ROUND? 

At  CrossComm  we  know  that  you  face  new  challenges  every  day.  We  can  help.  Take  our 
Ethernet  LAN  Switches  for  example.  They  have  a  unique  distributed  store  and  forward  archi¬ 
tecture  with  ATM  already  built  in.  A  COMBINATION  that  can  handle  your  toughest  new  appli¬ 
cations  LIKE  HIGH  BANDWIDTH  IMAGING  AND  LOTUS  NOTES”.  Or.  CLEARPATH”,  THE  ONLY  INTEGRATED 
SYSTEM  THAT  LETS  YOU  ADD  NEW  TECHNOLOGY  TO  YOUR  EXISTING  NETWORK.  SEAMLESSLY.  A  DESIGN  THAT 
ALLOWS  YOU  TO  BUILD  U  L  T  R  A  R  E  L  I  A  B  L  E  NETWORKS  THAT  CAN  GROW  WITH  YOUR  NEEDS  FOR  LAN  SWITCHING, 

ATM,  and  Edge  Routing.  All  managed  by  our  intelligent  network  software  that  includes  full 
RMON  and  Sniffer™  capabilities.  So  while  other  vendors  are  trying  to  figure  it  out, 
CrossComm  is  ready  to  help  you  now.  For  your  free  copy  of  our  booklet  ClearPath”:  "How  to 
Evaluate,  Plan  and  Manage  High-Speed  Networks,”  mail  the  attached  reply  card,  call  us  at 
I -800-7  O  I -A  2  I  8  ,  OR  SEND  YOUR  REOUEST  VIA  E-MAIL  TO  MARCOM@CROSSCOMM.COM. 

CROSSCOMM 

Next  Generation  Networking 

CrossComm  Corporation  Headquarters.  450  Donald  Lynch  Blvd.  Marlborough.  MA  01752  508-481-4060  Fax  508-229-5535. 
Internet;  marcom@crosscomm.com  World  Wide  Web:  http://www.crosscomm.com 
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$2,148* 

HP  NetServer  IXJ 

•  1 32MB  Max  RAM 

•  1 2G8  Max  internal 
Mass  Storage 

•6  I/O  Slots  PCI) 

•  66 MHz  Intel  486 
processor 


$3,5792 

HP  NetServer  LF 

•  32G8  Max  Internal 
Mass  Storage 

•  Hot  Swap  Capability 
Standard 

•  9  I/O  Slots  (2  PCI) 

•  66MHz  Intel  Pentium® 
processor 

$5,1993-NEW 

HP  NetServer  I.H 

•  Dual  Processor  Capable 

•  192MB  Max  ECO 
Memory 

•  Hot  Swap  Capability 
Standard 

•TSMHz  iDOMHr  and 
133MHz  Intel  Pentium*1 
processor 

$8,499<-NEW 

lip  NetServer  LS 

•  Quad  Processor 

•  Dual  PCI '  Peer  "  Bus 
implementation 

•  7CBM8  Max  ECC 

•  Disc  Hot  Swap  and 
Duplexing  Standard 

•  i(MMHz  and  133MHz 
Intel  Pentium  processor 

liV  NetServer 
Navigator, 
l-?r.naft<>aiii!ity  Suite: 

•  Configuration  Assistant 

•  Omynosuc  Assistant 

•  li.fcrmalion  Assistant 

HP  NetServer 

Asriitast 
Complete  software 

to  help  monitor 
mage  servers  and 
work.  Standard  . 

■  of  HP  NetSatvar 
i:id  LS  mode1?. 


tools  a 
and  m 
the  n« 
feaw. 
Lf.  LH 


HE  Hristwlc  tsswtnrit 

Complete  remote 
management  ot  server 
regardless  o!  as  status. 

1/0  card  upgrade 
for  aii  HP  NetServer  product 

U  S  list  prkw  4ao(sn«6t<v  W> 
esMHi,  r.-.ouoi  i  ‘as  pn»  w 
<V  finw  lor  MMHI  Hw<  urn  pwcw- 
•or.  Modnl  1  V  S  lurt  pne*  •  j  i*t 
vves  rot  tsMrti  rvvftvn  iro^a* 
tor  Model  1.  *U. S.  tf*l  price  is 
oi  W*  X*  tor  KXJMH*  flartiurn 
prociKiO'.  Mod**)  1.  tin  Cinute, 
call  1-800-367-38#?.  Microsoft  ^ 
a  ragislwad  trademark  and 
Windows  ITT  and  ttreWtrex*'*’* 
NT  Logo  are  iradomatks  of 
Mfcnwat?  Gorpciabon.Tha  Intel 
ln«ida  and  fWnlum^  prooMSor 
logo  are  registered  iradwrerks 
of  Intel  Corporation.  UNfX  ia  a 
regi> tereU  it  acWr.ark  *n  «•>« 
United  Stetea  and-ocHar 

d  tKiusivifiv  ffirttegh 
X'Qf  tn  Company  i_avwted 
* 1  m>  HeMtiH!  ♦'rcfcaal 
Compaq  PHC*i9 


m 


Upon  reflection, 
there’s  no  better  way  to 
manage  t  he  cost  of 
running  your  network. 


Presenting  HP NetServers  with  the 
NetServer  Na  vigator  on  CD-ROM. 

. 

The  cost-effective  way  to  manage'- 
your  network.  ;  . 

When  you  stop  and  think  about  it, 
the  real  cost  of  your  network  isn’t 
the  purchase  price.  It’s  everything 
you  pay  for  afterward. 


Precisely  why  you  should  consider 
an  HP  NetServer,  with  its  industry- 
leading'  Manageability  Suite.  By 
simplifying  server  installation, 
configuration,  support  and  manage¬ 
ment,  HP  significantly  reduces  your 
cost  of  network  ownership.  Of 
course,  our  new  low  pricing  makes 
an  HP  NetServer  a  lot  less  expensive 
to  own  in  the  first  place. 

For  more  information,  call  us  today 
at  1-800533^333*  Ext.  9484  or  visit 
our  web  site  at  http://wwwhp.com/ 
go/netserver.  You’ll  never  look  at 
the  cost  of  running  your  network 
the  same  way  again. 


HP  Net  Servers 

Manage  everywhere,  from  anywhere.  '  v 

HEWLETT 
PACKARD 

. 


Global  expertise  in  high-speed  wide  area  networking 

Stay  public?  Go  private?  Opt  for  the  latter  and  the  commitment  becomes  real.  So  pick  your  partner  carefully.  Our  customers  did. 
And  we’re  it.  Because  we  deliver  in  private  where  others  fall  short.  Future-proofed.  Smart-priced.  High-speed  WANs.  FastPADs™  IPX.® 
BPX.“  What  you  want  today.  With  plug-in  scalability  for  seamless  migration  to  hybrid  networks  tomorrow. 

We  install  the  best  private  high-speed  WANs  in  the  world.  And  more  of  them.  You  want  to  talk  in  private?  Talk  to  us. 


THE  FASTPACKET  COMPANY 


1-800-537-7707 

and  IPX  are  registered  trademarks  and  FastPAD.  BPX  and  The  FastPacket  Company  are  trademarks  ol  StrataCom  Inc. 
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See  the  power  of  CopperOptics  for  yourself 


(Check  all  boxes  that  apply) 

□  Send  me  PairGain’s  free  technology  brief  on  HDSL. 

□  SEND  ME  ADDITIONAL  PRODUCT  INFORMATION  ON: 

□  Carrier  products  □  campus  area  network  solutions 

□  Have  a  PairGain  representative  contact  me. 


Name 


Title 


Company 


Address 


City_ State_ Zip 


Phone 


Best  time  to  call 


PairGain  is  a  registered  trademark  and  CopperOptics  is  a  trademark  of  PairGain  Technologies,  Inc. 
©1995,  PairGain  Technologies,  Inc. 


Mail  in  this  card 

TODAY  OR  CALL  PAIRGAIN 
AT  800-638-0031  . 


IPairGain 

The  CopperOptics  Company 


BUSINESS  REPLY  MAIL 

FIRST-CLASS  MAIL  PERMIT  NO.  2066  TUSTIN  CA 
POSTAGE  WILL  BE  PAID  BY  THE  ADDRESSEE 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


PAIRGAIN  TECHNOLOGIES 
14402  FRANKLIN  AVE 
TUSTIN  CA  92680-9638 


Client/Server  Applications 


SHARED  LOGIC 


Boka/yoke-ing  your  way  to  success 


he  Derning  Prize  is  awarded  by  the 
Union  of  Japanese  Scientists  and 
Engineers  annually  to  the  com¬ 
pany  with  die  best  total  quality 
management  system.  The  winner  must  be 
competidve  on  a  global  scale  and  focused 
on  customers’  current  and  future  needs. 
And  the  winner  is  almost  always  a  Japa¬ 
nese  company. 

This  year,  however,  AT&T  Power  Sys¬ 
tems  in  Dallas  became  the  second  Ameri¬ 
can  firm  to  take  home  the  44-year-old 
prize. 

Satya  Sherma,  Ph.D.,  directed  AT&T’s 
quality  effort.  We  met  on  a  recent  cross¬ 
country  flight,  and  he  graciously  granted 
me  an  interview  —  though  he  really  had 
no  choice,  since  the  five-hour  flight  was 
full  and  he  was  sitting  next  to  me. 

Sherma,  who  recently  took  a  new  posi¬ 
tion  as  the  senior  vice  president  of  quality 
at  Symbol  Technologies,  has  left  quite  a 
legacy  at  AT&T. 

Today,  visitors  come  from  all  over 
the  world  to  observe  operations  at 
AT&T  Power  Sys¬ 
tems.  What  inter¬ 
ested  me  were 
not  operations, 
but  whether  the 
methodology  he 
used  to  achieve 
total  quality  would 
be  appropriate  to 
client/server  ap¬ 
plication  develop¬ 
ment  projects. 

He  used  two  methods  to  achieve  suc¬ 
cess  that  I  found  applicable  to  software 
development.  The  first  one  he  calls  the 
Quality  Improvement  Story  (QIS). 

This  is  a  simple  technique  where  each 
quality  improvement  made  by  the  staff 
was  saved  as  a  story.  Each  story  presented 
the  technical  problem  that  occurred,  the 
situations  where  the  problem  occurred, 
the  analysis  made  and  the  actions  taken. 
These  stories  were  then  given  to  future 
implementers,  which  Sherma  said 
“assured  that  the  gains,  once  achieved, 
would  be  retained  in  the  business.” 

QIS  is  also  an  appropriate  method  for 
storing  technical  solutions  to  software 
development  problems,  far  superior  to 
the  frequendy-asked-question  documents 
on  CompuServe  and  the  ’Net. 

The  second  relevant  technique 
employed  by  Sherma  is  what  he  calls  the 
Boka/yoke  approach  to  quality.  Boka/ 
yoke  is  ajapanese  word  that  roughly  trans¬ 
lates  to  “mistake  proofing.” 

The  theory  here  is  that  everybody 
makes  mistakes.  The  challenge  is  to  make 
sure  that  the  errors  do  not  become 
defects.  Sherma  developed  three  levels  of 
Boka/yoke: 

■  Level  1  —  Catch  the  error  before  it  cre¬ 
ates  a  defect. 

■  Level  2  —  Catch  the  error  in  the  process 
of  creating  a  defect. 

■  Level  3  —  Catch  the  error  after  the 
defect  has  been  created  but  before  it  goes 
any  further. 

Boka/yoke  can  be  applied  to  software 
development,  too.  To  catch  errors  before 


defects  are  ever  allowed  to  manifest  them¬ 
selves  requires  a  sophisticated  editor  to 
analyze  your  code  as  you  type  it  in.  Most  of 
the  new  GUI-based  program  editors  are 
starting  to  employ  this  technique.  Level  2 
Boka/yoke  is  usually  handled  by  compil¬ 
ers,  which  are  depended  on  to  catch 
errors  after  they  are  created  but  before 


they  get  into  the  binary  code.  And  at  the 
Level  3,  we  have  code  debuggers,  along 
with  programmers’  common  sense.  The 
challenge  is  to  make  improvements  at  all 
three  levels. 

At  AT&T,  Sherma  and  his  team  real¬ 
ized  the  following  achievements:  Design 
cycle  time  was  reduced  by  50%,  product 
costs  went  down  by  30% ,  and  manufactur¬ 
ing  cycle  time  improved  by  90%. 

Sherma’s  current  goal  is  to  make  Sym¬ 
bol  Technologies  another  world-class 
quality  story  using  the  techniques  devel¬ 


oped  at  AT&T.  “We  would  like  to  use  the 
same  approach  here  to  create  a  technol- 
ogy  powerhouse  going  forward.  Quality 
processes  provide  a  true  competitive 
advantage.” 

Myers  is  president  of  Client/Server  Connec¬ 
tion,  Ltd.,  a  Cambridge,  Mass.,  firm  specializ¬ 
ing  in  client/server  software  solutions.  He  can 
be  reached  at  (800)  622-1108,  Ext.  522,  or 
via  CompuServe  at  71332,1726.  Myers’ 
column  alternates  in  this  space  with  that  of 
META  Group,  Inc.  ’s  Mike  Rothman. 


THIS  IS  THE  STORY 
OF  COPPEROPTICS. 


LAN  Connectivity  over 
copper  with  the  signal 
quality  of  fiber  optics. 


Installation  in  about 
an  hour. 


At  a  cost  80  percent 
less  than  fiber. 


ANY  QUESTIONS? 

It’s  a  simple,  powerful  story.  We  call  it  CopperOptics' — the  ability  to  get  the  benefits  of 
fiber  optics  with  copper  cable.  PairGain  is  the  only  company  that  can  author  such  a  solution 
because  we  are  the  undisputed  HDSL  market  leader.  With  HDSL,  you  can  use  one  of  our 
campus  area  network  products,  like  the  Campus-Star  or  the  Campus-REX  ,  to  connect 
users  and  get  instant  Tl/El  bandwidth  with  existing  copper.  And  it  all  happens  at  a  fraction 
A  of  the  cost  of  competing  solutions.  It’s  a  story  you  need  to  read  for  yourself. 

To  turn  the  page  and  write  a  new,  more  productive  chapter  on  campus 
area  network  connectivity,  call  PairGain  at  800-638-0031. 


To  discover  the  power  of  CopperOptics, 
call  for  our  free  technology  brief 

on  HDSL— 800-638-0031. 


I  Pair  Gain 

The  CopperOptics  Company 


PairGain  is  a  registered  trademark;  CopperOptics,  Campus-Star  and  Campus-REX  are  trademarks  of  PairGain  Technologies,  Inc.  ©1995,  PairGain  Technologies,  Inc 
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When  We  Added  A 


One  Gigabyte  Hard  Drive, 
More  Memory  And  A 

Faster  Pentium  Processor  To 
Our  Industry-Leading  Desktops, 
Something  Had  To  Give. 

So  We  Lowered  The  Price. 


As  of  August  16,  more  will  definitely  be  less.  Thanks  to  the  introduction  of  a  full  range  of  new  Compaq  desktops  with  more  horsepower  (how  about  133  MHz 


Pentium*)  at  dramatically  lower  prices.  A  feat  that  could  only  be  topped  by  (you  guessed  it)  lowering  the  prices  on  all  of  our  other  desktops  by  up  to  25%.  Reliability, 
manageability  and  low  prices . . .  now,  instead  of  having  to  choose  between  performance  and  value,  you  can  just  choose  Compaq.  COMPAQ 


As  with  all  Compaq  PCs,  Deskpro,  Deskpro  XL  and  ProLinea  are  covered  by  our  free  3-year  limited  warranty.  For  more  information  on  our  full  line  of  desktop  PCs,  call  us  at  1 -800 - 345  1 518  or  reach  us  on  the  Web  at  www.compaq.com.  In  Canada,  we  can  be  reached  at 
1-800-567-1616.  Reseller  and  retailer  prices  may  vary.  ©1995  Compaq  Computer  Corporation.  All  rights  reserved.  Compaq  and  Deskpro  registered  U.S.  Patent  and  Trademark  Office.  Pentium  is  a  trademark  of  Intel  Corporation. 
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V1EDK>AL 

CENTERS 

DEMAND  A 

CABLING 

;ystem  with  a 

[5  -YEAR 
iEALTH  PLAN 

One  word  sums  up  what  America’s 
leading  hospitals  require  of  a  cabling 
system.  Reliability 

Being  famous  perfectionists,  medical 
professionals  insist  on  the  world’s  most- 
tested  cable  solutions.  Backed  up  by  a 
comprehensive  extended  product  and 
applications  assurance  warranty  For  a 
full  15  years. 


For  the  reassurance  of  a 
15-year  warranty,  top  hospitals 
trust  AW  SYSTIMAX® 
Structured  Cabling  Systems. 

You  get  all  of  this  and  more  with 
certified  AT&T  SYSTIMAX®  Structured 
Cabling  Systems  (SCS). 

Created  by  AT&T  and  the  innovators 
of  Bell  Laboratories,  AT&T  SYSTIMAX  SCS 
represents  the  industry’s  most  ambitious 
program  of  world-class  R&D. 

Rigorous  testing  with  other  vendors’ 
equipment  and  applications  ensures 
compatibility 

To  deliver  consistent  excellence,  our 
wholly-owned  manufacturing  facilities 
are  ISO  9001  certified. 

AT&T  offers  a  worldwide  network  of 
resellers  who  are  thoroughly  trained  in 
all  facets  of  cabling  technology  design 
and  installation. 

Since  AT&T  SYSTIMAX  SCS  is 
designed  to  answer  your  current  needs 
and  emerging  applications,  it’s  virtually 
future-proof. 

Everything  about  AT&T  SYSTIMAX  SCS 
is  designed  for  long-term  peace  of  mind. 
So  before  you  choose  some  other  cabling 
system,  call  our  specialists  for  a  second 
opinion. 

For  details,  dial  1 800  344-0223,  ext.  5064. 
Outside  the  U.S.,  call  602  233-5895.  Or  visit 
us  at  http://wwwatt.com/nst/ 


AT&T  SYSTIMAX®  SCS 


THE  LAST  CABLING  SYSTEM 
YOU’LL  EVER  NEED 
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Covering:  Tools  and  Techniques  for  Interenterprise  Networking 
and  Doing  Business  On-Line 


Utah  first  to  carve  out 
digital  signature  rules 


Briefs 

■  Wilton,  Conn.-based  research 
consultancy  SIMBA  Information, 
Inc.  predicted  on-line  sales 
will  reach  $24.1  billion  by 

1999,  up  from  $13.8  billion  in 
1994.  SIMBA  said  the  prolifera¬ 
tion  of  PCs  and  the  popularity  of 
the  World-Wide  Web  will  account 
for  the  lion’s  share  of  the  growth. 

■  U.S.  Secretary  of  Com¬ 
merce  Ronald  Brown,  chair¬ 
man  of  the  National  Information 
Infrastructure  (Nil)  task  force, 
last  week 
released  a 
report  that  said 
changes  in 
copyright  law 
are  needed  in 
order  to  protect 
copyrighted 
works  in  an 
electronic  medium. 

The  report,  “Intellectual 
Property  and  the  Nil,”  rec¬ 
ommends  that  the  current  Copy¬ 
right  Act  be  amended  to 
recognize  that  published  works, 
including  phonographic  records, 
can  be  distributed  by  electronic 
transmission  and  that  the  trans¬ 
missions  fall  within  the  exclu¬ 
sive  distribution  rights  of  the 
copyright  owner. 

The  report,  however,  says  the 
fair-use  library  exemptions  to 
copyright  law  should  also  be 
amended  to  allow  libraries  to 
make  three  copies  of  works  in 
digital  format  and  to  authorize 
the  making  of  a  limited  number 
of  digital  copies  by  libraries  and 
archives  for  preservation  pur¬ 
poses.  The  report  also  recom¬ 
mends  that  the  Copyright  Act  be 
amended  to  prohibit  the  import¬ 
ing,  manufacturing  or  distribu¬ 
tion  of  any  device  designed  to 
deactivate  technical  protections 
for  copyrights. 

■  Harbinger  Corp.  has 

acquired  the  AS/400  Elec¬ 
tronic  Data  Interchange 

product  line  of  System  Software 
Associates,  Inc.  and  its  develop¬ 
ment  organization  in  the  Nether¬ 
lands.  Harbinger  adds  the 
AS/400  EDI  product  to  its  exist¬ 
ing  EDI  product  line  for  MVS, 
Unix  and  Windows. 


By  Ellen  Messmer 

Salt  Lake  City 

U  tah  has  become  the  first  state  to 
set  down  legal  ground  rules  for 
using  digital  signature  technol¬ 
ogy  in  electronic  commerce.  The 
state  passed  the  Digital  Signature 
Act,  which  took  effect  in  May. 

With  digital  signatures,  users 
can  sign  documents  electroni¬ 
cally  with  a  private  encryption 
key  before  transmitting  them. 
Recipients  can  then  check  the 
authenticity  of  the  signature  and 
the  document’s  content  with  the 
sender’s  public  key  to  ensure  it 
was  not  tampered  with. 

In  an  attempt  to  link  the  sig¬ 
nature  user’s  identity  with  a  par¬ 
ticular  public  key  that  is  then 
openly  published,  a  host  of  cer¬ 
tificate  authorities  (CA),  rang¬ 
ing  from  Apple  Computer,  Inc. 
to  start-up  TradeWave  Corp.,  are 
springing  up.  These  CAs  step  in 
to  issue  software  certificates  tying 
the  user’s  name  to  a  public  key. 


By  Ellen  Messmer 

Washington,  D.C. 

By  the  end  of  this  month, 
employees  at  federal  agencies 
will  have  to  start  storing  business- 
related  electronic  mail  so  it  can 
be  preserved  for  the  record  like 
other  government  documents. 

Under  new  rules  promul¬ 
gated  by  the  National  Archives 
and  Records  Administration, 
agencies  will  have  to  preserve 
business  E-mail,  either  by  install¬ 
ing  automated  record-keeping 
systems  or  having  users  print 
out  items  so  they  can  be  saved 
for  delivery  to  the  National 
Archives. 

The  government  was  com¬ 
pelled  to  issue  the  E-mail  rules 
after  recently  losing  a  round  in 
the  case  known  as  Armstrong  v. 
The  Executive  Office  of  the  Pres¬ 
ident.  In  that  case,  National 
Security  Archives  employee 
Scott  Armstrong  and  otherssued 
in  1989  to  prohibit  destruction 
ofWhite  House  E-mail. 

Michael  Tankersley,  the  law¬ 
yer  spearheading  the  lawsuit  to 
get  the  government  to  preserve 
E-mail,  predicted  that  the  Arm¬ 
strong  case  and  the  ensuing  E- 


But  no  government  agency  in 
the  U.S.  had  tackled  the  legal 
questions  raised  by  digital  signa¬ 
tures,  such  as  liability  for  use, 
until  the  Utah  state  legislature 
passed  the  Digital  Signature  Act. 

The  act  creates  a  voluntary 
system  of  cybernotaries  that  will 
have  to  carefully  check  the  iden¬ 
tity  of  the  digital  signature  user. 
Any  certificate  issued  with  the 
user’s  consent  must  be  pub¬ 
lished  in  a  public  repository  for 
electronic  commerce  use. 

Dual  accountability 

Alan  Asay,  attorney  with  the 
Utah  Office  of  the  Courts  who 
was  instrumental  in  crafting  the 
new  Utah  law,  said  the  Digital 
Signature  Act  spells  out  the  legal 
responsibilities  for  both  the  CA 
and  the  digital  signature  user. 

“The  CA  will  be  liable  for 
making  a  bad  identification,” 
Asay  said.  In  turn,  the  subscriber 
cannot  lie  to  the  CA,  and  if  he  is 


mail  regulation  will  eventually 
impact  the  commercial  sector,  as 
well. 


DOING  BUSINESS  WITH 
ELECTRONIC  MAIL 

By  Sept.  27,  federal  agencies 

must: 

►  Determine  an  appropriate  E-mail 
records  maintenance  program  so 
important  E-mail  documents  can 
be  automatically  stored  or  printed 
out. 

►  Train  users  to  tell  the  difference 
between  an  E-mail  "document’’  of 
business  or  historical  value  and  a 
“nondocument.” 

►  Ensure  stored  E-mail  documents 
include,  at  a  minimum,  the  sender 
and  addressee  names  and  the 
message  date. 

►  Ask  E-mail  users  to  request 
electronic  acknowledgments  and 
requests  for  receipts  to  aid  record¬ 
keeping. 

►  Specify  which  officials  are 
responsible  for  electronic  records 
maintenance  and  which  computer 
systems  are  used  for  record¬ 
keeping. 

SOURCE:  THE  NATIONAL  ARCHIVES  AND  RECORDS 

ADMINISTRATION.  WASHINGTON.  D  C. 


negligent  with  his  private  key, 
the  subscriber  will  be  held  liable 
for  losses  from  forgeries. 

Also,  signature  subscribers 
must  notify  the  CA  to  have  a  sig¬ 
nature  suspended  or  revoked  if 
the  software  signature  appears  to 
be  lost  or  stolen. 

The  act  sets  up  four  catego¬ 
ries  of  monetary  risk  exposure 
requiring  CAs  to  have  surety 
bonds  or  a  letter  of  credit 
to  cover  the  maximum 
risk  the  law  expects  them 
to  accept  in  issuing  a  cer¬ 
tificate  to  a  digital  signa¬ 
ture  subscriber. 

CAs  are  not  required 
to  pass  the  Utah  inspec¬ 
tion  system  in  order  to 
operate  as  certification 
registrars,  but  if  they  do, 
they  are  covered  by  the 
ground  rules  spelled  out 
in  the  Utah  law. 

If  CAs  decide  not  to 
operate  as  Utah-regis¬ 
tered  authorities,  they 
will  have  to  depend  on 
common  law  to  bail  them 
out  in  any  disputes. 

For  the  digital  signature 
users,  the  same  rule  applies. 
Businesses  will  not  have  to  use  a 


“Corporations  and  private 
businesses  now  have  a  large  sea 
of  documentation  created  elec¬ 
tronically,  and  they  are  not  man¬ 
aging  it,”  Tankersley  said. 
“There  are  serious  legal  issues 
involved  in  that.” 

The  U.S.  government  fre¬ 
quently  employs  private  compa¬ 
nies  to  do  many  of  the  daily  tasks 
of  federal  agencies,  and  it  is  pos¬ 
sible  that  federal  contractors 
may  have  to  conform  to  the  new 
E-mail  rules  eventually. 

But  automated  E-mail  rec¬ 
ords  storage  has  not  been  a  chief 
concern  for  companies  in  the 
private  sector  either,  said  Gary 
Rowe,  principal  at  Cincinnati, 
Ohio-based  consultancy  Rap¬ 
port  Communication. 

“In  the  existing  E-mail  envi¬ 
ronment,  you’d  have  to  set  up 
rules  on  the  server  level  to 
accommodate  several  E-mail  sys¬ 
tems,”  Rowe  said,  adding  there 
is  no  uniform  way  to  do  this  at 
present. 

Because  few  electronic 
record-keeping  systems  for  E- 
mail  exist,  federal  managers  say 
they  will  have  to  ask  users  to  back 

See  E-mail,  page  44 


registered  CA,  but  if  they  don’t, 
Utah  state  law  will  not  presume 
the  digital  signature  is  valid. 

“If  you  opt  into  the  law, 
you’re  protected  by  it,”  Asay 
said.  “If  you  don’t,  the  benefits 
of  the  act  don’t  apply.” 

Utah  is  now  seeking  to  spon¬ 
sor  a  X.509  certificate  database 
repository  to  hold  public-key  cer¬ 
tificates,  but  it  is  not  yet  final 


whether  the  state  or  a  private  sec¬ 
tor  organization  will  control  its 
operation.  Private  sector  firms 
such  as  Netscape  Communica¬ 
tions,  Inc.,  VeriSign,  Inc.  and 
The  Dun  &  Bradsteet  Corp.  have 
expressed  interest  in  operating 
the  X.509  certificate  directory, 
Asay  said. 

Utah  expects  to  be  up  and 
running  with  the  X.509  directory 
in  six  months,  but  the  state  does 
not  intend  to  operate  in  a  vac¬ 
uum,  he  emphasized. 

“There  are  about  a  dozen 
states  that  are  considering  or 
have  introduced  legislation  that 
falls  along  Utah’s  lines,”  Asay 
said.  An  American  Bar  Associa¬ 
tion  task  force  intends  to  soon 
release  what  it  calls  a  Model  Digi¬ 
tal  Signature  Law  that  it  hopes 
will  be  considered  for  state  and 
federal  laws  of  this  kind,  he  said. 

The  concept  has  global 
appeal,  pointed  out  Toh  See 
Kiat,  an  attorney  with  Singapore 
law  firm  Arthur  Loke  &  Partners. 

“For  the  last  month,  we  have 
had  the  ‘electronic  court’  in  Sin¬ 
gapore  where  we  can  file  papers 
via  E-mail  on  a  packet  network 
we  call  Law  Net,”  Toh  said. 
“Even  inside  the  court,  you’re 
now  allowed  to  present  the  evi¬ 
dence  on  computer.” 

But  these  electronic  court  fil¬ 
ings  still  require  a  hard  copy  of 
the  document  to  be  submitted  as 
backup  proof  since  every  court 
document  requires  a  signature.  H 


Federal  agencies  told  to  preserve  business  E-mail 


EXAMPLE  OF  DIGITALLY  SIGNED  MESSAGE 

<Signed  SiglD=l> 

Promissory  note 

I,  Mary  Smith,  promise  to  pay  to  the  order  of  First 
Western  Bank  five  thousand  dollars  and  no  cents 
($5,000)  on  or  before  June  10, 1998,  with  interest 
at  the  rate  of  fifteen  percent  (%15)  perannum. 

Mary  Smith,  Maker 

</Signed> 

<Signature  . .  SiglD=l  PsnlD=smith082> 

2AB3764578CC18946A29870F40193B240CD23 
02B2349802DB002342B212990BA5330249C1D 
20774C1622D39</Signature> 

The  digital  signature  represented  in  cyphertext 
attached  to  the  end  of  the  message  contains  the 
message  hash,  a  unique  code  of  the  contents. 
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Electronic  Commerce 


INESS  SPACE 

Mark  Gibbs 


Virtual  diseases  and  virtual  cures 


adies  and  gentlemen,  I  have  discov¬ 
ered  a  whole  new  field  of  medicine. 
I  will  call  this  field  “Netology.” 

As  the  world’s  leading  (and 
only)  Netologist,  I  have  identified  a  num¬ 
ber  of  serious  diseases  that  you  need  to  be 
aware  of. 

The  first  of  diese  is  Punditaphobia. 
This  is  a  severe  reaction  to  predictions 
and  forecasts  about  the  growth  rate  of  on- 
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September  27,  1995, 
the  pro  scores  big  at 
NetWorld  +  Interop 
with  a  series  of 
bold  new  products. 

Our  new  spin  on  Switching 
and  Routing  is  a  slamdunk.  Check 
out  the  score  at  Booth  #834  at 
NetWorld  +  Interop  in  Atlanta. 
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Can't  wait  to  learn  more?  Try  http:/lwww.proteon.com\ 
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line  activities. 

For  example,  you  may  hear  one  of  the 
hacks  at  (Name  deleted  —  sorry,  but  we 
don’t  need  the  lawsuit.  Ed.)  suggest  that 
within  the  next  22  days,  give  or  take  a  year, 
every  man,  woman,  child  and  most 
domestic  appliances  on  earth  will  each 
run  two  or  more  Web  sites.  If  this  happens 
and  you  feel  an  unstoppable  urge  to  burst 
into  hysterics,  you  are  suffering  from  the 
dreaded  Punditaphobia. 

The  only  known  cure  for  Punditapho¬ 
bia  is  to  restrict  your  reading  to  Network 
World  (Good  call.  Ed.)  and,  specifically, 
this  column  (Mark,  we’ll  probably  cut  this 
forspace.  Ed.) . 

The  next  affliction  is  Stackne.  This  dis¬ 
figuring  ailment  is  the  result  of  trying  to 
find  a  TCP/IP  stack  that  will  coexist  with 
NetWare,  VINES,  Windows  for  NotWork- 
groups  and  the  billion  drivers  that  run 
under  your  Windows  system. 

The  diagnostic  signs  are  copies  of  just 
about  every  Internet  application  suite 
vendor’s  product  in  your  office  and  a 
ridiculous  number  of  DLLs  in  win- 
dows\system. 

Another  indication  is  finding  yourself 
muttering  under  your  breath:  ‘  ‘someone, 
somewhere  must  have  created  a  stack  that 
has  a  decent  dialer  and  also  works  with 
Ethernet.” 

Unless  treated  quickly,  these  pustule- 
lent  DLLs  and  product  packages  will 
expand  until  all  available  disk  space  and 
office  floor  space  are  used  up. 

Newsitosis  is  a  very  antisocial  problem 
but,  thankfully,  one  that  is  easily  cured. 
Sufferers  find  themselves  unable  to  go  for 
more  than  24  hours  without  reading  the 
newsgroups  to  which  they’ve  subscribed. 
They  develop  a  standard  denial  pattern: 
‘‘I  need  to  keep  up  with  alt. dishwashers 
and  rec.socks. performance. tuning  in 
case  something  really  important  to  my 
company  is  discussed. ’  ’ 


This  disease  is  very  easily  cured.  Simply 
restrict  the  available  newsgroups  to 
alt.adjective.noun.verb.verb.verb  and 
rec.woodworking.glue.  After  six  or  seven 
days,  victims  will  start  to  lead  a  more  or  less 
normal  life. 

While  the  foregoing  diseases  are 
unpleasant  enough,  there  is  something 
farworse:  URL  Altzheimer’s. 

Those  who  suffer  from  URI.A  exhibit 
very  sad  behavior  that  is  very  stressful  on 
their  family,  friends  and  workmates:  They 
can’trememberwhere  they’ve  browsed. 

URLA  sufferers  repeatedly  visit  the 
same  sites  and  only  rarely  recognize  them. 
Part  of  their  problem  is  that  they  have 
bookmark  lists  that  rival  War  and  Peacel'or 
length. 

Indeed,  having  a  bookmark  file  that  is 
more  than  100K  in  size  is  a  primary  symp¬ 
tom  of  URLA. 

‘‘What  can  be  done  for  these  poor 
creatures?”  you  may  ask.  Well,  one  of  the 
first  steps  in  treatment  is  to  ensure  that 
they  keep  their  browsing  down  to  a  rea¬ 
sonable  number  of  hours  per  day;  say, 
something  less  than  1 5. 

But  be  careful!  If  not  treated,  LTRLA 
suffers  are  frequently  found  staring  glassy¬ 
eyed  at  their  monitor  at  about5  a.m.,  end¬ 
lessly  jumping  between  the  Jolt  Cola  and 
Pizza  Hut  sites. 

As  caring  ’Net  citizens,  I’m  sure  you’ll 
all  want  to  help  victims  of  these  crippling 
and  disfiguring  ailments.  Give  generously 
and  give  today  to  The  Gibbs  Information 
Overload  Research  Center. 

So  dig  deep  in  those  pockets  and 
remember,  any  of  these  diseases  could 
strike  you  down  tomorrow.  Without  a 
cure,  you  could  become  just  another 
piece  of  human  flotsam  drifting  around 
the  on-line  ocean. 

Gibbs  is  a  writer  and  consultant  based  in 
Ventura,  Calif.,  whose  septic  tank  is  still  out  of 
service.  Contact  him  with  your  on-line  ailment 
at  rngibbs@gibbs.com  or  at  (800)  622-1108, 
Ext.  504. 


Archive 

Continued  from  page  43 

up  business  E-mail  by  simply  printing  it 
out. 

“The  E-mail  should  be  migrated  to  an 
appropriate  system,  whether  electronic  or 
paper,”  saidjason  Baron,  attorney  at  the 
Department  of  Justice.  Agen¬ 
cies  will  need  to  start  storing 
message  transmission  and 
receipt  data,  as  well  as  part  of 
the  record,  he  added. 

Electronic  storage  of  E-mail 
is  preferable,  but  National 
Archives  stopped  short  from 
making  this  a  requirement  due 
to  the  cost  of  building  custom¬ 
ized  storage  systems,  Baron 
said. 

Mark  Miller,  the  Environ¬ 
mental  Protection  Agency’s  national  pro¬ 
gram  manager  for  records  management, 
said  the  F.PA  uses  10  different  types  of  E- 
mail  in  addition  to  Lotus  Notes. 

Lotus  Notes  presents  a  way  to  back  up 
messages  for  archiving,  but  most  E-mail 
systems  do  not,  Miller  said.  While  the 
agency  would  prefer  to  store  E-mail  elec- 


The  new  E-mail 
rules  require 
agency  manag¬ 
ers  to  train  users 
about  how  to 
handle  impor¬ 
tant  E-mail. 


tronically  to  conform  with  the  new  rules, 
the  EPA  does  not  plan  a  wholesale  conver¬ 
sion  to  electronic  record-keeping  since 
few  commercial  E-mail  products  for  this 
exist,  he  said. 

Whatever  course  agencies  take,  the 
new  E-mail  rules  require  agency  managers 
to  train  users  about  how  to  handle  impor¬ 
tant  E-mail. 

The  proliferation  of  desk¬ 
top  PGs  has  led  to  the  circum 
vention  of  secretarial  support 
staff  as  the  traditional  central 
point  for  collecting  docu 
ments,  so  individual  users  need 
to  be  informed  about  their  role 
in  archiving,  said  Sue  Elter, 
appraisal  architect  at  the 
National  Archives  office  of 
records  management. 

“We  have  developed  a  two- 
page  set  of  responsibilities  for  users  so 
they  can  decide  if  E-mail  is  a  record,” 
Miller  said.  “We’ll  have  to  make  sure  that 

all  the  message  transmissions  are  printed 
.  >» 
out. 

Few  agencies,  with  the  notable  excep¬ 
tion  of  the  White  House, currendy  archive 
E-mail  electronically,  Miller  added.  ■ 
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ACC’s  Yukon  that  is.  If  you’re 
looking  for  high  speed,  highly 
affordable  ISDN  access  for 
your  branch  offices  and  other 
remote  sites,  ACC’s  Yukon  is 
the  only  way  to  go. 

Yukon  is  ideal  for  remote 
high  speed  ISDN  dial-up 
applications,  from  interof¬ 
fice  internetworking  to 
Internet  access.  It  offers 
LAN-to-LAN  routing  of 
IP  and  IPX  traffic,  4:1  data 
compression,  “firewall” 
protection  for  Internet 
security- all  wrapped  up 
in  a  compact  enclosure. 

And  the  Yukon  is  not  only 
highly  affordable,  it  stays  that 
way.  With  its  robust  set  of 
Bandwidth  Optimization 
features,  Yukon  will  give 
you  long  term  savings  by  mini¬ 
mizing  your  recurring  network 
operating  costs. 

So  if  you’re  in  the  market  for 
remote  ISDN  connectivity,  call 

1-800-444-7854 

and  head  for  the  Yukon. 


WHAT’S  HOMODAY  CAN  BE  ANCIENT  HISTORY 
TOMORROW.  WE  HAVE  TO  RESPOND  INSTANTLY  TO / 
CUSTOMER  DEMAND  OR  MISS  THE  OPPORTUNITY.” 


Mary  Evans,  Vice  President,  Store  Operations, 
Babbage’s  Software  Stores,  NeoStar  Retail  Group 


MARY:  “In  this  business,  change  is  constant. 
Evolving  customer  preferences,  new  software 
releases,  changing  product  inventories... 
staying  on  top  of  it  all  and  keeping  customers 
informed  requires  immediate  access  to  the 
latest  information.  Our  information  system 
keeps  it  all  at  our  fingertips." 


PATRICK:  "With  Btrieve,  we’ve  built  a  client/ 
server  system  that’s  more  than  flexible.  From 
inventory  control  to  store  management  and 
POS  systems,  Btrieve  delivers  rock-solid  per¬ 
formance,  it’s  virtually  maintenance-free, 
and  it’s  incredibly  easy  to  use.” 


MARY:  “The  system  is  so  intuitive,  our  store 


staff  requires  very  little  training.  We  don’t 
even  need  the  manual.  This  means  our  staff 
can  concentrate  on  serving  the  customer 
rather  than  serving  the  system.” 


PATRICK:  “As  Babbage’s  grew  to  over  330 
stores,  Btrieve  grew  with  us  seamlessly.  We 
see  no  limit  for  our  company’s  future.  And 
we  see  no  limit  for  Btrieve.” 


For  the  complete  Babbage’s  story,  call  Btrieve 
Technologies,  winner  of  the  1995  RealWare 
Award  at  DB/Expo. 


800-BTRIEVE 
(512)794-1719 
CompuServe 
[GO  BTRIEVE] 


IT  SIMPLY  WORKS 

■  BTRIEVE 

I  I  TECHNOLOGIES 


Circle  Reader  Service  #46 


£“0UR  INFORMATION  SYSTEM  IS 


BUILT  TO  BE  HIGHLY  RESPONSIVE 
AND  TOTALLY  FLEXIBLE.  IT’S 
BUILT  ON  BTRIEVE.” 

Patrick  McCullough,  Vice  President, 
Information  Systems,  NeoStar  Retail  Group 
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Jim  Griffin  has  sparked 
a  rock  ’n  roll  revolution 


at  Geffen  Records,  knoc 


down  old  business  practices 


to  win  the  company  a  starring 


role  in  Web-based  electronic 
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The  SPECTRl  M  Test 


Drive  presents  a  string 
challenge  to  the  net¬ 
work  management 
marketplace.  Met  work 
administrators  now 
hare  the  opportunity 
to  evaluate  a  truly 
distributed  nun  uige- 
inent  platform  in  a 
unique,  unbiased  test 
environment  — 
their  own  networks." 


■  John  McConnell 
McConnell  Consulting 


Why  wait  another  day  for  distributed  network  management?  Announcing  the 
SPECTRUM  Test  Drive  from  Cabletron  -  a  30-day  FREE  TRIAL  of  the  enterprise-wide 
[  management  system  that  oversees  IAN,  WAN,  PBX,  SNA  and  ATM  network 
environments. 

If  you’re  a  current  user  of  HP  OpenView,  SunNet  Manager  or  IBM  NetView, 
[  now's  your  chance  to  try  SPECTRUM* — the  only  distributed  client/server 
j  management  system  —  at  no  cost  or  obligation.  In  fact,  if  after  30  days  you  wish 
|  to  keep  SPECTRUM,  it  's  yours  at  no  charge. 

As  a  Test  Drive  participant  you  also  get  optional  free  training  (Introduction  and 
I  Administrative  classes)  for  one  user  at  any  Cabletron  training  location. 

J  If  you  're  already  a  SPECTRl  ’M  user,  you  get  30%  off  of  all  Advanced  Applications  and 
!  all  Third-Party  Application  Modules  ordered  during  the  Test  Drive  program. 


Only  SPECTRUM... 

•  Provides  the  flexibility',  productivity  and  cost-savings  of  a  true  distributed 
management  system 

•  Offers  automated  management  through  object-oriented  modeling  and  Artificial 

Intelligence 

•  Operates  on  the  industry's  widest  variety  of  UNIX  platforms  including 
HP  IBM  and  Sun 


Once  you  see  SPECTRUM  in  action,  you'll  wonder  how  you  ever 
managed  without  it. 

Call  603-337-2705  for  all  the  details  and  to  get  behind  the  wheel  for  your  test 
drive. This  offer  is  only  available  until  September  30th,  so  act  soon! 


The  Complete  Networking  Solution 


33  Industrial  Way  •  Rochester,  NH  03867  •  Internet:  http://www.ctron.com 

Includes  SPECTRl  M  v  V I :  SpcctroSERVER  and  SpectroGRAPH.  and  all  device  management  modules  for  managing  Cabletron  and  third-party  devices 
HP  OpenView.  IBM  NetView  and  SunNet  Manager  are  registered  trademarks  of  Hew  lett-Packard.  Inc..  International  Business  Machines  Corporation,  and  Sun  Microsystems.  Inc 
SPECTRUM  and  the  SPECTRl  .M  logo  are  registered  trademarks,  and  SPECTRl  M  for  Open  Systems  a  trademark,  of  Cabletron  Systems.  Inc. 
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6  The  Running  Dogs  of  net.capitalism 


By  Dan  Dern 

Overwhelmed  by  the  prospect  of  bringing  vottr 
business  into  the  world  of  electronic  commerce? 
Find  out  how  to  get  your  feet  wet  from 


companies  that  have  already  taken  the  plunge. 
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Piling  Up  The  Virtual  Money 

By  Mark  Gibbs 

That  folding  money  just  doesn’t  cut  it  for  buying  and 
selling  on  the  ’Net.  Explore  the  challenges  of  getting 
paid  on-line  and  get  a  look  at  the  early  alternatives  in 
the  realm  of  electronic  cash. 

Demolition  Man 

By  Paulina  Borsook 
Jim  Griffin  isn’t  letting 
anything  get  in  the  way 
of  his  plans  to  make  the 
Internet  the  central  information 
conduit  for-  Geffen  Records’ 
customers  and  employees. 
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Hello  -  Is  There  Anyone 
Out  There? 

By  Adam  Gaffm 
Okay,  you’ve  built  your  Web 
site  and  you’re  ready  to 
market  your  wares.  Here’s 
how  to  let  everyone 
know  about  your 
grand  opening 
in  cyberspace. 
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Missing  The  Point 

By  Jim  Sterne 

Don’t  bring  your  tired  business 
assumptions  on-line.  Open  your 
eyes  to  the  hidden  marketing 
treasure  on  the  Internet. 

Capital  Ideas 

By  Ma  rk  Gibbs 

Hear  that?  There’s  a  bullet  train 
named  opportunity  headed  your 
way.  Will  you  hop  on-board  or  get 
flattened? 


REVIEW 

A  Notary  For  The  Net 

By  Mark  Gibbs 

This  powerful  tool  makes  sure 
your  business  documents  make  it 
safely  across  the  ’Net. 
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The  Internet.  It's  on  everyone's  lips  and  minds  these  days,  as 
pundits,  politicians  and  partisans  debate  the  'Net’s  impact  on  society. 

No  such  navel-gazing  here.  This  supplement  is  squarely  focused  on  one  issue  and  one  issue  only: 
what  you  can  do  to  help  your  company  prepare  to  profit  from  the  Internet.  We  look  at  the  technologies, 
the  marketing  issues,  the  challenges  and,  most  important,  the  people  and  companies  that  have 
already  taken  their  businesses  on  line. 

Over  the  past  year,  we’ve  dealt  with  the  challenges  of  bringing  our  own  business  on  line  and  we 
hope  you’ll  be  pleased  with  the  outcome.  Our  World-Wide  Web  service,  Network  World  Fusion,  goes 
live  in  two  weeks.  It  will  provide  readers  with  a  wealth  of  information  complementing  the  stories  you 
read  in  the  print  edition  of  Network  World-  virtual  stories  and  columns,  a  forum  for  sharing  your 
thoughts  with  columnists,  NW  staffers  and  other  readers,  links  to  resources  on  the  network,  financial 


information  and  more.  (Look  for  more  information  in  the  September  25  issue  of  Network  World.) 

Included  in  these  services  will  be  an  updated  listing  of  many  of  the  Web  site  addresses  provided  in 
the  articles  in  this  supplement. 

Electronic  publishing  gives  us  another  tool  to  achieve  our  goal:  to  be  the  best  source  of  information 
-  in  whatever  format  -  on  enterprise  networking. 

Electronic  commerce  will  transform  business  in  the  years  to  come  and  it’s  your  job  to  lead  the  way 
within  your  companies.  Let  us  know  how  we  can  help  you.  Drop  a  note  with  your  reactions  to  this  issue 
and  to  Network  World  Fusion,  and  give  us  your  thoughts  on  future  stories. 

-John  Gallant,  editor-in-chief,  jgallant@nww.com 
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What  you  should  have  is  an  HP  Internet  solution 
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There  s  a  difference  between 


being  on  the  Internet  and 


taking  your  business  to  it 


What  computing  solution 


do  you  have? 


A  unique  combination  of  hardware,  industry-leading 


software,  and  consulting  services  that  sets  new 


standards  in  openness,  flexibility,  and  scalability 
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DDNNA  IUC0LAN0 

Marketing  Coordinator,  Interactive  Services 


1-800-FLOWF.RS 


Iucolano  says  this  retailer  is  doing  quite 
nicely,  thank  you,  when  it  comes 
to  selling  on-line. 


JON  ZEEFF 

President 

Branch  Internet  Services 

Zeeff  knows  the  Internet  can  give  even 
the  smallest  company  a  global  presence. 
But  are  you  ready  to. handle  that? 
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Owner 

Future  Fantasy  Bookstore 

The  Web  erases  geographic  bound¬ 
aries  and,  says  Schroeter.  opens 
your  doors  to  customers  you  would 
never  have  found  otherwise. 
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These  pioneering  cyber-sellers  are 
proving  that  not  all  that  information 
superhighway  stuff  is  hype. 

Cocktail  party  chatter,  circa  1995. 

“So  you  say  I  should  be  using  the  Internet  for  my  business?” 

“You  bet.  ” 

“I  thought  that  wasn’t  permitted?” 

1  ain  t  so. 

“Are  there  fortunes  to  be  made  on  that  information  superhighway?” 

“Don’t  count  on  it,  unless  you’re  the  lucky  owner  of  one  of  those  Internet  companies 
being  bought  for  tens  of  millions  of  dollars.  ” 

“Can  I  make  any  money  on  the  Internet?” 

“Maybe.  Maybe  not.  ” 

“Then  why  should  I  bother?” 

“Did  you  ask  this  before  deciding  whether  to  get  phone  lines  and  fax  machines  ?” 

“Of  course  not,  I  can’t  run  my  business  without  them!” 

“There  you  go.  ” 

Along  with  getting-on-the-Web-mania,  making  money  on  the  Internet 
ranks  high  on  the  wish  lists  of  many  people  these  days. 

But  is  there  money  to  be  made  —  other  than  by  being  acquired  by  a 
company  like  America  OnLine,  Inc.  or  CompuServe,  Inc.?  Does  the 
Internet  represent  a  new  market  with  new  customers  for  your  products  and 
services?  Is  it  another  way  for  you  to  reach  existing  customers  or  your  com¬ 
petition’s  customers? 

The  answer,  depending  on  your  unique  business  situation,  is:  A)  Yes;  B) 
No;  C)  It’s  not  clear;  D)  Who  the  heck  knows?;  E)  All  of  the  above;  and  F) 
We  dunno,  but  let  us  buy  60%  of  you  for  $23  million. 

What  is  clear  is  that  many  companies  are  already  successfully  selling  on 
the  Internet  —  generating  orders,  taking  orders,  even  taking  money. 

In  its  spring  1995  market  research  study  “Who’s  Succeeding  on  the  Internet 
and  How?,”  ActivMedia,  Inc.  of  Peterborough,  N.H.,  pegged  sales  generated  by 
the  World-Wide  Web  at  $1 18  million  for  the  period  between  September  1994  and 
August  1995.  (See  http://www.activmedia.com  or  call  (603)  924-9100  for  more 
informadon.) 

According  to  Jeanne  Dietsch,  vice  president  of  AcdvMedia,  “twenty-one  per¬ 
cent  of  survey  respondents  had  sales  of  $10,000  or  more  during  the  previous 
month.  Three  percent  had  sales  greater  than  $100,000.” 

What’s  also  clear  from  ActivMedia’s  research  is  that  many  marketers  are  new  to 
Internet  selling:  Companies  surveyed  had  an  Internet  presence  for  an  average  of 
only  seven  months. 

AcdvMedia’s  hundred  million  or  so  dollars  is  a  nice  number,  but  this  figure 

z 

I  probably  represents  only  a  fracdon  of  the  current  Internet  business  reality.  For 

“  example,  Digital  Equipment  Corp.  alone  has  been  racking  up  $150  million  annu- 
< 

g  ally  in  Internet-enabled  sales,  according  to  one  company  spokesperson.  Digital 
|  wasn’t  included  in  the  ActivMedia  survey,  and  the  company’s  Internet  revenue 

x 

§  figure  includes  income  from  non-Web  venues  (see  “Digital  goes  Internet,” 
§  page  8). 
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S  For  the  Comdex/Spring  1995  event  in  Adanta,  the  show’s  Web  site  logged 
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2,000  or  more  registrations  per  week,  ranging  from 
free  exhibit  registrations  to  full  conference  registra¬ 
tions  valued  at  close  to  $1,000.  Other  leading  tech¬ 
nology  events  now  being  pitched  on  the  Web  include 
SoftBank  Exposition  and  Conference  Co.’s 
N'etWorld+Interop  (http://www.interop.net),  Bruno 
Blenheim,  Inc.’s  PC  EXPO,  and  Internet  shows  from 
Digital  Consulting,  Inc.  of  Andover,  Mass.,  and 
MecklerMedia  Corp.  of  Westport,  Conn. 

During  the  1995  Mother’s  Day  season,  1-800- 
FLOWERS  racked  up  600  sales  through  a  new  Web 
site.  While  that’s  only  1%  of  the  company’s  total  on¬ 
line  sales,  Donna  Iucolano,  marketing  coordinator 
for  the  company’s  Interactive  Services,  called  the  vol¬ 
ume  significant,  especially  given  how  much  they’d 
read  about  “other  people  who  weren’t  getting  many 
orders.” 

For  other  companies,  the  sales  volume  is  even 
more  significant.  For  example,  a  sales  manager  at 
InterCon  Systems  Corp.  said  that  close  to  a  third  of 
the  company’s  sales  had  come  via  the  Internet, 
including  downloads  of  software.  (InterCon  was 
recently  purchased  by  Internet  services  provider 
Performance  Systems  International,  Inc.,  by  the 
way.) 

Thousands  of  companies  have  established 
Internet  presences  to  hawk  their  hard-  and  softwares. 
As  of  July  1 ,  1995,  the  Commercial  Sites  Index  main¬ 
tained  by  Open  Market,  Inc.  (http://www.directo- 
ry.net)  had  nearly  9,000  entries. 

That  the  Internet  has  become  a  key  communica¬ 
tions  resource  for  the  business  world  is  long  past 
debate.  We’re  still  learning  how  to  do  business  well, 
bvit  the  numbers  are  indisputable.  Thousands  of 
companies  are  plugging  in  to  give  their  employees 
access  to  the  Internet  or  establish  at  least  minimal 
“here-we-are”  Web  presences. 

Tens  of  thousands  of  entrepreneurs  have  gotten 
their  own  Internet  accounts  and/or  Web  pages;  hun¬ 
dreds,  perhaps  thousands,  of  employees  who  have 
been  unwilling  to  wait  for  their  companies  to  offi¬ 
cially  hop  on  the  Web  have  also  put  up  unofficial 
Web  presences  for  their  employers. 

What  should  you  do?  What  shouldn’t  you  do? 
Let’s  take  a  look. 

The  Internet:  open  for  business 

Although  doing  business  on  the  Internet  is  a  rela¬ 
tively  recent  phenomenon,  one  can  make  a  case  that 
the  Internet  has  been  used  for  business  from  the  very 
first  days  of  the  ARPANet  a  quarter  century  ago. 

The  purpose  of  the  ARPANet  and  its  descendants 
—  most  of  which  constitute  the  Internet  today  —  was 


to  help  people  get  their  jobs  done,  and  that’s  cer¬ 
tainly  a  form  of  business.  That  initially  meant  help-  I 
ing  in  actual  work:  accessing  remote  computers, 
exchanging  files,  having  work-related  electronic  mail 
discussions,  sharing  meeting  and  conference 
announcements,  and  the  like. 

It  probably  wasn’t  long  after  the  ARPANet  carried 
its  first  E-mail  message  that  the  network  also  began  to 
earn'  administrative  paperwork,  such  as  proposals, 
informal  and  formal  requests  for  equipment,  invoic¬ 
es,  purchase  orders,  inventory  updates  —  all  in  sup¬ 
port  of  getting  the  job  done. 

It’s  not  a  big  stretch  from  using  the  network  to  get 
the  job  done  to  using  it  to  do  business  —  buying/sell¬ 
ing  and  delivering  products. 

If  your  business  sells  computer-related  products  or 
services,  “the  Internet  is  a  great  place  to  communi¬ 
cate  with  your  customers.  It  is  cheap,  efficient  and 
timely,”  says  Robert  Raisch,  president  of  The  Internet 
Co.  in  Cambridge,  Mass.,  one  of  the  oldest  estab¬ 
lished  Internet  presence  providers. 

“The  real  success  stories  —  [O’Reilly  &  Associates, 
Inc.’s]  Global  Network  Navigator,  Wired,  magazine’s 
HotWired,  SoftBank’s  Comdex  Online  —  are  speak¬ 
ing  to  those  who  use  the  global  Internet  —  in  other 
words,  computer  users,”  Raisch  says. 

Raisch ’s  company  was  responsible  for  bringing  the 
Comdex  conference  and  exhibition  on-line  (http:// 
www.comdex.com:8000),  allowing  prospective  atten¬ 
dees  to  preview  the  program  and  exhibitors,  and  pre¬ 
register  for  the  event. 

But,  Raisch  cautions,  “if  your  business  involves  a 
consumer-oriented  product  or  service,  you  may  mis¬ 
takenly  see  the  global  Internet  as  a  cheap,  easy  way  of 
marketing  without  understanding  that  marketing  is 
never  easy  or  cheap.” 


Getting  going 


ether  the  Internet  will  bring  a  sea  change  or  simply 
sound  a  grate  note  to  your  company’s  marketing  strategy  is 

if 

impossible  to  predict.  What  is  clear  is  that  your  prospects, 
customers,  suppliers,  future  employees  and  competitors  are 
on  the  'Net  and  you’d  be  well  advised  to  be  there,  too. 

It’s  OK  to  start  with  the  basics: 

Get  an  Internet  domain  name,  if  you  don’t  already 


Sell,  sell,  sell 

That  theme  is  echoed  by  Joel  Maloff  (joel@mal- 
off.com),  president  of  The  Maloff  Co.,  an  Internet 
consultancy  in  Dexter,  Mich.,  who  says  that  success  is 
contingent  on  developing  a  comprehensive  market¬ 
ing  plan. 

“There  are  companies  selling  quite  extensively. 
I’ve  personally  sold  thousands  of  dollars  of  reports, 
with  transactions  completed  through  the  ’Net,” 
Maloff  says.  He  works  with  customers  in  a  variety  of 
ways,  ranging  from  having  them  send  credit  card 
numbers  via  E-mail  to  having  them  speak  to  a  tele¬ 
phone  representative. 

“We’ve  gotten  over  3,000  orders  this  past  year  via 
the  Internet,  based  on  having  information  on  the 
Web,”  says  Jean  Schroeter,  owner  of  Future  Fantasy 


ut  up  a  basic  Web,  Gopher  or  FTP  presence  -  say,  a 
screen  or  so  of  basic  contact  and  product  informa¬ 
tion  for  your  company  -  and  an  E-mail  presence  (for 
example,  info@yourcompany.com).  Work  with  an 
Internet  presence  provider  to  set  up  shop,  unless  it’s 
a  point  of  pride  to  run  your  own  site. 

#  Become  aware  of  what’s  happening  on-line.  Explore 
what  people  are  doing.  Locate  resources  and  ser¬ 
vices  that  can  be  of  immediate  value. 

#  Look  for  ways  that  Internet  tools  and  services  can 
help  your  company.  Don’t  obsess  on  the  need  to  sell 
on-line,  but  don’t  overlook  it  either. 

#  Begin  educating  yourself  and  your  company  about 
the  basic  do’s  and  don’t’s  of  being  on  the  Internet. 

Learn  from  other  people’s  mistakes  and  successes. 

#  Figure  out  how  the  Internet  will  come  into  your  com¬ 
pany,  in  terms  of  people,  applications  and  uses. 

Begin  thinking  about  policies,  procedures,  training, 
security  and  internal  support  requirements  for  mar¬ 
keting  on-line. 

W  Don’t  try  to  make  the  Internet  the  solution  to  all  your 
problems,  and  don’t  neglect  your  non-Internet  mar¬ 
keting,  sales  and  support  channels. 

Above  all,  try  it.  If  you  don’t,  you’ll  never  know  what  the 
Internet  can  do  for  you. 

Bookstore  (http://futfan.com/).  The  Palo  Alto, 
Calif.,  bookstore  specializes  in  science  fiction,  fanta¬ 
sy  and  mystery  books,  as  well  as  associated  merchan¬ 
dise,  such  as  audiotapes,  T-shirts,  crafts  and  gargoyle 
minireplicas. 

By  accessing  the  bookstore’s  Web  area,  Internet 
users  can  browse  an  on-line  catalog,  place  orders, 
read  the  store’s  newsletter  (which  cleverly  links 

continued  on  page  II 
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At  Digital  Equipment  Corp.,  no  one  doubts  that  the  Internet 
is  a  valuable  sales  and  marketing  tool. 

Digital  makes  product  information  available  globally,  putting 
tens  of  thousands  of  documents  and  files  up  on  its  World-Wide 
Web  and  FTP  servers.  The  company  has  almost  250  Web 
servers  supporting  internal  applications,  according  to  Tom 
Richardson,  director  of  marketing  in  Digital’s  Internet  Business 
Group  in  Littleton,  Mass. 

“We  use  the  Internet  to  send  software  patches.  We  use 
Usenet  newsgroups,  and  we  own  -  meaning  we  control  what 
gets  posted  to  them  -  about  half  a  dozen  [newsgroups]  such  as 
biz.dec.announce,”  Richardson  says.  “DECUS,  the  Digital  user’s 


Digital  goes  Internet 

group,  has  its  own  newsgroup,  as  well." 

For  its  Alpha  product  line,  Digital  made  innovative  use  of  one 
of  the  Internet’s  oldest  utilities,  telnet,  encouraging  up  to  500 
Internet  users  per  day  to  try  new  Alpha-based  computers  via 
remote  logon  to  sites  such  as  axposf.pa.dec.com. 

All  these  uses  of  the  Internet  translate  into  more  and  better 
business.  It’s  impossible  to  estimate  the  indirect  benefit  to 
Digital’s  sales,  or  the  savings  in  marketing,  sales  and  support 
activities,  although  they’re  clearly  significant. 

There  is  at  least  one  number  available,  though,  and  it’s  a 
biggie:  “We  did  $150  million  [in  sales]  via  the  Internet  this  past 
fiscal  year,”  Richardson  says. 


Richardson  says  would-be  Internet  marketers  need  to  think 
carefully  about  their  business  objectives  and  set  their  expecta¬ 
tions  accordingly.  “Know  who  your  audience  is  and  what  they’re 
going  to  do,”  he  advises. 

“Today,  it’s  mostly  people  who  already  know  what  they  want 
to  buy  and  are  simply  looking  for  the  information  or  a  place  to 
purchase  what  they  need,"  Richardson  adds.  “As  you  build  your 
site,  think  about  who’s  there,  what  they  need  to  do  and  what 
they  want  to  do.” 

For  a  complete  list  of  Digital-related  Internet  sites  and  ser¬ 
vices,  and  howto  access  them,  send  electronic  mail  to 
info@digital.com  (no  subject  or  message  body  needed). 
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Welcome  To  Planet  Internet. 


Transportation  Provided  By  Cisco  Systems 


Ever  wondered  who  actually  connects 
the  core  of  the  Internet  together? 

The  answer  is  Cisco  Systems. 

In  fact,  more  than  80%  of  the  routers 
that  connect  the  many  networks  of  the 
Internet  together  bear  the  Cisco  name. 

These  are  the  routers  that  keep  the 
information  on  the  Internet  moving 


freely  across  the  countries,  time  zones, 
and  continents  of  planet  Earth. 

From  the  Internet  to  the  huge,  global 
internetworks  that  are  the  backbone  of 
the  world’s  largest  organizations,  there 
is  no  other  company  in  the  world  that 
can  offer  you  the  accumulated  experience, 
expertise,  talent  and  technology  found 


at  Cisco  Systems.  Pay  a  visit  to  our  home 
on  the  Web  at  http://www.cisco.com.  Or 
contact  us  by  voice  at 
1-800-859-2726. 

And  discover  for 
yourself  how  all  of 
your  information  can 
travel  by  first  class. 
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THE  NETWORK  WORKS. 

NO  EXCUSES 


Let's  face  it.  When  it  comes  to  choosing  the  right  technology  for  your 


build  the  high-speed  backbone  infrastructure  you  need  to  integrate  SNA  a 


ONE  BAD  MIGRATION  DECISION 
CAN  RUIN  YOUR  WHOLE  DAY. 


corporate  network,  you  can't  afford  to  take  risks. 


LAN  data  in  a  single,  seamless  network.  Now  and  in  the  future. 


You  need  a  proven  switching  system  that  can  handle  voice,  video,  legacy  So  before  you  take  the  leap  to  ATM,  call  Ascom  Timeplex  at 


data  and  LAN  traffic  with  the  greatest  of  ease.  One  that's  cost  effective  and 


800-669-2298.  With  25  years  of  experience  in  corporate  networking,  we  have 


reliable.  One  that  allows  you  to  easily  migrate  from  TDM  to  Frame  Relay  to 


the  know-how  to  take  you  where  you  need  to  go.  Without  unnecessary  risk. 


ATM.  And  one  that's  available  right  now. 

What  you  need  is  the  Synchrony™  family  of  networking  products  from  Ascom 
Timeplex.  Our  new  generation  of  enterprise  switching  systems  makes  it  easier  to 


ascom  Timeplex 

Connectivity  Without  Compromise. 


400  Chestnut  Ridge  Road  •  Woodcliff  Lake,  NJ  0767  5  •  Tel:  800-669-22  98  •  Fax:  20  1  -39  1  -5766  •  http://www.timeplex.com 

Synchrony  and  Ascom  Timeplex  are  trademarks  of  Ascom  Timeplex  Trading  AG. 
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TCP/IP-to-SNA  Integration 

Please  send  more  information  on  how  the  Apertus’  Datastar 
cracks  the  case  for  TCP/IP-to-SNA  network  integration 
Please  send  me  your  free  white  paper  on  TCP/IP-to-SNA 
Network  Integration. 
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continued  from  page  8 
author  and  tide  mendons  to  the  on-line 
catalog),  get  directions  and  a  map  to 
the  store,  and  link  to  other  science  fic¬ 
tion  stores  and  sites  on  the  Internet. 


The 

business 

center 

Some  resources  you  may  want  to  check 

out  if  you’re  taking  your  business  on  line. 

#  Internet-marketing  -  The  mailing  list  where 
Internet  marketeers  talk,  announce  and 
argue.  To  subscribe,  send  E-mail  to  LIST- 
PROC@POPCO.COM  containing  the  mes¬ 
sage:  subscribe  INTERNET-MARKETING 
yourname 

#  http://www.tig.com  -  The  Internet  Group’s 
Internet  Business  Center  is  a  first-stop  rec¬ 
ommendation.  You  get  pointers  to  the  best 
numbers,  demographics  and  other 
resources. 

#  http://advert.com/wdfm/wdfm.html  - 
Larry  Chase  collects  and  comments  on 
new  marketing  URLs  in  his  biweekly  “Web 
Digest  for  Marketers." 

#  http://www.yahoo.com  -  The  quintessen¬ 
tial  first  place  to  search  or  browse. 

#  http://www.mecklerweb.com/imall-The 
Internet  Mall,  a  compendium  of  pointers 
to  thousands  of  shops  on  the  Internet. 

#  http://www.einet.net-  Another  good 
place  to  start  browsing. 

#  http://www.bayne.com/wolfBayne/ 
htmarcom/  -  The  Web  Home  of  the  High 
Tech  MARketing  COMmunications  List, 
with  pointers  to  lots  of  resources. 

#  http://www.mecklerweb.com/simba/ 
intemethtm  -  Get  part  of  your  daily  on¬ 
line  world  news  fix  here. 

#  http://www.clark.net/pub/robert/  -  Keep 
up  with  on-line  services’  activities  via 
Robert  Seidman’s  excellent,  free  “In, 
Around  and  Online”  newsletter. 

#  http://www.netcreations.com/ 
ipa/adindex.htm  -  Prices  for  Internet  links 
and  sponsorships. 

#  http://www.directory.net  -  Open  Market’s 
Commercial  Sites  directory  of  6,000+ 
Internet-based  business  listings. 

#  http://www.i-traffic.com/resource/  -  A 
listofsponsorable  Internet  sites  and 
resources. 

#  http://www.quote.com  -  Quote.Com’s  site 
provides  access  to  a  wealth  of  business 
data. 

#  http://www.usask.ca/dcs/ 
courses/cai/html/  -  HTML  tutorial,  glos¬ 
sary,  templates,  examples  and  pointers  to 
development  tools. 


“It’s  a  great  way  to  get  customers  we 
might  never  have  gotten,  and  for  cus¬ 
tomers  who  might  not  have  access  to 
books  and  bookstores  like  ours  where 
they  live,”  Schroeter  says. 

It’s  a  mall,  mall  world 

One  inevitable  follow-on  to  individual 
Internet  storefronts  has  been  the  con¬ 
cept  of  Internet  malls,  which  serve 


Intemauts  who  want  to  go  shopping 
without  a  specific  company  or  destina¬ 
tion  in  mind.  An  Internet  mall  offers 
such  prospective  customers  a  first  port  of 
call,  from  which  they  can  explore  a  vari¬ 
ety  of  stores. 

Internet  presence  providers  offer 
packages  of  services  for  customers  set¬ 
ting  up  shop  in  their  malls  that  may 
include  handling  orders  and  transac¬ 
tions,  as  well  as  mounting  product  infor¬ 


mation  and  managing  the  Web  site. 

Like  malls  in  the  real  world,  some 
Internet  malls  have  prospered  and  some 
have  not.  One,  Cybermall,  closed  its  vir¬ 
tual  doors  a  while  back.  Open  Market, 
Inc.,  one  of  the  first  companies  offering 
to  build  and  host  Internet  store  pres¬ 
ences  for  companies,  was  unable  to  gar¬ 
ner  enough  paying  customers  in  its  first 
year,  so  it  shifted  to  a  product-oriented 
focus  —  developing  and  selling  Internet 
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Looking  to  Solve  the  Mystery  of 
TCP/IP-to-SNA  Integration? 
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Apertus  Cracks  the  Case  of  Inefficient  Access 
to  IBM  Host  Resources. 

The  clues  are  all  too  obvious.  Increased  CPU  overhead,  expanded 
memory  requirements,  interactive  traffic  slowing  down  file  transfers 
with  the  host.  Sure  signs  the  TCP/IP  side  of  your  network  is 
suffering  from  IBM  host  access  inefficiencies. 
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The  Datastar  provides  a  truely  enterprise-strength  client/server 
solution  for  integrating  SNA  and  TCP/IP. 

•  Over  50,000  TN3270,  TN3270E,  TN5250  simultaneous  sessions 
in  an  Apertus  virtual  gateway  complex. 

•  Fault  tolerance  —  guarantees  user  access  to  data. 

•  Multiple  network  connections  (Token  Ring,  Ethernet,  FDDI)  and 
host  protocols  (SNA,  BSC,  TCP/IP). 

With  all  these  capabilities  plus  hot  swappable  modules  and  SNMP 
management  to  keep  your  network  up  and  running,  TCP/IP-to- 
IBM  host  access  is  optimized  and  network  costs  are  dramatically 
reduced. 

For  more  information  on  how  Apertus’  ultimate 
TN3270  server  solution  solves  the  case  of  TCP/IP- 
to-SNA  integration,  call  1  800  333-0855,  or  catch 
us  on  the  Internet:  http://www.apertus.com.  apertus* 

ENTERPRISE-STRENGTH  SOLUTIONS 
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commerce  servers. 

Another  net  failure  was  the  first  incar¬ 
nation  of  MecklerMedia’s  MecklerWeb, 
originally  envisioned  as  a  high-concept 
place  where  the  Fortune  100  could  foster 
“domains  of  content.”  But  when  only 
one  paying  customer  had  signed  up  after 
six  months  of  development,  the  site  had 
its  plug  yanked  within  days  of  going  up 
and  was  subsequendy  repositioned  with 
a  more  modest  goal,  promoting 


MecklerMedia’s  own  products. 

On  the  other  hand,  Branch  Internet 
Services,  Inc.’s  Branch  Mall  (http:// 
branch.com/),  the  first  Web  mall,  is  still 
in  business,  with  1 30  or  so  retail  clients  as 
well  as  other  storefronts  in  a  parallel 
Branch  Business  Center  area.  A  basic 
presence  can  cost  as  litde  as  $2,000  per 
year,  with  a  major  corporate  presence 
cosfing  $100,000  to  $200,000. 

“Two  thousand  dollars  a  year  is  low 


enough  that  most  companies  can  afford 
it  simply  for  visibility,  without  being  con¬ 
cerned  about  generating  revenue,”  says 
Jon  Zeeff  (jon@branch.com),  president 
of  Branch  Internet  Services.  “And  if 
you’re  a  major  company,  a  few  hundred 
thousand  dollars  is  probably  only  a  frac¬ 
tion  of  your  total  advertising  budget.” 

Small  gift  retailers  are  reporting  sales 
of  hundreds  of  dollars  per  week,  esti- 
mates  Zeeff  —  enough  to  justify  continu¬ 


ing  the  experiment  if  nothing  else. 

As  of  early  July  1995,  Branch  Business 
Center  customer  Network  Express,  Inc. 
reported  that  the  Internet  brought  in 
about  5%  of  sales  of  its  ISDN  products, 
which  cost  $10,000  or  more.  Over  the 
summer,  the  company  planned  to  set  up 
a  separate  Web  site  and  negotiate  for 
pointers  between  the  independent  and 
mall  sites,  and  to  ISDN  informadon  else¬ 
where  on  the  Internet. 

Why  an  individual  site?  “Because 
we’re  now  more  familiar  with  Internet 
technology  and  [we  want]  to  establish  a 
direct  presence  on  the  Internet,”  states 
Wendy  Wytyshyn,  manager  of  marketing 
communications  at  Network  Express. 

Taking  advantage  of  the  Internet 

As  companies  like  Network  Express 
demonstrate,  the  learning  curve  for  the 
Internet  is  so  sharp  you  can  almost  feel  it 
and  the  changes  come  so  fast  you  can  all 
but  hear  the  cybersonic  boom. 

“I  don’t  think  most  companies  have 
thought  through  exactly  how  the 
Internet  will  play  into  their  corporate 
strategies.  But  they  sense  it’s  a  big  issue 
and  that  they  need  to  start  experiment¬ 
ing,”  says  Jeff  Kvaal,  senior  consultant  in 
Ernst  &  Young’s  MultiMedia  Services 
Group. 

“From  a  retail  and  wholesale  perspec¬ 
tive  —  for  any  consumer  products  —  the 
Internet  will  be  a  wonderful  opportunity 
to  eliminate  costs  and  lower  retail 
prices,”  suggests  John  Bly,  international 
director  of  retail  and  wholesale  consult¬ 
ing  for  AT&T. 

Within  the  next  decade,  he  predicts, 
on-line  ordering  —  via  such  means  as 
computer  and  television  —  will  account 
for  some  20%  of  the  retail  market. 

“It’s  important  to  know  why  you’re 
doing  this,  whether  it  makes  sense,” 
Zeeff  states.  “Your  information  can  be 
seen  globally,  but  is  it  widely  relevant? 
Can  your  product  or  service  be  shipped 
or  given  to  people  everywhere?” 

Case  in  point:  One  Branch  Service 
client,  AllWeather,  Inc.,  sells  pool  alarms 
within  the  U.S.  But  it  got  a  $40,000  order 
from  a  distributor  in  the  Netherlands 
thanks  to  its  Internet  presence. 

It’s  also  important  to  know  what 
you’re  trying  to  accomplish,  he  adds.  For 
example,  not  all  of  his  clients  are  trying 
to  sell  on-line.  Some  use  the  Internet 
simply  as  a  lead-generation  tool  that 
enables  them  to  collect  information  that 
shapes  follow-up  sales  eff  orts. 

Whether  to  join  a  mall  or  have  a  stand¬ 
alone  presence  depends  on  the  size  and 
nature  of  your  company.  If  you’re  a  well- 
known  company  such  as  Apple 
Computer,  Inc.,  IBM  or  Microsoft  Corp., 
people  are  likely  to  find  you  on  the 
Internet.  But  for  smaller  and  more  spe¬ 
cialized  companies,  being  part  of  a  mall 
may  get  you  in  contact  with  customers 
who  might  otherwise  not  find  you. 

For  would-be  on-line  mall  partici- 

continued  on  page  14 
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Why  take  on  the  challenge 
of  ATM  alone? 

Let  Centron  be  your  guide. 

Migrating  to  ATM  is  an  exciting  challenge.  But  it's  one  you  shouldn't  take  on 
without  the  right  expertise  and  technology. 

Centron  is  your  single  source  for  planning,  building  and  installing  corporate 
networks  nationwide,  and  our  experience  can  help  you  navigate  the  waters 
of  emerging  technologies  like  ATM. 

We  offer  a  wide  range  of  ATM  products  including  the  IBM  8260 
Multiprotocol  Intelligent  Switching  Hub,  the  IBM  8281  LAN  Bridge  for 
integrating  existing  LANs  into  your  ATM  network  and  the 
IBM  8282  Workgroup  Concentrator. 

And  Centron  specializes  in  network  integration  services  to 
make  sure  your  solutions  are  timely  and  cost  effective.  That's 
why  IBM  selected  Centron  as  a  1995  Premier  Business 
Partner. 

With  a  guide  like  Centron,  there's  no  telling  how  far  your 
company  can  go. 


Call  today  hr  your 
free  copy  of  Centron's 
1995  Network  Resource 
Guide,  with  144  pages  of 
internetwork  and  host 
connectivity  solutions! 


CENTRON 


Network  solutions 

1-800-258-6636 

IBM  is  a  registered  trademark  of  the  International  Business  Machines  Corporation 
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Real  Problem.  Rail  Europe,  the  exclusive  sales 
agent  for  most  European  railways,  needed  a  way  to  offer  their 
huge  database  of  schedule  and  fare  information  to  travel 
agents  all  over  the  world. 

Real  Solution.  Sprint  Business  put  them  on  track  with  SprintNetf 
the  world’s  largest  public  data  network,  with  access  from  45  countries. 
What’s  more,  with  X  .25  packet  switching  and  highly  reliable  access  at  up  to 
256kbps,  Rail  Europe  has  quickly  become  the  only  stop  for  thousands  of 
travel  agents  in  the  U.S.,  and  as  far  away  as  Japan  and  Australia. 

All  they  need  is  a  PC  and  the  price  of  a  local  call  to  book  virtually  any 
train  in  Europe  and  the  former  Soviet  Union.  24  hours  a  day. 

Sprint  Business  technology  helped  Rail  Europe. 

Let  us  help  your  business  do  more  business. 


Thanks  to  Sprint  Business, 
Rail  Europe  increased  its  speed 
to  256  kilobits  per  second. 


Sprint 

Business 


1-800-669-4700 


©1995  Sprint  Communications  Company  L.P. 


continued  from  page  12 
pants,  “Ask  about  technical  capabilities, 
like  connection  speed,  reliability, 
whether  they  offer  secure  servers,”  Zeeff 
suggests.  “Can  orders  be  forwarded  to 
you  by  fax  or  courier  as  well  as  E-mail?” 

Other  advice 

Ask  what  the  provider  does  to 
enhance  mall  visibility.  Does  the  compa¬ 
ny  advertise  and  promote?  What  types  of 


links  do  they  arrange  for?  And  do  they 
support  other  non-Web  Internet  access 
methods,  like  Gopher  and  E-mail? 

Be  sure  to  compare  costs  based  on 
what’s  offered.  One  client  got  bids  rang¬ 
ing  between  $10,000  and  $70,000  for  the 
same  level  of  service. 

If  you  do  join  an  Internet  mall,  give  it 
time  to  work.  Branch  Service’s  standard 
contract  is  for  one  year  because  partici¬ 
pants  may  need  that  much  time  for  their 


Web  shops  to  show  results. 

And  don’t  think  that  once  you’ve  put 
up  your  Web  page  or  any  other  Internet 
presence  that  your  job  is  done,  cautions 
Glee  Cady,  manager  of  information  ser¬ 
vices  with  Netcom  On-Line  Com-muni- 
cations  Services,  Inc.  and  coauthor  of 
Mastering  the  Internet.  (Sybex,  1995). 
“Putting  it  on  the  Internet  is  the  easy 
part;  keeping  it  there  is  the  hard  part.” 

By  keeping  it  there,  Cady  is  referring 


GET  A  RUNNING  START  ON 
NETWORLD+INTEROP  BEFORE 
EVER  USING  YOUR  FEET. 

conference  schedule,  and  more.  After 
the  show,  N+I  Online!  also  makes  it 
easy  to  continue  your  education  and 
follow  up  on  the  products  that  most 
interest  you.  As  the  first  Virtual  Trade 
Show,  N+I  Online!  is  the  fastest  way 
to  find  out  exactly  what’s  going  on  at 
NetWorld+Interop  95  Atlanta.  So  jump 
on  the  Web  today — and  get  a  running 
start  on  the  networking  summit. 

NETWORLD+INTEROP 

Conference:  Sept.  25-29, 1995  •  Exhibition:  Sept.  27-29, 1995  •  Atlanta,  Georgia 

O  1995  SOFTBANK  Exposition  ana  Conference  Company.  Interop  is  a  registered  trademark  of  SOFTBANK  Expos.  NetWork!  Is  a  service  mark  of  Novell  Inc.  All  other  names  are  the  property  of  their  respective  holders. 

-  CAPITALIZING  ON  THE  INTERNET 


Check  out  N+I  Online!,  the  interactive 
extension  to  NetWorld+Interop.  Just 
access  N+I  Online!  via  the  Web  and 
review  key  products,  exhibitors  and 
events  before,  during,  and  after 
NetWorld+Interop  95  Atlanta.  Browse 
the  virtual  booths  of  the  industry’s 
top  vendors.  Explore  the  interactive 
show  floor.  Preview  the  very  latest 
networking  technologies.  Plan  your 


N+I  Online!  on  the  Web 

Sept.  11  through  Oct.  1.3,  1.995 

http://www.interop.com 

Sponsored  by  CMP  Publications 
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to  the  need  to  keep  your  information 
fresh  and  useful.  “Somebody  has  to 
maintain  and  update  content,  including 
removing  obsolete  items.  Somebody  has 
to  respond  responsibly  to  all  messages. 
And  somebody  has  to  make  sure  that  all 
the  parts  of  your  presence  —  Web  pages 
and  pointers.  Gopher  menus,  etc.  —  are 
still  working,”  Cady  says.  “If  you’re  doing 
customer  service  via  the  Internet,  you 
have  to  make  sure  that  your  customer 
service  representatives  are  trained  in 
using  the  Internet. 

This  is  the  year  that  advertisers  discov¬ 
ered  the  Web  and  tried  to  use  it  as  if  it 
were  a  blend  of  the  best  features  of  print 
and  broadcast  media. 

So,  “what’s  your  content  loss  leader?” 
asks  Larry  Chase,  president  of  The 
Online  Advertising  Agency  (http:// 
www.advert.com)  and  creator  of  the 
“Web  Digest  for  Marketers,”  a  biweekly 
on-line  bulletin  that  reports  on  new  mar¬ 
keting  and  marketing-related  Web  sites. 

“You’re  competing  with  tens  of  thou¬ 
sands  of  sites  for  attention  and  your 
potential  viewers  have  only  limited  time 
they  can  spend  browsing  the  Internet 
each  week.  You  need  a  loss  leader,  some¬ 
thing  that’s  of  value  that  you’re  willing  to 
make  available  for  free  to  visitors  to 
bring  them  in,”  Chase  says. 

His  advice:  “Focus  on  a  target  group. 
Figure  out  what  informadon  is  valuable 
to  that  group  that  they’d  otherwise  pay 
for,  and  use  that  to  bring  them  in.” 

Bringing  them  in  is  one  challenge. 
But  “you  also  have  to  tell  them  it  exists,” 
Chase  adds.  “Do  that  by  cross-linking 
your  site  with  affinity  partners  and  with 
appropriate  aedvity  in  Usenet.  Also  step 
outside  the  Internet  for  awareness-build¬ 
ing:  Go  cross-technology  with  tune-in  ads 
on  radio,  print  and  other  media.” 

(For  more  on  how  to  bring  the  world 
to  your  Web  site,  see  “Hello  —  Is  there 
anyone  out  there?”  page  33.) 

Once  you’ve  managed  to  attract  users 
to  your  site,  what  will  encourage  them  to 
check  out  what’s  there?  In  other  words, 
what  makes  a  good  Web  site? 

“Mercifully  short-loading  graphics,” 
Chase  says,  along  with  a  natural  pathway 
to  the  information  a  user’s  seeking. 
“Companies  often  present  their  Web  site 
as  'Here’s  a  top-down  look  at  our  com¬ 
pany:  our  mission,  our  business  units 
and,  eventually,  here’s  our  products.’  It 
should  be  the  other  way  around:  'Here’s 
tangible  informadon  about  our  prod¬ 
ucts,  and  you  can  look  here  for  more 
about  our  company  if  you  care.” 

Chase  also  recommends  making  the 
site  as  easy  to  use  as  possible.  “Put  a 
search  engine  —  some  way  to  easily 
search  within  your  information  —  right 
at  the  top.”  X 

Dern  (ddem@world.std.com)  has  been 
using,  writing  and  speaking  about  the 
Internet  for  over  a  decade.  He  is  also  the 
author  of  The  Internet  Guide  for  New 
Users  (McGraw-Hill).  Check  out  his  Web  site 
at  http://wiinu.dem.  com: 2 205. 
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Sounds  pretty  scary,  doesn't  it?  But  if  you  stapled  it  with  technology  made  by  Motorola,  you  can 
still  feel  secure.  We'll  help  you  handle  the  transition  from  analog  to  digital.  With  high  speed 
modems  that  will  connect  at  the  highest  speed  possible.  (We  drove  the  standard.)  Frame  Relay 
Access  Devices  that  let  you  use  as  much  bandwidth  as  you  need,  when  you  need  it.  And  digital 
modems  for  ISDN  that  let  you  zip  along  the  Internet.  And  because  it's  made  by  Motorola,  you 
won't  have  to  cross  your  fingers  every  time  you  staple.  For  details,  call  1  800  766-4883. 


Motorola  is  a  trademark  of  Motorola.  Inc.  '01095  Motorola,  Inc, 
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So  you’re  ready  for  ISDN.  The  question  is,  is  your  ISDN  vendor  really  ready  for  you? 

It  is  if  you  call  Xyplex.  No  one  comes  close  to  our  range  of  ISDN  products  and  depth 
of  expertise.  From  cost-effective  BRI  connections  at  remote  sites,  where  easy  implementation 
is  key.  To  high-performance  PRI  functionality  at  the  central  site  offering  segmentation  and 
distributed  applications  support.  And  only  Xyplex  could  develop  FocalPoint,  the  industry's 
first  windows-based  ISDN  configuration  tool.  So  you  can  easily  and  confidently  configure 
and  reconfigure  your  own  ISDN  connections. 

Part  of  a  $12  billion  company,  Xyplex  has  spent  the  last  11  years  building  a  revolu¬ 
tionary  cohesive  architecture  that  couples  advanced  bandwidth  management  and 
compression  with  ISDN  services  so  you  can  squeeze  the  utmost  performance  out  of  every 
dollar  you  spend  on  WAN  charges.  Which  explains  why  we’re  delivering  results  that  save 
you  money  while  other  vendors  are  still  marketing  promises  and  partial  solutions. 

To  learn  how  we’re  making  ISDN  work  for  Xyplex  customers,  call  for  the  ISDN  Solutions 
Book  today. 


Send  me  the  Xyplex  ISDN  Solutions  Book. 


800-338-5316 


internet:  info@xyplex.com  or  send  this  coupon 
to  Xyplex,  295  Foster  Street,  Littleton,  MA  01460-9902 

Name _ 

Company _ 

Title _ 

Address _ 

City _ State _ Zip _ 

Tel  Fax 


Not  only  does  Xyplex  have  more  ways  to  make  ISDN  work  for  you,  we  have  more  ways  for  you  to  find  out  about  our  ISDN  Solutions. 


-mail  us  at  mfo@xyplex.com. 

O 

r  visit  our  web  site  at  www.xyplex.com. 

e’re  ready  when  you  are. 
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Application  for  FREE  Subscription 


□  Yes!  I  want  my  FREE  subscription 

to  NetworkWorld.  □  No.  Thank  You. 


NetworkWorld 

THE  NEWSWEEKLY  OF  ENTERPRISE  NETWORK  COMPUTING 


To  qualify:  You  must  supply  your  company  name  and  address. 
Name _ 


Title 

Company 

Address 

Citv 

State 

Zip 

Business  phone  ( 

Business  FAX  ( 

> 

Internet  address 


□  My  home  address  is  also  my  business  address. 

Optional  delivery  address: 

Enter  your  home  address  below  if  your  company  will  not  accept  delivery  at  your  business  address: 

Street  address  City  State  Zip 

If  military,  please  specify  branch  and  base: _ 

If  government,  please  specify  division:  _ 

Publisher  reserves  the  right  to  serve  only  those  individuals  who  meet  publication  qualifications.  Incomplete  forms  will  not  be  processed. 


Industry:  (check  one  only) 


01.  □  Manufacturers  (other) 

02.  □  Finance/Banking 

03.  □  Insurance/Real  Estate/Legal 

04.  □  Health  Care  Services 

05.  □  Hospitality/Entertainment/Recreation 

06.  □  Media/TV /Cable/Radio/Print 

07.  □  Retail/Wholesale  Trade/Business  Services 

08.  □  Transportation 

09.  □  Utilities 

10.  □  Education 

11.  □  Process  Industries  (Mining/Construction/ 

Petroleum  Refining/Agriculture/Forestry) 


12.  □  Government  (Federal/State/Local) 

13.  □  Military 

14.  □  Aerospace 

15.  □  Consultants  (Independent) 

16.  □  Carriers/Interconnects 

17.  □  Manufacturers  (Computer/Communications) 

18.  □  Resellers  of  Computer/Network  Products 

(VARs,  VADs,  Distributors) 

19.  □  Systems/Network  Integrators 

20.  □  Distributors  (Computer/Communications) 

21.  D  Other  (please  specify) _ 


What  is  your  job  function?  (check  one  only) 

NETWORK  IS  MANAGEMENT: 


1.  □  Networking  Management 

2.  □  LAN  Management 

3.  □  DatacomyTelecom  Management 

4.  □  IS,  IT,  MIS,  Systems  Management 

5.  □  Engineering  Management 


6.  □  Corporate  Management  (CIO,  CEO,  Pres.,  VP, 

Dir.,  Mgr.,  Financial  Management) 

7.  □  Consultant  (Independent) 

8.  D  Other  (please  specify) _ 


What  is  the  total  number  of  sites  for  which  you  have  purchase  influence? 

(check  one  only) 


1.0  100+  3.  □  20  -  49  5.  □  2-9  7.  □  None 

2.  □  50  -  99  4.  □  10-19  6.  □  1 


What  is  your  scope  and  involvement  in  purchasing  decisions  for  network 
products  &  services  for  your  enterprise? 


A  SCOPE  (check  one  only) 

1.  □  Corporate, 'Enterprise 

2.  □  Department 

3.  □  None 


B.  INVOLVEMENT  (check  all  that  apply) 

1.  □  Recommend/Specify 

2.  □  Approve 

3.  □  Evaluate 

4.  □  Determine  the  need 

5.  □  None 


Check  ALL  that  apply  in  Columns  A  and  B: 

A.  I  am  involved  in  the  purchase  of  the  following  products/services: 

B.  I  plan  to  purchase  the  following  products/services: 


A  B 


□ 

1WI 

□ 

LOCAL-AREA  NETWORKS 

□ 

01. 

□ 

Local-Area  Networks 

□ 

02. 

□ 

Network  Op.  Sys.  Software 

□ 

03. 

□ 

LAN  Storage/Backup 

□ 

04. 

□ 

Optical  LAN  Storage/Backup 

□  05. 

□ 

Disk  LAN  Storage/Backup 

□ 

06. 

□ 

Tape  LAN  Storage/Backup 

□ 

07. 

□ 

RAID  LAN  Storage/Backup 

□  08. 

□ 

Network  Test/Diagnostic  Tools 

□ 

09. 

D 

Cables,  Connectors,  Baiuns 

□ 

10. 

□ 

UPS 

□ 

11. 

□ 

Network  Interface  Cards 

□ 

12. 

D 

Peer-to-Peer  LANs 

□ 

13. 

□ 

SNMP  Network  Management 

□ 

14. 

□ 

ATM  Switches 

□ 

15. 

□ 

Token-Ring  Switches 

□ 

16. 

□ 

Ethernet  Switches 

□ 

17. 

□ 

Remote  LAN  Access/Communications 
Servers 

□ 

18. 

□ 

Superservers 

□ 

19. 

□ 

File/Application  Servers 

□ 

20. 

□ 

Print  Servers 

A 

B 

□ 

101 

□ 

INTERNETWORKING 

□ 

21. 

n 

Bridges 

□ 

22. 

□ 

Routers 

□ 

23. 

□ 

Bridge/Router 

□ 

24. 

□ 

Gateways 

□ 

25. 

□ 

Intelligent  Hubs/Stackables 

A 

■ 

□ 

102 

□ 

COMPUTERS/PERIPHERALS 

□ 

26. 

□ 

Laptops/Notebooks/Sub-Notebooks 

□ 

27. 

□ 

Micros/PCs 

□ 

28. 

□ 

Minis 

□ 

29. 

□ 

Mainframes 

□ 

30. 

□ 

Workstations 

□ 

31. 

□ 

Terminals 

□ 

32. 

□ 

Printers 

□  33. 

□ 

Cluster  Controllers 

□  34. 

□ 

Monitors 

D  35. 

□ 

Fax/Modem  Boards 

A 

B 

□ 

103 

□ 

REMOTE/WIRELESS  COMPUTING 

□  36. 

□ 

PDAs 

□ 

17 

□ 

PCMCIA  Devices 

□ 

38. 

□ 

Wireless  Data  Services 

□ 

39. 

□ 

Wireless  Data  Equipment 

□  40. 

□ 

Wireless  LANs 

□  41. 

□ 

Cellular  Equipment  &  Services 

A 

B 

□ 

1IU 

a 

INTERNET/ELECTRONIC  COMMERCE 

□ 

42. 

□ 

Internet  Access  Providers 

□ 

43. 

□ 

Firewalls 

□ 

44. 

□ 

Web  Servers/Browsers 

□ 

45. 

a 

Internet  Software  Tools 

□ 

1(15  □ 

SOFTWARE/ APPLICATIONS 

□ 

46.  □ 

Network  Management 

□ 

47.  n 

Systems  Management 

□ 

48.  □ 

Security 

□ 

49.  □ 

Communications  Software 

□ 

50.  □ 

Terminal  Emulation 

□ 

51.  □ 

Word  Processing  . 

□ 

52.  □ 

Operating  Systems 

□ 

53.  □ 

CUent/Server  Applications  Development 

□ 

54.  □ 

Database  Management/RDBMS 

□ 

55.  □ 

Spreadsheet 

D 

56.  □ 

Groupware 

D 

57.  □ 

EDI 

□ 

58.  □ 

E-mail 

□ 

59.  □ 

Windows/Graphical  User  Interface 

□ 

60.  □ 

Multimedia 

□ 

61.  □ 

Graphics/DTP 

□ 

62.  □ 

Remote  Access 

□ 

63.  □ 

Imaging 

□ 

64.  □ 

Suites 

□ 

65.  □ 

Middleware 

□ 

66.  □ 

Document  Management 

□ 

67.  □ 

Database  Server 

□ 

68.  a 

Site  Metering  Tools 

□ 

69.  □ 

Computer-Integrated  Telephony  (CIT) 

A 

□ 

iii6  a 

WIDE-AREA  NE  TWORK  EQUIPMENT  & 
SERVICES 

□ 

70.  □ 

Frame  Relay  Equip./Services 

□ 

71.  □ 

Modems 

□ 

72.  □ 

FT-l/T-l/T-3  Multiplexers 

□ 

73.  □ 

FT-l/T-l/T-3  Services 

□ 

74.  □ 

SONET 

□ 

75.  □ 

Inverse  Multiplexers 

□ 

76.  □ 

SMDS 

□ 

77.  □ 

Asynchronous  Transfer  Mode 

□ 

78.  □ 

Diagnostic/Test  Equipment 

□ 

79.  □ 

DSU/CSU 

□ 

80.  □ 

VSAT/Satellite 

□ 

81.  □ 

ISDN  Equipment  &  Services 

□ 

82.  □ 

PBXs 

□ 

83.  □ 

Voice  Mail/Response 

□ 

84.  □ 

Videoconferencing 

□ 

85.  □ 

Leased  Lines 

□ 

86.  □ 

Switched  Data 

□ 

87.  □ 

E-mail/On-line  Services 

□ 

88.  □ 

800/900/MTS  Services 

□ 

89.  □ 

Virtual  Networks 

□ 

90.  □ 

Outsourcing/Systems  Integration  Services 

□ 

91.  □ 

Education/Training  Services 

□ 

92.  □ 

None  of  the  above  (1-91) 

What  is  the  total  number  of  LANs,  workstations/nodes  at  this  location/ 
in  your  organization? 


At  this  location: 
LANs 


Workstations/ 

Nodes 


Entire  organization: 

LANs 


Workstations/ 

Nodes 


1.  □  5;000+  □ 

2.  □  1,000  -  4,999  □ 

3.  □  100  -  999  □ 

4.  □  50-99  □ 

5.  □  10-49  □ 

6.  □  1-9  □ 


1.  □  5,000+  □ 

2.  □  1,000  -  4,999  □ 

3.  □  100  -  999  □ 

4.  □  50  -  99  □ 

5.  □  10-49  □ 

6.  □  1-9  □ 
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A 

B 

□ 

55 

a 

□ 

01. 

□ 

□ 

02. 

□ 

□ 

03. 

□ 

□ 

04. 

□ 

□ 

05. 

□ 

□ 

06. 

□ 

□ 

07. 

□ 

□ 

08. 

□ 

□ 

09. 

□ 

A 

B 

□ 

56 

□ 

□ 

10. 

□ 

□ 

11. 

□ 

□ 

12. 

□ 

□ 

13. 

□ 

□ 

14 

□ 

□ 

15. 

□ 

□ 

16. 

□ 

□ 

17. 

□ 

□ 

18. 

□ 

□ 

19. 

□ 

□ 

20. 

□ 

□ 

21. 

□ 

8 

Check  ALL  that  apply  in  Columns  A  and  B: 

A  The  following  network  platforms  are  currently  installed: 

B,  The  following  network  platforms  are  planned  for  purchase: 


A  B 


NETWORK  ARCHITECTURES 

□ 

57 

a 

LAN  ENVIRONMENT 

SNA 

□ 

22. 

□ 

4M  Token  Ring 

DECnet 

□ 

23. 

□ 

16M  Token  Ring 

TCP/IP 

□ 

24. 

□ 

Ethernet 

Novell  IPX/SPX 

□ 

25. 

□ 

100M  Ethernet 

APPC/APPN/LU  6.2 

□ 

26. 

□ 

StarLAN 

NETBIOS 

□ 

27. 

□ 

FDDI 

AppleTalk 

□ 

28. 

□ 

LocalTalk 

NFS 

□ 

29. 

□ 

lOBase-T 

Other  (please  specify) 

□ 

30. 

□ 

ATM 

NETWORK  OPERATING  SYSTEM 

□ 

A 

31. 

□ 

B 

Other  (please  specify) 

Microsoft  (LAN  Manager) 

□ 

58 

LI 

COMPUTER  OPERATING  SYSTEM 

Novell  (NetWare  2.X,  3.X) 

□ 

32. 

□ 

DOS 

Novell  (NetWare  4.X) 

□ 

33. 

□ 

Unix/Xenix/ AIX 

Windows  NT 

D 

34. 

□ 

OS/2 

Windows  NT/Advanced  Server 

□ 

35. 

□ 

OS/2  Warp 

LocalTalk  (AppleTalk) 

□ 

36. 

□ 

IBM  MVS 

Banyan  (VINES) 

□ 

37. 

□ 

IBM  VM 

IBM  (LAN  Server) 

□ 

38. 

□ 

Digital  VMS 

IBM  (PC  LAN  Program) 

□ 

39. 

□ 

Macintosh 

Artisoft  (LANtastic) 

□ 

40. 

□ 

Windows 

Digital  (Pathworks) 

□ 

41. 

□ 

Windows  95 

Other  (please  specify) 

□ 

42. 

□ 

X  Window  System 

□ 

43. 

a 

Solaris 

□ 

44. 

□ 

Other  (please  specify) 

□ 

45. 

□ 

None  of  the  above  (1-44) 

For  which  areas  outside  of  North  America  do  you  have  purchase  influence? 

(check  all  that  apply) 


1.  □  Europe  3.  □  South  America  5.  □  Middle  East 

2.  □  Asia  4.  □  Australia  6.  □  None 


Do  you  have  or  plan  to  install  clienl/server  networks? 


□  Yes  □  No 


Which  of  the  following  hardware  platforms  are  installed/planned  in 
your  company?  (check  all  that  apply) 


Mainframes 


i. 

IBM 

A  -  Installed 
□ 

B  -  Planned 
□ 

i 

Amdahl 

□ 

□ 

3. 

Cray 

□ 

D 

4. 

Hitachi 

□ 

□ 

5. 

Unisys 

□ 

□ 

Mims 


1. 

IBM 

C  -  Installed 
□ 

D -  Planned 
□ 

2 

Digital 

□ 

□ 

3. 

Tandem 

□ 

□ 

4. 

Unisys 

□ 

□ 

5. 

AT&T  GIS 

□ 

□ 

6. 

HP 

□ 

□ 

7. 

Data  General 

□ 

□ 

Which  of  the  following  do  you  have  installed/planned:  (USE  NUMBERS  ONLY) 


At  this 

E  -  Servers 

ocation: 

F  -  Gients/Nodes 

Entire  org 
G  -  Servers 

anization: 

H  -  Gients/Nodes 

1.  Power  PC 

2.  Power  Macintosh 

3.  Macintosh  (Other) 

4.  Pentium-based 

5. 80486-based 

6.  80386-based 

7.  80286-based 

8.  RISC-based  workstations 

9.  Other 

What  is  the  estimated  value  of  networking  equipment  and  services  that  you 
help  specify,  recommend  or  approve  annually?  (check  one  only) 


01.  □  $100  million  or  more 
02.  □  $50  million  -  $99.9  million 
03.  □  $25  million  -  $49.9  million 
04.  □  $20  million  -  $24.9  million 


05.  □  $10  million  -  $19.9  million 
06.  □  $5  million  -  $9.9  million 
07.  □  $1  million  -  $4.9  million 
08.  □  $500, (XX)  -  $999,999 


09.  □  $250,000  -  $499,999 

10.  □  $249,999  or  less 

1 1.  □  None  of  the  above 


Estimated  gross  annual  revenue  of  your  entire  company/institution: 

(check  one  only) 


1.  □  $10  billion  or  more  4.  □  $100  million  to  $499.9  million  7.  □  $5  million  to  $9.9  million 

2.  □  $1  billion  to  $9.9  billion  5.  □  $50  million  to  $99.9  million  8.  □  $4.9  million  or  less 

3.  □  $500  million  to  $999.9  million  6.  □  $10  million  to  $49.9  million  9.  □  None  of  the  above 


Estimated  number  of  employees  at  this  location/in  entire  organization: 

At  this  location:  *  Entire  organization: 


1.  D  Over  10,000 

2.  □  5,000  -  9,999 

3.  □  2,500-4,999 


4.  □  1,000  -  2,499 

5.  □  500  -  999 

6.  □  499  or  less 


1.  □  Over  10,000 

2.  □  5,000  -  9,999 

3.  □  2,500  -  4,999 


4.  □  1,000  -  2,499 

5.  □  500  -  999 

6.  □  499  or  less 
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That  or  dollar  bill  is 
undergoing  some  surprising 
transformations  as  the  corporate 
world  sets  up  shop  on  the  Internet. 
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By  Mark  Gibbs 


here’s  an  old  Scottish  proverb:  “Money  is  flat  and  meant  to 
be  piled  up.” 

That’s  simple  enough  when  you’re  talking  coins  and  bills,  but 
when  the  money  exists  as  whizzing  bits  of  data  in  an  on-line  environ¬ 
ment,  things  can  get  complicated  pretty  fast.  For  all  the  excitement 
surrounding  business  on  the  Internet,  there  are  a  slew  of  problems 
that  need  to  be  addressed  before  corporations  can  really  begin  to 
pile  up  the  virtual  money. 

On-line  business  pioneers  have  to  deal  with  such  con¬ 
cerns  as  the  cost,  speed  and  availability  of  Internet 
connections  in  target  markets,  as  well  as  how  to  sup¬ 
port  secure  data  transfers.  But  arguably, 
the  most  important  issue  of  them  all  is  how 
to  perform  financial  transactions  —  a  tan¬ 
gled  knot  of  problems  that  runs  the  gamut 
from  the  technical  (actually  verifying  transac¬ 
tions)  to  the  socially  and  legally  thorny  issue  of 
ensuring  customer  privacy. 


r 


_r 

f 


Going  into  solutions 

It’s  not  as  though  financial  transactions 
can’t  be  conducted  on-line  today.  Electronic 
commerce  takes  place  every  day  on  private 
value-added  networks  (VAN)  and  the  on-line 
services  provided  by  such  companies  as 
CompuServe,  Inc.  and  America  Online,  Inc. 

For  VANs,  there  is  little  problem  in  estab¬ 
lishing  acceptable  protocols  and  guaranteeing 
privacy  and  security.  The  on-line  services  pro¬ 
vide  a  similar  closed  environment  where  risk  is 
minimized  and  a  methodology  for  buying  and  selling 
is  well  defined. 

But  on  the  Internet,  no  such  luxuries  as  predefined  standards  for 
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'  reaction  formats  and  security  exist.  Indeed,  the  commercial  Internet  market  is 
so  dvnamic  and  competitive  that  a  single  standard  for  the  exchange  of  financial 
data  will,  in  all  likelihood,  never  exist. 

Because  financial  transactions  will  take  many  shapes  on  the  Internet,  multiple 
payment  mechanisms  will  be  needed.  For  example,  a  technology  that  allows  mer¬ 
chants  to  profitably  charge  less  than  a  dollar  will  be  as  important  to  the  future  of 


the  Internet  as  systems  for  transferring  millions  of  dollars. 

Such  a  technology  would,  for  example,  let  a  user  pay  10  cents  or  20  cents  for 
an  article  from  an  on-line  archive  or  some  information  from  a  database.  These 
microtransactions  aren’t  really  feasible  using  today’s  credit  cards,  with  their  asso¬ 
ciated  transaction  fees.  But  the  first  challenge  to  solve  is  how  to  securely  transfer 
transaction  data  between  the  buyer  and  seller. 

Managing  moola  at  the  moment 

Some  on-line  sellers  employ  simplistic  approaches  to  the 
problem  —  for  instance,  requiring  customers  to  establish  an 
account  by  telephone  or  other  off-line  method  prior  to  mak¬ 
ing  a  transaction. 

While  this  works  —  it’s  simple  and  familiar  to  consumers 
—  it’s  too  slow  and  inflexible  for  wide-scale  electronic  com¬ 
merce.  More  important,  it  doesn’t  provide  the  instant  grati¬ 
fication  required  for  casual  purchases  on-line.  If  a  cruising 
customer  has  to  go  through  the  work  of  dialing  up  and  estab¬ 
lishing  an  account,  that  person  may  just  forgo  that  impulse 
buy. 

Ease  of  use  in  on-line  systems  is  crucial  because  a  clumsy 
system  is  at  odds  with  the  expectations  of  customers  condi¬ 
tioned  to  fast,  frictionless  sales.  As  any  direct  marketer  will 
tell  you,  an  obstacle,  however  small,  to  placing  an  order  will 
cost  you  business. 

Some  other  sellers  ask  consumers  to  take  the  risk  of  send¬ 
ing  credit  card  data  across  the  Internet.  The  risk  is  probably 
less  than  most  people  believe,  but  the  issue  of  consumer  con¬ 
fidence  —  particularly  in  light  of  the  hype  surrounding 
hackers  and  the  Internet  —  will  loom  ever  larger. 

Another  approach  is  to  show  your  products  on  the  ’Net 
and  then  allow  customers  to  call  an  800  number  to  complete 
the  order.  Grant’s  Florists  (http://florist.com/flowers/ 
flowers.html)  states  on  its  electronic  order  form  that  it 
believes  sending  a  credit  card  number  across  the  network  is 
safe.  But  for  wary  customers,  the  company  provides  an  800 
number  that  can  be  used  to  complete  the  transaction. 

The  problem:  Toll-free  service  is  expensive.  And  like  the 
other  off-line  approaches,  it  really  just  sidesteps  the  chal¬ 
lenge  of  providing  a  secure  and  reliable  means  for  customers 
to  communicate  with  merchants  and  transfer  funds. 

Snoop-proof  links 

The  need  for  a  secure  method  of  connecting  clients  and 
servers  in  the  World-Wide  Web  —  the  dominant  environ¬ 
ment  for  commercial  ventures  —  has  grown  quickly  as  more 
companies  explore  their  electronic  commerce  options. 

Without  a  framework  for  making  purchases  in  complete  pri¬ 
vacy,  the  problem  of  secure  cash  transactions  becomes  acad¬ 
emic. 

Given  the  visibility  of  the  issue,  it  isn’t  surprising  that  some 
early  conflicts  arose  among  proponents  of  alternative 
schemes  for  addressing  die  problem. 

The  major  players  in  this  arena  are  the  companies  in  the 
CommerceNet  Consortium  (http://wrww.com merce.net) , 
which  proposed  a  standard  called  Secure  HTTP  (S-HTTP), 
and  Netscape  Communications  Gorp.,  which  proposed  an 
alternative  approach  known  as  Secure  Sockets  leaver  (SSL). 

Until  this  spring,  a  religious  war  was  waged  over  which 
technology  should  become  the  accepted  standard. 
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Curiously,  the  alternatives  are  not  mutually  exclusive.  In  fact,  they  offer  similar 
services,  such  as  client  and/or  server  authentication  and  end-to-end  encryption 
of  data. 

The  batde  for  dominance  came  to  an  abrupt  end  at  the  Internet  World  show 
in  San  Jose,  Calif.,  last  April,  when  America  Online,  CompuServe,  IBM  and 
Netscape  became  equity  holders  in  Terisa  Systems,  Inc.  —  a  development  house 
for,  and  backer  of,  the  S-HTTP  technology.  They  share  con¬ 
trol  of  the  company  with  Terisa  founders  Enterprise 
Integration  Technologies,  Inc.  and  RSA  Data  Security,  Inc. 

Terisa  will  provide  a  developers’  tool  kit  that  combines  sup¬ 
port  for  both  of  the  existing  protocols. 

The  importance  of  this  event  can’t  be  understated.  It 
removes  much  of  the  fear,  uncertainty  and  doubt  keeping 
potential  merchants  off  the  Web.  The  result  of  the  deal  will 
be  Web  servers  —  probably  available  in  early  1996  —  that  can  carry  out  secure 
transactions  with  clients  supporting  either  technology. 

Moving  money  and  counting  cash  -  virtually 

But  while  a  secure  channel  is  vital,  the  problem  of  transferring  funds  from  one 
party  to  another  requires  more  structure  than  messaging.  This  is  the  realm  of 
electronic,  or  digital,  cash. 

Digital  cash  is  a  generic  term  for  a  set  of  technologies  based  on  cryptography. 

These  technologies  ensure  that  an  information  transfer, 
which  could  concern  money  or  sensitive  information,  is 
auditable,  verifiable,  protected  against  fraud  and,  ideally, 
supports  anonymity. 

A  variety  of  companies  are  working  on  digital  cash  tech¬ 
nologies,  including  First  Virtual  Holdings,  Inc.  and 
Cybercash,  Inc. 

One  of  the  most  talked  about  and,  arguably,  the  most  sig¬ 
nificant  digital  cash  system  is  from  a  Dutch  company, 
Digicash  BV.  Digicash  has  pitched  its  Ecash,  currendy  in  beta 
test,  as  the  basis  for  electronic  commerce  on  the  Internet. 

The  Ecash  client  software  is  available  for  PCs  and 
Macintoshes,  and  software  for  other  platforms  is  under 
development.  Merchants  that  wish  to  support  Ecash  estab¬ 
lish  what  Digicash  calls  cybershops.  Early  adopters 
include  Encyclopedia  Brittanica  (http://www-lj. 
eb.com),  Wired' s  HotWired  Digicash  experiment 
(http://www.hotwired.com/coin),  and  Wade’s  Online 
Grocery  Store  (http://rainer.bnt.com/htbin/wa). 

Customers  who  wish  to  purchase  from  these  shops  need  to 
have  established  Ecash  accounts  —  in  essence,  buying  virtu¬ 
al  cash  with  real  money.  The  actual  exchange  of  real,  physi¬ 
cal  money  is  done  in  the  same  way  diat  checks  and  credit 
cards  are  handled  today. 

The  Ecash  technology  is  quite  complex.  It  is  based  on  dig¬ 
ital  signatures  and  a  public-key  encryption  system.  (See  the 
Digicash  Web  page,  http://www.digicash.com/publish/digi- 
bro.html,  for  an  explanation.) 

Public-key  encryption  involves  a  pair  of  numeric  values  — 
public  and  private  keys.  Messages  encoded  with  the  private 
key  can  only  be  decoded  with  the  public  key.  By  supplying  all 
users  with  its  public  key,  a  bank  makes  it  possible  for  them  to 
decode  any  message  encoded  with  its  private  key.  If  the 
decoding  yields  a  meaningful  message,  the  user  can  be  sure 
that  only  the  bank  could  have  encoded  it. 

Here’s  roughly  how  the  Ecash  system  works:  A  shopper’s 
PC  generates  an  encrypted  note  to  pay  for  something  pur¬ 
chased  on-line.  The  note  is  transmitted  to  a  bank,  which  deb¬ 
its  the  customer’s  Ecash  account  and  uses  its  private  key  to 
digitally  sign  the  note,  ensuring  that  when  it  is  returned  by  a 
vendor,  its  validity  can  be  confirmed.  Once  a  merchant 
receives  the  note,  it  can  confirm  the  authenticity  of  the  note 
using  the  bank’s  public  key.  Alter  five  note  is  returned  to  the 
bank,  funds  are  transferred  to  the  seller’s  account. 

The  beauty  of  this  scheme  is  that  a  note  can’t  be  spent  twice 
without  the  transaction  being  invalidated  immediately. 

More  cash  alternatives 

Digicash  isn’t  the  only  choice.  There  are  now  more  than  a 
dozen  industrial-strength  financial  transaction  systems 

continued  on  page  22 
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Cybercash 

http://www.cybercash.com 

Digicash 

http://www.digicash.com 

First  Virtual  Holdings 

http://www.fv.com 

Hewlett-Packard  Commerce  Approach 

http://www.hpl.hp.co.uk/projects/ 

vishnu/main.html 

IBM  Electronic  Commerce 

http://www.zurich.ibm.ch/Technology/ 
Security/ extern/ecommerce 

Mondex 

http://www.mondex.com/mondex/ 

Netbill  Project 

http://www.ini.cmu.edu/netbill 

NetCheque/NetCash 

http://nii-server.isi.edu/info/NetCheque 

NetChex 

http://www.netchex.com 

NetMarket 

http://www.netmarket.com 

NetScape 

http://www.netscape.com 

Open  Market 

http://www.openmarket.com 

Sandia’s  Electronic  Cash  System 

http://www.cs.sandia.gov/HPCCIT/ 
el-cash,  html 

Software  Agent’s  NetBank 

http://www.charm.net/ 
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that  hotlinks  your  sales  team 
to  the  latest  news,  forecasts, 
and  hottest  sales  leads. 


INTRODUCING  SECURE,  OPEN  SERVER  SOFTWARE  FROM  NETSCAPE. 
Now,  within  your  organization,  you  can  create  a  company  wide  web  for 
publishing  information  online.  And,  with  hyperlink  technology,  your  people 
can  connect  to  information  with  a  simple  point  and  click. 

Netscape  software  includes  encryption  technology  to 
protect  your  work.  Also,  Netscape  Servers  are  based 
on  open  industry  standards  and  are  available  on 
Windows  NT  and  across  UNIX  platforms  from  AT&T,  Digital,  Hewlett- 
Packard,  Silicon  Graphics,  and  Sun.  So,  if  you  want  your  people  totally 
connected,  don’t  just  wire  their  computers:  Hotlink  their  information. 


HOTLINK  TO 
A  FREE  60  DAY 
SERVER  TRIAL 


Call  us  at  1-800-254-5795.  Or  see  us  at  http://info.netscape.com/nwdl 

©1995  Netscape  Communications.  Other  tradenames  referenced  are  the  property  of  their  respective  owners. 
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Occasionally,  you’ll  compromise  and 


eat  a  veggie  pizza  instead 


of  your  favorite — pepperoni. 


Sometimes,  you’ll  even 


talked  into  leaving  a 
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merely  to  beat  traffic. 


But  when  it  comes  to 


Fast  Ethernet 


CENTRAL  SITE  ROUTERS  WAN  BACKBONE  SOLUTIONS  TOKEN  RING  SOLUTIONS  CHASSIS  HUBS  REMOTE  OFFICE 


51995  3Com  Corp.  (408)  764-5000.  3Com.  Etherlink.  Link  Builder.  FMS,  LinkSwitch.  NETBuilder,  and  Networks  That  Go  the  Distance  are  trademarks  of  3Com  Corp.  *Limil  one  per  customer  site  while  supplies  last.  To  learn  more,  visit  3Com’s  World  Wide  Web  site  at  http://www. 3com.com 
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on  your  network, 


We’re  Setting  The  Standards  for 
100BASE-T  Fast  Ethernet. 


Fast  EtherLink ® 


101100  Adapters 


There’s  no  compromise  when  you  choose  3ConT  and  Fast  Ethernet 
for  your  network.  Because  3Com,  the  company  that  standardized 
Ethernet,  has  standardized  Fast  Ethernet. 
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So,  without  lowering  your  standards,  you  have  an  easy  and  reliable 
migration  path  to  a  much  faster  network.  Ten  times  faster,  in  fact. 
3Com  is  always  at  the  forefront  of  networking,  setting  technology 


LinkSwitch 1000 


-4 


10-100  Switch 


standards.  We  bring  you  everything  for  your  high-speed  network, 
from  the  backbone  to  the  desktop.  From  workgroup  switches  that 
enhance  your  performance,  to  hubs  and  adapters  that  bring  100  Mbps 


NETBuilder*  11 


Multiprotocol  Router 


to  your  new  high-end  PCs  and  servers.  From  data  center  switches  that 
eliminate  server  and  backbone  bottlenecks  to  routers  that  integrate 
Fast  Ethernet  with  the  rest  of  your  network.  We  tie  it  all  together. 

Hey,  you  might  compromise  on  leaving  a  game  early,  but  don’t 
play  games  with  your  network.  Implement  3Com’s  Fast  Ethernet 
hardware  into  your  network,  today.  It’s  the  natural  choice. 


Never  lower  your  standards. 


Get  a  free  3Com  Fast  Ethernet  hub*  with  our  Fast  Start  program.  Call 
1-800 -NET-3Com  for  complete  details  on  how  to  get  up  to  speed. 
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NETWORKS  THAT  GO  THE  DISTANCE 
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continued  from  page  18 
under  development.  None  are  really 
much  beyond  the  starting  gate  at  this 
point,  but  the  next  few  months  will  see 
some  serious  movement  toward  estab¬ 
lishing  standards  and  marketing  territo¬ 
ry  for  the  contenders. 

Netscape,  the  company  that  controls 
the  dominant  share  of  the  Web  browser 
market,  is  establishing  a  strong  position 
based  on  its  Netscape  Netsite  Commerce 


Server  software. 

In  November  1994,  Netscape 
announced  a  partnership  with  First  Data 
Card  Services  Group’s  Electronic  Funds 
Services,  the  world’s  largest  credit  card 
payment  processor.  The  agreement  will 
enable  banks  to  help  on-line  merchants 
and  users  worldwide  by  providing  real¬ 
time  on-line  card  authorizations.  This 
will  allow  consumers  to  purchase  goods 
via  die  ’Net  using  any  major  credit  card. 


It  should  come  as  no  surprise  that 
Microsoft  Corp.  is  also  developing  a  posi¬ 
tion  in  this  arena.  While  Netscape  and 
First  Data  were  getting  together, 
Microsoft  teamed  with  Visa 
Intemauonal,  Inc.  to  provide  functional¬ 
ly  identical  services  aimed  at  an  even 
broader  market  that  may  even  include 
sales  via  interactive  television. 

Financial  services  on  the  Internet  are 
poised  for  vast  growth.  Merchants  of  the 


1  -800-LAN-WANS 

info@transition.com 

612.941.7600  fax  612.941 .2322 
Minneapolis,  MN  55344  USA 


HIP. 

HOT. 

TOKEN  RING. 


That’s  right.  Token  Ring  managers  —  now  you’re 
cool.  Who  would  have  believed  it  could  happen? 

The  new  industry  standard  has  shown  Token  Ring 
to  be  a  cost-effective,  rock-solid  performer. 

And  the  performance  of  Transition  Networks’ 

StackMasterTR"1  Managed  Hub  beats  that  new 
standard  in  independent  testing  by  an  average 
of  20%,  based  on  80%  utilization. 

StackMasterTR  really  is  the  master  of  Token  Ring 
reliability. 

The  StackMasterTR  eliminates  jitter.  In  fact, 
test  results  with  the  StackMasterTR  showed  no  appreciable 
jitter  with  the  maximum  number  of  stations. 

Using  twisted  pair  cable,  the  StackMasterTR  extends  distances 
on  RI/RO  or  lobe  ports  at  16  Mbps  up  to  400  meters. 

And  this  hub  gives  you  room  to  grow.  Stack  up  to  eight  units 
to  support  128  nodes  per  stack,  with  assured  interoperability. 

The  StackMasterTR.  The  Token  Ring  hub  you’d  expect  from 
a  company  that’s  sold  close  to  one  million  Token  Ring  products. 

So,  now  that  it’s  hip  to  be  Token  Ring,  get  the  hottest  of  the 
hippest  in  hubs  —  the  StackMasterTR  from  Transition. 

And  be  the  big  man  on  campus. 


We  make  networking  simple 
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new  transaction  systems  are  bringing 
their  technologies  beyond  the  develop¬ 
ment  and  testing  phases  and  looking  to 
grab  their  share  of  the  electronic  com¬ 
merce  market. 

If  you  plan  to  use  such  a  system,  you’ll 
have  to  do  some  careful  evaluation  to 
ensure  that  you  have  the  right  services 
for  the  kind  of  business  you  want  to 
establish  on-line. 

Among  other  things,  you’ll  have  to 
explore: 

•  How  complex  is  the  software?  Is  it 
easy  to  use  by  non-computer-savvy 
buyers? 

•  Is  special  hardware  required? 

•  Does  the  system  support  micropay¬ 
ments  (Uansactions  of  less  than  $1)? 

•  Does  it  support  credit  card  and/or 
debit  transactions? 

•  Where  does  the  responsibility  for 


lerchants 


accounting  lie?  With  the  merchant  or 
the  financial  transaction  system  vendor? 

•  What  does  a  transaction  cost?  Is 
there  a  fee  plus  commission  or  just  a 
commission  to  be  paid  to  the  transaction 
system  vendor? 

•  Who  assumes  the  risk  of  fraudulent 
or  stolen  electronic  cash? 

•  How  secure  is  the  system?  Does  it 
support  anonymity  for  customer  transac¬ 
tions? 

•  Is  die  system  suitable  for  the  mer¬ 
chant  environment  and  application? 

Figuring  all  that  out  is  no  easyjob,  and 
that’s  why  approaches  such  as  Netscape’s 
Netsite  Commerce  Server  may  be  suc¬ 
cessful  early  on;  they  integrate  the  trans¬ 
action  service  with  all  the  components 
required  to  create  an  Internet  sales  site. 

Even  more  important  for  the  future 
will  be  financial  transaction  systems  that 
can  support  custom  Internet  applica¬ 
tions  on  multiple  platforms. 

The  bottom  line  is  that  the  race 
between  financial  transaction  system 
vendors  will  produce  a  range  of  work¬ 
able  solutions  within  the  next  year,  and 
that’s  a  big  victory  for  Internet  mer¬ 
chants  and  consumers. 

Companies  that  establish  an  effective 
commerce  presence  on  the  Internet  and 
use  the  right  mechanism  for  collecting 
virtual  funds  will  be  able  to  start  piling 
up  the  cash.  Then,  as  the  late  Senator 
Everett  Dirksen  noted,  “A  billion  here,  a 
billion  there,  and  pretty  soon  you’re  talk¬ 
ing  about  real  money.”  # 
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SIEMENS 


ROLM  Communications 


The  traditional  office  as  we  know  it  is  coming  apart  at 
the  seams.  Sales  teams  are  on  the  road.  Managers  are 
working  off-site.  And  more  and  more  of 
the  workforce  is  telecommuting.  But  with 
ROLM  virtual  office  solutions,  this  transition 
can  be  transparent.  ROLM  virtual  office 
solutions  break  down  the  barriers  of  time,  distance 
and  information  access.  So  your  employees  work 
together  and  respond  to  customer  needs  no  matter 


where  they  are.  From  intelligent  voice  mail  that  can 
place  calls  to  employees  on  their  car  phones  to 
wireless  capabilities  and  worldwide  fax, 
we  can  help  your  team  reach  new  heights 
of  teamwork.  Call  for  our  white  paper  on 
how  we  can  break  down  the  walls  to 
create  the  virtual  office  and  improve  your  information 
infrastructure.  Not  to  mention  how  to  close  the  gap 
between  where  you  are  and  where  you  want  to  be. 


ROLM  RESULTS: 

BRINGING 

WORKGROUPS 

TOGETHER 


YOUR  PHONE  SYSTEM.  IT  COULD  BE  THE  MOST  POWERFUL  TOOL  I  INI  YOUR  COMPANY. 


FOR  MORE  INFORMATION,  GIVE  US  A  CALL  AT  1-800-ROLM-123,  EXT.  54. 
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USA  (617)  551-1000 
U.K.  Ltd.  (44)  1  483-740763 
France  (33)  1  46  62  68  68 
Singapore  (65)  348-6628 
Australia  (61)  2  413-3302 
Germany  (49)  231  9026-610 

1-800-822-8224 

ro; 


Fax  connection:  1-800-285-2802 

(Press  #1  and  select  documents 
#1250  and  #1251) 

Internet:  http://www.microcom.com/ 

Products  available  on  GSA  Schedule. 

©Microcom,  Inc.  1995.  All  rights 
reserved.  Microcom  and  MNP  are 
registered  trademarks  and  Advanced 
Parallel  Technology,  APT,  DeskPorte, 
TravelCard  and  Access  Innovation  are 
trademarks  of  Microcom  Systems,  Inc. 
Microsoft  and  Windows  are  registered 
trademarks  of  Microsoft. 


V.34  Modems 


•  Complete  family 
of  low  priced, 
high  performance 
V.34  modems. 


-DeskPorte™  family 
of  desktop, 
internal, 
and  rackmount 
modems. 


-TravelCard™  family 
of  PC  Card  (PCMCIA) 
modems. 


•  Advanced  features 
such  as  security, 
flash  memory, 
MNP®  10, 
leased  line, 
and  synchronous 
capabilities. 


If  you're  still  transmitting  data  through  a  serial 
port,  perhaps  it's  time  you  took  the  fast  lane. 

At  high  speeds,  a  PC's  serial  port  transfers  data 
one  bit  at  a  time  resulting  in  slower  performance, 
loss  of  data  and  higher  phone  charges.  However, 
Microcom's  Advanced  Parallel  Technology™  (APT™) 
utilizes  the  parallel  port  which  transfers  data  8  bits 
at  a  time.  Exactly  how  speedy 
is  that?  Fasten  your  seat  belt. 


APT  allows  throughput  rates  of  up  to  300  Kbps 
as  opposed  to  only  115  Kbps  with  ordinary  serial 
port  modems.  It's  a  veritable  data  autobahn.  It's  so 
fast  that  Microsoft®  licensed  the  Advanced  Parallel 
Technology  and  built  it  into  Windows®  95. 

Of  course,  all  our  modems  also  include  a  stan¬ 
dard  serial  port  for  DOS,  OS/2  and  UNIX. 

For  more  information,  call  today. 
And  step  on  it. 


microcom 


Access  Innovation.™ 


3B  Start] 


How  our  V.34  modems 
with  Advanced  Parallel 
Technology  solve 
the  serial  port  bottleneck. 
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MISSING  THE  POINT 


byjim  sterne 


%^hame  on  you,  webmasters  of  Corporate  America.  In  your  blinding 
jj rush  to  catch  the  World-Wide  Web  wave,  you’ve  missed  the  boat. 
You  should  be  strapped  down  and  forced  to  watch  your  own  home 
pages  reload  over  a  300  bit/sec  modem  again  and  again. 

What  are  you  missing?  The  same  thing  your  predecessors  missed 
when  they  combined  radio  spots  with  magazine  spreads  and  called  it 
television  advertising. 

You’re  missing  the  point. 

The  point  of  television  was  that  you  could  show  things  to  people  they 
couldn’t  otherwise  see.  The  point  of  the  Web  is  that  you  can  get  infor¬ 
mation  from  people  you  couldn’t  otherwise  communicate  with. 

Would  you  spend  a  bundle  of  your  hard-won  marketing  budget  on  a 
telemarketing  campaign  simply  to  call  people,  read  a  script  and  then 
hang  up?  Don’t  you  want  to  know  what  they  have  to  say?  What  they 
think?  What  they  want  to  buy? 

Oh  sure,  the  Web  is  a  marketer’s  dream  come  true  if  all  you  want  to 
do  is  publish  product  information  —  your  cost  of  global  distribution  gets 
close  to  zero  as  possible.  And,  yes,  there  are  lots  of  people 
who  would  rather  read  your  product  specs  on-line  than  have 
to  deal  with  an  under-educated,  overpaid  sales  rep. 

But  the  Web  offers  such  a  wonderful  opportunity  for  gather¬ 
ing  information.  Use  it! 

So,  before  you  throw  another  repurposed  brochure  up  on 
your  Web  site,  before  you  scan  in  another  annual  report 
because  it’s  already  been  approved  by  the  corporate  com¬ 
munications  office,  before  you  record  another  worthless,  “Hi  there!  I’m 
the  CEO  of  this  outfit,  and  we’re  pleased  as  punch  that  you’re  here!” 
message,  think  about  using  the  Web  as  an  information  gathering  tool. 

Start  by  watching  the  people  who  took  the  time  to  do  it  well. 

Check  out  Blackbox  (http://www.blackbox.com)  and  see  how  the 
company  asks  users  to  rate  the  value  of  expanding  the  Web  site. 
Blackbox  wants  to  know  if  users  would  prefer  more  product  or  reference 
information,  expanded  ordering  capabilities  or  enhanced  support 
facilities. 

Take  a  tip  from  Apple  Computer,  Inc.  (http://www.apple.com),  which 
doesn’t  ask  how  fast  your  modem  is,  but  whether  you  felt  the  through¬ 
put  was  fast  enough. 

Go  to  your  computer,  log  on  and  study  the  Ragu  Pizza  Sauce  site, 
“Mama’s  Cucina"  (http://www.eat.com),  a  brilliant  piece  of  Web  archi¬ 
tecture.  Users  are  invited  to  participate  —  write  stories,  list  restaurants, 
share  recipes.  Then  you  should  admire,  with  tears  of  admiration  in  your 
eyes,  the  questionnaire  with  almost  50  detailed  shopping,  eating  and 
consuming  questions. 

Fifty  questions?  How  could  they  expect  people  to  bother?  “The 


o,  no,  no! 


response  has  been  overwhelming,”  says  Alicia  Rockmore,  associate 
brand  manager  for  Ragu. 

Tom  Cunniff,  of  the  Cunniff  Consulting  Group  in  New  York,  who 
worked  with  Rockmore,  is  “still  amazed  at  the  number  of  people  who 
take  the  time  to  fill  in  the  form.  After  working  16  years  in  traditional  mass 
advertising,  it’s  gratifying  to  learn  that  if  you  charm  people  and  show  a 
little  respect,  you  can  begin  to  build  real  relationships  between  a  brand 
and  its  customers.” 

People  are  more  interested  in  themselves  than  anything  else.  A  wise 
marketing  manager  is  more  interested  in  clients  and  prospects  than  any¬ 
thing  else.  The  Web  is  the  perfect  place  for  the  two  of  you  to  get 
together. 

As  Michael  Schrage  of  the  MIT  Media  Lab  put  it,  “The  real  value  is  in 
the  interaction.  .  .real  interactivity  isn’t  about  giving  people  more  content 
to  choose  from;  it’s  about  letting  people  create  their  own  content.” 

In  other  words,  make  your  Web  site  their  Web  site.  Ask  people  to 
reveal  themselves  and  they  will. 

Try  to  keep  in  mind  that  your  Web  site  is  not  a  corporate  brochure, 
it’s  a  customer  experience.  Kristin  Zhivago,  editor  of  the  “Marketing 
Technology  Newsletter,”  created  the  water  analogy  for  the  Web: 

“If  your  delivery  medium  was  water,  broadcasting  would  be  like  using 
a  big  hose  to  spray  a  crowd  of  prospects,  hoping  some  of  them  will  enjoy 
getting  wet.  Narrowcasting... is  like  using  a  smaller  hose  and  only  aiming 
it  at  people  who  have  already  expressed  an  interest  in  getting  wet. 
Cybercasting  (marketing  on-line)  is  the  act  of  creating  a  pond  of  water  in 
cyberspace... and  inviting  them  to  come  for  a  swim. " 

The  key  is  to  figure  out  how  to  get  them  to  come,  how  to  get  them  to 
stay,  how  to  get  them  to  come  back  and  how  to  get  them  to  buy  your 
product,  service  or  point  of  view. 

The  rules  are  simple: 

•  Treat  your  Web  site  like  any  other  event  and  market  it.  If  they  don’t 
know  it’s  there,  they  won’t  come. 

•  Concentrate  on  them.  Know  your  audience  and  show  them  what 
they  want  to  see,  not  what  you  want  to  show  them. 

•  Solicit  their  input.  Those  wonderful  people  you  want  to  become 
your  customers  are  sitting  at  a  keyboard,  able  to  respond.  Ask  for  their 
opinions. 

Then  be  sure  you  are  ready,  willing  and  able  to  give  them  what  they 
ask  for.  After  all,  the  Web  is  a  two-way  street.  They  can  easily  walk  the 
other  way.  W 


You  don’t 
understand 
how  radio 
works! 

I  simply 
fade  my 
voice  out 
like  this 
and  cue 
the 

organist...” 


Sterne  is  the  author  of  World  Wide  Web  Marketing  (J.  Wiley  &  Sons, 
October  1995)  and  a  marketing  consultant  in  Santa  Barbara,  Calif.  He 
can  be  reached  at  (805)  965-3184  and  atjsterne@targeting.com. 
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IS  REBUILDING  HIS  COMPANY 


A  NEW  ELECTRONIC  IMAGE 


a  im  Griffin  wakes  up  each  day  wondering  “How  can  I  destroy  the  company?” 
f  For  Griffin,  director  of  technology  for  Los  Angeles-based  Geffen  Records, 
f  destroying  the  company”  means  figuring  out  new  ways  to  employ  technology  to 
restructure  business  processes  and  prepare  for  the  future  in  a  very  competitive 
world.  Among  other  things,  Griffin  is  the  man  responsible  for  making  Geffen, 
which  grossed  $505  million  in  1994,  the  first  company  in  the  music  industry  to 
have  its  own  World-Wide  Web  site. 

‘You  go  broke  in  Hollywood  if  you  only  try  to  do  things  better  and  faster,” 
Griffin  says.  “Technology  has  to  be  the  means  to  do  something  different.  If  all  you 
expect  of  the  network  is  greater  efficiency,  you’ll  be  sorely  disappointed.” 

Griffin  and  his  staff  have  created  a  culture  in  which  all  Geffen  employees  now 
find  the  Internet  “indispensable,”  in  the  words  of  Kim  Estlund,  Geffen  public 
relations  assistant. 

The  art  department  at  Geffen  Records  uses  the  ’Net  to  check  the  status  of 
packages  via  FedEx’s  home  page.  It  also  sends  and  receives  art  from  visual  artists 
and  production  houses,  saving  thousands  of  dollars,  particularly  when  work  from 
overseas  artists  is  involved. 

Assistants  in  A+R  (the  department  responsible  for  artists  and  repertory)  use 
the  Internet  to  maintain  strong  ties  with  college  radio  stations,  listen  in  on  what 
Usenet  newsgroups  have  to  say  about  Geffen  Records’  artists,  and  scan  the  do-it- 
yourself  Web  home  pages  of  various  fan  clubs.  ’Net  access  is  also  highly  encour¬ 
aged  with  Geffen  Records’  business  partners:  for  example,  to  communicate 
between  lawyers  and  to  send  graphics  files  for  cover  art  to  CD-pressing  plants. 

As  Griffin  puts  it,  electronic  mail  is  not  the  reason  to  have  a  network.  But  if 
E-mail  makes  it  possible  for  one  of  Geffen’s  scouts  to  send  in  audio  or  video  of  a 
band  in  New  York  so  the  company  can  sign  die  group  24  hours  faster  —  scoop¬ 
ing  a  competing  label  —  then  the  Internet  has  paid  for  itself. 

And  in  a  business  largely  funded  by  one  act  truly  hitting  the  big  time  (and  pay¬ 
ing  for  all  the  groups  that  turn  out  to  be  middling  successes  or  noble  experiments 
that  fail),  Geffen  Records’  network  strategy  can  make  a  cridcal  difference  to  the 
company’s  success. 

Case  in  point:  Geffen ’s  technology  investments  paid  off  when  the  company  was 
courting  a  hot  group,  Girls  Against  Boys,  a  band  everyone  in  Hollywood  was  anx¬ 
ious  to  sign.  A+R  marketing  staffer  Luke  Wood  marched  the  group  into  the  serv¬ 
er  room  of  the  Geffen  Data  Network  and  asked  band  members  to  explore  their 
technology  dreams. 

It  turned  out  what  they  craved  was  access  to  the  Internet  through  fully-loaded 
laptops,  which  is  just  what  they  were  promised  if  they  signed  with  Geffen  Records. 
Girls  Against  Boys  did  sign,  and  within  24  hours,  band  members  had  top-of-the- 
line  Apple  Computer,  Inc.  PowerBooks  complete  with  a  full  suite  of  Internet 
access  software,  as  well  as  connections  to  America  Online  and  CompuServe. 

For  a  record  label  with  a  stable  of  fewer  than  50  ardsts,  signing  a  major  band 
is  a  coup.  Everyone  at  Geffen  Records  is  pretty  sure  that  aiding  Girls  Against  Boys 
efforts  to  be  totally  hip  —  by  being  totally  wired  —  was  part  of  what  drew  the 
band  to  the  label.  No  other  record  company  netted  the  band  through  its  tech¬ 
nology  department.  And  probably  no  other  record  company  could  have  inspired 
the  confidence  that  it  could  deliver  ready-to-go  Internet  aefion  to  die  musicians. 


Homework 


Averaging  about  110,000  hits  per  week  (and  rising  all  the  time)  ,  the  Geffen 
Website  (http://www.geffen.com)  has  a  home  page  for  every  band  on  die  label. 
Here,  Geffen  Records  artists  display  30-second  video  and  audio  clips,  along  with 
whatever  other  materials  —  text,  images  —  die  ardsts  want  to  provide. 

The  Website  also  provides  easy  links  both  to  GDNow  (an  on-line  CD-ordering 
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service)  and  Pollstar,  a  Web-based  service  that  tracks  band  performance  dates  all 
over  the  world.  The  Pollstar  database  makes  it  possible  for  music  fans  to  scan  by 
date,  name  of  band  and  location.  That  information,  now  instandy  available  and 
current,  used  to  be  transmitted  by  facsmile  and  photocopied  around 
Geffen  Records. 

The  CDNow  link  is  customized  for  the  Geffen  Website:  visitors  are  greeted  with 
a  Kmart-spoofmg  message  “Welcome  Geffen  shoppers,”  and  an  on-screen  button 
returns  them  to  the  Geffen  Website  once  they  are  through  ordering. 

Robert  von  Goeben,  Geffen  Records’  coordinator  of  Internet  content,  says 
there’s  a  good  match  between  the  kinds  of  acts  Geffen  signs  (rock  and  roll)  and 
the  demographics  of  the  ’Net  (mostly  young  men). 

And  since  the  label  is  signing  many  young  artists  putting  out  their  first  records, 
the  newest  crop  of  Geffen  performers  has  gotten  acquainted  with  the  ’Net  in 
school.  Artists  have  friends  that  want  to  help  them  create  Web  pages  or  are  them¬ 
selves  familiar  with  HTML  —  the  lingua  franca  of  the  Web.  For  example,  one  of 
the  band  members  of  Geffen  Records’  act  White  Zombie  did  all  the  design  work 
for  the  band’s  home  page. 

By  having  a  strong  presence  on  the 
Web,  the  company  is  establishing  a 
strong  identity  in  its  strongest  market. 

“Bands  are  now  calling  me  asking  to 
get  involved  [on  the  Web],”  von 
Goeben  says. 

Fluid  mechanics 

The  decision  to  invest  in  its  own 
Web  server  on-site,  rather  than  con¬ 
tract  out  to  a  Web  service  provider, 
aids  in  Geffen ’s  self-education  in  tech¬ 
nology.  The  thinking  is  that  if  Web 
functions  were  contracted  out,  the 
technology  department  would  not  be 
gaining  the  detailed  knowledge  it  is 
eager  to  acquire  of  what  does  and 
does  not  work  in  terms  of  technology, 
user  interface  and  content. 

What’s  more,  Jim  Dinda,  Geffen 
Records’  Macintosh  expert,  says  that 
having  www.geffen.com  onsite  “gives 
us  complete  control,”  so  the  company 
has  total  autonomy  over  uploads, 
downloads  and  crashes  —  if  they 
occur.  The  Web  machine  also  doubles 
as  the  company’s  mail  server. 

Having  the  Website  close  at  hand 
means  it  is  getting  updated,  tweaked 
and  refined  constantly  by  a  staff  whose 
sole  passion  is  creating  way-cool  work¬ 
able  technology  for  the  company. 

Continual  improvement  of  the 
Website,  mostly  through  the  addition 
of  contantly  refreshed  content,  cre¬ 
ates  an  incentive  for  fans  to  keep  revisiting  the  site  to  see  what’s  new. 

“It’s  easier  to  experiment  with  HTML,”  says  Griffin,  and  having  the  Web 
machine  on-site  also  reinforces  the  company’s  vision  that  connecting  to  the 
Internet  is  a  two-way  proposition:  The  company  should  be  creating  fun  and  effec¬ 
tive  content  for,  and  not  just  selling  to,  the  Internet. 

Griffin  makes  it  clear  that  the  Website  should  be  a  space  for  material  that  can’t 
be  obtained  elsewhere  and  not  for  shovelware  —  that  is,  repurposed  material 
from  other  media.  What  kind  of  original  material?  Live  video  feeds  from  the 
snake  pit  (yes,  with  real,  live  snakes)  at  the  house  of  Slash,  one  of  the  members 
of  the  Geffen  band,  Guns  ’N  Roses.  Links  to  fan  home  pages.  And  in  the  future, 
offering  the  spoken  word,  such  as  Geffen  artists  reading  poems  they  like. 

'  Most  companies  view  using  the  Internet  as  gaining  a  market,  bringing  the 
company  to  cyberspace  —  for  example,  using  a  Website  as  a  sales  tool.  We  reject 
that  course;  we  want  to  bring  cyberspace  to  the  company,”  says  Griffin. 

For  example,  Geffen  Records  goes  out  onto  the  ’Net  to  make  use  of  such 
resources  as  the  Internet  Underground  Music  Archive  (IUMA),  a  repository  of 
audio  files  of  mostly  unknown  and  unsigned  groups. 

This  is  not  to  say  Geffen  Records  is  averse  to  using  the  ’Net  for  market 
research.  Ever)'  few  months,  the  company  will  run  a  contest  where  Geffen  Website 
cruisers  voluntarily  supplying  some  basic  demographic  information  —  for  exam¬ 
ple,  where  they’re  from,  their  income  levels,  their  taste  in  music  —  are  entered 
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into  a  drawing  for  free  Geffen  CDs. 

Von  Goeben  says  that  when  they’ve  run  similar  contests  in  magazines,  they’ve 
gotten  responses  from  200  to  300  people.  But  running  the  contest  for  two  weeks 
on  www.geffen.com  garnered  2,500  responses  —  responses  that  had  already 
been  typed  into  electronic  forms  made  available  on  the  Website,  so  there  was  no 
need  for  manual  rekeying.  The  demographic  information  could  immediately  be 
transferred  to  an  Excel  spreadsheet. 

Intangibles 

There  are  other  important,  if  hard  to  quantify,  reasons  for  Geffen  Records’ 
investment  in  the  ’Net.  For  one,  like  all  of  those  in  the  music  industry,  Geffen 
lives  and  dies  by  its  ability  to  satisfy  the  cravings  and  understand  the  sensibilities 
of  the  under-25  age  demographic. 

What  better  way  could  there  be  to  hone  in  on  this  generation  of  Intemet-sawy 
kids  than  to  use  the  ’Net  itself  for  a  listening  post?  And  what  better  way  to  estab¬ 
lish  Geffen  as  a  label  that’s  au  courant  than  to  establish  its  strong  presence  on  the 
’Net,  where  an  entire  generation  of  college  kids  is  hanging  out? 

In  fact,  Griffin  says  “an  inordinate  number”  of  the  visitors  to  the  Geffen 
Records  Website  have  the  suffix  .edu  in  their  home  address  (“a  terrific  demo¬ 
graphic  for  us”),  and  ever-increasing  numbers  are  not  from  the  United  States. 
That’s  a  plus  for  the  company,  which  does  not  have  its  own  international  distrib¬ 
ution  function  in-house. 

Another  benefit  to  the  “Net-ing”  of  Geffen  Records  is  that  its  immediate  cor¬ 
porate  parent,  MCA,  has  recently  gone  to  a  Transmission  Control 
Protocol/Internet  Protocol-based  royalty  payment  scheme  for  artists.  And  with¬ 
out  the  expertise  with  routing  and  ’Net  protocols  the  Geffen  Records  technolo¬ 
gy  department  had  already  gained,  coping  with  the  parent  corporation’s  new  MIS 
demands  would  have  been  far  more  difficult. 

And  as  von  Goeben  points  out,  when  company  higher-ups  are  approached 
about  possible  new  technology  ventures,  a  technical  team  well  versed  in  both  the 
technology  and  culture  of  the  ’Net  can  realistically  assess  such  proposals. 

How  it  happened 

Back  in  1992,  a  now-departed  Geffen  A+R  staff  member  locked  onto  the  value 
of  computer  networking  within  corporations,  inspired  by  the  work  of  Bionomics 
author  Michael  Rothschild.  Rothschild,  much  admired  within  Silicon  Valley,  bor¬ 
rows  from  biology  to  describe  economic  behavior,  and,  among  other  ideas,  active¬ 
ly  advocates  the  use  of  computers  and  networks  to  help  organizations  achieve  the 
same  adaptive,  flexible  responses  as  living  things. 

The  consultant  hired  to  help  map  out  this  internal  networking  of  Geffen 
Records  was  Jim  Griffin,  who  has  experience  in  the  newspaper  business  (and  its 
turn  toward  the  electronic,  whether  in  producing,  archiving,  accessing  or  dis¬ 
tributing  information)  and  bulletin  board  systems. 

To  a  company  that  barely  had  20  computers  for  its  200  employees,  Griffin 
brought  a  vision  of  everyone  on-line  and  equipped  with  a  workstation,  commu¬ 
nicating  both  within  and  beyond  the  corporation,  working  in  a  corporate  culture 
of  reduced  hierarchy  and  optimized  access.  Now,  Novell,  Inc.’s  NetWare  3.12 
links  everyone  within  Geffen  Records  just  as  they  are  all  linked  to  the  outside 
world  through  the  Internet. 

Brass  tacks 

For  its  Website,  Geffen  Records  started  with  a  56K  bit/ sec  link  to  Netcom,  its 
Internet  service  provider,  but  moved  up  to  a  T-l  line  within  a  few  months  of  going 
online.  A  T-3  pipe  may  be  in  the  offing,  particularly  as  Web  hits  increase.  An  Intel 
Corp.  Pentium-based  server  supports  the  site. 

The  company  spends  more  than  $  1  million  per  year  overall  in  computer  and 
communications  hardware,  software  and  services,  keeping  its  users  on  a  constant 
upgrade  path  of  better  workstations  and  connections. 

An  Integrated  Services  Digital  Network  connection  between  Geffen  Records’ 
New  York  City  branch  office  and  headquarters  in  L.A.  gives  the  Manhattan  out¬ 
post  of  the  company  its  access  to  the  Internet 

Geffen  uses  Netscape  Communications  Corp.’s  Web  client  because,  as  Dinda 
says,  “it’s  the  best  one.  It  has  the  most  advanced  features  and  supported  HTML 
3.0  before  anyone  else  did.  Netscape’s  development  cycle  is  the  best  of  any 
around.” 

Geffen  Records  relies  on  common  sense  security  measures  to  protect  the  in- 
house  network  but  has  also  hired  Dan  Fanner  as  a  consultant  to  perform  securi¬ 
ty  audits  a  few  times  a  year  and  to  attempt  network  break-ins.  Farmer,  a  former 
Silicon  Graphics/now  Sun  Microsystems  employee,  is  somewhat  infamous  for 
developing  and  releasing  onto  the  Internet  SATAN,  a  hacker’s  tool  kit  designed 
to  seek  out  network  security  weaknesses. 

continued  on  page  30 
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The  PCI  bus  is  paving  the  way  for  a  new 
generation  of  high-speed  network  technolo¬ 
gies.  And  SMC  is  outpacing  all  competition. 

Now  what  does  that  mean  from  your 
point  of  view? 

It  means  you  can  depend  on  SMC  to 
deliver  the  most  advanced  PCI  networking 
cards  in  the  industry,  with  features,  perfor¬ 
mance,  and  prices  that  are  second  to  none. 

Take  SMC  EtherPower  10/100,  our  PCI 
Fast  Ethernet  card.  It’s  faster  than  Intel’s  and 
offers  better  CPU  utilization  than  the  3Com 
card — at  a  highly  competitive  price. 

According  to  PC  Magazine,  EtherPower 
10/100  is  “an  excellent  choice”  that  “will  give 


the  competition  fits.”  Furthermore,  "If  you 
have  a  fear  of  installing  peripherals,  you’ll  be 
glad  to  hear”  EtherPower  10/100  has  “the 
most  user-friendly  installation  processor  we’ve 
ever  seen.” 

SMC  offers  you  the  most  complete  selec¬ 
tion  of  PCI  products — including  our 
EtherPower  10  Mbps  card,  and  EtherPower, 
a  dual-channel  card  for  today’s  PCI  servers. 

So  if  you’re  looking  for  the  best  for  your 
PCI  system,  look  to  SMC. 

For  a  FREE  26-page  Fast  Ethernet 
guide,  call  SMC  and  ask  for  Dept.  PC06, 
or  access  it  via  the  World  Wide  Web  at: 
http  ://www.  smc  .com/  fe/fe  wp .  html 


1-800-SMC-4-YOU 

Microsoft,  Windows,  and  the  Windows  logo  are  registered  trademarks  of  Microsoft  Corporation.  All  other  trademarks  and  registered  trademarks  are  the  properties 

of  their  respective  holders.  ©Copyright  1995  Standard  Microsystems  Corporation. 
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In  keeping  with  this  practice  of  hir¬ 
ing  those  with  serious  Internet  exper¬ 
tise,  Griffin  recruited  Geffen ’s  Internet 
master  Chris  Bradfield  by  posting  an 
employment  notice  on  the  Internet’s 
al (.wired  newsgroup.  And  the  director 
of  technology  won’t  even  consider  hir¬ 
ing  someone  unless  that  person  has  a 
working  Internet  address:  a  job-candi¬ 
date  with  an  E-mail  address  from  a  new¬ 


bie  service  such  as  America  Online 
probably  wouldn’t  make  the  first  cut  in 
Geffen  technology  recruiting. 

For  the  future 

In  the  near  term,  Griffin  and  his  staff 
are  working  on  developing  an  internal 
Website  for  Geffen  Records,  so  that 
everything  from  human  resources  infor¬ 
mation  to  internal  phone  directories  will 
be  accessible  using  the  Netscape  client. 


Unlike  many  companies  considering 
the  commercial  uses  of  the  Internet, 
Geffen  Records  honors  traditional  Net- 
ethics  of  being  a  good  citizen  that  nei¬ 
ther  spams  nor  solicits.  “There  are  no 
plans  to  annoy  people  on  the  Web,”  says 
Griffin,  by  committing  Netiquette-violat¬ 
ing  gaffes  such  as  sending  out  unsolicit¬ 
ed  mailings  to  lists  of  users  obtained 
from  Geffen  Website  visitors. 

But  to  make  the  Website  more  respon¬ 


sive  to  both  the  global  community  of  the 
Web  and  to  the  increasing  diversity  of 
the  U.S.,  there  are  plans  afoot  to  make 
the  Geffen  Website  multilingual  and 
multinational. 

“Our  prime  goal  is  education.  We 
don’t  care  how  many  records  we  [in  the 
technology  department]  sell,”  says 
Griffin.  The  Geffen  technology  depart¬ 
ment  is  using  the  communications  tech¬ 
nology  of  today  to  learn  how  it  can  be 
leveraged  for  competitive  advantage  in 
the  future.  “The  standard  artist  contract 
is  for  seven  years,  and  we  want  to  show 
artists  we’ll  know  how  to  sell  their 
records  at  the  end  of  their  contracts.” 

As  von  Goeben  puts  it,  “We’ve  been 
given  the  mandate  by  higher-ups,  both 
in  freedom  and  resources,  to  be  R+D.” 

The  heavy  investment  in  Internet 
technology  is  also  consistent  with  the 
company’s  philosophy  of  being  an 
artists’  label,  not  a  commercial  label.  It’s 
not  Geffens’  practice  to  take  out  huge 
ads  in  industry  publications  or  crank  out 
thousands  of  promotional  T-shirts  to 
support  musicians  in  their  artistic  efforts. 


Having  the  Website  close  at  hand 
means  it  is  getting  updated,  tweaked 
and  refined  constantly  by  a  staff  whose 
sole  passion  is  creating  way-cool  work¬ 
able  technology  for  the  company. 


So  involving  musicians  in  the  design  of 
the  Web  pages  (focusing  on  artists)  and 
taking  the  moral  high  road  in  Internet 
marketing  strategy  (no  crass  commer¬ 
cialization)  fits  very  well  with  the  com¬ 
pany’s  existing  corporate  culture. 

Geffen  Records  is  learning  enough 
about  Internet  technology  and  market¬ 
ing  so  the  company  will  be  ready,  for 
example,  when  the  time  comes  that 
audio  masters  of  albums  will  be  down¬ 
loaded  direcdy  to  the  plants  that  manu¬ 
facture  CDs.  Or  when  record  stores  of 
the  future  press  CDs  on  demand  for 
their  customers.  Or  when  customers 
paying  whatever  on-line  royalty  has  been 
worked  out  in  the  new  realm  of  cyberlaw 
get  music  downloaded  for  a  fee  direcdy 
over  the  ’Net.  Or  when  entertainment 
of  all  kinds  is  delivered  quickly,  cheaply 
and  direcdy  to  the  home. 

Griffin  sums  up  his  Internet  philoso¬ 
phy  by  quoting  star  hockey  player 
Wayne  Gretsky:  “Most  follow  the  puck 
and  skate  to  it.  I  figure  out  where  the 
puck  is  going  to  go,  and  wait  for  it.”  U 

San  Francisco-based  Borsook  (loris@ 
well.com )  has  had  journalism,  fiction,  poetry 
and  essays  appear  in  publications  as  dis¬ 
parate  as  Wired,  Newsweek,  IEEE 
Spectrum  and  the  MIT  Press  quarterly, 
Leonardo. 
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Metro-Net  provides  4  Mbps  and  10  Mbps  Data  and  Internet  access  at  the  cost  of 
a  1.5  Mbps  service,  and  you  don’t  have  to  change  your  existing  LAN  configuration. 
It’s  that  simple,  you  can  set-up  a  dedicated  ethernet  connection  into  your  existing 
network,  without  all  the  hassles  associated  with  the  “other”  dedicated  service 
offerings. 

If  there  is  an  interest  on  your  part  there  certainly  is  an  interest  in  ours.  Please  call 
us  und  let  us  know  how  we  can  help.. .the  sky  is  the  limit.  Instead  of  seeing  the  sky 

•  r,  not  touch  it! 

>  fo rmation  Super-Highway  is  just  a  telephone  call  away,  so  what  are  you 

wiring  for .. 


(800)36 


•  Cd  Networks,  Inc.  i80  n.  Stetson,  Suite  5005,  Chicago,  IL  60601 
ice  •  (312)861-4600  Voice  •  (312)861-4699  Fax  •  lnfo@hyperspace.net 
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because  it  practically  pays  for  itself  in  lower  network  costs.  ■  Passport  dynamically 


■  With  a  Magellan  Passport  network,  pocket  change  is  about  all  it  takes, 


Wh 


ere  will  you  find  the 
money  for  a  new  ATM 
network? 


fry  your  pocket. 


allocates  bandwidth  to  voice,  data  and  video  traffic,  so  it  is  significantly  more  cost-efficient 
than  Ti  multiplexers, while  improving  network  performance.  And  it  makes  your  network 
ATM  ready.  ■  So  how  can  you  afford  not  to  get  a  Passport  network?  ■  Together,  we  can 
realize  your  vision.  For  ATM  networks  and  a  free  payback  analysis  kit,  reach  Northern  Telecom 


N&RTEL 

A  World  of  Networks 

Enterprise  Networks  ■  Wireless  Networks  •  Broadband  Networks 
Switching  Networks  •  Network  Applications 


)  1995  Northern  Telecom.  Nortel  and  Magellan  are  trademarks  of  Northern  Telecom. 
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at  1-800-4  NORTEL  (dept  1602)  or  on  the  Internet  at  http://www.nortel.com.  ■ 
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ests  show,  when  it 
comes  to  remote  access 
performance,  we  have 
an  unfair  advantage. 
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You  cun  have  it ,  too.  In  a  straight  up 
comparison  of  three  leading  remote 
access  products,  The  Tolly  Group 
found  RLN"  version  4.0  to  be  across-the-board  the 
fastest  performer  for  four  of  the  most  common 
applications.  Tested  were  Attachmate®  RLN,  Shiva 
LanRover  and  Microsoft®  RAS. 

In  all  fairness,  the  odds  were  stacked  against 
our  competition.  RLN  is  the  only  remote  product  that 
seamlessly  integrates  remote  node  and  multi-user 
application  server  technologies  into  one  solution. 
Everything  from  e-mail  to  host  access,  databases  to 
LAN  access,  runs  at  optimal  speed.  That’s  top  access 
to  any  app,  on  any  network  or  host,  from 


anywhere  using  ISDN,  X.25  or  async. 

RLN  is  not  just  fast,  but  easy,  too.  Remote 
users  can  be  oblivious  to  whether  they’re  using 
RLN  or  the  RLN  Application  Server,  because  the 
system  is  configured  to  choose  the  fastest  possible 
access  path. 

So  if  you  need  a  solution  that  lets  your  remote 
users  get  to  their  applications 
faster  than  any  other,  give  us  a 
call.  We’ll  fill  you  in  on  RLN’s 
speed,  plus  its  superior  security, 
management  and  scalability 
features  and  our  upcoming  ? 

Windows®  95  release. 
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■=, Attachmate  . 

FOR  A  FREE  DEMO  DISK,  TOLLY  RESULTS,  UNDERSTANDING  REMOTE  COMPUTING  WHITE  PAPER  OR  SEMINAR  INFO,  CALL  800-426-6283,  CODE  352.02. 

Or  call  206  644  4010.  Internet  httpyAvww.attachmate.com.  ©1995  Attachmate  Corporation.  All  nghts  reserved.  Attachmate  and  RLN  are  registered  trademarks  of  Attachmate  Corporation.  Microsoft  and 
Windows  are  registered  trademarks  of  Microsoft  Corporation.  LanRover  is  a  trademark  of  Shiva  Corporation.  All  other  brand  and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  owners. 
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The  Internet  today  is  a  lot  like  New  York  City 
—  it  has  an  amazing  array  of  places  to  visit 
and  things  to  do,  but  unless  you  have  a 
good  guidebook  (or  are  good  friends  with  some 
of  the  natives),  you’ll  likely  miss  a  lot. 

And  if  you’re  a  corporation  seeking  to  do 
business  on  the  Internet,  it’s  vital  to  get  into  one 
of  those  guidebooks,  lest  customers  pass  you  by. 
The  Internet’s  equivalent  to  the  guide¬ 
book  is  a  series  of  databases 
that  let  users  quickly  find 
everything  from  specific  World- 
Wide  Web  sites  to  Usenet  post¬ 
ings  on  particular  topics.  Let’s 
take  a  look  at  some  of  the  more  popular  data¬ 
bases  and  how  to  use  them,  then  explore 
how  you  can  get  your  own  information 
on  them. 


have  to  make  sure 
customers  know 
how  to  find  you. 
Here's  how. 


What’s  up? 

One  of  the  oldest  Web-based  resource  guides 
is  the  National  Center  for  Supercomputing 
Applications’  WTiat’s  New  page.  NCSA  started 
What’s  New  not  long  after  it  released  its  original 
graphical  Mosaic  browsers  way  back  in  the  mists 


Is  there 


of  ancient  Web  history, 
a  year  or  so  ago.  Today, 
NCSA  is  handing 
What’s  New  to  Global 
Network  Navigator,  an 


out 


By 

Adam  Gaffin 


advertiser-supported  service  that  O’Reilly  and 
Associates,  Inc.  started  and  recently  sold  to 
America  Online,  Inc.  (Most  of  the  major  Web- 
based  information  search  engines  are  going  com¬ 
mercial  in  one  way  or  another.) 

Three  times  a  week,  What’s  New  provides 
listings  of  200  or  so  new  Web  sites;  these  are 
then  incorporated  into  a  searchable  database. 
To  try  out  What’s  New,  start  your  trusty  Web 
browser  and  point  it  at  this  Uniform  Resource 
Locator  (URL):  http://gnn.com/gnn/wn/ 
whats-new.html. 
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Yeeha! 

V;hoo  was  one  of  several  Web  databases  to  spring  up  about  a  year  ago;  its  name 
'  Is  tor  “Yet  Another  Hierarchically  Organized  Oracle,”  and  like  What’s  New, 
it  is  moving  from  a  college  to  a  commercial  enterprise. 

Yahoo  is  sort  of  a  table  of  contents  to  an  Internet  encyclopedia.  Like  What’s 
New,  it  is  organized  around  overall  Web  sites,  rather  than  specific  documents  on 


those  sites.  So  if  you  want  to  find  sites  related  to  Star  Trek,  for  example,  Yahoo  is 
a  good  place  to  start. 

But  if  you  want  to  find  documents  specifically  related  to  the  material  used  to 
make  Mr.  Spock’s  ears,  you’ll  need  to  use  another  search  engine,  such  as  Lycos 
or  InfoSeek,  described  below. 

Yahoo  currendy  has  links  to  some  30,000  Internet  resources  (mosdy  Web  sites 
but  also  Usenet  and  Internet  Relay  Chat  conferences).  It’s  searchable  in  two  ways 
—  as  a  hierarchical  table  of  contents,  which  is  good  for  general  browsing,  and  via 
a  Boolean  search  form  for  those  fimes  when  getting  informadon  quickly  is  impor¬ 
tant. 

To  get  to  Yahoo,  point  your  Weh  browser  at  http://www.yahoo.com. 

The  spider’s  lair 

Lycos,  at  Carnegie  Mellon  University,  is  named  for  the  predatory  wolf  spider. 
On  the  Web,  Lycos  is  sort  of  the  vacuum  cleaner  of  the  search-engine  set,  suck¬ 
ing  in  ever)'  single  URL  it  can  find,  whether  for  an  enure  site  or  for  specific  doc¬ 
uments  on  those  sites. 

It  does  this  through  an  automated  program,  known  as  a  spider,  that  roams  the 
Internet  in  search  of  Web  and  Gopher  servers  (sort  of  like  a  real  spider  crawling 
around  its  web  in  search  of  tasty  insects).  It  then  catalogs  everything  on  the  site 
and  incorporates  die  information  into  a  database  that  contains  several  million 
URLs.  (Because  the  spider  periodically  revisits  sites,  however,  you’ll  find  that 
many  of  its  listed  URLs  are,  in  fact,  duplicates.) 

11  you  are  looking  for  every  last  mention  of  a  specific  word  or  a  document  on 


the  Internet,  Lycos  is  an  excellent  resource.  Lycos  relies  on  a  relevancy  ranking 
to  determine  the  order  of  any  hits  —  the  higher  in  a  document,  or  the  more  fre- 
quendy  your  keyword  appears,  the  higher  it  will  be  in  any  resulting  Lycos  list. 

SIFTing  through  Usenet 

With  more  than  10,000  conferences,  Usenet  has  discussions  on  virtually  every 
possible  subject.  But  tracking  all  discussions  on  a  given  topic  can 
prove  difficult.  That’s  where  Stanford  University’s  NetNews 
Filtering  Service  comes  in.  Known  as  SIFT,  this  database,  accessible 
by  E-mail,  catalogs  all  the  Usenet  messages  that  pass  through 
Stanford  each  day. 

By  submitting  an  E-mail  “profile,”  you  can  get  the  database  to 
keep  tabs  on  messages  of  particular  interest  to  you.  Once  a  day  (or 
less  frequendy,  if  you  prefer) ,  the  database  notifies  you  by  E-mail  of 
any  matches,  along  with  the  subject  line  and  the  first  few  lines  of 
those  messages. 

If  you  want  the  entire  message,  you  can  retrieve  it  via  E-mail.  You 
can  also  search  the  entire  database  for  past  messages  on  specific 
topics. 

For  more  information,  including  the  specific  wording  required 
for  the  profiles,  point  your  Web  browser  at  http://sift.stanford.edu 
or  send  a  message  of  “help”  to  netnews@db.stanford.edu. 

Seek  and  ye  shall  find 

Combine  Lycos  and  SIFT  and  add  a  search  engine  that  allows 
queries  in  plain  English  and  you’ve  got  InfoSeek.  Backed  by  $2  mil¬ 
lion  in  venture  capital,  Santa  Clara,  Calif.-based  InfoSeek  is  the  first 
Internet  search  server  to  start  out  as  a  commercial  operation. 

It  currendy  catalogs  some  200,000  Web  pages  and  10,000  Usenet 
conferences,  as  well  as  a  variety  of  computer  publications,  such  as 
Computerworld  and  InfoWorld. 

Unlike  the  other  servers,  InfoSeek  charges  for  full  access,  at  rates 
that  start  at  $9.95  a  month  for  100  queries  (additional  queries  are 
10  cents  each;  there  are  also  additional  fees  for  searching  some  of 
the  publications).  For  more  information,  point  your  browser  at 
http://www.infoseek.com. 

Getting  the  word  out 

As  mentioned  earlier,  you  can’tjust  go  around  posting  ads  all  over 
Usenet,  unless  you’re  curious  about  what  a  mailbomb  is.  But  there 
are  other  ways  to  let  people  know  you  exist. 

One  is  to  get  your  Web  site  listed  on  die  more  popular  search  servers 
—  the  more  places 
you’re  listed,  the 
more  likely  a  poten¬ 
tial  user  is  to  find 
you.  What’s  New, 

Yahoo  and  Lycos  all  accept  sub¬ 
missions  of  new  Web  sites  (they 
also  have  links  to  other  search 
engines  not  mentioned  here). 

All  three  have  on-line  search 
forms  diat  typically  let  you  submit 
the  site  name,  its  URL  and  a  brief 
description.  It’s  particularly  use¬ 
ful  to  get  into  What’s  New  and 
Yahoo  because  many  people  use 
them  to  find  new  sites  to  explore. 

Another  useful  resource  is  the 
comp.infosystems.www.announce 
Usenet  newsgroup,  which  func¬ 
tions  as  a  sort  of  daily  What’s  New. 

The  group  is  moderated:  To  sub¬ 
mit  a  listing,  write  to  www- 
announce@boutell.com.  A  good 
idea  is  to  go  into  the  newsgroup  first  to  see  how  others  post  their  announce¬ 
ments;  brevity  is  an  asset. 

One  thing  you  cannot  count  on  with  any  of  diese  resources  is  the  exact  timing 
of  when  your  message  will  appear  —  it  can  range  from  a  couple  of  days  to  two  or 
three  weeks.  So  if  you’re  announcing  a  time-sensitive  resource,  make  sure  to  get 
your  listing  in  well  in  advance.  # 

Oaffin  is  on-line  editor  at  Network  World.  He  can  be  reached  at  agaffin@nvnv.com. 


Reebok  International,  Ltd.  thought  a  Web  site  would  unusual  for  a  corporate  Web  site.  Some  1,200  mes- 
be  a  good  way  to  learn  what  its  customers  really  want  in  sages  have  been  posted  since  December,  some  of  them 


footwear. 

So  far,  the  Web  has  proved  an  excellent  fit,  says 
Brenda  Goodell,  vice  president  of  programming  and 
event  marketing  at  the  $3  billion  footwear  giant,  based 


in  Stoughton,  Mass. 

The  Planet  Reebok 
site  is  averaging 
250,000  to  500,000 
“hits”  a  week,  Goodell 
says,  noting  that  the 
company  is  looking  at 
adding  software  that 
would  give  it  a  better 
idea  of  how  many  indi¬ 
vidual  users  that 


equals.  The  site  was  officially  launched  in  December, 
and  Goodell  says  she  has  been  startled  by  the  large 
number  of  hits  from  overseas. 


critical  of  the  company.  But  rather  than  delete  them, 
Reebok  answers  them  in  public. 

The  company  has  also  experimented  with  live  CU- 
SeeMe  conferences  with  sports  figures  such  as  pitcher 
_ Roger  Clemens  and  bas¬ 


ketball  player  Dominique 
Wilkins. 

Goodell  says  the  site 
was  launched  with  a  small 
ad  in  Wired  magazine  in 
December  and  with  a 
posting  to  the  NCSA 
What’s  New  server  in 


January.  But  users  seem 
mostly  attracted  by  word 
of  mouth  on  the  'Net,  an  indication  of  the  importance  of 
interesting  content  to  draw  people  in.  She  adds  that  the 


imber  of  hits  from  overseas.  company  is  starting  to  include  the  site’s  URL  in  some 

Beyond  the  usual  marketing  and  product  information  print  and  outdoor  advertising. 


-  users  can  download  detailed  technical  specifications 


Planet  Reebok  can  be  reached  at  http://www. 


and  diagrams  for  the  company’s  sneaker  lines  -  the  site  planetreebok.com. 
also  boasts  a  Usenet-style  conference,  something  that  is  -  Adam  Gaffin 


The  Internet’s  equivalent 
to  the  guidebook  is  a  series 
of  databases  that  let  users 
quickly  find  everything 
from  specific  World-Wide  Web 
sites  to  Usenet  postings  on 
particular  topics. 
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Transporting  Data, 
Voice,  ATM 
And  Video  Over  Fiber 


Migrating 
From  Analog  To 
Digital 


Building  Bandwidt 

TO  1.544  Mbps 

Across  Your  VAN 


RACAL 


Excalibur  DAPs® 


ISX  5300 


PremNet® 


air  Digital  Access  Products  and  DSUs  come  to 


Finally,  a  high  speed  solution  for  transporting 


access 


that  works  for  you  today,  at  your  pace  and  prepares  you  for 


migration  to  frame  relay,  fractional  TP,  T-l 


format  at  native  speeds  without  the  need  to  create 


separate  networks  for  each  application  type. 


4  Reason  Number  Four 


You  can  use  any  or  all  of  these  reasons  to  give  us  a  call.  Ask  about  our  special 
promotions  on  Excalibur,  PremNet  and  ISX  5300  products.  For  a  limited  time,  we’re 
offering  free  network  management  software ,  free  installation  with  your  maintenance 
purchase  and  free  design  services  on  select  products .* 

When  it  comes  to  managed  migration,  Racal  has  a  solution.  That’s  reason  enough 
to  call  us  today!  l-800-RACAL'55.  Or  visit  us  on  the  Internet  at  the  Racal-Datacom 
Home  Page,  http://www.racal.com. 


More  than  ever,  your  business  depends  on  your  network.  For  that  reason, 
shouldn’t  you  depend  on  a  company  that  understands  the  importance  of  network 
communications?  Since  1955  Racal-Datacom  has  helped  the  world’s  business  and 
government  organizations  migrate  mission-critical  applications  to  new  technologies 
and  services.  That’s  why  all  Racal  .products  are  supported  by  the  company’s  strength 
in  network  management  and  expertise  in  managed  migration  services  including 
network  design,  implementation,  worldwide  maintenance  and  support. 


RACAL 


Limited  tirfie offers- expire  December  II,  1995.  Offers  are  subject  to  change  without  notification. 
Racal-Datacom  is  a  registered  trademark  of  Racrtl  Electronics  Pic.  Excalibur  and  PremNet  are  registered 
trademark,  of  Racal-Datacom.  Inc.  ©1995  Racal-Datacom,  Inc.  All  rights  reserved. 
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you  from  the  industry  leader— Racal-Datacom.  Whether 

multiple  data,  ATM,  voice  and  video  traffic  safely  and 

of  choice  for  building  bandwidth  across 

your  needs  are  fundamental  business  networking  or  high 

efficiently.  With  the  PremNet  fiber  backbone  from 

your  wide  area  network.  Designed  to  grow  with 

capacity  mission-critical  applications,  Racal  has  a  solution 

Racal,  you  can  transparently  send  data  in  virtually  any 

your  business,  the  ISX  5300  effortlessly  supports 

Unleash  the  Power  of  Your  Enterprise 


Campus  Switching  Solutions 

A  complete  system  for  high-performance 
backbones,  providing  seamless  migration 
from  shared  media  to  packet  switching  to 
ATM  cell  switching  for  campus  applications. 

•  Fault  tolerance  •  Virtual  networking 
•  High  bandwidth  •  Intelligent  management 

For  more  information  on  Chipcom  high- 
performance  switching  solutions,  contact  us 
at  1-800-724-2447,  Fax:  508-490-5696, 
Internet:  http://www.chipcom.com  or 
info@chipcom .  com . 


CHIPCOM® 


See  us  at  Networld"  +  Interop9 
Booth  #516 


Copyright  ©1995  Chipcom  Corporation,  118  Turnpike  Rd.,  Southborough,  MA  01772.  Chipcom  U.S.  Tel.  (508)  460-8900.  Chipcom  Europe 
Tel.  44(0)  1923-471100.  Chipcom  ASEAN  Tel.  6  0-3-732-7910.  Smart  Networks  for  Smart  People  is  a  trademark  and 
the  Chipcom  logo  and  Chipcom  are  registered  trademarks  of  Chipcom  Corporation.  GS00K95AGS5 1 25  GSOOK954  AGS5 1 55 


Circle  Reader  Service  #33 


REVIEW 


« 


Sam  Goldwyn,  the  Hollywood  producer, 
once  remarked  that  “a  verbal  contract  isn’t 
worth  the  .paper  it’s  written  on.”  Much  the 
same  might  be  said  of  digital  contracts  or, 
any  electronic  document. 

In  business,  being  able  to  prove  the  verac¬ 
ity  of  a  document  is  crucial.  You  sometimes 
need  to  know,  or  even  prove,  when  it  was 
written  and  whether  its  contents  are  original 
or  altered. 

Enter  notarization:  Notarizing  a  printed 
document  verifies  its  existence  and  contents 
at  a  specific  point  in  time. 

But  in  today’s  business  world,  schlep¬ 
ping  down  to  the  notary’s  office  is  too  slow 
and  cosdy  a  process  for  most  business  doc¬ 
uments.  And  it  simply  doesn’t  work  for  doc- 


A  novel 
Internet 
service 
ensures  that 
buyers  and 
business 
partners 
get  exactly 
what  you 
wanted  to 
send  them. 


A  N  D  T  A  R  Y  FDR  THE  N  E  T 


Netscape  -  [Welcome  To  Surety!] 


Elle  Edit  View  fio  Bookmarks  options  :  Directory 


By  Mark  Gibbs 

uments  that  exist  only  in  electronic  form.  Such  documents  can  be  easily  altered, 
and  proving  that  an  electronic  file  was  actually  received  can  be  difficult. 

With  business  turning  its  attention  to  electronic  commerce,  there’s  a  growing 
need  for  the  digital  equivalent  of  the  notary  public. 

The  Virtual  Notary 

A  new  Internet-based  service,  the  Digital  Notary  System  from  Surety 
Technologies,  Inc.,  may  just  fit  the  bill.  From  your  desktop,  you  can  register  the 
contents  of  a  document,  at  any  given  time,  with  the  Surety  service  —  and  the 
document  never  actually  leaves  your  computer.  Once  you’ve  sent  the  document 
to  a  customer  or  some  other  business  partner,  the  recipient  simply  checks 
the  Surety  database  to  confirm  that  he  got  the 
real  item. 

The  Digital  Notary  System  works  by  establish¬ 
ing  a  metric  —  called  a  fingerprint  —  based  on 
the  contents  of  a  document,  and  then  creates  a 
validation  certificate  that  can  be  used  by  the 
recipient  to  verify  the  document. 

The  fingerprint  is  developed  using  a  crypto¬ 
graphic  technique  based  on  a  one-way  hash  algo¬ 
rithm.  One-way  hashing  creates  a  unique  code,  a 
string  of  characters  known  as  the  document’s 
hash  value.  Two  documents  input  to  the  one-way 
hash  algorithm  will  always  produce  two  different 
fingerprints,  so  long  as  the  documents  are  not 
exacdy  the  same. 

Surety,  rather  confusingly,  calls  the  client  soft¬ 
ware  that  runs  on  your  local  computer  the 
Digital  Notary  Server  (actually,  having  the 
acronym  DNS  —  which  stands  for  Domain 
Name  Service,  among  other  things  —  for  the 
software  is  even  worse). 

The  client  uses  a  patented,  proprietary  synchronization  protocol  to  transmit  a 
document  fingerprint  across  the  Internet  or  via  a  dial-up  connection  to  one  of 
Surety’s  Coordinating  Servers.  Surety  also  plans  to  offer  leased-line  connections 
to  customers  that  prefer  a  direct  link. 

The  Coordinating  Server  software  fixes  each  document  in  time  through  what 
is  called  a  super  hash  value.  This  value  combines  the  fingerprints  of  all  docu¬ 
ments  submitted  within  each  one-second  interval. 

All  the  super  hash  values  are  entered  into  a  database  called  the  Universal 
Validation  Record  that  can  be  accessed  across  the  Internet  for  on-line  validation. 
(Surety  also  plans  to  issue  annually  a  CD-ROM  containing  the  entire  Universal 
Validation  Record  database  for  the  past  12  months.) 


When  you  send  a  document,  the  client  software  sends  along  the  validation  cer¬ 
tificate.  The  recipient  compares  the  document,  the  certificate,  a  newly  generated 
document  fingerprint  and  the  Universal  Validation  Record,  and  the  change  of 
even  a  single  bit  in  the  document  will  be  detected. 

A  Sure  Thing 

Surety  claims  the  Digital  Notary  System  activities  occur  as  a  series  of  easily  ver¬ 
ifiable  events,  so  that  no  single  party  can  compromise  the  system.  And  the  com¬ 
pany  makes  a  big  deal  of  that  intrinsic  integrity.  “You  can  trust  us,  because  you 
don’t  have  to”  is  the  company’s  slogan. 

A  key  integrity  feature  is  that  the  actual  document  never  leaves  your  comput¬ 
er  during  the  certification  process.  Only  the  fingerprint  and  other  verification 
information  is  transmitted  to  the  Coordinating  Server. 

That’s  important  because  it  ensures  that  a  third  party  never  sees  the  entire  doc¬ 
ument  and  that  minimal  amounts  of  data  are  transferred  —  a  crucial  issue  if  a  lot 
of  documents  are  to  be  certified. 

The  Digital  Notary  System  can  be  used  to  certify  any  digital  document,  includ¬ 
ing  word  processing  files,  text 
documents,  databases  and  data¬ 
base  records,  electronic  mail 
messages,  spreadsheet  files, 
graphic  images,  audio  and  video 
recordings,  or  any  other  kind  of 
binary  or  text  file. 

But  the  Digital  Notary  System 
is  not  a  complete  solution  for  business  document  authentication.  What’s  missing 
is  support  for  digital  signatures,  a  cryptographic  technique  that  allows  you  to  add 
an  electronic  signature  to  a  digital  document. 

Surety  acknowledges  that  shortcoming,  noting  that  “digital  signatures  are 
important  because  they  verify  the  who  and  what  about  a  document.  The  Digital 
Notary  System  verifies  the  when  and  what.” 

Many  organizations  will  use  both  systems.  The  Digital  Notary  System  increases 
the  security  of  digital  signatures  by  certifying  the  signature.  And  even  if  the  sig¬ 
nature’s  integrity  is  compromised  later,  its  integrity  at  the  time  it  was  added  to  the 
document  can  be  verified. 

Surety  also  offers  an  API  and  a  software  developers’  kit,  which  allow  the  Digital 

Notary  System  to  be  integrated  with  applica¬ 
tions.  That  might  be  useful  for  such  applications 
as  individually  notarizing  records  as  they  are 
added  to  a  database. 
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SURETY 


1.  About  Surety  Technologies 
V/ho  we  are,  where  we  are,  what  we  do. 

2.  About  the  Digital  Notary  fani  System 
A  patented  system  that  seals  electronic  records  in 
content  and  time 

3.  New  Account  Center 

Get  started  with  the  Digital  Notary  "Personal  Edition"  right  nowl 

4.  Customer  Service  Center 

How  to  reach  us  by  Internet,  voice,  or  fax  for  service  &.  support 

5.  Corporate  Sales 

How  to  use  the  Digital  Notary  System  throughout  the  corporate  enterprise 

6.  What's  New  at  Surety 
Late-breaking  news  about  Surety. 
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You  can  find  out  more  about  Surety  Technologies'  Digital 
Notary  System  at  http://www.surety.com. 


Running  Digital  Notary 

To  run  the  client  software,  you  need  an  IBM 
PC  with  a  minimum  of  8M  bytes  of  RAM,  5M 
bytes  of  available  hard-disk  space,  Windows  3.1 
or  Windows  for  Workgroups,  a  VGA  monitor, 
and  an  Internet  connection  with  a  standard 
WinSock  TCP/IP  stack. 

System  requirements  for  the  Personal  Edition 
for  Sun  SPARC  are  a  SPARC  system  running 
Solaris  1.1  with  OpenWindows  3.1  and  an 
Internet  connection. 

Surety  has  an  Enterprise  Integration 
Program  for  companies  that  wish  to  integrate 
the  notary  technology  with  their  applications, 
and  to  qualify  for  volume  discounts  and  fixed- 
fee  scheduled  payments. 

The  Digital  Notary  System  has  a  one-time  sign-up  fee  of  $49,  which  covers  a  sin¬ 
gle  machine  and  the  first  50  certifications. 

Sure  With  Surety 

The  bottom  line:  Surety’s  Digital  Notary  System  is  unique.  The  company  is  the 
first  to  offer  a  truly  electronic  notarization  service  and,  given  the  complexity  and 
range  of  services  offered  by  Surety,  it  is  unlikely  that  a  competitor  will  emerge  in 
the  near  future. 

Surety  is  still  relatively  unknown  but  it  is  likely  to  become  a  major  player  in  the 
Internet  business  services  market. 

Surety  Technologies:  (201)  701-0600.  # 
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he  idea  that  our  society  will  actually  reach  the 
year  2000  is  amazing. 

In  the  course  of  the  20th  century,  we  have  survived, 
among  other  calamities,  two  World  Wars,  and  the 
Korean,  Vietnam  and  Cold  wars.  We  have  made  it 


The 

Millennium 
Bandwago 


through  pesticides  and  pollution  (we  hope),  industrialization  (arguable)  and 
the  unremitting  onslaught  of  amazingly  bad  television  programming. 

We  have  seen  the  economy  go  boom  (the  ’60s)  and  bust  (the  ’30s),  and 
the  icons  of  business  struggle  to  adapt  to  rapidly  changing  market  condi¬ 
tions  (in  the  computer  business,  IBM  comes  to  mind  instantly). 

Now,  as  the  century  races  to  its  close  with  its  pants  on  fire,  our  culture  is 
undergoing  yet  another  change.  This  change  is  going  to  affect  our  businesses 
more  profoundly  than  any  other  shift  in  our  lifetime  and,  possibly,  the  entire  his¬ 
tory  of  trade. 

I’m  talking  about  the  now-unstoppable  move  toward  wide-area  communica¬ 
tions,  not  only  as  the  basis  of  business-to-business  transactions,  but  also  as 
the  main  information  and  interaction  conduit  for  consumer  markets. 

When  I  refer  to  wide-area  communications,  what  I’m  really  talking  about  is 
the  Internet  because  it  is  the  most  important  convergence  point  for  all  communi¬ 
cations  systems.  Not  because  it  is  the  best,  the  fastest  or,  for  that  matter,  the 
most  reliable,  but  because  the  Internet  is  there  now,  it’s  cost-effective  and  ubiq¬ 
uitous. 

Forget  the  media  hype  about  the  Internet,  the  wild  enthusiasm  of  the  pro¬ 
peller-heads  about  stuff  that  most  people  don’t  care  about  it,  and  the  shame¬ 
less,  ill-informed  soapboxing  of  politicians. 

This  change  will  bring  with  it  a  profound  transformation  in  the  way  business¬ 
es  think  about  and  deal  with  the  world. 

For  example,  the  Internet  intersects  with,  and  supersedes,  much  of  the  tradi¬ 
tional  publishing  and  broadcast  media. 

Rupert  Murdoch,  the  newspaper  magnate,  was  recently  wandering  around 
Scandinavia  with  a  large  check  ($300  million  is  seriously  large),  trying  to  buy  up 
newsprint  for  his  papers.  Believe  it  or  not,  there  is  a  critical  world  shortage  of 
this  stuff,  which  makes  papers  more  expensive  to  produce  and,  therefore,  hard¬ 
er  to  sell. 

The  cost  of  business  is  killing  the  Los  Angeles  Times,  which  is  laying  off 
staff  and  losing  money  so  fast  that  the  term  "hemorrhage”  seems  appropriate. 

is  it  any  wonder  that  so  many  media  companies  are  throwing  money  at  new- 
media  —  read  Internet  —  opportunities? 

Similar  shifts  are  rocking  other  parts  of  the  business  world.  In  direct  market¬ 
ing,  spiraling  postal  rates  and  the  growing  cost  of  printing  have  made  the  catalog 
companies  very  interested  in  delivering  their  messages  and  their  wares  via  the 
Internet. 

You  can  find  examples  of  the  move  toward  electronic  commerce  in  every  area 
of  the  economy.  In  response,  the  Internet  business  and  the  surrounding  regula¬ 


tory  environment  is  evolving.  An 
important  part  of  this  evolution  is 
telecom  deregulation,  which  is  now 
going  to  happen  (as  ill-considered 
as  the  new  legislation  might  be). 

Deregulation  will  result  in  the  cable  companies,  the  telcos,  the  gas  compa¬ 
nies,  the  electricity  companies  —  and  just  about  anyone  else  that  has  a  right-of- 
way  or  a  way  to  communicate  —  selling  data  connections.  And  by  selling,  I  mean 
a  bloody  fight  for  business. 

It’s  going  to  escalate  into  a  consumer  market  before 
you  can  say  “price  war.” 

Once  the  cable  companies  can  supply  data  ser¬ 
vices,  the  consumers  will  appear.  Why?  Because  televi¬ 
sion  is  the  predominant  information  delivery  system  in 
the  U.S.  It  is  ridiculous  to  suggest  that  PCs  can  ever 
replace  TVs  and  naive  to  assume  that  TVs  won’t  become  PCs, 
as  well. 

Expect  to  see  smart  cable  boxes  for  $300  to  $500  within  three  years.  They’ll 
have  the  great-grandson  of  the  Pentium  inside  (a  working  version),  megabytes  of 
RAM  and  gigabytes  of  disk.  They’ll  be  point-and-click  to  start  with  (probably  using 
a  nasty  Nintendo-style  controller),  and  we’ll  see  shout-and-click  (AKA  voice 
response)  in  short  order. 

Then  watch  QVC,  the  Home  Shopping  Network,  Sears,  Vons  and  just  about 
every  other  large  retailer  make  its  catalogs  and  inventories  browsable  and  pur¬ 
chasable  on-line. 

Home  banking  is  going  to  become  the  norm,  just  as  automated  teller 
machines  became  the  norm.  On-line  credit  cards  and  electronic  transactions  are 
the  way,  and  the  entire  infrastructure  of  consumerism  will  merge  with,  and  then 
be  superseded  by,  on-line  commerce. 

Contrary  to  what  some  pundits  believe,  product  distribution  networks  are 
going  to  be  more  important  than  ever  for  consumer  goods.  Why?  Because  deliv¬ 
ery  speed  will  become  one  of  the  few  differentiators  in  many  markets. 

But  take  note:  The  consumer  base  will  be  able  to  talk  back,  do  price  compar¬ 
isons  without  getting  out  of  their  TV  chairs,  complain  easily  in  public  forums  and, 
potentially,  buy  from  any  seller  in  the  world. 

So  get  ready. 

The  organizations  that  recognize  the  challenges  and  potential  of  Internet 
commerce  will  prosper  in  the  year  2000  and  beyond.  The  rest  will  be  also-rans. 

There’s  an  old  saying:  If  you  see  a  bandwagon,  you’ve  already  missed  it.  The 
Internet  bandwagon  is  coming  over  the  horizon,  and  it  is  moving  mighty  fast.  You 
better  be  on  board  by  the  millennium.  # 

Gibbs  is  a  writer,  lecturer,  consultant  and  editorial  director  for  this  supple¬ 
ment.  He  can  be  reached  at  (805)  644-4999  or  mgibbs@gibbs.com. 
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ne  great  big  problem. 


ne  color  inkjet  printer. 


ne  network  node. 


little  solution. 


Introducing  the  HP  JetDirect  EX  Plus3  print  server. 


Specifications  for  HP  JetDirect  EX  Plus3.  *  In  Canada,  call  1-800-387-3867,  Dept.  239.  Microsoft  is  a  U.S.  registered  trademark  and  Windows  is  a  U.S.  trademark  of  Microsoft  Corporation. 
LlNJXi^^  registered  tradenoark.io.iba Upited Jjy>tes.arylQtber.c^ujrdri£s,.lieensedej(clusiveLy. throngh-X/Qpen, Company  Limited.  ©1995  Hewlett-Packard  Company  RND016 


Now  you  can  connect  up 
to  three  parallel  printers 
to  a  single  network  node. 

Your  office  has  all  kinds  of  printers, 
and  all  kinds  of  printer  configura¬ 
tions,  all  of  which  can  change  daily. 
And  it’s  your  job  to  hook  them  all  up 


to  the  network.  With  a  limited  number 
of  nodes,  that  can  be  a  big  problem. 

Fortunately,  there’s  an  easy  way 
out -and  in.  The  new  HP  JetDirect 
EX  Plus3  print  server  lets  you 
connect  up  to  three  printers  to 
the  network,  using  only  one  LAN 


NOS  Compatibility:  Novell  NetWare;  Microsoft® 
Windows'"  95,  Windows  NT,  Windows  for  Workgroups, 
LAN  Manager;  IBM  LAN  Server;  UNIX®: 

HP-UX,  SunOS,  Solaris,  IBM  AIX,  SCO 
UNIX,  Ipd;  Apple  Ethertalk 
Management  Support:  HP  JetAdmin  print 
management  software  enables  consistent 
installation  and  management  of  any  HP 
JetDirect  connected  printer  on  the  network; 


supports  SNMP-based  network  management  software 
•  Flash  memory  for  easy  upgrades 

Multiple  protocols  with  automatic  switching 
»  Three  high-performance  IEEE  1284  ports 
3-year  return  to  HP  warranty 
•  HP  JetDirect  EX  and  EX  Plus3  print  servers 
support  all  parallel  printers 
•  HP  JetDirect  cards  support  HP 
printers  with  I/O  slots 


connection.  Best  of  all,  it  works 
with  any  parallel  printer,  and 
supports  virtually  every  network 
protocol  and  NOS  out  there. 

For  more  information,  call  our  fax- 
back  at  1-800-964-1066  or  visit  HP  at 
http://www.hp.com/go/network_city 
on  the  Web.  You’ll  discover  that  for 
every  problem,  there’s  a  solution.  At  least 
when  it  comes  to  network  printing. 
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SynOptics  &  Wellfleet 


You  don’t 

HAVE  TO 
BE  RICH  TO 
BE  WELL 
CONNECTED. 
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800  Ethernet  Workgroup  Hub. 


^SynOptics 
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Stackable 

Ethernet 

Workgroup 

Hubs. 


2813  Stackable  Ethernet  Workgroup  Hub. 

Actually,  being  well-connected  is  very  affordable.  Because  now  you  can  get 
high-quality  Bay  Networks  Ethernet  workgroup  hubs  for  less  than  you  expect. 

In  other  words,  you  can  afford  hubs  from  the  company  that  pioneered 
10BASE-T  technology  and  has  over  15  million  nodes  installed.  There’s  a 


1-800-8-BAYNET 

EXTENSION  207 


Bay  Networks  workgroup  hub  to  meet  almost  any  need  —  from  the  most 
simple  connections  to  the  most  complex.  So  any  solution  you  choose  will 
grow  with  your  business  —  including  our  network  management  options.  It’s  one  more  way  we  give 
you  choices  for  your  network.  So  call  1-800-8-BAYNET  to  receive  “A  Practical  Guide  to  Plug  &  Play 
Ethernet  Networks"  and  find  out  how  affordable  our  workgroup  hubs  really  are.  The  numbers  may 
surprise  you.  The  quality  won’t. 


'9$  3ay  Networks.  Inc. 


Visit  our  Web  site:  http://www.baynetworks.com 


Bay  Networks 


The  Merged  Company  of  SynOptics  and  Wellfleet 
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Technology  Update _ 

Keeping  Up  with  Network  Technologies  and  Standards 

Local  number  portability  coming  your  way 


Network  World  tracks  down 
answers  to  your  questions.  Please 
submit  them  to  Dana  Thorat  via 
phone  at  (800)  622-1108,  the  Inter¬ 
net  at  djt@world.std.com  or  fax  at 
(508)  820-1103. 

How  can  I  get  IBM's  Communica¬ 
tions  Manager  (CM)/2  Version  1.1 
installed  on  clients  running  OS/2 
Version  2.1?  I  can’t  find  an  option 
for  loading  the  driver  for  the  generic 
version  of  Novell,  Inc.’s  NE2000 
cards  that  we  use  to  access  a  Net¬ 
Ware  4.1  network. 

Aman  Malik,  Arlington,  Va. 

A  pretty  simple  solution  for  you 
would  be  to  use  the  LAN  Adapter  Pro¬ 
tocol  Support  (LAPS)  program,  says 
Rob  Duarte,  an  OS/2  support  engi¬ 
neer  at  Stream  International,  Inc.,  a 
software  reseller  and  support  com¬ 
pany  in  Norwood,  M ass . 

You  can  use  LAPS  to  configure  all 
of  the  LAN  adapters  —  including  the 
NE2000  —  and  protocols  on  your 
computer  in  one  centralized  place 
using  a  common  adapter  number. 
Then,  when  installing  CM/2  or  any 
other  application,  you  need  only  to 
tell  it  to  use  the  adapter  number 
defined  in  LAPS. 

LAPS  should  be  somewhere  on 
your  CM/2  CD-ROM  or  possibly  on  the 
installation  disks  of  the  protocol  that 
you  are  running. 

Otherwise,  you  can  get  a  free 
upgrade  to  CM/2  Version  1.11,  which 
includes  LAPS.  To  get  the  upgrade, 
call  IBM  at  (800)  992-4777  and 
choose  Options  1,  4  and  then  2,  and 
ask  for  Corrective  Service  Diskette 
WR06150. 

Where  can  I  find  help  with  writing 
macros  for  CADworks,  Inc.’s  Draw- 
base  for  Windows? 

Amanda  Allen,  Morgantown,  W.Va. 

Agood  place  to  start  is  on  CADworks’ 
bulletin  board  system  (BBS),  where 
you  can  download  some  exam¬ 
ple  macros  from  a  file  named 
DPL12ex.exe. 

Example  macros  also  are  found  in 
the  “Drawbase  Programming  Lan¬ 
guage  Reference  Manual”  that  comes 
with  Drawbase  for  Windows  1.2, 
which  uses  a  distributed  database 
technology  to  integrate  alphanu¬ 
meric  data  with  CAD  drawings  and 
operate  in  a  networked  environ¬ 
ment.  You  can  access  the  BBS  at 
(617)  868-3030  or  call  CADworks  at 
(800)  545-4223. 


By  Terry  Jennings 

Local  number  portability  has 
emerged  as  one  of  the  most  hotly 
debated  topics  in  the  telecom¬ 
munications  industry.  So  why  all 
the  discussion? 

Simply  put,  local  number  por¬ 
tability  allows  subscribers  to 
obtain  local  telephone  service 
from  any  company  they  choose 
— without  changing  their  phone 
number. 

Much  as  they  did  when  alter¬ 
native  providers  began  offer¬ 
ing  long-distance  services,  busi¬ 
nesses  operating  in  competitive 
local  markets  stand  to  profit 
from  reduced  prices  and  innova¬ 
tive  services. 

Even  so,  recent  Gallop  polls 
indicate  as  many  as  90%  of 
businesses  would  not  consider 
changing  local  service  providers 
if  they  had  to  change  their 
phone  numbers.  These  figures 
support  claims  that  true  compe¬ 
tition  cannot  exist  without  local 
number  portability. 

Today,  new  entrants  in  the 
local  phone  market  have  few 
choices  when  offering  service  to 
a  business  customer  who  does 
not  want  to  change  the  business’ 
phone  number.  The  most  widely 
available  method  for  new  en¬ 
trants,  remote  call  forwarding,  is 
offered  by  incumbent  local 
exchange  carriers. 

This  method  allows  an  end 
user  to  be  served  by  the  new  pro¬ 
vider’s  equipment  but  requires 
that  all  calls  to  the  subscriber  be 
switched  through  the  incum¬ 
bent  phone  company’s  equip¬ 
ment  before  the  call  is 
completed. 

According  to  actual  test 
results,  the  additional  switching 
can  delay  the  call  by  up  to  1.2  sec¬ 
onds.  In  addition,  it  makes  it 
impossible  for  the  new  provider 
to  offer  some  features. 

For  example,  a  new  provider 
would  not  be  able  to  offer  the 
Custom  Local  Area  Signaling 
Service  Selective  Call  Forward¬ 
ing  feature  because  it  uses  the 
calling  party’s  phone  number. 
The  calling  party’s  automatic 
number  identification  digits  are 
overwritten  by  the  intermediate 
switching  equipment. 

Several  companies  are  devel¬ 
oping  solutions  that  will  route 
calls  directly  to  new  service  pro¬ 
viders’  switches,  thereby  elimi¬ 
nating  the  restrictions  of  the 
remote  call-forwarding  method. 


Three  alternatives  are  currently 
under  serious  discussion  in  vari¬ 
ous  taskforces. 

Each  alternative  is  based  on 
the  use  of  either  Intelligent  Net¬ 
work  (IN)  or  Advanced  Intelli¬ 
gent  Network  (AIN)  0.1,  in 
combination  with  a  local  num¬ 
ber  portability  database  for  the 
routing  information  necessary 
to  terminate  calls  to  subscrib¬ 
ers  who  have  changed  phone 
companies. 

Location  Routing  Number 

In  AT&T  Network  Systems’ 
Location  Routing  Number 
(LRN)  plan,  every  switch  is 


assigned  a  unique  10-digit  num¬ 
ber  that  is  used  to  identify  it  to 
the  network  for  call  routing  pur¬ 
poses.  One  advantage  of  the 
LRN  solution  is  that  call  routing 
is  performed  based  on  today’s 
numbering  format. 

However,  the  LRN  method 
requires  Common  Channel  Sig¬ 
naling  System  7  as  well  as 
changes  in  SS7  industry  stan¬ 
dards  and  fairly  significant  devel¬ 
opment  in  switching  systems 
before  it  can  be  de¬ 
ployed.  Although  LRN  will  not 
be  readily  available  in  the  near 
future,  it  appears  to  be  a  robust 
long-term  solution. 

Carrier  Portability  Code 

In  MCImetro,  Inc.’s  IN/AIN 
0.1-based  model,  each  provider 
is  assigned  a  unique  three-digit 
Carrier  Portability  Code  (CPC) 


for  every  Numbering  Plan  Area 
(NPA),  or  area  code,  where  ser¬ 
vice  is  provided.  The  CPC  is 
stored  with  the  subscriber’s 
directory  number  in  the  local 
number  portability  database  and 
replaces  the  NPA  during  call 
routing. 

The  CPC  solution  offers  sev¬ 
eral  advantages:  It  can  be  de¬ 
ployed  using  IN  or  AIN  0.1;  it 
can  function  with  conventional 
interoffice  signaling;  it  requires 
minimal  switch  software  modifi¬ 
cation;  and  it  offers  transparent 
end-user  feature  operation. 

The  CPC  solution  has  been 
tested  on  equipment  from 


AT&T,  DSC  Communications 
Corp.,  Northern  Telecom,  Inc., 
Siemens  Stromberg-Carlson  and 
Tandem  Computers,  Inc.  It  was 
also  chosen  by  the  New  York  Pub¬ 
lic  Service  Commission’s  (PSC) 
Local  Number  Portability  Task 
Force  for  the  Manhattan  portion 
of  a  state  trial  scheduled  to  begin 
in  February  1996. 

Name  and  Address 

The  Name  and  Address  meth¬ 
od  proposed  by  USIntelco  and 
Stratus  Computer,  Inc.  uses  one 
10-digit  number  —  the  number 
dialed  —  as  a  name  for  a  sub¬ 
scriber  and  another  10-digit 
number  as  the  subscriber’s 
address,  which  is  used  by  the  net¬ 
work  to  route  the  call. 

Because  the  same  10-digit 
number  could  be  used  as  both  a 
name  and  an  address,  this  solu¬ 


tion  would  conserve  telephone 
numbers  in  the  long  term.  How¬ 
ever,  it  requires  SS7  exclusive¬ 
ly  and  significant  changes  in 
today’s  switching  features,  bill¬ 
ing  and  maintenance  systems. 

The  New  York  PSC  task  force 
chose  this  model  for  testing  in 
the  Rochester  portion  of  the 
state  trial. 

When  will  this  technology  be 
available  to  business  customers? 
That  depends  on  where  the  com¬ 
pany  operates.  Some  states,  such 
as  Florida,  already  have  ap¬ 
proved  legislation  allowing  com¬ 
petition  for  local  service  without 
a  mandated  trial  period. 


Four  states  —  California,  Illi¬ 
nois,  Maryland  and  New  York  — 
are  studying  the  local  number 
portability  issue  in  detail.  Illinois 
state  regulators  have  solicited 
proposals  for  a  1996-deployable 
solution,  while  the  New  York 
PSC  plans  to  begin  trials  early 
next  year. 

Other  states  will  likely  follow 
suit  once  a  consensus  has  been 
reached  in  the  industry. 

Competition  will  likely  drive 
the  creation  of  new  and  innova¬ 
tive  services  in  the  local  ex¬ 
change  market.  Local  number 
portability  is  one  factor  that  will 
help  establish  a  level  playing 
field  for  new  entrants. 

Jennings  is  a  product  manager • 
at  Siemens  Stromberg-Carlson,  a 
switch  manufacturer  based  in  Boca 
Raton,  Fla. 


HOW  IT  WORKS 

Local  call  flow 

The  Carrier  Portability 
Code  (CPC)  scheme  is  one 
of  three  alternatives  being 
discussed  for  local  number 
portability.  It  uses 


and  Advanced 
Intelligent 
Network 
(AIN)  0.1 
technology. 


company  1 
end  office 


1 


Subscriber  A  calls 
Subscriber  B,  who 
has  changed  local 
service  providers. 


/  ■  V: 


Signal  transfer 
point 


Local  number 
portability  database 


210-1111 

NPA=312 

CPC=445 


The  originating  switch  launches  an  AIN  0.1 
or  IN  query  to  the  local  number  portability 
database  to  retrieve  the  CPC  for  Subscriber 
B's  phone  number,  which  is  (312)210-1111. 


- 

i  Multifrequency  or  ISDN  user  part  1 

The  originating  switch  then  routes  the  call 
using  existing  six-digit  translations  based 
on  the  CPC  and  the  dialed  office  code. 


Previous  service  connection 


The  database 
responds  with 
the  CPC  plus  the 
last  seven  digits 
of  Subscriber 
B’s  directory 
number:  (445) 
210-1111. 


Local  phone 
company  2 
end  office 


Local  phone  company  1 


(312)  210-1111 
CPC=445 
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WHAT  A 
CHARMING 
HODGEPODGE 
OF  SERVERS,  PC’S 
AND  MAINFRAMES 

YOU’VE  GOT 
THERE. 


(may  we  suggest  the  unix®system 

THAT’S  BEEN  SHOWN  TO  MANAGE 
MULTIVENDOR  ENVIRONMENTS  BEST?) 


*10/94  D.H  Brown  Report  "UNIX  Matures*  -  IBM  AIX  4.1  1994  Enterprise  Management  Summit  -  IBM  NetView*  for  AIX  which  is  a  part  of  SystemView.  IBM,  RISC  System/6000,  AIX,  SystemView  and  NetView  are  reg¬ 
istered  trademarks  and  Solutions  for  a  small  planet  is  a  trademark  of  International  Business  Machines  Corporation.  UNIX  is  a  registered  trademark  in  the  U.S.  and  other  countries,  licensed  exclusively  through  X/Open 
Company  Limited.  All  other  company  and/or  product  names  are  trademarks  or  registered  trademarks  of  their  respective  companies.  The  IBM  home  page  can  be  found  at  http://www.ibm.com  ©  1995  IBM  Corporation. 


It’s  as  if  you’ve  inherited  computers  from  at 
least  three  different  dynasties.  They’re  all 
different  sizes,  shapes  and  capacities,  and 
sometimes  they  don’t  seem  to  like  each 
other  very  much.  On  the  other  hand,  you 
really  need  them  to  get  along. 

Which  is  why,  at  the  recent 
Enterprise  Management  Summit,  the 
RISC  System/6000®  and  other  UNIX  | 
systems  were  put  through  14  gruel¬ 
ing  tests  on  managing  complex 
multivendor  environments. 

When  the  dust  settled,  only  one 
company  was  able  to  out¬ 
perform  HP,®  Groupe  Bull 
Computer  Associates®  and 
Digital!  And  that 
company  is  IBM. 

According 
to  independent 


computer  consultant 
D.H.  Brown,  IBM’s 
AIX®  is  the  best-rated 
UNIX  operating  sys¬ 
tem.*  And  when  you 
also  have  SystemView1 
for  AIX  monitoring 
as  well  as  managing 
complex  networks 


your  system  will  easily  be  able  to  grow  right 
along  with  your  business,  without  having  to 
increase  the  size  of  your  staff. 

It  will  also  be  possible  for  you  to 
keep  track  of  your  network  without 
j  leaving  your  desk,  because  System- 
View  for  AIX  provides  all  the  systems 
management  functions  under  one 
easy-to-use  interface.  Tasks  like  job 
scheduling,  distribution,  network 
management,  back-up  and  remote 
systems  configuration  can  be 
performed  in  a  faster  and 
more  efficient  way. 

For  more  information  on  how 
to  turn  a  legacy  of  other 
people’s  computers  into  a 
very  big  asset  for  you,  call 
us  at  1  800  IBM-3333, 
ext.  FA174.  Of  course, 
if  you’re  on  the  Net, 
you  may  want  to  pay 
a  visit  to  our  home 
page  at  http://www. 
austin.ibm.com 


Solutions  for  a  small  planet 
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EDITORIAL  INSIGHTS 

The  evolving  NOS 

We  find  ourselves  in  an  era  alluded  to  in  the  Chinese  curse, 
“May  you  live  in  interesting  times.”  This  year’s  new  ver¬ 
sions  of  NetWare,  Windows  NT  Server  and  VINES  provide 
network  administrators  with  an  excuse  to  reevaluate  their  orga¬ 
nizations’  networking  infrastructure. 

But  how  does  one  evaluate  network  operadng  systems 
(NOS)?  At  one  time,  you  simply  determined  how  fast  you  could 
access  your  files  on  the  server. 

Today,  NOSes  provide  far  more  than  file  and  print  services. 
Organizations  have  learned  that  integrated  services,  such  as 
directory,  messaging  and  management,  improve  administrators’ 
ability'  to  serve  their  users  across  the  enterprise. 

Hoping  to  provide  a  litde  guidance,  we  took  a  look  at  three 
enterprise  players  and  their  respective  products:  Banyan  Sys¬ 
tems,  Inc.’s  VINES  6.0,  Novell,  Inc.’s  NetWare  4.1  and  Microsoft 
Corp.’s  Windows  NT  Server  3.51.  We  approached  each  NOS 
from  the  point  of  view  of  the  services  it  offers  in 
three  crucial  areas:  administration  and  manage¬ 
ment,  messaging,  and  directory  or  domain  ser¬ 
vices.  We  also  threw  IBM’s  LAN  Server  4.0  into 
the  mix,  while  acknowledging  it  offers  no  inte¬ 
grated  management  and  messaging  services. 

We  found  that,  while  vendors  are  all  moving 
toward  more  of  an  enterprise  view  of  the  network,  not  all  of  their 
services  are  moving  at  an  equal  pace.  In  this  week’s  review  of  Net¬ 
Ware  4.1,  for  example,  we  found  Novell’s  ManageWise  fails  to 
take  advantage  of  the  company’s  enterprise  directory  services. 

Unlike  other  publications,  we  didn’t  just  bring  the  products 
into  our  lab  and  test  them  in  a  vacuum.  Instead,  we  went  to 
experts  who  use  multiple  NOSes  daily  and  could  draw  conclu¬ 
sions  based  on  their  real-world  experiences. 

Our  Dream  Team  includes  John  Allen  of  Attachmate,  Inc.; 
Tony  Croes  and  Josh  Penrod  of  CurricI  &  Co. ;  and  Howard  Marks 
of  TigerTeam. 

Each  writer  looked  at  a  single  type  of  service  across  multiple 
NOSes  to  provide  a  context  for  comparison.  We  then  combined 
their  thoughts  and  presented  them  NOS  by  NOS,  the  way  you 
have  to  buy  them.  Although  we  envision  the  day  when  vendors 
package  services  that  can  run  under  multiple  NOSes  (as  Banyan 
is  beginning  to  do  with  its  Enterprise  Network  Services),  that  day 
is  not  today. 

We  hope  this  series  will  become  an  annual  event.  We  welcome 
your  feedback.  How  do  our  opinions  match  your  experience? 
What  can  we  do  the  next  time  to  make  the  reviews  more  useful? 
Lee  Schlesinger,  Test/ Reviews  Editor  lschlesi@nww.com 
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By  Phil  Frank  and  Joe  Troise 
garu@well.com 


MACROSCOPE 


Workflow  standards  developers  need  new 
rules  in  an  age  of  electronic  commerce 


orkflow  management 
and  electronic  data 
interchange  are  two 
sides  of  the  same  coin, 
but  you  wouldn’t  know  it  from 
the  standards  being  developed 
by  the  Workflow  Management 
Coalition  (WMC). 

Workflow  management  re¬ 
fers  to  applications  that  sup¬ 
port  structured  routing  and 
tracking  of  forms,  documents, 
images  and  tasks,  while  EDI  enters  the  picture 
when  these  processes  involve  two  or  more 
enterprises. 

EDI  typically  involves  the  exchange  of  standard¬ 
ized  business  forms  in  electronic  formats  known  as 
“transaction  sets.” 

Notably  missing  from  the  WMC’s  Workflow  Ref¬ 
erence  Model  —  a  two-year-old  framework  for  stan¬ 
dards  development  —  is  any  mention  of  the  need 
to  coordinate  with  EDI  standards-setting  groups 
such  as  ANSI  X12  or  United  Nations  EDI  for 
Administration,  Commerce  and  Transport 
(EDIFACT). 

WMC  has  not  proposed  standard 
EDI  transaction  sets  for  interchange  of 
workflow  process  models  between 
enterprises.  Process  models  describe 
workflows  as  sets  of  routes,  roles  and 
rules  for  the  movement  of  information 
and  tasks. 

Workflow  process-model  inter¬ 
change  formats  are  necessary  because 
increasingly  fewer  critical  business  pro¬ 
cesses  are  managed  by  a  single  enter¬ 
prise.  As  more  work  gets  contracted 
out,  companies  demand  greater  access 
into  their  trading  partners’  internal 
processes. 

Customers  need  to  be  able  to  track  a 
purchase  order,  work  action  or  engineering 
change  request  across  a  constellation  of  linked 
enterprises.  Of  course,  standards  should  also  pro¬ 
vide  trading  partners  with  the  ability  to  conceal 
confidential  or  unimportant  components  of  their 
workflow  models.  After  all,  there  will  always  be 
trade  secrets. 

The  principal  weakness  of  WMC’s  standardiza¬ 
tion  approach  is  its  exclusive  focus  on  workflow 
processes  within  a  single  corporation.  With  the 
explosive  growth  of  Internet-enabled  electronic 
commerce,  this  goal  is  about  as  meaningful  as  re¬ 
engineering  traffic  flow  on  an  exit  ramp  and  ignor¬ 
ing  the  superhighway  that  feeds  into  it. 

A  good  interorganizational  workflow  process 
model  would  spell  out  such  things  as  compledon 
and  acceptance  conditions,  milestone  activities 
and  participant  responsibilities  —  in  other  words, 
many  of  the  terms  and  conditions  in  a  standard 
business  contract. 

Model-interchange  standards  would  allow  new 
trading  partners  to  link  up  their  internal  opera¬ 
tions  immediately  by  installing  each  other’s  pro¬ 
cess  logic  on  their  respective  workflow  man¬ 
agement  engines. 

It’s  probably  asking  too  much  for  the  WMC  —  a 
broad-based  consortium  of  application  software 
vendors  —  to  develop  process  models  for  vertical 
markets  as  diverse  as  manufacturing,  insurance 
and  transportation. 


James  Kobielus 


Theprincipal 
weakness  of  WMC’s 
standardization 
approach  is  its 
exclusive  focus  on 
workflow  processes 
within  a  single 
corporation. 


This  chore  is  best  left  up 
to  industry-specific  working 
groups  at  ANSI  and  EDIFACT. 
The  WMC,  however,  should 
clearly  articidate  how  collateral 
standards  efforts  such  as  these 
would  fit  into  its  workflow 
framework. 

Another  weakness  of  the 
WMC’s  reference  model  is  its 
failure  to  address  electronic 
commerce  extensions  to  E-mail 
and  World-Wide  Web  protocols,  which  are  the  ser¬ 
vices  most  likely  to  be  used  for  interorganizational 
workflow.  The  model  treats  E-mail  and  Web  ser¬ 
vices  as  passive  transport  media,  rather  than  as  ser¬ 
vices  with  the  ability  to  control,  secure  and  facilitate 
information  flows. 

Full-blooded  messaging-based  elecuonic  com¬ 
merce  requires  strong  authentication,  confidenti¬ 
ality,  integrity-checking,  acknowledgment,  noti¬ 
fication  and  nonrepudiation  services,  most  of 
which  are  supported  under  the  Privacy  Enhanced 
Mail  (PEM)  and  X. 435  protocols. 

The  WMC  should  strongly  consider  providing 
hooks  to  PEM  and  X.435  events  within 
its  proposed  process  definition  and 
workflow-enactment  service  standards. 

By  doing  so,  it  will  be  providing 
workflow  administrators  with  a  global, 
detailed,  meaningful  view  of  the  pro¬ 
cesses  that  occur  not  only  within  a 
single  company  but  also  between 
companies. 

Many  production  workflow  environ¬ 
ments  are  hubbed  around  shared  file¬ 
store  environments,  which  pass  elec¬ 
tronic  documents  plus  the  applications 
needed  to  launch  them  from  user  to 


user. 


The  Web  is  quickly  becoming  the 
preferred  filestore  for  electronic  commerce,  super¬ 
seding  vendor-specific  environments  such  as  Lotus 
Development  Corp.’s  Notes,  which  are  typically 
devoted  to  intraorganizational  applications. 

The  WMC  should  waste  no  time  in  defining  a 
unique  role  for  the  Web  —  and  associated  Internet 
mail,  file  transfer,  security  and  other  services  —  in 
th  e  wo  rkfl  ow  u  n  i  ve  rse . 

Addressing  workflow’s  tendency  to  overflow  its 
boundaries  within  companies  —  especially  as  it 
concerns  the  Internet  —  would  increase  the  visibil¬ 
ity,  relevance  and  marketability  of  the  WMC’s  stan¬ 
dards  work. 

Workflow  vendors  would  have  a  blueprint  to 
address  the  fast-growing  electronic  commerce 
marketplace. 

To  date,  the  workflow  industry,  because  of  its 
intraorganizational  focus,  has  been  linked  primar¬ 
ily  to  business  process  reengineering,  a  substantial 
market  but  not  really  a  barn-burner. 

Workflow  management  environments  will  help 
us  control  the  pace  and  rhythm  of  electronic  com¬ 
merce,  if  we  can  get  them  linked  up  over  the  ’Net. 

Kobielus,  a  contributing  editor  to  Network  World,  is  a 
senior  telecommunications  analyst  with  LCC,  Inc.,  an 
Arlington,  Va. -based  network  design  and  engineering 
firm.  He  can  be  reached  at  (703)  807-5075  or  via  the 
Internet  at  kobielus_james@lccinc.com.  The  opinions 
expressed  are  his  own. 


50  •  Network  World*  September  11, 1995 


IN-BOX 


Win95,  OS/2  battle  continues 

Editor’s  comment:  Our  review  comparing 
Microsoft  Corp.  ’s  Windows  95  and  IBM’s  OS/2 
Warp  Connect  (Aug.  21,  page  43)  generated  lots 
of  feedback,  mostly  from  OS/2  proponents.  Here’s 
a  sample  of  the  letters  we  received  covering  points 
various  readers  brought  up,  followed  by  a 
response from  the  authors. 

Kristin  and  Howard  Marks  have  put  their 
credibility  at  stake  with  this  article.  Their 
consulting  firm,  TigerTeam,  specializes  in 
migrating  clients  to  32-bit  operating  sys¬ 
tems.  But  the  article  reads  as  if  they  had 
never  installed  OS/2  before. 

That  is  beside  the  point,  however.  Com¬ 
paring  OS/2  and  Windows  95  is  like  com¬ 
paring  apples  to  oranges.  A  better 
comparison  would  have  been  between 
OS/2,  Windows  NT  andUnix/X. 

Windows  95  should  have  been  com¬ 
pared  to  Microsoft’s  Windows  for  Work¬ 
groups  and  Apple’s  System  7. 

Cameron  Miller 
Network  administrator 
Apex  Microtechnology 
Tucson,  Ariz. 

Much  of  the  information  on  OS/2  Warp 
Connect  in  your  NetResults  table  is  flat  out 
wrong. 

The  table  states  memory  available  for 
DOS  applications  running  on  OS/2  Warp 
Connect  is  499K  bytes.  It  is  587. 5K  bytes, 
and  even  678.2K  bytes  if  you  load  the  DOS 
and  Command  Processor  in  high  memory 
and  use  upper  memory  blocks.  (This  is  total 
memory  available:  Your  table  is  unclear 
whether  it  is  stating  total  or  lowest  memory 
available) . 

The  price  in  the  table  is  also  wrong.  It’s 
not  $299,  but  $145  minus  a  $25  rebate  (to 
install  over  DOS  and/or  Windows)  or  $189 
minus  a  $50  rebate  (includes  DOS  and  Win¬ 
dows  support) . 

Did  Microsoft  help  you  write  this  article? 
fohn  Bahr 
Systems  engineer 
Aartronics  Corp. 

Denver 

I  appreciate  what  you  attempted  to  do 
with  the  article,  but  I  believe  there  are 
numerous  errors  or  misleading  statements. 

While  Windows  95  may  have  some  net¬ 
work  administration  tools  bundled  with  it, 
they  are  not  integrated  with  Systems  Man¬ 
agement  Server  (SMS)  or  any  other  man¬ 
agement  platform.  So,  for  the  home  user, 
it’s  useless,  and  for  larger  corporations, 
SMS  or  some  other  management  platform 
would  be  better. 

There  are  plenty  of  management  tools 
available  to  remotely  administer  and  man¬ 
age  Warp  Connect  clients. 
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I  also  disagree  with  your  assertion  that 
Warp  Connect  lacks  integration  of  critical 
components  such  as  Novell,  Inc.’s  NetWare 
Requestor.  Resources  from  any  of  the  server 
platforms  are  all  universally  available  to  any 
session  in  Warp  Connect. 

Regarding  your  installation  problems,  I 
am  not  sure  what  you  did,  but  Warp  Con¬ 
nect  and  Communications  Manager  can  be 
installed  in  about  40  minutes  on  a  486- 
based  33-MHz  PC  with  16M  bytes  of  RAM. 
This  can  be  done  using  a  charge  integration 
device  server  (no  CD-ROM  required). 

I  couldn’t  agree  more  with  your  claim 
that  Warp  Connect  does  not  do  a  great  job 
on  automatic  detection  of  hardware,  but  to 
be  honest,  I  have  hadjust  as  many  problems 
with  Windows  95.  Both  systems  have  a  long 
way  to  go  in  that  respect. 

I  admit  Warp  Connect  has  its  share  of 
warts.  But  anyone  who  states  that  Windows 
95  is  a  better  choice  for  mission-critical 
enterprise  deployment  over  Warp  Connect 
clearly  does  not  understand  the  capabilities 
of  Warp  Connect  or  has  bought  too  heavily 
into  Microsoft’s  hype. 

Frank  Giordano 
Client/server  architect 
Southbury,  Conn. 

In  your  comparison  of  Windows  95  and 
OS/2,  you  indicate  that  OS/2  has  lower  per¬ 
formance  than  Windows  95. 

My  experience  with  the  two  has  been 
that  OS/2  runs  DOS  programs  faster  and 
more  reliably  than  Windows  95,  and,  of 
course,  runs  OS/2  programs  faster  than 
Windows  95  does  (which  doesn’t  run  OS/2 
programs  at  all). 

You  also  left  out  a  major  issue  —  reliabil¬ 
ity.  Windows  and  Windows  95  are  not  stable. 
Every  Windows  system  we  have  used  has 
crashed,  on  average,  two  times  a  day  under 
heavy  use  and  required  hardware  resets. 
Most  OS/2  machines  tend  to  be  much  more 
stable  if  installed  and  configured  properly. 

Your  claim  that  OS/2  Warp  Connect 
took  3  hours  to  install,  while  probably  true, 
is  not  the  case  when  it  is  installed  by  experi¬ 
enced  users.  The  last  Warp  Connect  system 
I  installed  took  about  15  to  20  minutes, 
not  including  the  installation  of  any 
applications. 

Steve  Rainwater 
President 

Network  Cybernetics  Corp. 

Irving,  Texas 

Was  your  comparison  of  OS/2  Warp 
Connect  and  Windows  95  really  fair?  You 
seem  to  know  a  lot  more  about  Windows  95 


and  are  fairly  new  to  OS/ 2 . 

Some  points  that  you  missed  were  that 
OS/2  Warp  Connect  will  upgrade  Windows 
applications  into  its  Workplace  Shell.  This 
option  is  available  during  and  after  installa¬ 
tion  from  the  system  setup  folder. 

You  mentioned  that  OS/2  Warp  does 
not  have  the  capability  to  store  the  individ¬ 
ual  user  settings  for  Windows  95  in  a  central 
location,  allowing  users  to  log  on  to  differ¬ 
ent  workstations  and  have  access  to  their 
familiar  desktops.  Well,  on  the  back  of  the 
OS/2  Warp  Connect  box,  it  states:  “Set  up 
multiple  desktops  for  yourself,  your  family, 
or  coworkers.’’ 

OS/2  Warp  does  not  have  Windows’  arti¬ 
ficial  limitation  of  three  printer  ports.  I  have 
30  different  printers  in  my  printers  folder, 
all  attached  to  various  printers  across  my 
LAN  and  my  client’s  LANs.  I  just  choose 
which  printer  I  want  to  use  via  a  simple 
pointand  click. 

One  of  OS/2  Warp’s  major  strengths  is 
the  Internet  connection  tools  that  it  offers. 
Lor  example,  WebExplorer  under  OS/2 
has  all  the  features  that  Netscape  Navigator 
does  and  some  that  Netscape  lacks.  You 
failed  to  mention  all  the  other  Internet 
tools  that  come  with  OS/2  Warp,  like  the 
graphical  LTP,  telnet,  Archie,  E-mail  and 
Gopher  utilities. 

Also,  the  one-button  Internet  access  is 
available  from  IBM  and  other  Internet  pro¬ 
viders.  Microsoft’s  one-button  Internet  con¬ 
nection  is  only  provided  via  Microsoft 
Network. 

You  did  not  mention  any  OS/2  third- 
party  or  IBM  software  solutions  for  OS/2’s 
shortcomings.  Lor  example,  many  of  the 
network  management  functions  that  you 
mention  as  being  available  for  Windows  95 
also  are  available  for  OS/2  Warp  Connect. 
However,  unlike  Windows  95,  the  clients  for 
this  functionality  do  not  happen  to  come 
with  OS/2  Warp  Connect. 

You  did  not  mention  other  components 
of  OS/2  Warp  Connect  that  Windows  95 
lacks.  Examples  include  Lotus  Notes 
Express,  Person-to-Person,  the  Unix  dae¬ 
mons  that  come  with  OS/2  Warp  Connect’s 
TCP/IP  suite  and  LAN  Distance,  which 
allows  for  remote  logons  into  any  network. 

I  agree  that  the  NetWare  tools  are  not  as 
well  integrated  as  in  Windows  95.  This  is  one 
of  the  regrets  I  have  about  OS/2  Warp. 
However,  I  would  take  this  one  regret  over 
the  many  regrets  that  Windows  95  presents, 
such  as  lack  of  preemptive  multitasking, 
lack  of  memory  protection  even  in  32-bit 
Windows  95  applications,  and  lack  of 

See  In-box,  page  66 
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Free  At  Last 

Advanced  Ethernet  Switching 
Is  Now  Afforhadle  For  Everyone. 


Innovation 
Lowers  The  Cost 
of  Performance. 


If 


If  you're  caged-in 
by  bandwidth  con¬ 
straints,  but  can't 
justify  Ethernet  switches  at 
$6,000  to  $10,000  per  unit, 
freedom  is  finally  at  hand. 
The  key:  the  NV7500  from 
NetVantage.  It  combines 
sophisticated  VLSI  technol¬ 
ogy  and  elegant  engineering 
to  deliver  the  high-end  per¬ 
formance  you  need  for  only 
$2,995.  And  as  thousands 
of  installed  units  have 
demonstrated,  innovation 
also  delivers  high  reliability. 


Smaller, 

Simpler,  Smarter. 


The  NV7500  Full-Featured  Ethernet  Switch 


Despite  its 
small  price 
and  small 
size,  the 
NV7500 
packs  the 
advanced 


features  normally  available 
in  only  the  most  expensive 
switches:  features  such  as 
error-free  architecture  (with 
a  120,000  frame-per-second 
forwarding  rate).  Spanning 
Tree  IEEE  802. Id  support, 
SNMP  management  and 
easy  scalability. 

COMPETITIVE  MODEL 


NV  7500 

It  even  trumps  the  compe¬ 
tition  with  advantages  like 
interface  modularity  and  a 
16,000-address  capacity. 

Interface  Options 
For  Investment 
Protection. 

In  its  base  configuration, 
the  unit  is  a  fully  featured 
8-port  10BASE-T  switch  — 
designed  to  evolve  with 
your  network  requirements. 
A  choice  of  inter- 

100  BASE-T 

face  option  cards  AT  Ml 

allows  plug-and-play  migra¬ 
tion  to  100BASE-T,  FDDI  or 
ATM  for  as  little  as  $699. 


Stackable  To 
64  Ports. 

Hands  down,  the  NV7500 
is  the  value  leader  in  work¬ 
group  switching, 
but  is  not  limited  to 
that  role.  A  stacking 
ring  option  enables  easy 
growth  for  backbone  appli¬ 
cations  in  multi-vendor 
networks.  A  maximum 
stack  of  8  units  (64  ports) 
is  manageable  as  a  single 
switch,  with  no  perfor¬ 
mance  degradation. 

With  the  NV7500, 
NetVantage  proves  that 
high-performance  switching 
needn't  be  a  costly  invest¬ 
ment  —  nor  a  risky  one. 
lust  ask  about  the 
NetVantage  “No-Risk”  start. 
It  will  launch  your  flight  to 
bandwidth  freedom  with  a 
30-day  free  trial.  For  the 
name  of  the  deal¬ 
er  nearest  you, 
call  NetVantage,  'W 
today:  800-796-8401. 


NetVantage 


,  Inc.,  1  800  Stewart  Street,  Santa  Monica,  CA  90404  31  0-828-9898  Fax  31  0-828-2553 


Circle  Reader  Service  #48 


By  David  Buer  ger 


o  one  can  accuse  Robert  Frankenberg  of 
thinking  small. 

Novell,  Inc.  named  Frankenberg  presi¬ 
dent  and  CEO  in  April  1994,  and  crowned 
him  chairman  four  months  later.  He  hit  the 
ground  like  a  cyclone. 

A  year  later,  the  former  Hewlett-Packard  Co.  execu¬ 
tive  has  cleaned  house  and  installed  his  own  team  of 
seasoned  turnaround  artists,  slashed  head  count  after 
merging  with  WordPerfect  Corp.,  reorganized  Novell, 
created  a  business  plan  and  forged  a  new  strategy. 

That  vision,  called  Pervasive  Computing,  may  be 
Frankenberg’s  greatest  legacy  to  Novell. 


Forget  Microsoft  Corp.,  IBM,  Lotus  Development 
Corp.  and  other  predators  that  seek  Novell’s  terrain. 
Frankenberg  saw  that  Novell’s  greatest  enemy  was 
itself.  His  vision  and  insistence  on  process-oriented 
management  mark  the  first  time  Novell’s  generals  and 
soldiers  have  marched  to  a  rational  business  plan. 

The  $2  billion  networking  company  was  bereft  of  a 
clear  direction  several  years  before  Frankenberg’s 
watch.  Former  Chairman  Raymond  Noorda’s  mantra 
of  “grow  the  industry”  worked  fine  in  the  company’s 
heyday.  That  is  when  one  good  product  —  the  Net¬ 
Ware  network  operating  system  (NOS)  —  coupled 
with  good  distribution  and  the  luck  of  timing,  pro¬ 


pelled  Novell  to  the  top.  Demands  of  sophisticated 
users  and  industry  maturation,  however,  outgrew 
Noorda’s  leadership. 

Frankenberg’s  pragmatic,  business-oriented 
approach  is  different.  He  knows  that  Novell’s  future 
hinges  on  convincing  users  and  investors  that  Novell 
has  a  growth  plan  and  is  on  track. 

Objective:  the  world 

Pervasive  Computing,  according  to  Frankenberg, 
is  “connecting  people  with  other  people  and  the 
information  they  need,  enabling  them  to  act  on  it,  any¬ 
time,  anyplace.”  Specifically,  Frankenberg  wants  to 


FRANKENBERG’S  NEW  TEAM 


Name:  Steve  Markman 

Title:  Executive  vice  president 
and  general  manager  of  Novell’s 
Information  Access  and 
Management  Group 

Key  goals:  Leads  Novell’s  charge 
into  Internet  services  and  mobile 
computing.  Markman  seeks  to 
establish  Novell  as  a  LAN 
management  leader. 

Past  experience:  29-year 
veteran  of  AT&T,  HP  and  NET 


Name:  Sheldon  Laube 

Title:  Executive  vice  president 
and  chief  technology  officer 

Key  goals:  Laube’s  mission 
is  to  synchronize  Novell’s 
numerous  technology  efforts 
to  provide  a  uniform  message 
for  Pervasive  Computing. 

Past  experience:  Price 
Waterhouse,  director  of 
information  and  technology 


Name:  Joe  Marengi 

Title:  Executive  vice  president 
of  worldwide  sales 

Key  goals:  Marengi  must 
educate  the  direct  sales  force 
and  indirect  sales  channel 
about  how  products  fit  the 
company’s  new  vision. 

Past  experience:  Exceian, 
director  of  channels 


Name:  Richard  King 

Title:  Executive  vice  president 
and  general  manager  of  Novell 
Systems  Group 

Key  goals:  Novell,  under  King, 
must  establish  embedded 
systems  technology  for  Pervasive 
Computing  to  succeed,  and  King 
must  establish  UnixWare  as  a 
force  alongside  NetWare. 

Past  experience:  Lytron 
Systems,  vice  president  of  R&D 


Name:  Christine  Hughes 

Title:  Senior  vice  president  of 
corporate  marketing 

Key  goals:  Hughes  needs  to 
devise  a  strategy  to  clearly 
articulate  the  Pervasive 
Computing  message  and 
position  products  under  that 
banner. 

Past  experience: 

Xerox,  vice  president  of 
integrated  marketing 


Name:  Jeffrey  Waxman 

Title:  Executive  vice  president 
and  general  manager  of  Novell’s 
Applications  Group 

Key  goals:  Waxman  must 
establish  Novell’s  GroupWise 
as  an  effective  rival  to  Lotus’ 
Notes  while  also  spearheading 
the  launch  of  a  new  consumer 
products  division. 

Past  experience:  15-year 
Xerox  executive 
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CEO  Bob  Frankenberg 
has  installed  a  team 
of  turnaround  artists 
and  set  the  course  for 
Pervasive  Computing. 


build  a  universal  network  that  links  one 
billion  devices  by  the  year  2000 . 

‘  ‘You  have  to  set  aggressive  goals  to 
motivate  people,”  says  Sheldon 
Laube,  Novell’s  new  executive  vice 
president  and  chief  technology  offi¬ 
cer.  Frankenberg  enticed  Laube,  45,  to  leave 
Price  Waterhouse,  where  he  spent  10  years  building  a 
network  of 30,000  PCs  in  1 1 0  countries. 

Now  Laube  is  a  missionary  who  has  become  the  piv¬ 
otal  player  when  it  comes  to  putting  Novell’s  technical 
teams  in  sync.  ‘‘I  sensed  an  incredible  opportunity  to 
change  the  way  the  world  works  through  networking,” 
he  says. 

One  billion  devices  includes  all  sorts  of  gear,  such  as 
PCs,  fax  machines,  televisions,  smart  telephones  and 
intelligent  appliances  still  on  many  drawing  boards. 

Novell  aims  to  play  a  central  role  in  this  meganet¬ 
work.  A  new  version  of  NetWare  and  its  directory  ser¬ 
vice  would  be  the  traffic  cop,  forging  connections 
between  devices  and  deploying  network-intrinsic 
applications  that  provide  utility  services  to  users.  Hun¬ 
dreds  of  millions  of  people  would  use  those  applica¬ 
tions.  In  many  cases,  Novell’s  products  would  help 
adjust  and  monitor  the  performance  of  electrical 
devices  without  human  intervention. 

The  company  has  developed  NetWare  Embedded 
Systems  Technology  (NEST)  forjust  that  purpose  (see 
story,  page  59) .  NEST  enables  companies  to  wire  phys¬ 
ical  plant  processes  and  other  activities  more  deeply 
into  information  systems  to  gain  greater  controls  and 
economies. 

Novell  has  also  brought  existing  products,  such  as 
its  GroupWise  offering,  under  the  Pervasive  Comput¬ 
ing  umbrella.  GroupWise,  formerly  known  as  Word¬ 
Perfect  Office,  is  an  electronic  mail  package  with 
built-in  calendaring  and  scheduling  that  is  all  tightly 
coupled  to  Novell’s  NetWare  Directory  Services. 
Users  across  the  enterprise  will  be  able  to  locate 
one  another  or  other  resources  due  to  the  shared- 
directory  structure  (see  story,  page  59).  That’s  an 
application  focus  on  coordinating  people,  processes 
and  information  flow  that  is  sure  to  appeal  to  many 
network  administrators. 

Details  on  Pervasive  Computing  are  still  vague. 


Novell 

promises  to  articulate  a 
crisp  road  map  for  its  vision  in 
two  weeks  atNetWorld+Interop. 

Frankenberg’s  original  notion  targeted  one  billion 
people,  not  devices.  At  one-sixth  the  world’s  popula¬ 
tion  —  most  of  which  lacks  electricity,  much  less  any 
form  of  technology —  that  goal  was  too  fantastic.  Even 
a  billion  devices,  however,  is  a  big  leap  from  Novell’s 
current  base  of  about  50  million  users.  But  Novell  will 
have  help. 

“Pervasive  Computing  isn’t  unique  to  Novell,  but  it 
speaks  to  the  shift  from  the  desktop  to  the  network,” 
Frankenberg  says. 

Adds  Steve  Markman,  executive  vice  president  and 
general  manager  of  Novell’s  Information  Access  and 
Management  Group,  ‘  ‘It’s  a  vision  for  the  whole  indus¬ 
try,  of  which  we’re  an  important  player.  We  think  we 
can  take  the  world  into  a  realm  of  more  intelligent  net¬ 
work  services.” 

Markman  is  a  29-year  veteran  of  AT&T,  HP  and  Net¬ 
work  Equipment  Technologies,  Inc.  While  at  HP,  he 
worked  for  Frankenberg  and  turned  around  one  of 
the  company’s  business  units.  Markman  now  heads  a 
$250  million  unit  on  which  Novell  pins  substantial 
growth.  Its  product  lines  include  software  for  manag¬ 
ing  Novell  networks,  mobile  computing,  hooking  Net¬ 
Ware  LANs  to  host  computers,  telephony  applications 
and  links  to  the  Internet. 

“I  expect  my  group  to  be  a  third  of  die  company 
when  we  reach  $5  billion  in  revenue,”  Markman  says, 
but  he  would  not  predict  an  attainment  date. 

Markman,  whojoined  Novell  in  August  1994,  likes 
the  company’s  potential  and  new  leadership.  “We’ve 
got  very  good  people  with  good  business  skills;  they’re 
aligned  with  the  new  vision,  they’re  excited  about  it,” 
Markman  says.  “As  a  team,  we’ve  come  together  very 


well,  particularly  in  the 
last  few  months. 

The  catalyst  to  imple¬ 
ment  Pervasive  Computing 
is  Frankenberg’s  emphasis  on  process  planning 
throughout  the  company. 

“When  Novell  was  a  one-product  company,  the 
process  was  Ray  Noorda.  With  multiple  products,  we 
have  to  pay  more  attention  to  managing  them  and  to 
business  planning,”  Markman  says.  “Now  the  process 
is  a  team  of  people  working  very  closely  together. 

Says  Toby  Corey,  vice  president  of  marketing  for 
Novell’s  Operating  Systems 
Division,  “Traditionally,  we 
did  a  lot  of  90-clay  planning. 

Now  our  requirements  are 
three-year  business  plans.  ’  ’ 

Joe  Marengi,  executive 
vice  president  of  worldwide 
sales  and  a  veteran  Novell 
employee,  adds,  “We  just 
made  the  quantum  leap  from 
an  immature  growth  com¬ 
pany  to  a  mature,  process-ori-  NoveM.s  Frankenberg  knozus 
ented  company.  Large  cust-  that  the  firm's  future  hinges 
ornei  s  expect  that  matin  ity.  on  convincing  users  and 

investors  that  Novell  has  a 

Application  hook  growth  plan  and  is  on  track. 

Novell  aided  its  discovery 
of  process  management  benefits  by  heeding  its  own 
advice.  “Frankenberg  saw  that  we  had  lots  of  different 
E-mail  systems  in-house,”  Marengi  says.  “So  we  stan¬ 
dardized  on  our  own  GroupWise  product.  It  changed 

Continued  on  page  58 
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Total  multi-vendor  chaos  incompatible  protocols  inflexible  systems  inaccessib 


Now  there's  a  way  to  turn  your  biggest  problem  into  your  biggest  asset.  With  SunSoft. 
A  complete  family  of  software  that  can  integrate  every  single  computer  in  your 
company.  And  get  you  any  information,  from  any  system,  anywhere  in  the  world. 
This  solution  starts  with  the  industry-leading  Solaris™  operating  environment.  With 
Solaris,  you  have  an  open  network  computing  foundation  for  SPARC™  Intel?  and  soon, 


Logo.  SunSoft  the  SunSoft  Logo.  Solar*.  Soli 


(ten*. 


*•  SotarMet  SunSoft  V\tor*Shop  and  The  Network  Is  The  Computer  are  trademarks  or  registered  trademarks  of  Sun  Microsystems.  Inc  ei  the  United  States  and  other  countries  AH  SPARC  trademarks  are  used  under  kerwe  and 


i. 


hformation  limited  scalability  ends  here. 


Network 


PowerPC™  In  all,  it  runs  over  10,000  SPARC  solutions,  in  addition  to  Windows,  DOS,  and  Macintosh®  applications.  Solaris  is  tightly  integrated  with  Solstice™  system  and 
network  management  products,  which  make  controlling  an  enterprise  less  complex  and  more  cost-effective.  Next,  you  can  add  SolarNet™  software,  to  connect, 
administer,  and  integrate  your  PCs  into  the  enterprise.  And  finally,  add  SunSoft  Workshop™  tools,  to  develop  and  deploy  enterprise- 
class  applications.  When  you  put  all  these  SunSoft  products  together,  you  end  up  with  a  network  that's  more  powerful  and  accessible 
than  ever.  A  network  that  actually  becomes  a  computer.  Find  out  more.  1-800-SUNSOFT,  prompt  #1,  or  http://www.sun.com/  THE  network  IS  THE  COMPUTER’" 

are  trademarks  or  registered  trademarks  of  SPARC  International,  Inc.  in  the  United  States  and  other  countries.  Products  bearing  SPARC  trademarks  are  based  upon  an  architecture  developed  by  Sun  Microsystems,  Inc.  All  other  products  or  services  mentioned  herein  are  trademarks  of  their  respective  owners  SSFAM.1 


Pervasive  Computing  piecemeal  parts 


Technology  components  required  to  achieve  Novell’s  vision  of 
Pervasive  Computing 


Tools  and  APIs 

Applications 

Programs  must  take  full  advantage  of 
network  services  to  enable  users  to 
access  data,  communicate  and 
collaborate  across  the  net. 

Management 

A  stable  set  of 

Access 

Intuitive  and 

interfaces  and 

Desktop  computers,  notebook  computers, 

reliable  systems 

advanced  tools 

PDAs,  telephones,  TVs,  pagers  and  other 

management, 

required  to 

intelligent  devices  that  simplify  local  or 

which  must 

enable 

remote  access  to  network  resources, 

reduce  the 

application 

including  legacy  systems. 

costs  and 

developers  to 
create  packaged 

Network  services 

complexity  of 
managing  this 

network  apps  and 

Operating  systems  services,  which  are 

universal 

allow  users  to 

distributed  across  multiple  platforms 

computing 

customize  their 

and  made  available  to  users, 

environment. 

apps. 

applications  and  developers  to  facilitate 
efficient  use  of  the  network. 

Infrastructure 

Basic  network  and  serveroperating 
systems  required  to  connect  services 
and  run  network  applications. 
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the  way  we  do  business.” 

Novell  hopes  to  replicate  its 
self-conversion  to  GroupWise 
and  other  networked  applica¬ 
tions  as  part  of  Pervasive 
Computing. 

‘‘Applications  are  the  vehi¬ 
cles  for  information,”  says  Jef¬ 
frey  YVaxman,  executive  vice 
president  and  general  manager 
of  Novell’s  Applica¬ 
tions  Group,  who 
joined  the  company 
last  June.  Networks 
bring  little  value  to 
users  without  infor¬ 
mation  provided  by 
networked  applica¬ 
tions,  he  says.  Perva¬ 
sive  Computing’s 
aim  is  for  everyone 
to  use  networked 
applications  as  part 
of  daily  life. 

Waxman’s  group 
includes  Group- 
Wise,  the  PerfectOffice  suite  of 
WordPerfect  productivity  appli¬ 
cations  and  a  new  consumer 
products  division.  Prior 
to  joining  Novell,  Waxman 
turned  around  several  small 
companies  and  was  a  15-year 


Xerox  Corp.  veteran,  where  he 
worked  with  Christine  Hughes, 
Novell’s  new  senior  vice  presi¬ 
dent  of  corporate  marketing. 
That’s  where  he  first  did  business 
with  Frankenberg. 

When  he  is  not  Fishing  for 
trout  or  angling  for  bigger 
catches  in  his  North  Carolina- 
based  54-foot  custom  sport 
cruiser,  Waxman  is  glowing  over 
his  group’s  poten¬ 
tial.  “I’m  the  only 
application  business 
in  the  industry  with  a 
captive  audience,” 
he  says.  “I  have  a 
huge  business  —  if  I 
can  provide  an  opti¬ 
mized  application 
vehicle  to  convey 
informauon  to  net¬ 
work  users.  Novell  is 
asleeping  giant.” 

That  potential 
lured  former  Chair¬ 
man  Noorda  to 
merge  with  WordPerfect  in  1 994. 
WordPerfect’s  acquisition,  how¬ 
ever,  has  shown  no  tangible 
fruits,  according  to  analysts. 

The  sore  spot  is  PerfectOf¬ 
fice.  Revenue  from  Novell’s  per¬ 
sonal  productivity  software  fell  in 


the  third  Fiscal  quarter  to  $88 
million  from  $135  million  a  year 
earlier.  Novell’s  8.5%  market 
share  in  that  sector  pales  to 
Microsoft’s  85%. 

Frankenberg  blames  the  reve¬ 
nue  drop  on  users  waiting  for 
Microsoft’s  Windows  95  operat¬ 
ing  system.  According  to  Novell, 
it  will  ship  a  version  of  PerfectOf¬ 
fice  for  Windows  95  late  this  year. 

Novell  also  lacks  software  to 
counteract  Microsoft’s  BackOf¬ 
fice  product.  A  glaring  hole 
is  strong  client/server  data¬ 
base  software,  which  means  No¬ 
vell  must  rely  on  third-party 
solutions. 

Ultimately,  the  company  will 
group-  and  network-enable  all  its 
applications,  transforming  them 
into  network  services,  Waxman 
says.  And  it  will  make  all  its  appli- 
carions  easier  to  use  during  the 
next  Fiscal  year,  which  runs  from 
November  through  October. 
First  on  tap  is  a  common  installa¬ 
tion  procedure  and  documenta¬ 
tion,  according  to  Markman. 

The  other  application  sleeper 
is  GroupWise,  which  contrib¬ 
uted  just  5%  to  Novell’s  overall 
revenue  during  1994.  Since 
then,  GroupWise  has  doubled  its 
number  of  users  to  4.5  million  — 
the  biggest  market  share  of  any 
workgroup  software  package, 
according  to  Novell. 

The  company  intends  to  soon 
add  conferencing  and  workflow 
features  to  compete  with  Lotus’ 
Notes  software. 

“Our  entire  product  mix  will, 
over  time,  become  network 
operating  systems  and  net¬ 
worked  applications,”  Franken¬ 
berg  says.  He  believes  Novell  has 
the  opportunity  to  take  the  lead 
position  in  the  groupware  mar- 
ketby  the  end  of  1997. 

“I’m  skeptical,”  says  Lenny 
Pitts,  a  research  analyst  at 
Workgroup  Technologies,  Inc. 
“Novell  is  playing  catch-up 
to  Microsoft  and  Lotus,  who 
are  also  team-enabling  their 
applications.” 

Novell’s  traditional  customer, 
the  network  manager,  is  also 
skeptical  of  the  company’s  new 
emphasis  on  applications. 

Thomas  Moon,  network  man¬ 
ager  for  Ryte-way  Industries, 
Inc.,  a  Northfield,  Minn.-based 
contract  packaging  company, 
voiced  a  common  reaction. 
“Novell  should  suck  to  what  it 
does  best  —  network  operating 
systems  and  connectivity,”  he 
says.  “There  is  no  need  for  them 
to  keep  up  with  the  Microsofts. 
Novell  has  a  Fine  product  and 
should  work  at  making  it  better, 
not  grow  into  other  areas.  ” 

Such  reactions  partly  stem 
from  industry  maturation  and 
complexity.  Networking  no 
longer  revolves  strictly  around 
die  network  manager,  who  now 


sits  on  a  team  of  corporate  spe¬ 
cialists  tasked  to  engineer  busi¬ 
nesswide  solutions.  NetWare 
may  lead  NOS  sales,  but  NOS 
buyers  are  not  the  sole  buyers  of 
applications. 

Novell’s  presumption  of  a 
captive  application  market  is, 
therefore,  questionable,  espe¬ 
cially  given  Microsoft’s  domi¬ 
nance  in  this  arena.  Drawing 
these  different  camps  together 
to  create  Pervasive  Computing 
will  require  a  clearer  message 
and  a  new  level  of  ingenuity  from 
Novell. 

Building  on  NetWare 

Before  WordPerfect’s  merger 
with  Novell,  NetWare  contrib¬ 
uted  over  80%  of  the  company’s 
revenue.  NetWare  now  chips  in 
less  than  half  due  to  Novell’s 
broader  product  line.  It’s  a  cru¬ 
cial  half,  however, 
because  NetWare  is 
the  foundation  for 
most  products  sold  by 
Novell. 

NetWare  domi¬ 

nates  server  operat¬ 
ing  system  sales, 
although  that  share 
has  dropped  from 
nearly  70%.  Net¬ 
Ware’s  share  of  the 
application  and  net¬ 
work  server  market 
was  43%  during  1994, 
according  to  Rob 
Enderle,  an  analyst  at 
Dataquest,  Inc.  Fra¬ 
mingham,  Mass.- 

based  International 
Data  Corp.  (IDG) 
pegs  NetWare’s  share 
of  users  in  the  advanced  server 
market  at  50%  for  the  First  half  of 
this  year,  according  to  analyst 
Lee  Doyle.  He  says  Microsoft’s 
Windows  NT  placed  second, 
with  an  1 8%  share. 

NetWare  4’s  first  release  in 


March  1993  was  rejected  by  most 
users  due  to  bugs.  “NetWare  4.0 
was  a  black  eye  in  the  market¬ 
place,”  Corey  says. 

Novell  revamped  the  product 
and  released  Version  4.1  in 
December  1994.  Users  gave  that 
release  a  better  reception. 
According  to  Corey,  NetWare  4 
contributed  less  than  5%  of 
Novell’s  total  revenue  during  Fis¬ 
cal  1994.  That  grew  to  24%  for 
the  quarter  ended  July  31,  or 
18%  year  to  date.  He  adds  that 
NetWare  4.1  sales  are  now 
equally  split  with  Version  3.12. 
He  predicts  that  more  than  half 
of  the  customers  using  NetWare 
2  or  3  will  switch  to  the  new  ver¬ 
sion  by  December  1996. 

Corey’s  division  is  part  of  the 
NetWare  Systems  Group,  which 
also  makes  Tuxedo  transaction 
processing  software  and  Net¬ 
Ware  application 
development  tools. 
The  group  still 
sports  a  familiar 
lineup  of  managers 
led  by  Richard 
King,  the  Brigham 
Young  University 
computer  science 
graduate  who 

joined  Novell  in 
1985. 

King,  a  soft-spo¬ 
ken  technical  guru 
of  few  words,  holds 
high  respect  from 
his  staff  and  cus¬ 
tomers.  He  needs  it, 
as  he  has  two  key  ini¬ 
tiatives  under  his 
watch. 

One  is  NEST, 
software  that  is  crucial  to  achiev¬ 
ing  Frankenberg’s  billion-device 
vision  by  the  year  2000  (see  story, 
page  59). 

And  King  was  recently 
charged  with  the  daunting  task 
of  merging  the  traditional  Net- 


Cellular  stock  price  dulls  Novell’s  luster 

If  Novell,  Inc.’s  products  are  so  good,  why  have  investors 
turned  thumbs-down  on  the  company’s  stock? 

The  share  price  dived  30%  after  Novell  acquired  Unix  Sys¬ 
tem  Laboratories,  Inc.  (USL)  injune  1993  and  stayed  at  his¬ 
toric  lows,  despite  a  booming  technology  market.  Its  high  point 
was  $35.25  per  share;  the  stock  closed  at  $  18.8 1  last  Wednesday. 

“Novell  has  not  delivered  as  much  sales  growth  as  people 
would  like,”  says  Chuck  Phillips,  software  industry  analyst  at  Mor¬ 
gan  Stanley  &  Company,  Inc.  in  New  York.  “Margins  have  been 
generally  good,  but  people  would  like  to  see  explosive  revenue.” 

Revenue  lor  the  third  quarter 
ended  July  29  was  $538  million,  up 
1 0%  from  the  same  period  last  year. 

Year-to-date  revenue  of  $  1 .56  bil¬ 
lion  is  up  9%  since  1 994. 

‘  ‘We’ve  been  making  business 
decisions  that  reflect  our  view  of 
the  longer  term  requirements  of  our 
customers,’  ’  explains  Robert  Franken¬ 
berg,  chairman  and  chief  executive  officer  at 
Novell. 

Novell  generated  nearly  $100  million  per  quarter  in  cash  flow 
during  the  past  two  years,  despite  charges  for  its  USL  acquisition 
and  WordPei  feet  ( k >rp.  merger.  Investors  pocketed  none  of 
those  profits,  however,  because  Novell  pays  no  dividends. 

I  he  company  uses  cash  for  acquisitions  and  to  fuel  other 
growth,  according  to  Peter  Troop,  Novell’s  director  of  investor 
relations.  Cash  and  short-term  investments  as  of  July  29  was  $  1 .23 
billion.  Novell  has  no  long-term  debt. 

F ran  kenberg  says  operali ng  margins  moved  from  1 6%  in 
1 994  to  near  25'  <.  this  year,  causing  fastergrowth  in  income  than 
revenue. 

While  analysts  blamed  low  share  prices  on  Novell  for  buying 
slow-growth  companies  such  as  WordPerfect,  Novell  executives 
blamed  themselves  for  not  marketing  the  company  and  its  strate¬ 
gies  to  Wall  Street  firms.  “We  think  the  combination  of  having  a 
solid  corporate  strategy',  telling  it  and  delivering  products  will 
boost  the  stock  price,’  saysjeffrey  Waxman,  executive  vice  presi¬ 
dent  and  general  manager  of  Novell’s  Applications  Group. 


D0N7  FORGO  R&D 

Novell  is  spending 
17.5%  of  its  revenue 
on  product  research 
and  development. 


A  Forrester  Research 
survey  of  users’ 
application  server 
preferences  for  1996 
finds  that  46%  will  use 
Unix;  20%,  Windows 
NT;  4%,  NetWare;  and 
30%,  undecided. 


Unix 


Windows 


Undecided  — 1  NetWare 


58  •  Network  World*  September  11, 1995 


Ware  operating  system  with 
I  UnixWare.  Novell  acquired  mas¬ 
ter  rights  to  Unix  when  it  pur- 
\  chased  Unix  System  Labora¬ 
tories,  Inc.  in  1993. 

Unix  is  favored  by  large  users 
for  running  client/server  appli¬ 
cations  such  as  transactional 
database  systems.  Yet  Novell’s 
U nixWare  brand  has  been  a  flop. 

“Getting  the  sales  channel  to 
switch  from  other  Unix  vendors 
has  not  been  easy,”  Marengi 
admits.  Novell’s  failure  to  articu¬ 
late  a  clear  Unix  strategy  has  not 
helped.  When  asked  which  prod¬ 
uct  Novell  recommends  to  users 
as  an  application  server  —  Net¬ 
Ware  or  UnixWare  —  he  waffles. 
“Salespersons  are  trained  to  rec¬ 
ommend  whatever  the  custom¬ 
er’s  choice  is,”  he  says. 

Novell’s  independent  soft¬ 
ware  development  partners  are 
not  as  equivocal  and  noted  sev¬ 
eral  concerns. 

“NetWare  cannot  support 
large  corporate  applications, 
such  as  a  stock  trading  system,” 
says  Jeff  Smith,  senior  manager 
of  business  development  at 
Sybase,  Inc.  “NetWare  doesn’t 
have  the  fault  tolerance  needed, 
nor  is  Novell  set  up  to  support 
those  types  of  organizations.” 

Adds  Ron  Harris,  president 
and  CEO  of  Btrieve  Technol¬ 
ogies,  Inc.,  “We  are  not  big  pro¬ 
ponents  of  NetWare  as  an 
application  development  plat¬ 
form.  NetWare  is  a  world-class 
file-and-print  platform.  But  we 
don’t  use  Novell’s  Application 
Loadable  Module  software  to 


develop  on  NetWare.”  Novell, 
which  owns  a  minority  share  of 
Btrieve,  bundles  that  product 
with  NetWare. 

“It’s  very  hard  to  develop  for 
NetWare.  You  must  pay  attention 
and  be  sharp,”  says  Yuda  Doron, 
executive  vice  president  and 
general  manager  of  Chey¬ 
enne  Software,  Inc.’s  NetWare 
Division. 


Meanwhile,  Microsoft’s  Win¬ 
dows  NT  is  gaining  ground  as  an 
application  server.  “The  large 
majority  of  Fortune  500  shops 
are  considering  NT,”  says  Chris¬ 
topher  Germann,  an  analyst  with 
Gartner  Group,  Inc. 

“I  do  not  see  how  Novell  can 
stop  NT  from  happening,”  says 
Tomas  Hernandezjr. ,  director  of 
computer  services  at  Kohn 
Pedersen  Fox  Architects  in  New 
York.  “Novell  blew  it.  With 
Microsoft’s  mature  alternative, 
it’s  over.” 


Says  Rick  Howard,  assistant 
computer  support  director  for 
the  Department  of  Electrical 
Engineering  and  Computer  Sci¬ 
ence  at  the  U.S.  Military  Acad¬ 
emy,  “NT  is  the  winner  because 
it’s  what  Unix  would  have  been  if 
it  was  designed  in  the  ’90s.” 
Howard’s  department  is  also  a 
big  Unix  proponent.  “We  have 
been  around  Unix  all  our 


careers,  and  we’re  used  to  it.  For 
most  of  us,  NetWare  was  never  in 
the  picture.” 

SuperNOS  to  the  rescue 

Novell  hopes  to  quell  this  dis¬ 
sent  with  SuperNOS,  a  future 
operating  system  that  blends 
NetWare  and  UnixWare.  That 
merger  will  please  NetWare 
users  with  high-end  applications, 
mainly  because  APIs  will  work  on 
either  platform.  Novell  will  then 
be  able  to  steer  heavy-duty  appli¬ 
cations  onto  UnixWare.  But 


Revenue  rundown 


Novell’s  revenue  split  for  1994  _.  . 

Education  &  services 


Directory  service  is  on  a  roll 

NetWare  caught  on  in  the  1980s  largely 

because  it  worked  with  virtually  any  hard¬ 
ware.  NetWare  may  catch  its  second  wind 
this  decade  due  to  NetWare  Directory  Ser¬ 
vices  (NDS)  software,  which  eventually  will  let 
users  tap  into  applications  residing  on  different 
operating  system  platforms. 

Network  managers  couldn’t  figure  out  how  to 
use  NDS  when  it  first  shipped  with  NetWare  4. 

But  it’s  come  a  long  way  since  then.  Now  NDS 
underpins  Novell,  Inc.’s  NetWare  marketing 
efforts,  especially  against  rival 
Microsoft  Corp.  ’s  Windows  NT 
Server.  NT  Server  uses  a 
domain-naming  service,  which 
Novell  s^ays  will  not  scale  well  on 
very  large  networks,  unlike  its 
NDS. 

NDS  is  also  the  framework  for  Novell’s  and 
partners’  application  development  plans  to  inte¬ 
grally  link  every  resource  to  the  network. 

“Ayear  ago,  people  asked,  can  I  buy  NetWare 
4  without  a  directory  service?  Today  they  ask,  why 
can’tlgetintoanNDS  [training]  class?” says 
David  Eckert,  director  of  portable  directories  at 
Novell’s  BrainShare  technical  conference  last 
March. 

NDS  turned  out  to  be  the  hottest  thing  going 
for  NetWare  because  it  makes  using  and  manag¬ 


ing  large  networks  easier.  A  person  can  log  on  to 
the  network  once  and  use  resources  on  any 
server — without  separate  logons. 

The  master  directory  also  eliminates  the  need 
to  maintain  duplicate  directories  for  the  net¬ 
work,  electronic  mail  and  other  net  applications. 

“We’ll  be  linking  NDS  to  the  Internet  and 
organizing  Web  information  behind  NetWare 
objects  to  cut  out  arcane  addressing,” 
says  Steve  Markman,  executive  vice 
president  and  general  manager  of 
Novell’s  Information  Access  and 
Management  Group. 

The  first  step  in  NDS  evolution 
will  be  providing  directory  service 
for  the  AT&T  NetWare  Connect  Ser¬ 
vices  (ANCS)  network  early  next 
year.  Eventually,  Novell  will  unbundle  NDS 
from  NetWare,  enabling  the  directory  to  work  on 
UnixWare  and  with  other  operating  systems  and 
applications.  Microsoft  plans  a  similar  strategy 
for  its  new  Open  Directory  Service  Interfaces, 
but  observers  say  Novell  has  a  two-year  develop¬ 
ment  lead. 

NDS  has  always  been  tightly  coupled  to  Net¬ 
Ware  security  features,  so  separating  the  two  may 
expose  NetWare’s  security  scheme  to  third  par¬ 
ties.  The  separation  is  a  top  priority,  however, 
because  it  plays  a  key  role  in  ANCS. 


SuperNOS  —  code-named  Gem¬ 
ini  —  is  still  in  Novell’s  labs  and 
will  not  ship  to  customers  until 
the  end  of  1996,  according  to 
Corey. 

Sales  chief  Marengi  dismisses 
SuperNOS:  “It’s  not  important 
because  we  can’t  sell  it.”  Laube, 
however,  hints  that  SuperNOS 
will  resolve  Novell’s  dilemma  by 
breaking  the  link  between  the 
physical  and  logical  networks. 
“The  message  will  change  once 
we  have  that  product  to  sell,” 
Laube  says. 

Widening  access  to  Novell’s 
directory  service  is  another  goal 
for  SuperNOS.  Lotus  Notes,  for 
instance,  requires  its  own  direc¬ 
tory  and  security  information  — 
duplicated  from  similar  informa¬ 
tion  on  the  network  server. 
Allowing  developers  to  rely  on 
the  operating  system  for  those 
elements  would  thus  speed 
the  creation  and  ease  the 
management  of  client/server 
applications. 

“This  utility  will  arrive  well 
before  the  Gemini  project,” 
Corey  maintains.  He  says 
Novell’s  ultimate  goal  is  to 
merge  network  and  application 
servers  into  one  box  as  hardware 
vendors  ship  more  powerful 
servers,  enabling  them  to  func- 
tionjustlike  a  mainframe. 

And  as  for  Gemini’s  product 
name,  Corey  says  it  is  not  incon¬ 
ceivable  that  it  would  be  called 
NetWare  5. 

Big  challenge 

Can  Novell  pull  off  Pervasive 
Computing?  “Novell’s  new  man¬ 
agement  is  more  aggressive  and 
in  touch  with  the  end  markets,” 
says  Chuck  Phillips,  software 
industry  analyst  at  Morgan  Stan¬ 
ley  &  Company,  Inc.  “They  have 
a  reasonable  chance  at  achieving 
the  vision,  but  they  must  move 
much  more  quickly.” 

Adds  Gartner  Group’s  Ger¬ 
mann,  “The  vision  is  on  the 
mark,  but  Novell  is  missing  a  few 
tactical  product  opportunities, 
such  as  asset  management.  ’  ’ 

IDC’s  Doyle  says  Franken- 
berg’s  moves  have  been  positive, 
but  Dataquest’s  Enderle  was 
more  critical:  “Novell  doesn’t 
have  a  next-generation  NOS, 
and  SuperNOS  is  too  far  out.” 

Users  and  development  part¬ 
ners  were  more  upbeat  about 
Pervasive  Computing  but  say 
Novell  could  not  pull  it  off  with¬ 
out  strong  partners.  Microsoft 
declined  to  comment. 

“Our  biggest  strength  is 
being  perceived  as  die  biggest 
networking  company,”  Novell’s 
Marengi  says.  “Our  installed 
base  and  networking  products 
give  us  the  opportunity  to  spring¬ 
board  ahead.” 

Other  executives  placed  pre- 
Continued  on  page  62 


Snaring  a  billion 
networked  devices 

NetWare  Embedded 
Systems  Technology 
(NEST)  is  the  only  ' 
way  Novell,  Inc.  can 
meet  CEO  Robert  Franken- 
berg’s  Pervasive  Computing 
goal  of  one  billion  devices  on 
NetWare  LANs  by  the  year 
2000. 

The  company  sells  NEST 
software  developers’  kits  to 
manufacturers  of  anything 
that  plugs  into  an  electrical 
socket.  Fax  machines,  copi¬ 
ers,  telephones,  set-top  cable 
television  boxes,  utility 
meters  and  vending 
machines  are  just  a  few 
examples  of  the  type  of  gear 
Novell  hopes  to  bring  under 
the  NetWare  eye. 

Even  automobiles  are  a 
potential  target  hostfor 
NEST  applications. 

NEST  has  struck  a  chord 
with  office  products  manu¬ 
facturers.  About  25  vendors 
have  snapped  up  the  $50,000 
developers’  kitsince  it 
shipped  in  February. 

Novell  has  20  other  NEST 
partners  and  claims  75  addi¬ 
tional  deals  are  on  tap. 

The  company  expects 
about  two  dozen  NEST 
devices  will  be  available  by 
year-end. 

AbasicNEST-enabled 
application  would  allow  a 
user  to  simultaneously  send 
documents  to  electronic 
mailboxes,  printers  and  fax 
machines. 

But  there  are  also  applica¬ 
tions  that  mostly  focus  on 
process  control.  Andover 
Controls  Corp. ,  for  instance, 
expects  this  month  to  ship  a 
NEST-enabled  building 
controller.  The  device  will 
allow  physical  plant  manag¬ 
ers  to  remotely  monitor 
and  manipulate  room 
temperatures. 

Variations  of  a  few 
degrees  could  save  a  large 
physical  plant  thousands  of 
dollars  on  utility  bills. 

Can  NEST  deliver  a  bil¬ 
lion  nodes?  Count  the  num¬ 
ber  of  electrical  devices  in 
your  business,  then  multiply 
the  sum  by  6.2  million  U.S. 
business  establishments. 

Next,  count  the  electrical 
items  in  your  house  and  mul¬ 
tiply  that  sum  by  95  million 
households. 

Those  figures  arejust  for 
the  U.S.  Frankenberg’s 
vision  might  not  be  far  off 
the  mark. 


NetworkWorld  •  September  11, 1995  •  59 


IBM  "  a  registered  trademark  and  Solutions  tor  a  smalt  planet  is  a  trademark  of  International  Business  Machines  Corporation.  ©1995  IBM  Corp. 


IN  \  QUIT  CORNER  of  southwestern  Ohio, 
the  conflicting  pressures  of  medical  care  and 
medical  cost  are  being  worked  out 
in  a  very  healthy  way: 

Thanks  to  a  new  Health  Data  Network, 


doctors  in  seven  Dayton  area  hospitals  are 
now  spending  more  time  with  patients,  and 
almost  no  time  looking  for  records. 

The  network,  spearheaded  by  IBM,  lets 
authorized  doctors  look  up  medical  histories 


within  seconds,  no  matter  where  their 
patients  were  treated.  Test  results  are  alsc 
included,  so  repetitive  testing  has  dropped 
In  all,  the  network  is  helping  the 
Greater  Dayton  Area  Hospital  Association 


Change j 


htter  manage  the  big  issues  in  health  care 

/  day.  While  allowing  doctors  to  focus  on  _ 

t\e  little  ones,  too.  =  =-=~  =~= 

To  learn  how  networking  can  help  your  = - =  T  =® 

hsiness,  call  1  800  426-2808,  ext.  5510.  Solutions  for  a  small  planet " 


Continued  from  page  59 
miums  on  Novell’s  technology,  partner¬ 
ships  with  other  hardware  and  software 
vendors,  and  distribution  channel.  “Our 
channel  is  the  envy  of  the  industry,”  Mark- 
man  says. 

Novell’s  success  clearly  depends  on 
Frankenberg  and  how  he  motivates 
Novell’s  employees.  The  48-year-old  gen¬ 
eral  is  popular  with  his  7,600  soldiers. 
“Bob  is  the  best  business  person  I  know  of 
in  the  industry,  ahead  of  Larry  Ellison  at 


Oracle  and  Bill  Gates  at  Microsoft,”  Wax- 
man  says. 

Adds  Markman,  “Frankenberg’s  calm 
manner  allows  people  to  speak  their 
minds  and  encourages  expression.  That’s 
different  from  the  prior  management 
style  of ‘I'll  make  all  the  decisions.’  ” 

“His  style  is  reminiscent  of  HP’s:  he 
gains  consensus  from  people,  then  strat¬ 
egy,  then  he  gets  out  of  the  way,”  Waxman 
says.  “He’s  not  someone  who  will  come 
down  and  demand  we  do  things  his  way. 


Frankenberg’s  a  normal  person  —  proba¬ 
bly  the  only  senior  executive  at  this  level 
who’s  not  certifiably  nuts.” 

Frankenberg’s  levelheaded  nature  is 
just  what  the  doctor  ordered.  The  last  few 
years  were  difficult  for  Novell  employees. 
“A  year  ago  it  was  really  tough  here,” 
Corey  says.  “Heads  were  down,  people 
were  wondering  how  the  new  manage¬ 
ment  would  work  together.  ” 

But  Pervasive  Computing  has  blown 
out  the  doldrums  and  given  Novell’s 
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IntemcM'orATng : 

Designing  ° 


LANs,  WANs  &  Broadband 


Networks 


The  ever-changing  internetworking  landscape,  fueled  by 
emerging  broadband  technologies,  dramatically  challenges 
traditional  LAN  and  WAN  architectures.  Network  professionals 
must  now  integrate  local  and  wide-area  networks  with  new 
technologies  including  fast  Ethernet,  ATM,  frame  relay  and 
SMDS.  These  and  other  new  technologies  hold  the  promise 
of  more  efficient  and  ever-faster  communications  across 
enterprise  networks. 

Directed  and  taught  by  Mark  Miller,  author  of  seven  best-selling 
books  on  internetworking  technologies,  this  seminar  will  teach 
you  how  to  architect  and  implement  multiprotocol,  multioperating 
system  internetworks  that  seamlessly  integrate  legacy  and 
emerging  technologies. 


litis  iuiomiation-packed  two-day  seminar  will  help  you  . . . 


Evaluate  internetworking  hardware  and  software  solutions  for  optimum  network  design 
and  performance,  and  review  over  40  available  products 
.Analyze  repeaters,  bridges,  switches,  routers  and  gateways  to  determine  which  one  is 
appropriate  for  particular  applications 

Prepare  for  the  next  generation  of  internetworking  challenges:  Frame  relay/SMDS, 
frame  relay/ATM  and  SMDVATM  connections 

Understand  key  internetworking  protocols,  such  as  TCP/IP,  IPX/SPX,  X.25  and  XNS 
Determine  bandwidth  requirements  for  both  leased  line  and  broadband  circuits 
utilizing  traffic  studies 


Troubleshoot  your  environment  through  case  studies  that  detail 
protocol  operation,  and  illustrate  typical  internetworking  problems 
and  solutions,  including  Ethernet  fragments,  die  token  ring  route 
discovery  process,  and  FDD1  station  management 
Understand  die  key  internetworking  features  of  AppleTalk,  Banyan 
VINES,  NetWare,  OS/2  LAN  Server  and  Windows  NT 
Discover  some  key  applicadons  for  narrowband  ISDN  technology 
Compare  the  technologies  and  operation  of  ATM,  frame  relay  and 
SMDS,  and  discover  the  role  of  the  broadband  implementers:  the 
Frame  Relay  Forum,  die  ATM  Forum  and  die  SMDS  Interest  Group 

•  Understand  the  detailed  operation  of  Ethernet,  IEEE  802.3,  token 

ring  and  FDDI,  and  key  performance  characteristics  of  diese  technologies 

•  Evaluate  the  differences  between  Transparent  Bridging,  Source 
Roudng  and  Source  Roudng  Transparent  Bridging  internetworking  standards 

Utilize  available  software  tools  in  the  network  optimization  and  modeling  process 
Examine  application  gateways  that  connect  LANs,  minicomputers  and  legacy  systems 
See  how  SNMP  plays  a  key  role  in  internetwork  management  including  the  management 
•and  operation  of  broadband  networks 
Understand  the  operation  of  IP-based  routing 

Match  die  appropriate  IAN  application  with  the  WAN  broadband  technology 
Understand  TCP/IP  and  the  Internet  protocol  suite,  including  ARP,  ICMP,  UDP,  SMTP, 

TELNET  and  FTP 

Explore  the  internetworking  challenges  of  remote  access  and  wireless  communications 


tes 

Boston,  MA  October  16-17 

Denver,  CO  October  19-20 

Atlanta,  GA  October  25-26 

Washington,  DC  November  2-3 
Chicago,  IL  November  28-  29 

San  Francisco,  CA  December  5-6 

Irvine.  CA  January  17-18 

Cmlias,  TX  February  12-13 

New  York,  NY  February  27-28 

PWodelpInq,  PA  March  12-13 

Oda.uk>,  FL  March  14-15 

t 


$895  Registration  Fee  Includes 


r 


’  Comprehensive  seminar  workbook 
’  Copy  of  best-selling  Internetworking, 

2nd  edition,  by  Mark  A.  Miller 
’  Four  exclusive  protocol  reference  guides: 
Ethernet,  Token  Ring,  FDDI  and  LAN  Cabling 
•  Valuable  course  diskette  containing  reference 
information  on  internetworking  implementation, 
documentation  and  standards 


'  free  6-issue  subscription  to  Broadband 
Networking  News  —  the  leading  newsletter  for 
news  ond  analysis  on  broadband  networks 


Broadband  Networking  News 


tlu vine's  No.*  *  Aiut,«<t  Franc  RcU>.  ATM.  an)  SMDS 


’  Luncheon  and  break  refreshments 


Note:  IF  you  can’t  attend,  a  Full  attendee  materials  kit  is  available  For  just  $99.95! 


E-mail 


your  request  for  information  to 
seminars  <  nww.com 

to  automatically  receive  an  e-mailed  version  of  our  seminar  brochure. 
Please  put  the  word  “Ian"  in  the  subject  field. 

OR 

obtain  full  seminar  information  via  our  Web  server. 

Point  your  Web  browser  at 

http: // www.nww.com/semiiuirs 


cdi  1-800-643-4668  ■"B,FA*BACK 

Register  today  for 
the  seminar  nearest  you! 


Dial  Our  Information  Line  at 

1  -800-756-9430 

for  a  complete  seminar 
outline  and  registration  form. 

When  prompted,  request  document  #80. 


Official  Sponsors 
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Global  Information 

1  -i — -  Solutions 

proteon  K  ?  rk 


1212 


•YIN/ll 


IUNICATIONB 


troops  new  life.  “Excitement  is  coming 
back  to  the  company,”  Corey  says.  “It’s  a 
different  environment.  Now  we'll  see  how 
well  Bob  placed  his  bets.” 

Buerger  is  a  contributing  editor  to  NW  and 
an  Atlanta-based  industry  consultant.  He  can 
be  reached  at  dbuerger@pipeline.com. 


The  Internet  for  the 
rest  of  us? 


Novell,  Inc.  is  eschewing  the 
Internet  and  pushingNet- 
Ware  Connect  Services  (NCS) 
to  help  business  customers 
extend  lANs  into  national  and 
global  networks. 

Think  of  NCS  as  a  commercial 
information  superhighway  under 
construction.  Novell  will  supply  Net¬ 
Ware  services;  for  instance,  NetWare 
Directory  Services  will  actas  the 
directory. 

Telecommunications  suppliers 
will  furnish  the  data  pipes. 

Novell’s  First  partner  is 
AT&T.  The  giant 
long-distance  pro¬ 
vider  is  test- 
ingitslegof 
the  highway, 
called  AT&T 
NetWare  Con¬ 
nect  Services 


(ANCS),with 

three  beta  users.  ANCS  will  move  into 
a  controlled  introduction  with  20  cus¬ 
tomers  in  October,  according  to 
Steve  Markman,  executive  vice  presi¬ 
dent  and  general  manager  of 
Novell’s  Information  Access  and 
Management  Group. 

The  company  also  plans  to  offer 
NCS  through  regional  Bell  operating 
companies,  cable  television  compa¬ 
nies  and  foreign  post,  telegraph  and 
telephone  administration  compa¬ 
nies,  although  Markman  says  it  will 
take  awhile  to  ramp  up  large  num¬ 
bers  of  users.  “Most  PTTs  expect  four 
or  five  years  to  generate  the  big  num¬ 
bers,”  he  says. 

According  to  Novell,  NCS  is  better 
than  the  Internet  for  electronic  com¬ 
merce,  especially  between  business 
partners,  because  it’s  more  reliable 
and  secure. 

But  at  Novell’s  BrainShare  confer¬ 
ence  last  March,  skeptics  questioned 
the  network’s  security  and  wondered 
out  loud  where  fingers  would  point 
when  connections  broke.  The 
responding  mantra  from  Jim  Pas- 
quale,  Novell’s  senior  product  man¬ 
ager  for  ANCS,  was,  “Trust  me. 
You’ve  got  to  trust  Novell  and  AT&T. 
Without  your  support,  this  won’t 
work.” 

Apparently,  it’s  not  working  as  fast 
as  Novell  and  AT&T  had  planned. 
Pasquale  said  in  March  that  the 
“flood  gates  would  open”  by  the 
fourth  quarter.  That  goal  slipped  to 
Jan  nary,  according  to  Markman. 
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SPECIAL  SECTION 


Novell 


NetworkWorld 


NetResults 


With  NetWare  4.1,  Novell  grows  up  from  its  workgroup  roots. 


Product 

NetWare  4.1 

Vendor 

Novell 

122  East  1700  South 
Provo,  Utah  84606 
Phone:  (801)  429-7000 
Fax:  (801)  429-5775 
URL:  www.novell.com 

NetWare  pricing 

5-user  license:  $1,095 
10-user  license:  $2,495 
25-user  license:  $3,695 
50-user  license:  $4,995 
100-user  license:  $6,995 
250-user  license:  $12,495 
500-user  license:  $24,995 
1,000-user  license:  $47,995 

GroupWise  pricing 

$95  -  $135  per  client  license 

ManageWise  pricing 

5-user  license:  $795 
10-user  license:  $1,295 
25-user  license:  $1,995 
50-user  license:  $2,795 
100-user  license:  $3,995 
250-user  license:  $6,995 
500-user  license:  $8,995 
1,000-user  license:  $12,995 

Key  findings 

►  NDS  is  an  excellent  tool  for 
managing  enterprise 
networks,  but  efficient  use 
requires  thought  and 
planning. 

►  There  is  a  dearth  of  third- 
party  tools  for  NDS. 

►  Novell’s  two-pronged 
messaging  products  will  suit 
different  kinds  of  users  until 
the  arrival  of  a  unified 
architecture  next  year. 

►  ManageWise  provides  a 
comprehensive  set  of 
functions,  including 
gathering  SNMP 
information,  monitoring 
server  and  network  traffic, 
performing  hardware  and 
software  inventory,  and  virus 
protection.  However, 
ManageWise  maintains  a 
server-centric  focus  and  lacks 
integration  with  NDS. 


By  John  Allen, 

Tony  Croes, 
Howard  Marks 
and  Josh  Pen  rod 

WP  hile  Novell,  Inc. 

owns  the  market 
share  lead  in  the 
network  operating 
system  arena,  its  lat¬ 
est  release  of  NetWare,  Version 
4.1,  is  the  company’s  first  prod¬ 
uct  to  provide  a  robust,  scalable 
directory  service,  integrated 
messaging,  and  server  and  net¬ 
work  management  tools  for 
administrators. 

We  found  NetWare  Directory 
Services  (NDS)  to  be  a  concep¬ 
tual  leap  for  those  familiar  with 
NetWare  3.X  binderies,  but  a 
powerful  tool  for  managing 
objects  across  the  enterprise. 
NetWare’s  messaging  options 
are  evolving  and  will  soon  be 
on  par  with  the  upcoming 
Microsoft  Corp.  Exchange 
Server  and  Lotus  Development 
Corp.  Communications  Server. 
NetWare’s  management  tools, 
while  integrated  with  the  other 
services,  are  a  relative  weak  point 
because  of  their  server-centric 
orientation. 

Enterprise  directory 

A  directory  service  translates 
unique  network  names  into 
unique  addresses.  It  is  a  naming 
scheme  that  applies  to  all  net¬ 
work  items  such  as  users,  printers 
and  file  servers,  and  its  informa¬ 
tion  is  distributed  throughout 
the  network. 

To  both  the  end  user  and  net¬ 
work  administrator,  a  directory 


allows  the  network  to  appear  as  a 
single  unit  instead  of  a  collection 
of  servers.  For  the  user,  logon 
occurs  only  once  to  access  the 
data,  applications  and  services  to 
which  the  user  is  entided.  For  the 
administrator,  there  is  now  one 
central  location  to  manage. 

NDS  is  a  true  enterprise  direc¬ 
tory  service,  with  a  replicated, 
distributed,  hierarchical  archi¬ 
tecture  independent  of  any  sin¬ 
gle  server  —  and,  thus,  with  no 
single  point  of  failure.  However, 
Novell  had  to  ensure  that  the 
product  remained  compatible 
with  its  existing  base  of  NetWare 
2.X  and  3.X  installations.  The 
result  is  an  interesting  mix  of 
new  technology  saddled  by  con¬ 
straints  of  the  old;  however,  this 
mix  allows  those  who  want  to 
make  a  gradual  shift  to  the  4.X 
environment  to  do  so. 

Novell’s  naming  hierarchy 
may  be  as  many  as  15  levels  deep, 
in  contrast  with  Banyan  Systems, 
Inc.’s  StreetTalk  directory  ser¬ 
vice’s  three-level  names  based  on 
user,  group  and  organization. 
Administrators  must  take  care  to 
design  the  name  space  so  that 
names  are  not  so  long  as  to  make 
them  unusable  for  the  average 
user.  This  is  simple  enough  to  do; 
administrators  can  set  a  default 
location  in  the  NDS  tree,  known 
as  a  context,  in  the  NET.CFG  file 
to  hide  name  complexity.  (This 
is  similar  to  a  logon  group  search 
list  in  VINES,  which  is  set  up  in 
the  PCCONFIG  utility.) 

Novell  designed  NDS  to  hold 
about  16  million  entries  per 
server,  which  means  about 
30,000  to  40,000  users,  depend¬ 
ing  on  how  many  entries  and 
attributes  each  user  has  set  up. 

NDS’s  naming  design  is  very 


similar  to  X.500  conventions, 
with  the  inclusion  of  naming  lev¬ 
els  such  as  country  and  state. 
There  is  no  service  to  tie  into  any 
outside  X.500  services,  but  that 
should  not  be  a  difficult  step, 
assuming  that  the  NDS  database 
is  setup  correctly. 

NetWare  4.1  comes  with  both 
a  DOS-based  (NETADMIN)  and 
a  Windows-based  (NWADMIN) 
administrative  pro¬ 
gram  to  manage  the 
NDS  database.  With 
these  programs,  ad¬ 
ministrators  can  eas¬ 
ily  add,  edit  and 
delete  NDS  objects 
from  the  directory 
tree. 

Under  NWAD¬ 
MIN,  attributes  for 
the  various  objects 
can  be  edited  by  sim¬ 
ply  double-clicking 
on  the  object,  which 
brings  up  an  edit  dia¬ 
logue  (see  Figure  1, 
page  64).  Adminis¬ 
trators  can  change 
standard  items  such 
as  name  and  pass¬ 
word,  as  well  as  addi¬ 
tional  items  such  as 
phone  numbers  and 
addresses.  This  is  the 
beauty  of  NDS:  the  ability  to 
manage  from  afar  —  the  next 
building,  city,  state  or  continent. 
The  network  is  distributed,  but 
control  of  the  tree  does  not  have 
to  be. 

Highly  available 

The  NDS  database  can  be 
split  into  replicas  and  placed  on 
different  servers.  Any  section  of 
the  database  can  be  replicated  to 
provide  layers  of  redundancy.  If  a 


server  that  contains  part  of  the 
NDS  database  goes  down,  a  rep¬ 
lica  of  that  section  on  another 
server  can  take  over  until  the  first 
server  comes  back  on-line.  This 
partitioning  can  either  be  auto¬ 
matic  or  explicitly  controlled. 
Organizations  with  WAN  links 
will  want  to  make  sure  that  all 
information  is  on  both  sides  of 
the  link  in  case  it  should  fail . 

Novell  provides 
four  types  of  repli¬ 
cated  partitions: 
master,  read/write, 
read-only  and  subor¬ 
dinate  reference. 

Master  partition 
replicas,  of  which 
there  can  be  only 
one  for  each  parti¬ 
tion  in  an  organiza¬ 
tion,  are  the  main 
partitions  and  typi¬ 
cally  the  first  ones 
referenced. 

Read/ write  repli¬ 
cas  are  similar  to 
masters,  but  there 
can  be  many  of  them 
for  each  partition. 
Read-only  replicas 
are  self-explanatory, 
and  subordinate  ref¬ 
erence  replicas  are 
created  either  auto¬ 
matically  by  NetWare  or  explic¬ 
itly  by  administrators  for 
referencing  replicas  located  on 
other  servers.  All  of  these  repli¬ 
cas  are  transparent  to  the  users, 
but  most  take  a  lot  of  tvork  on  the 
administrator  side  to  design  and 
implement  correctly.  While  they 
provide  a  measure  of  fault  toler¬ 
ance,  figuring  out  which  type 
goes  where  is  a  daunting  task. 

Administrators  should  be 
Continued  on  page  64 


NOVELL  ON-LINE 

Novell  product  updates 
can  be  found  in  a 
variety  of  on-line  areas. 
They  are  available  via 
CompuServe  (GO 
NETWIRE),  Novell’s  FTP 
site  (ftp.novell.com), 
Novell’s  Web  page 
(www.novell.com), 
and  E-mail  from 
Novell’s  SoftSolutions 
document  server 
(public@novell.com; 
send  “help”  in  the  body 
of  the  message). 
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I  Continued  from  page  63 
j  careful  when  designing  the  NDS 
I  tree  the  structure  where  groups 
|  or  organization  units  are  placed. 

\  A  directory  service  should  reflect 
j  the  organizational  structure  of  a 
company,  with  units  for  the 
accounting,  sales  and  marketing 
departments,  for  example.  A 
common  mistake  is  to  create  one 
NDS  organizational  unit  for 
every  server;  that  defeats  the 
whole  purpose  of  using  a  direc¬ 
tory  service  to  model  an  organi¬ 
zation’s  real  structure. 

We  found  the  whole  process 
of  setting  up  die  NDS  database  to 
be  rather  cumbersome  com¬ 
pared  to  our  experience  with 
Banyan’s  StreetTalk.  VINES  is 
easier  in  that  it  has  only  three  lev¬ 
els,  but  this  also  limits  an  admin¬ 
istrator’s  ability  to  model  the 
organization’s  structure.  The 
added  complexity  of  NDS  is  the 
price  you  pay  for  more  flexibility. 

Once  it  is  set  up  and  running, 
NDS  is,  for  the  most  part,  flexible 
and  easy  to  use.  Merging  tree 
structures,  however,  is  an  excep¬ 
tion,  despite  the  nearly  20  pages 
of  instructions  in  the  manual. 

NDS  is  extremely  extensible. 
Everything  under  NDS  —  in¬ 
cluding  users,  organizational 
units  and  organizational  roles  — 
is  considered  an  object,  and  each 
object  has  various  attributes.  We 
found  that  adding  extra  infor¬ 
mation  to  user  IDs 
was  easy.  However, 
the  best  location  for 
placing  application- 
specific  information 
into  the  NDS  data¬ 
base  may  not  be 
readily  apparent,  as 
administrators  have 
the  option  of  putting 
information  in  many 
different  objects. 

Administrative 
objects  can  have 
attributes  and  infor¬ 
mation  that  can 
apply  to  many  other 
objects,  such  as 
groups  or  templates. 
Administrators  just 
drag  an  object  (for 
example,  a  user)  to 
the  appropriate  con¬ 
tainer  (in  the  case  of 
a  user,  that  might  be 
a  group)  to  give  the 
object 

of  the  container. 

They  can  also  cre¬ 
ate  roles  and  assign 
them  to  specific  users.  A  role  of 
printer  manager,  for  example, 
conveys  certain  rights  to  manage 
a  printer  or  set  of  printers.  Reas¬ 
sign  the  role  and  another  user 
has  this  ability;  adminisuators 
don’t  have  to  keep  reassigning 
rights  to  individual  users. 

We  didn’t  find  a  great  num¬ 
ber  of  applications  that  integrate 


NDS  with  messaging  and  other 
third-party  services.  Some  nota¬ 
ble  exceptions  are  CallWare 
from  CallWare  Technologies, 
Inc.  (voice  processing),  Novell’s 
own  GroupWise  (messaging) 
and  DS  Expert  from  NetPro 
Computing  (third-party  man¬ 
agement  tools). 


For  getting  as  late  a  start  as  it 
did  in  directory  services,  Novell 
has  created  a  credible  and  effi¬ 
cient  product.  Documentation  is 
easy  to  read  and  understand,  but 
an  administrator  without  prior 
exposure  to  directory  services 
should  consider  taking  the  Net¬ 
Ware  4.X  Administration  class  to 
get  a  head  start  on  managing 
NDS. 

Messaging:  GroupWise  and  MHS 

While  NDS  unifies  objects 
across  the  network,  Novell’s  mes¬ 
saging  strategy  is 
bifurcated.  The 
company  offers  Mes¬ 
sage  Handling  Ser¬ 
vices  (MHS) ,  with  its 
shared  file/shared 
directory  message 
store,  and  Group- 
Wise,  with  its  in¬ 
telligent  message 
transfer  agent  and 
server-based  rules. 

Novell's  messag¬ 
ing  migration  strat¬ 
egy  calls  for  the 
company  to  com¬ 
bine  the  current 
Novell  messaging 
products  into  one, 
with  a  client/server- 
based  object  store. 
GroupWise  XTD  is 
slated  to  arrive  early 
next  year  (see 
story). 

Today,  NetWare 
4. 1  ships  with  a  built- 
in  messaging  trans¬ 
port  called  MHS 
Services  1.0  for  Net¬ 
Ware.  This  is  a  somewhat  differ¬ 
ent  product  than  previous 
versions  MHS  1.5  and  NetWare 
Global  Messaging,  also  known  as 
Global  MHS  (GMHS).  MHS  Ser¬ 
vices  is  NDS-aware,  meaning  that 
all  users,  distribution  lists  and 
organizational  roles  are  objects 
in  the  NDS  database.  MHS  1.5 
and  GMHS,  on  the  other  hand, 


are  NetWare  3.X  products  and 
are  not  aware  of  directory 
services. 

When  we  conducted  our  tests, 
there  was  no  released  product 
for  interconnecting  GMHS  with 
MHS  Services.  By  the  time  you 
read  this,  Novell  is  expected  to 
have  shipped  a  Global  Access 


Module  that  enables  GMHS  and 
MHS  on  NetWare  3.X  servers 
to  work  with  MHS  Services  on 
NetWare  4.1,  using  a  single 
directory. 

MHS  Services  creates  a  mes¬ 
saging  server  object  (usually  ser- 
vername_MSG.NDSTreeName) 
and  adds  the  server  to  an  MHS 
Routing  Group.  Servers  in  the 
same  routing  group  exchange 
messages  and  directory  informa¬ 
tion.  Two  NetWare  Loadable 
Modules  (NLM)  run  on  each 
messaging  server,  requiring 
about  500K  bytes  of  additional 
server  memory.  No  other  setup  is 
necessary  other  than  creating 
mailboxes  and  granting  access  to 
users. 

Adding  a  user  to  MHS  Ser¬ 
vices  is  a  matter  of  choosing  an 
object  (such  as  a  user,  distribu¬ 
tion  list  or  organizational  role) 
in  NWADMIN,  selecting  the 
mailbox  tab  and  choosing  a  mes¬ 
saging  server.  This  creates  a  mail¬ 
box  for  the  object  on  that 
messaging  server,  after  which  the 
user  can  use  any  MHS-compati- 
ble  mail  client  and  begin  send¬ 
ing  messages. 

Novell  ships  a  DOS  and  Win¬ 
dows  E-mail  client  with  NetWare 
4.1.  The  products,  FirstMail  and 
FirstMail  for  Windows,  cannot 
compete  with  GroupWise  fea¬ 
ture  for  feature,  but  they’re  func¬ 
tional  and  easy  to  use  (see  Figure 
2,  page  65). 

Other  MHS  clients,  including 
Banyan’s  BeyondMail  and  On 
Technology  Corp.’s  DaVinci 
E-mail,  are  widely  available. 

When  users  log  on  to  NDS 
and  launch  an  MHS  client,  they 
are  automatically  connected  to 
their  mailbox  on  the  appropri¬ 
ate  messaging  server,  thanks  to 
the  integration  of  NDS  with 
MHS  Services.  Messaging  ser¬ 
vices  such  as  a  global  directory 
(which  shows  name,  depart¬ 
ment,  phone  number,  E-mail 
address  and  other  relevant  infor¬ 


mation)  are  automatically  avail¬ 
able  to  a  user.  If  a  user  moves  to  a 
new  physical  location,  the  ad¬ 
ministrator  can  use  NWADMIN 
to  change  the  location  of  his 
mailbox  to  a  messaging  server  in 
closer  proximity.  Any  messages 
that  were  in  transit  are  auto¬ 
matically  rerouted  to  the  new 
location. 

GroupWise  integration 

Customers  looking  to  inte¬ 
grate  messaging,  task  manage¬ 
ment,  scheduling  and  workflow' 
capabilities  should  skip  MHS 
and  look  directly  to  Novell’s 
other  messaging  platform, 
GroupWise,  which  has  all  those 
functions  built-in.  When  com¬ 
bined  with  optional  software 
such  as  the  SoftSolutions  docu¬ 
ment  management  product, 
InForms  workflow  and  database 
access,  and  Collabra  Software, 
Inc.’s  Collabra  Share  workgroup 
software,  GroupWise  is  a  formi¬ 
dable  group  collaboration  plat¬ 
form. 

GroupWise ’s  messaging  sys¬ 
tem  integrates  with  directory  ser¬ 
vices  either  via  an  add-on 
module  for  NWADMIN  called 
the  NetWare  Integration  Mod¬ 
ule,  or  with  a  synchronization 
NLM  called  NGWSYNC.  The 
integration  module  allows  an 
administrator  to  assign  and  man¬ 
age  GroupWise  mailboxes  for 
NDS  objects  such  as  users, 
resources  (such  as  conference 
rooms  or  overhead  projectors) 
and  distribution  lists. 

Among  other  things,  installa¬ 
tion  of  the  Integration  Pack 
modifies  the  NDS  schema  by 
adding  new  fields.  After  installa¬ 
tion,  there  are  two  additional 
object  types  listed  in  the  NWAD- 
MIN’s  Create  Objects  menu: 


GroupWise  Distribution  Lists 
and  GroupWise  Resources. 
From  the  NWADMIN  Tools 
menu,  there  is  also  a  menu  item 
for  GroupWise  Options  that 
allows  administrators  to  delete 
GroupWise  accounts  (or  remove 
the  NDS  association  for  an 
object),  check  GroupWise  files 
(GroupWise  database  adminis¬ 
tration  and  maintenance)  and 
set  preferences  for  using  the  new 
tools. 

When  administrators  create 
an  NDS  user  object  and  define 
additional  properties  for  it,  they 
can  assign  a  GroupWise  post 
office  and  username  (which,  by 
default,  is  the  user’s  NetWare 
logon  name).  All  of  the  relevant 
information  stored  on  the  iden¬ 
tification  page  for  that  user 
(such  as  the  user’s  depart¬ 
ment,  location,  phone  num¬ 
ber,  title  and  custom  fields)  is 
passed  along  to  the  GroupWise 
directory. 

An  alternative  method  of  inte¬ 
grating  GroupWise  and  NDS  is 
the  NGWSYNC  NLM,  which  rep¬ 
licates  changes  made  in  the  NDS 
database  to  GroupWise.  How¬ 
ever,  NGWSYNC  assigns  all  new 
users  in  an  NDS  container  to  the 
same  GroupWise  post  office,  and 
you  can  associate  each  NDS  con- 
tainerwith  only  one  postoffice. 

Only  one  of  the  integration 
methods  should  be  used  at  a 
time.  Which  you  choose  de¬ 
pends  on  how  much  flexibility 
you  need  in  defining  new  users. 
With  the  integration  module, 
you  have  a  great  deal  more  flexi¬ 
bility  in  selecting  post  office  loca¬ 
tions  for  users  and  other  objects. 
If  you  can  get  by  with  having  all 
users  in  an  NDS  container 
belong  to  a  single  post  office 
(with  default  settings),  the 


Novell’s  messaging  direction 

Today,  you  must  load  the  GroupWise  MHS  NLM  in  order  to 
transfer  messages  and  synchronize  directories  between 
GroupWise  and  Global  MHS.  Novell  plans  to  end  the  dif¬ 
ferences  between  MHS  and  GroupWise  transports  by  com¬ 
bining  them  into  a  single  message  transport,  eliminating  the 
need  for  the  separate  transports  nowin  GroupWise  and  MHS. 
The  new  GroupWise  XTD  architecture  will  also  mark  the  transi¬ 
tion  from  the  shared  file  post  offices  now  used  with  MHS  and 
GroupWise,  to  a  client/ server-based  virtual  object  store. 

In  addition,  XTD  will  combine  the  existing  client  functional¬ 
ity  of  GroupWise  4. 1  with  the  group  collaboration  features  of 
Collabra  Share  for  GroupWise,  the  document  management  fea¬ 
tures  of  SoftSolutions,  and  the  database  and  workflow  features 
of  InForms.  With  XTD,  any  type  of  client  will  be  able  to  access 
messaging  services  directly  from  the  GroupWise  transport — 
MHS,  Messaging  Application  Programming  Interface  (MAPI) 

1 .0,  Common  Messaging  Calls  2.0  and  GroupWise  clients.  This 
contrasts  with  the  current  Simple  MAPI  implementation,  which 
allows  the  GroupWise  client  (not  the  transport)  to  respond  to 
mail-enabled  applications. 

Any  gateway  that  supports  M  IIS  or  GroupW'ise  will  continue 
to  work  with  XTD  —  including  directory  synchronization 
features. 


the  attributes 


SOLD  SEPARATELY 

ManageWise 
licenses  are  available 
in  the  same  usage 
increments  as 
NetWare.  You  must 
have  a  ManageWise 
license  at  least  as 
large  as  the  NetWare 
license.  Fora  250- 
user  NetWare  bundle, 
it  costs  only  $20 
more  per  node  to  add 
the  benefits  of 
ManageWise. 
ManageWise  server 
agents,  such  as  NMA 
and  LANalyzer,  can 
also  be  purchased 
separately  from  the 
ManageWise  bundle. 
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NGWSYNC.NLM  suits  this  pur¬ 
pose. 

Wising  up  to  management 

While  NDS  and  MHS  are 
homegrown  services,  Novell 
relies  on  a  partnership  to  pro¬ 
vide  full-featured  network  man¬ 
agement. 

Novell  and  Intel  Corp.  cre¬ 
ated  Manage  Wise  1.0  by  integrat¬ 
ing  five  products  that  give  a 


On  the  plus  side,  the  informa¬ 
tion  ManageWise  gathers  is  not 
limited  to  NetWare  devices.  Any 
Simple  Network  Management 
Protocol-enabled  device  or  ser¬ 
vice  can  be  monitored  and  man¬ 
aged  through  SNMP  Manage¬ 
ment  Information  Bases  (MIB). 
ManageWise  even  allows  infor¬ 
mation  generated  by  third-party 
programs  such  as  Compaq 
Insight  Manager  (for  man- 
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Figure  2:  Novell's  FirstMail  for  Windows  client  comes  with  NetWare,  but  it  provides 
only  basic  E-mail functionality. 


network  administrator  the  abil¬ 
ity  to  monitor  the  health  and 
well-being  of  the  network  and 
troubleshoot  problems,  includ¬ 
ing  ones  that  crop  up  on  worksta¬ 
tions,  all  from  a  single  desktop 
management  console. 

The  two  mainstays  of  Manage¬ 
Wise  are  Novell’s  NetWare  Man¬ 
agement  Services  2.0  (NMS)  and 
Intel’s  LANDesk  Manager  1.51. 
To  round  out  ManageWise, 
Novell  also  contributed  NetWare 
Management  Agent  1.6  (NMA) 
and  NetWare  LANalyzer  Agent 
1.0,  while  Intel  kicked  in  LAN¬ 
Desk  Virus  Protect  2.1  (see  Fig¬ 
ures). 

While  ManageWise  is  a  pow¬ 
erful  tool  for  managing  small  to 
midsize  NetWare  networks  using 
NetWare  3.  IX,  it  starts  to  lose 
some  of  its  shine  when  it  is 
deployed  in  large  NetWare  4.X 
network  environments.  It 
doesn’t  lose  any  of  its  ability  to 
effectively  manage  the  network 
infrastructure  or  troubleshoot 
user-related  problems;  but  it 
does  not  give  the  network  admin¬ 
istrator  the  ability  to  manage 
NDS  objects  —  ignoring,  in 
effect,  the  NDS  tree. 

ManageWise  is  still  a  server¬ 
centric  product  in  philosophy.  It 
can  only  effectively  manage  Net¬ 
Ware  servers  that  have  the  Man¬ 
ageWise  Server  Agents  installed. 
In  our  opinion,  future  versions 
should  take  a  network-centric 
approach,  with  server  manage¬ 
ment  capabilities  that  apply  to 
the  network  as  a  whole  and  that 
are  integrated  with  the  NDS  tree. 


aging  Compaq  Computer  Corp. 
servers)  to  be  accessed  from  the 
console. 

Console  prize 

ManageWise  can  be  viewed  as 
three  components  that  perform 
distinct  roles:  the  console,  the 
server  agents  (or  services)  and 
the  desktop  tools  for  accessing 
and  troubleshooting  clients. 

The  ManageWise  console 
consists  of  the  NMS  database 
and  a  Windows  application.  The 
console  provides  access  to  all  the 
ManageWise  functions  and  in¬ 
formation.  This  includes  launch¬ 
ing  the  desktop  tools  for  solving 
user-related  problems,  accessing 
any  information  stored  in  the 
NMS  database  and  communicat¬ 
ing  with  the  server  agents  for 
real-time  or  long-term  data. 

The  NMS  database  keeps 
track  of  the  logical  network 
topology  along  with  information 
about  physical  locations,  config¬ 
uration  of  network  nodes  or  seg¬ 
ments,  alarm  criteria  and  NMS 
configuration.  Any  other  data 
that  is  accessible  through  the 
ManageWise  Console  is  stored 
with  the  server  agent  that  col¬ 
lects  it. 

If  the  network  is  too  large  for 
one  administrator,  more  than 
one  console  can  be  used.  How¬ 
ever,  there  are  no  provisions  for 
replicating  the  NMS  database 
that  each  console  must  access  — 
another  indicator  of  a  work¬ 
group-orientation. 

A  suggested  workaround 
entails  a  network  administrator 


designating  a  “master”  console 
as  the  only  point  of  entry  for  new 
information.  The  database  can 
then  be  copied  to  a  network 
drive  for  use  by  the  other  con¬ 
soles.  They  can  use  the  data,  but 
they  should  not  update  it. 

The  abundance  and  diversity 
of  real-time  data  reported  by  the 
server  agents  about  network 
devices  and  performance  is 
one  of  ManageWise’s  greatest 
strengths.  The  administrator  has 
a  great  degree  of  latitude  in  con¬ 
figuring  what  events  Manage¬ 
Wise  watches  out  for,  the  level  of 
severity  assigned  to  the  event  and 
any  subsequent  actions  per¬ 
formed  automatically  in  re¬ 
sponse  to  a  particular  network 
event. 

For  instance,  an  administra¬ 
tor  can  have  ManageWise  watch 
for  conditions  that  point  to  an 
impending  failure,  making  it 
possible  to  take  proactive  steps  to 
correct  the  situation  instead  of 
merely  reacting  after  it’s  too  late. 

Another  use  for  the  data  col¬ 
lected  in  the  NMS  database  is 
building  logical  maps  that  help 
administrators  find  out  what  net¬ 
work  nodes  are  active  and  what 
segments  they  belong  to.  This 
includes  not  only  servers  and 
internetworking  devices  such  as 
routers  and  hubs,  but  also  desk¬ 
tops.  In  addition,  users  can  build 
physical  maps  detailing  the  net¬ 
work’s  layout  for  inventory  and 
planning  purposes. 

Server  Agents  101 

The  server  agents  are  groups 
of  related  NLMs  that  run  on  the 
servers  where  ManageWise  is 
installed,  gathering  specific 
types  of  information  from  the 
network  and  sending  it  to  the 
console.  They  also  respond  to 
console-generated  commands. 
Although  there  are  more  agents 
available  to  increase  its  function¬ 
ality,  ManageWise  ships  with 
these  five: 

■  NetWare  Management  Agent 

—  NMA  provides  the  console 
with  real-time  performance  and 
configuration  data  such  as  avail¬ 
able  and  used  volume  space, 
real-time  CPU  utilization,  mem¬ 
ory  pool  usage,  NLMs  loaded 
and  installed  hardware  (such  as 
network  interface  cards,  hard 
drives  and  controllers) . 

■  NetExplorer  (and  NetEx- 
plorer  Plus)  —  NetExplorer 
gathers  information  about  the 
network  by  looking  at  the  Man¬ 
ageWise  server’s  bindery,  Service 
Advertising  Protocol  and  Router 
Information  Protocol  informa¬ 
tion.  NetExplorer  uses  this  data 
to  query  these  devices  using 
SNMP.  This  process  discovers 
individual  networks,  network 
segments,  nodes  on  the  seg¬ 
ments,  node  addresses,  and 
advertised  services  such  as  serv¬ 


ers  and  routers. 

■  NetWare  LANalyzer  —  Net¬ 
Ware  LANalyzer  monitors  net¬ 
work  traffic  to  identify  all  active 
devices,  gathers  information  on 
statistics  and  trends,  generates 
alarms,  captures  and  decodes 
packets  when  re¬ 
quested,  and  gathers 
information  from 
other  NetWare  LAN¬ 
alyzer  agents.  This 
information  is  used 
by  both  the  console 
and  NetExplorer. 

NetWare  LANa¬ 
lyzer  can  monitor  all 
the  segments  physi¬ 
cally  attached  to  the 
server  it  is  loaded  on . 

Segments  not  at¬ 
tached  direcdy  re¬ 
quire  another  Net¬ 
Ware  LANalyzer 
agent  in  order  to  be  monitored. 

■  LAND esk  Virus  Protect — Th is 
service  scans  the  ManageWise 
server  volumes  for  known  virus 
patterns  by  looking  at  files  enter¬ 
ing  and  leaving  the  server.  It 
traps  files  that  are  opened  for 
virus-like  modifications.  When  a 
workstation  logs  on  to  the  Man¬ 
ageWise  server,  the  logon  script 
loads  several  small  TSRs  that  per¬ 
form  similar  scans  and  traps  for 
continuous  and  on-demand  pro¬ 
tection  from  viral  activity. 

■  LANDesk  Inventory  Manager 
—  Inventory  Manager  collects 
hardware  information  (such  as 
CPU  type  and  amount  of  mem¬ 
ory)  and  software  information 
(such  as  versions)  about  the  net¬ 
work  nodes.  When  a  user  logs  on 


ManageWise  architecture 


The  abundance  and 
diversity  of  real¬ 
time  data  reported 
by  the  server  agents 
about  network 
devices  and  perfor¬ 
mance  is  one  of 
ManageWise’s  great 
est  strengths. 


bleshoot  the  problem  using  the 
LANDesk  Manager  desktop 
tools. 

Those  tools  can  help  an 
administrator  gather  informa¬ 
tion  about  individual  desktops 
and  solve  user-related  problems 
from  the  Manage¬ 
Wise  console.  The 
administrator  can : 

■  Take  control  of 
the  workstation  re¬ 
motely  from  the  con¬ 
sole  to  make  direct 
configuration  modi¬ 
fications  or  demon¬ 
strate  actions. 

■  Communicate  di¬ 
rectly  with  a  worksta¬ 
tion’s  user  utilizing  a 
split  screen  dialogue 
window  to  ask  ques¬ 
tions  or  deliver  in¬ 
formation. 

■  Copy  files  from  the  workstation 
to  the  console  for  modification, 
and  deliver  them  back  to  the 
workstation  for  use. 

■  Access  hardware  and  software 
information  (collected  by  the 
server  portion  of  LANDesk 
Inventory  Manager)  about  a  par¬ 
ticular  network  node  to  deter¬ 
mine  probable  cause  of  the 
problem. 

■  Manage  network  print  queues 
when  users  have  trouble  printing 
to  a  network  printer  without  hav¬ 
ing  to  open  a  DOS  window  to  use 
the  PCONSOLE  utility. 

Deploying  ManageWise 

A  ManageWise  console  re¬ 
quires  a  workstation  with  at  least 
512Kbytes  of  DOS  memory  avail- 
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to  the  ManageWise  server,  two 
TSRs  are  loaded  in  upper  mem¬ 
ory  on  the  user’s  desktop.  They 
allow  Inventory  Manager  to  col¬ 
lect  and  update  information 
about  die  workstation,  ensuring 
that  the  administrator  has  the 
current  settings  available  to  trou¬ 


able,  16M  bytes  of  RAM,  at  least  a 
VGA  monitor  (SVGA  preferred) 
and  plenty  of  disk  space.  The 
disk  space  is  not  only  for  the  con¬ 
sole  software,  but  also  for  the 
NMS  database. 

Novell  highly  recommends  I 
Continued  on  page  66  ! 
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that  the  console  software  and  database  be 
stored  locally  instead  of  on  a  network 
server.  If  not,  when  that  server  is  down,  the 
ManageWise  console  can  be  of  no  help 
since  the  NMS  database  is  inaccessible. 

Enter  the  enterprise 

NetWare  4.1  is  a  solid  step  into  the 
enterprise  realm  for  Novell.  It  brings 
together  the  market-leading  file  and  print 
two  services  with  a  true  enterprise-ready, 
fault-tolerant  directory  in  NDS.  Using 


both,  customers  can  consider  the  network 
a  single  uni  t  instead  of  a  collection  of  serv¬ 
ers  and  configure  their  networks,  and 
their  directories,  as  they  see  fit. 

Likewise,  Novell  has  a  compelling  story 
to  tell  with  the  marriage  of  NDS  and 
GroupWise,  giving  users  integrated  mes¬ 
saging,  workflow7  and  group  collaboration 
tools. 

And  all  of  the  above  is  now  di¬ 
vorced  from  reliance  on  any  one  par¬ 
ticular  server  for  both  the  user  and  the 


administrator  —  a  key  sign  of  an  enter¬ 
prise  product. 

Work  remains  to  be  done  on  the  man¬ 
agement  front,  where  Novell  is  still  some¬ 
what  stuck  in  workgroup  mode.  But  even 
there,  the  lineup  of  products  under  the 
ManageWise  umbrella  represents  a  giant 
step  forward. 

Next  week,  we’ll  take  a  look  at  Banyan’s 
latest  effort,  VINES  6.0,  and  see  how  well  it 
answers  the  enterprise  challenge. 


NetworkWorld 


Technical  Seminars 


Networks  and  telecommunication  systems  are  evolving  with 
ever-increasing  speed.  The  voice  networks  that  remained 
essentially  unchanged  and  intact  tor  a  hundred  years  are 
rapidly  yielding  to  the  information  superhighway  of  the 
future.  Current  and  future  systems  and  technologies 
promise  true  interoperability  but  are  complex  in  nature 
and  ultimately  confusing. 


P*  Comprehend  the  basics  of  data  communications  protocols:  line  set¬ 
up,  coding  schemes,  asynchronous  vs.  synchronous,  error  detection 
and  correction,  etc. 

•  Understand  the  evolution  of  data  networking,  from  DDS  and  X.25, 
V  through  T/E-Carrier,  ISDN,  SMDS,  frame  relay,  ATM  and  B-ISDN 

•  Discover  the  infrastructure  issues  and  technology  shifts  leading  to 
SONET/SDH  and  fiber/coax/copper/wireless  hybrid  transport 


Directed  and  presented  by  Ray  Horak,  an  internationally  acclaimed  network  consul¬ 
tant,  author  and  lecturer,  Fundamentals  of  Networking  &  Data  Communications  is 
a  dynamic,  fast-paced,  plain-English,  common-sense  and  thoroughly  understandable 
explanation  of  current  and  developing  communications  systems  and  networks. 
Acronyms  are  decoded,  technologies  are  de-mystified,  standards  are  put  in  perspec¬ 
tive  and  regulatory  issues  and  trends  are  explained.  The  present  and  future  “Network 
World"  is  set  in  the  context  of  meaningful  and  cost-effective  business  applications. 


Attending  this  two-day  seminar  will  help  you  .  .  . 


•  Gain  a  big  picture  view  of  data  communications  into  the  next  century 

•  Understand  the  technology  and  regulatory  concepts 
underlying  the  evolution  of  contemporary  networks, 
both  voice  and  data 

•  Grasp  the  fundamentals  of  transmission  systems  from 
analog  to  digital,  from  twisted  pair  through  fiber  optics 
and  from  wired  through  wireless 


•  Learn  the  nature  of  current  and  developing  local  loop  technologies,  as  well  as  their  advantages 
and  drawbacks 

•  Explore  the  integration  of  Internet  services  and  applications  within  your  information  infrastructure 

•  Understand  the  differences  between  circuit,  packet,  frame  and  cell  switching 

•  Develop  an  informed  and  meaningful  strategy  for  the  transition  to  broadband  networking 
through  SMDS,  frame  relay  and  ATM 

•  Compare  and  contrast  the  options  for  wireless  data  networking  in  the  LAN,  MAN  and  WAN 
domains 

•  Determine  the  status  of  video  and  multimedia  communications,  for  application  in  a  practical 
business  context 

•  Develop  a  sense  of  carrier  options— LECs,  CAPs/AAVs  and  IXCs — as  well  as  technology  alternatives 

•  Track  the  development  of  network  convergence,  with  an  eye 
toward  interactive  applications 

•  Develop  an  informed  and  meaningful  strategy  for  the 
deployment  of  emerging  technologies,  in  the  context  of 
effective  business  applications 


FOUNDATION  SERIES 


m&m. 

Locations  and  Dates 

NSW  Your,  NY 

Oct.  16-17 

Atlanta,  GA 

Mar.  4-5 

Washington,  DC 

Oct.  19-20 

Philadelphia,  PA 

Mar.  7-8 

Ckxaco,  IL 

Oct.  23-24 

Boston,  MA 

Apr.  15-16 

Sr-wl,  CA 

Feb.  12-13 

Minneapolis,  MN 

Apr.  18-19 

Dallas,  fX 

Fes.  15-16 

San  Francisco,  CA  Apr.  22-23 

$895  Registration  Fee  Includes 

•  • 

*  Comprehensive  Seminar  Workbook.  An  exclusive 
clear,  concise  guide  to  network  communications 

*  Copy  of  international  best-seller.  Networking  For 

1  DUMWMJ 

Dummies  by  Doug  Lowe 

*  Luncheon  and  break  refreshments 

r‘.“  gp 

Non:  if  you  ton'?  attend,  a  full  attendee  materials  kit  is  available  for  just  $99,951 


rinnn  your  request  for  information  to 

seminarsTnww.com 

to  automatically  receive  an  e-mailed  version  ot  our  seminar  brochure. 
Please  put  the  word  "data"  in  the  subject  field 

OR 

obtain  full  seminar  information  via  our  Web  server. 

Point  your  Web  browser  at 

http:// www.nww.com/seminars 


call  1  -800-643-4668 

Register  today  for 
the  seminar  nearest  you! 


Dial  Our 


FAX-BACK 


Information  Line  at 


1  -800-756-9430 

for  a  complete  seminar 
outline  and  registration  form. 
When  prompted,  request  document  #90. 


Official  Sponsor 


*  Rockwell 


The  alliance  is  a 
cooperative  of  users, 
consultants, 
educators  and 
integrators  that 
applies  its  technical  and  business  skills  to 
analyze  and  compare  strategic  network 
products.  A  list  of  alliance  partners  can  be 
found  on  page  51. 


Allen  is  a  consulting  systems  engineer  for 
Attach  mate  Carp,  in  Bellevue,  Wash. 
(johnal%  atmcorp.  at m @zip.  atm.  com );  Croes 
and  Penrod  are  industry  analysts  with  Currid 
dr1  Co.  in  Houston  (croes  and 
penrod@ngwgate.  mhs.compuserue.com);  and 
Marks  is  a  principal  of  TigerTeam,  a  South 
Norwalk,  Conn. -based  consulting  firm 
(hmarks@pipeline.  com ). 


In-box 

Continued  from  page  51 

decent  bundled  Internet  connections. 

Windows  95  is  a  good  product,  but  in 
my  opinion  OS/2  Warp  Connect  is  better. 

Nilay  Patel 

Chief  business  consultant 
Creative  Computer  Services 
Danville,  Calif. 

Authors’  response:  We  put  our  credibility  on 
the  line  every  time  we  write  or  speak  in  public. 
We  have  installed  OS/2  before,  starting  with 
Version  1.1. 

We  compared  OS/2  Warp  Connect  to  Win¬ 
dows  95  because  network  managers  will  need  to 
choose  between  these  two  platforms  xuhen  look¬ 
ing  for  their  mainstream  client. 

As  far  as  DOS  memory  is  concerned,  we 
simply  installed  the  operating  systems  and 
ran  MEM  in  a  DOS  box  to  tell  us  xuhat  was 
there. 

If  the  default  installations  differ  so  signifi¬ 
cantly  from  tweaked  installations,  that  is  an 
indication  that  the  standard  setup  program  is 
inadequate. 

We  got  our  price  from  IBM's  public  rela¬ 
tions  department.  Prices  quoted  are  always  list 
prices,  not  street  prices,  which  vary. 

We  ran  a  network  I/O  performance  test.  We 
also  subjectively  ran  Windows  applications 
(Winword  and  Visio)  and  simply  noticed  that 
the  user  interface  for  OS/2  seemed  sluggish. 
The  argument  that  OS/2  applications  run 
faster  under  OS/2  is  specious. 

OS/2  Warp  is  a  more  stable  platform  than 
Windows  3.  X,  but  millions  of  users  run  Win¬ 
dows  3.X  with  less  than  two  reboots  a  day. 
Since  Warp  uses  Windows  to  run  Windows 
applications,  its  stability  is  compromised  if 
users  run  multiple  Windows  applications  in  a 
single  Windows  session. 

Windows  95  is  also  more  stable  than  Win¬ 
dows  3.X.  Even  with  beta  code,  we  had  no 
crashes  in  the  testing  period  and  have  had  few 
over  the  months  we’ve  tested  Windows  95. 

It’s  imperative  that  a  reviewer  run  the 
install  program  as  if  he  or  she  was  a  novice.  We 
find  it  hard  to  believe  that  anyone  could  install 
OS/2  in  15  minutes  because  simply  copying  the 
files  from  the  CD  took  twice  that  long  in  our 
testing. 

We  also  know  that  the  100th  installation 
goes  much  faster  than  the  first.  But  that  isn ’t 
what  we  timed  for  either  system. 

Keep  those  cards  and  letters  coming! 
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Management  Strategic 

Covering:  Career  Insights  and  Innovations 


in  Managing  Staff,  Budgets  and  Technology 


Get  a  handle  on  hiring 

Apply  project  mgmt.  techniques  to  get  qualified  help  fast. 


The  recruitment  project 


Guidelines  for  applying  project  management  techniques  to 
the  hiring  process. 

►  Define  the  project  objective 

In  this  case,  it’s  to  fill  a  given  position  with  the  most  highly  qualified  person 
possible. 

►  Establish  a  budget 

In  addition  to  ongoing  costs  for  salary,  benefits  and  training,  make  sure  you 
include  initial  expenses,  such  as  recruiting  and  relocation. 

►  Develop  a  project  plan 

Work  with  the  human  resources  department  to  define  the  discrete  events  that 
make  up  the  recruiting  process,  from  job  requisition  approval  to  the  day  the  new 
employee  starts. 

►  Define  the  timetable 

Typically,  it  takes  45  to  60  days  to  fill  a  high-priority  position  -  one  that  must  be 
filled  fast  -  and  60  to  90  days  for  a  moderate-priority  one. 

►  Identify  the  project  manager 

In  most  cases,  this  will  be  the  person  ultimately  responsible  for  approving  who 
gets  hired.  Project  management  chores  should  not  be  delegated  to  human 
resources  or  departmental  subordinates. 


Briefs 

■  Horizons  Technology,  Inc. 

last  week  released  an  add-on  for 
its  LANauditor  package  that  will 
help  net  managers  determine 
when  a  cutover  to  Microsoft 
Corp.’s  Windows  95  is  cost- 
justified. 

The  Windows  95  Reality 
Check  add-on  provides  a  copy  of 
a  Microsoft  Excel  5. 0  Workbook 
with  multiple  spreadsheets.  Net 
managers  import  inventory  data 
from  a  LANauditor  database  into 
Excel,  plug  in  some  variable  data 
and  use  one  of  the  financial  mod¬ 
els  provided  with  Windows  95 
Reality  Check  to  determine  the 
costs  and  benefits  of  deploying 
Windows  95  across  the  enter¬ 
prise.  Windows  95  Reality  Check 
also  provides  a  few  Windows  95 
deployment  strategies. 

Registered  users  of  LANaudi¬ 
tor  3.0  receive  the  Windows  95 
Reality  Check  add-on  free  when 
ordering  LANauditor  3.1,  which 
will  be  available  in  November  for 
$55.  The  add-on  also  will  be  bun¬ 
dled  with  LANauditor,  which  has 
a  starting  price  of  $495. 

Horizons  Technology:  ( 619) 
292-8331. 

■  UB  Networks,  Inc.  has 

expanded  its  product  support 
options  with  its  Knowledge 
Exchange  service,  which 
makes  information  available  to 
customers  via  the  Internet,  fax  or 
CD-ROM. 

The  Internet  componen  t 
enables  users  with  a  World-Wide 
Web  browser  to  search  on-line 
databases  for  the  information 
needed  to  resolve  problems  or 
install  new  products.  A  CD-ROM 
library  gives  users  access  to  UB’s 
current  hardware  and  software 
manuals  from  their  worksta¬ 
tions,  while  a  Fax  Advisor  capa¬ 
bility  enables  users  to  request  a 
copy  of  technical  information  be 
sent  to  their fax  machine.  Knowl¬ 
edge  Exchange  also  includes  a 
subscription  to  UB  Networks 
Technical  Journal,  a  monthly 
magazine. 

The  service  is  part  of  all  high- 
end  support  contracts  or  can  be 
purchased  separately  for  $1, 000 
per  end-user  site. 

UB  Networks:  (408 )  496-0111. 


By  Frank  Schoff 

For  many  companies,  the  search 
for  new  networking  talent  is  on 
for  the  first  time  in  five  years,  if 
not  longer.  While  this  promises 
to  bring  an  end  to  60-hour  work 
weeks  for  current  staff,  some  net 
managers  aren’t  smiling  yet. 

The  recruiting  practices  used 
by  many  managers  don’t  keep 
pace  with  the  volume  of  newly 
approved  positions.  Others  are 
taking  on  hiring  tasks  for  the  first 
time  or  finding  themselves  too 
busy  to  recruit  because  they  are 
filling  the  void  created  when 
someone  on  staff  has  been  hired 
away. 

Managers  with  litde  or  no  for¬ 
mal  training  in  recruiting  can 
apply  to  the  process  a  skill  they 
practice  nearly  every  day —  proj¬ 
ect  management. 

This  gives  managers  control 
of  an  unfamiliar  process  by 
enabling  them  to  view  it  on  their 
own  terms. 


Project  management  tech¬ 
niques  can  work  as  well  on  the 
recruiting  process  as  on  a  major 
net  implementation,  largely  be¬ 
cause  recruiting  is  periodic  in 
nature.  It  can  be  assigned  start 
and  completion  dates,  and  tasks 
or  events  can  be  defined  in 
advance. 

There  are  some  definite  par¬ 
allels  between  capital  investment 
projects  and  recruiting.  Upper 
management  authorizes  the  pur¬ 
chase  of  new  equipment  with  the 
anticipation  of  a  return  on 
investment.  Typically,  a  capital 
outlay  consists  of  equipment, 
implementation  and  operating 
costs. 

Likewise,  the  authorization  to 
hire  a  new  employee  is  given  in 
anticipation  of  getting  a  return 
on  investment.  Typically,  invest¬ 
ment  in  new  personnel  comes  in 
the  form  of  recruiting  costs,  relo¬ 
cation  expenses  and  outlays  for 
salary  and  benefits. 


Once  funds  have  been  autho¬ 
rized,  it  is  incumbent  upon  the 
manager  given  control  of  that 
money  to  move  as  quickly  as  pos¬ 
sible  to  invest  it  in  the  right  prod¬ 
uct,  service  or  person,  and  make 
sure  the  investment  brings  the 
anticipated  return  on  schedule. 

The  right  methods 

Network  managers  can  de¬ 
velop  project  management 
methodologies  that  help  assure 
the  right  products  and  people 
are  in  the  right  places  at  the  right 
times,  and  that  the  final  desired 
objective  is  achieved  within  the 
originally  committed  timeframe. 
That  responsibility  holds  true 
whether  the  goal  is  to  acquire 
and  implement  new  equipment 
or  to  search  for  and  hire  a  new 
employee. 

I  have  not  met  a  manager  who 
would  allow  funds  granted  for  an 
equipment  purchase  to  sit  idle, 
but  on  more  than  one  occasion 
I’ve  seen  new-hire  requisitions 
for  weeks  or  even  months  sit  with 
little  or  no  action. 

Managers  that  keepjob  open¬ 
ings  unfilled  often  argue  that  a 
personnel  search  has  a  lower  pri¬ 
ority  than  other  tasks,  and  there¬ 
fore,  does  not  get  addressed. 
However,  in  many  of  those  cases, 
the  search  has  no  priority  status 
at  all  because  it  has  not  been 
given  an  identity  that  allows  it  to 
compete  for  time  with  other 
projects.  It  has,  by  default,  been 
given  a  priority  of  zero . 

Applying  project  manage¬ 
ment  methodologies  to  recruit¬ 
ment  changes  that.  Recruitment 
projects  will  be  reviewed  and 
managed  in  addition  to  other 
projects  and  directed  to  their 
completion. 

But  assigning  project  status  to 


a  personnel  search  goes  beyond 
simply  establishing  a  priority.  All 
of  the  steps  that  are  part  of  any 
sound  project  management 
technique  can  be  applied  to  a 
search,  as  well  (see  graphic). 

In  ajob  market  with  this  much 
hiring  activity,  timeliness  is  criti¬ 
cal  for  attracting  and  securing 
the  best  candidates.  Slow  hiring 
processes  send  the  wrong  mes¬ 
sages  to  potential  top-notch 
employees. 

It  could  be  construed  as  a  lack 
of  interest,  a  lack  of  urgency  in 
getting  staffed  up,  a  lack  of  disci¬ 
pline  to  set  aside  the  time 
required  for  the  task  and  a  lack  of 
control. 

Are  those  the  messages  you 
want  to  send  to  potential  employ¬ 
ees?  Not  if  you  want  the  best 
instead  ofwhat’s  left. 

Schoff  is  president  of  Manage¬ 
ment  Recruiters,  Cedar  Mountain, 
N.C.,  a  search  firm  specializing  in 
networking  professionals.  He  can  be 
reached  at  (  704)  884-41 1 8. 


NETWORLD  INTEROP 

-Site  'wffll  liSn 

SHOW  TUNING 

Look  in  next  week’s  issue  for  our 
Networld+lnterop  planning  guide, 
which  will  give  you  the  informa¬ 
tion  needed  to  make  the  best  use 
of  your  time  while  at  the  show. 
We’ll  let  you  know  the  hot  confer¬ 
ence  sessions  to  attend,  which 
vendor  demonstrations  to  see  and 
more.  Management  Strategies 
will  take  the  week  off  in  order  to 
make  room  for  this  special  guide. 


Assembling  the  project  team 

A  key  elemen  t  in  managing  any  project  is  to  iden  tify  the  proj¬ 
ect  team  members  and  define  their  roles. 

The  recruiting  process  should  involve  the  following: 
n  The  hiring  manager  should  activate  and  manage  the 
project  according  to  plan.  This  person  also  should  be  responsible 
for  creatingjob  specifications,  developing  and  controlling  the 
budget,  interviewing  and  having  a  strong  voice,  if  not  the  final 
one,  in  the  hiring  decision. 

n  Human  resources  staff  should  be  responsible  for  internal  and 
external  communication,  including  posting  or  advertising  the 
position,  coordinating  with  external  recruiting  resources,  sched¬ 
uling  interviews,  conducting  initial  screening  interviews,  testing, 
checking  references  and  coordinating  the  hiring  processes, 
n  External  recruiters  also  can  be  responsible  for  finding  and 
screening  candidates,  coordinating  interviews,  checking  refer¬ 
ences,  and  offering  general  consultation  concerning  position 
specifications  and  compensation. 

n  The  project  manager’s  boss  may  be  a  late-stage  interviewer,  a 
critical  vote  holder,  the  ultimate  decision  maker  or  budget 
controller. 

The  boss  also  should  function  as  an  adviser  to  the  project  man¬ 
ager  and  assess  the  growth  potential  of  final  candidates.  Lastly,  the 
boss  should  evaluate  the  project  manager’s  performance  as  with 
any  other  project,  making  sure  the  project  finishes  on  time,  within 
budget  and  is  a  success. 

Others  that  may  take  part  in  the  interview  process  include  the 
successful  job  candidate’s  future  peers,  managers  of  other  depart¬ 
ments  that  will  interact  with  the  candidate  and  potential  subordi¬ 
nates.  You  also  may  want  to  consider  scheduling  an  external 
interview  with  a  psychologist  for  people  stepping  into  high  visibil¬ 
ity  positions. 

Each  team  member  should  be  identified  in  advance  and 
advised  about  their  roles.  And  make  sure  they  understand  that  the 
lack  of  their  availability  could  slow  the  project  to  the  point  of  elim¬ 
inating  interest  on  the  part  of  highly  qualified  candidates. 


Network  World  •  September  11, 1995  •  67 


Sunlntegration  Services. 
The  Network  is  the  Computer. 
The  Expertise  is  the  Solution. 


Sunlntegration,  a  business  unit  of  SunService, 
offers  expert  information  technology  and  networking 
solutions  consulting  and  systems  integration  services. 
We’re  seeking  quality  professionals  to  help  us  empower 
our  customers  with  the  same  knowledge  and 
support  we  used  to  successfully  migrate  our  own 
information  systems  from  legacy  environments  to  the 
more  flexible  distributed  client/server  solutions. 

Opportunities  exist  in  Chicago,  New  York 
City,  New  Jersey,  Washington  D.C.,  Atlanta,  the 


customer-oriented,  service-driven,  and  have  5  + 
years  of  experience  and  a  proven  track  record  in 
the  following  areas,  we  want  to  hear  from  you. 

•Systems  integration  experience  of  client/server 
systems 

•Designing,  installing,  optimizing  and  supporting 
UNIX  systems 

•Project  management,  project  leadership 

•Design,  architecture  and  implementation  of 
enterprise-wide  client/server  systems 


•Network  architecture  for  LAN/WAN  solutions 
(TCP/IP,  IPX,  DNS,  NIS,  NFS) 

•Network  securin'  (network  services,  firewall 
design  and  installation  and  network  assessments) 

An  ideal  educational  background  would 
include  degrees  in  both  Computer  Science  and 
Business,  or  equivalent  experience. 

Please  send  your  resume  via  mail  or  fax  to: 
Sun  Microsystems,  Inc.,  M/S  PALI-118,  Dept. 
EQU,  2550  Garcia  Ave.,  Mountain  View,  CA 


San  Francisco  Bay  area,  the  Los  Angeles  area, 
Europe  and  the  Pacific  Rim  for  professional 
Technical  Project  Managers,  Engagement 
Managers,  IT  Consultants,  Project 
Engineers  with  project  lead  experience 
and  Networking  Specialists.  If  you’re 


•Helping  clients  re-engineer  their  business  practices 

•Operation  and  migration  of  MIS  systems  to  new 
technology 

•Network  management  (SunNet™  Manager™, 
multi-vendor  network  management  platforms, 
SNMP,  CMIP) 


94043-1100;  Fax:  (415)  336-7102.  Or  E-mail  to: 
judy.reynolds@corp.sun.com.  An  Equal 
Opportunity  Employer. 


Sun,  Sun  Microsystems,  Sunlntegration,  SunService,  SunNet  Manager  and  the  Sun  logo  are  trademarks  or  registered  trademarks  of  Sun  Microsystems,  Inc. 


. 


NETWORK  SYSTEMS  ENGINEERS 


Mat  MAXNET  Communication  Systems,  Inc.,  we  continually 
find  new  ways  to  improve  upon  existing  ideas. 
i^^»and  develop  creative  solutions  for  network 
technology.  Our  entrepreneurial  spirit,  progressive  work 
environment  and  love  for  technology  enabled  us  to 
become  one  of  the  leadinq  network  integration  companies 
in  the  U  S. 

Due  to  our  rapid  expansion,  we  are  seeking  enthusiastic 
professionals  in  North  &  South  Florida,  New  York/New 
Jersey/Connecticut,  Atlanta,  Charlotte  and  Greensboro 

If  you've  got  a  competitive  edge  and  share  in  our  vision,  we'd 
like  to  shed  some  light  on  your  future.  The  following  technical 
support  positions  require  excellent  communication  and 
presentation  skills. 


NSE  -  Level  I 

Entrytevel,  installing  and  servicing  equipment  at 
customer  sites  1  -2  years  LANs  &  WANs 

NSE  •  Level  II 

Technical  support  specialist  providing  orpine  and 
on-site  troubleshooting  2-3  years  LANs  S  WANs. 

NSE  -  Level  III 

Basic  network  design,  presales  evaluations  and 
troubleshooting  Begin  mnnufacturer-certjficabcin 
processes  3 ♦  years  LANs  &  WANs 


NSE -Level  IV 

Fullscale  design  &  analysis,  presales  engineer¬ 
ing  service  and  network  maintenance.  Complete 
manufacturer-certification  processes.  3+  years 
LANs.  WANs  S  NOS. 

Senior  NSE 

Project  management  and  supervising  for  Net¬ 
work  Service  Teams.  3+years  LANs,  WANs,  NOS 
and  Management  experience. 

<& 


MAXNET  offers  top  compensation,  where  Engineers  earn  considerably  more  than 
the  industry  average.  Qualified  applicants,  please  send  your  resume  to  our  Corporate 

Headquarters  located  at:  1915A  Hollywood  Blvd.,  Hollywood,  FL  33020,  e-mail  to: 
hrevaz@4maxnet.com  or  fax  to:  (305)  926-6683.  E/O/E. 


(?)  MAXNET 

communication  system*.  inc. 
Solutions  for  network  integration 


HiNextAge 

Networking  Experts! 

Enjoy  learning  and  teaching  new  technologies? 
We  are  a  leading  Ed.  Center  for  Novell,  Lotus  Notes 
and  Microsoft  NT.  Due  to  exceptional  growth,  we 
are  seeking  qualified  network  trainers  to  join  our 
team.  We  offer  unlimited  learning  and  certification 
opportunities,  with  a  competitive  compensation 
package  and  excellent  benefits. 

You  must  be  self-motivated  and  success-oriented, 
w/extensive  hands-on  field  experience  w/Novell 
NetWare  and/or  Lotus  Notes;  certified  professionals 
preferred.  Ideal  candidates  will  also  have  experience 
in  one  or  more  of  the  following:  Internet/UNIX, 
WANs,  Powerbuilder,  Delphi  or  Visual  Basic.  Must 
be  willing  to  relocate  to  southern  CT  (near  NYC). 

Please  send  your  resume  and  salary  requirements 
to:  nextage@pobox.com,  or  via  Fax  to  800.852.0650 
no  phone  calls  please! 


New  England  Needs 
Communications  Engineers! 


We  currently  have  hundreds  of  opportunities  with  Comms. 
companies  throughout  NE.  Current  needs  include: 


•  Software  Q/A 

•  Internetworking 

•  Network  Management 

•  Comms.  Field  Service 

•  Some  Reio  Assist. 
Available 

For  More  Info,  Call  Corico  Recruiters  at  800-995-4473 
Be  sure  to  reference  Job  Code  CORI 

E-Mail:  cor@mv.mv.com 

Check  us  out  on  the  WEB:  http://wwvr.tiac.net/users/zilla 


•  ATM  Development 

•  Embedded  Code  Dev. 

•  Protocols  Dev. 

•  Comms.  Support 

•  Project  Leader/Mgrs. 


GREAT  LAKES 

DATA  &  VOICE 

TECHNOLOGIES,  Inc. 


Sales  Consultants  &  Systems  Engrs 

Chicago  based  major  reseller  of  LAN/WAN  Prod¬ 
ucts/Services  is  aggressively  expanding  its  sales  and 
sales  support  activities  nationwide.  Immediate  open¬ 
ings  are  available  in  several  major  cities  within  the 
US.  Candidates  must  be  able  to  utilize  consultative 
sales  skills  to  provide  clients  with  a  thorough  under¬ 
standing  of  LAN/WAN  solutions.  A  minimum  of  3 
years  successful  selling  or  sales  support  experience 
in  their  geographic  market  is  a  requirement.  Specific 
experience  with  AT&T,  Micom,  Newbridge,  Cisco, 
or  3COM  a  major  plus.  Excellent  Compensation  and 
Benefits  for  qualified  candidates.  For  considera¬ 
tion,  please  send  resume  and  earnings  history  to  222 
S.  Riverside  Plaza,  Suite  820,  Chicago,  IL  60606  or 
fax  to  312-254-1443. 


p( 

in  Pennsylvania,  is  seeking  a  talented  and  motivated  individual  to 
fill  its  Senior  Internet  Engineer  position  responsible  for  managing 
and  supporting  the  PREPnet  infrastructure  which  includes  such  tech¬ 
nologies  as  synchronous  leased  lines,  SMDS,  Frame  Relay, 

Ethernet,  and  FDDI.  “ 

■ 

A  minimum  of  three  years'  experience  operating  a  WAN  IP  net¬ 
work  is  required,  as  are  finely-tuned  diagnostic  and  problem-solving 
skills  Preferred  skills  include  the  ability  to  install  and  troubleshoot 
TCP/IP  networking  equipment  and  network  management  tools, 
configure  cisco  routers,  and  perform  UNIX  system  administration. 

■  The  Senior  Internet  Engineer  may  be  based  in  either  Pittsburgh 
or  Philadelphia,  as  her  or  sne  prefers 

"  311  S.  Craig  St.  Suite  120  I 

Pittsburgh,  PA  15213 
Internet  mail:  mc@prep.net 
Fax:  412-268-7875 


PR-ERN1T 
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Some  Achieve  By  Leaps  and  Bounds. 

WE  ACHIEVE  BY  LEAPING  BOUNDARIES. 


See  Us  At  Networld  +  Interop  ’95 


Career  Invitational  Hospitality  Suite 
Atlanta  Marriott  Marquis  •  Atlanta,  GA 
September  27th  &  28th,  1995 


At  Cisco  Systems,  making  respectable  progress  isn’t  good  enough.  We 

ALWAYS  GO  BEYOND  THE  EXPECTED,  ALWAYS  IN  THE  DIRECTION  OF  WIDE  OPEN  POSSIBILITIES. 

That’s  how  we’ve  managed  to  leap  so  many  boundaries  in  the  development  of 

HARDWARE,  SOFTWARE,  AND  CUSTOMIZED  INTERNETWORKING  PRODUCTS.  VERY  SOON, 
VIRTUALLY  EVERY  INDUSTRY  WILL  RELY  UPON  INTERNETWORKING.  THAT  MEANS  THEY  WILL 
rely  upon  Cisco.  And  Cisco  will  rely  upon  you  in  the  following  opportunities. 

If  you’re  an  expert  in  your  field,  with  3+  years  of  experience  and  a 

BA/BS  IN  A  RELATED  DISCIPLINE,  ClSCO  PROVIDES  AN  ENVIRONMENT  WHERE  YOU 
CAN  STRIVE  TO  EXCEED  YOUR  GOALS.  RELOCATION  ASSISTANCE  IS  PART  OF  THE 
TOTAL  BENEFITS  PACKAGE. 

Ongoing  Opportunities  Exist  in  Research  Triangle  Park,  NC;  Billerica, 
MA;  Irvine,  CA;  and  San  Jose,  CA  for  professionals  in: 

Software  and  Hardware  Engineering 
Customer  Service 

Support  and  Information  Systems  Engineering 

Marketing 
Manufacturing 
Human  Resources 
Finance  &  Administration 
Sales 

Cisco  Systems,  Inc.  is  the  leading  global  supplier  of  enterprise 
networks,  including  routers,  LAN  and  ATM  switches,  dial-up  access  servers 
and  network  management  software.  These  products,  integrated  by  the  Cisco 
Internetwork  Operating  System  (Cisco  IOS  ™)  link  geographically  dispersed 
LANs,  WANs  and  IBM  networks.  Cisco  is  headquartered  in  San  Jose,  CA  and 
is  traded  under  the  NASDAQ  symbol  CSCO. 


For  additional  details  on  job  descriptions  and  qualifications, 
please  preview  our  home  page  on  the  World  Wide  Web  at: 

http://www.cisco.com/public/employment.html 


For  Research  Triangle  Park,  NC  positions,  please  send  your 
RESUME,  INDICATING  THE  POSITION  OF  INTEREST,  TO!  ClSCO  SYSTEMS,  INC., 

Human  Resources,  7025  Kit  Creek  Rd.,  Research  Triangle  Park,  NC 
27709.  FAX  (919)  472-2961. 

For  Billerica,  MA  positions,  please  send  your  resume,  indicating 
THE  POSITION  OF  INTEREST,  TO:  ClSCO  SYSTEMS,  INC.,  HUMAN  RESOURCES, 

1100  Technology  Drive,  Billerica,  MA  01821.  FAX  (508)  262-1785. 

For  Irvine,  CA  positions,  please  send  your  resume,  indicating  the 
position  of  interest,  to:  Cisco  Systems,  Inc.,  Attn:  Human  Resources, 
Access  Business  Unit,  2569  McCabe  Way,  Irvine,  CA  92714. 
FAX  (714)  752-8389. 

For  San  Jose,  CA  positions,  please  send  your  resume,  indicating 

THE  POSITION  OF  INTEREST,  TO!  ClSCO  SYSTEMS,  INC.,  HUMAN  RESOURCES, 

P.O.  Box  640730,  San  Jose,  CA  95164-0730.  FAX  (800)  818-9202.  EOE. 


fader  Service 


Use  this  coupon  or  prepaid  post  card  in  the  September  1 1  th  and 
September  25  th  issues.  Circle  Reader  Service  numbers  of  ads  that 
interestyou  and  complete  the  information  below. 

Expires  12/18/95 


Name:, 

Title: 


Company:. 
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Street: _ 

City:  _ 


State: 


Zip: 


217  218  219  220  221  222 
223  224  225  226  227  228 
229  230  231  232  233  234 
235  236  237  238  239  240 
241  242  243  244  245  246 
247  248  249  250  251  252 
253  254  255  256  257  258 
259  260  261  262  263  264 
265  266  267  268  269  270 
271  272  273  274  275  276 
277  278  279  280  281  282 


Mail  to:  NW  P.O.  Box  5090,  Pittsfield,  MA  01203  or, 
Fax  to:  NWat  (413)  637-4343 


9/11/95 


FaxNET 


Here’s  how  it  works: 


Dial  1-800-664-8271 ,  wait  for  the  prompt  and  follow  instructions. 
Key  in  advertisers’  5  Digit  Number  listed  below. 

Information  requested  will  be  faxed  to  you  immediately. 


AVALAN  TECHNOLOGY . 30820 

CENTURY  SOFTWARE . 30540 

CYBEX  CORPORATION . 30770 

DATATECH . 30710 

DISTINCT  CORPORATION . 30100 

EXCEL  COMPUTER . 30720 

FRONTIER  TECHNOLOGY . 30830 

INTERNET  SECURITY . 34450 

WEST  HILLS  LAN  SYSTEMS . 30410 

COMPLETE  INDEX  OF  ADVERTISERS . 99999 


There  is  no  cost  to  you  to  receive  information  on  these  network 
products  and  services! 


CD-ROM  STORAGE  SOLUTIONS... 


*  Full  RMON  Support 

•  Integrates  with  HP  OpenView 

*  TCP/IP  Telnet.  TFTP.BOOTP 

•  W  inSNMPAVinSock/DDE  APIs 


•  SNMP,  ICMP.  IPX  Polling 


SOsistie  Rack 

Computing 


Node  Discover}' 

Long  Term  Statistics/Thresholds 
Custom  Event  Actions/Forwarding 
Over  100  Device  Specific  GUIs 
MIB  Compiler/Browser 

408-366-6540 

Fax:  408-252-2379 


CD-ROM 

ARRAYS  •  SERVERS  •  RACKMOUNT 
JUKEBOXES  •  RECORDERS 

Call  Boffin  Ltd.  for  your  CD-ROM  storage  needs 

CD-ROM 
SERVER 


Featuring  Network  Management 
Software  for  Novell,  BanyanVine, 
Lantastic,  MS  Lan  Manager  and  others. 


MODEL  CRS- 28/100 


MODEL  CRS-  14/100 


Models  CRS-1 4/1 00  and  CRS-28/1 00  provide  up  to  9.2GB 
and  1 8.2GB  of  on-line  data  respectively.  This  server  can  be 
located  anywhere  on  the  network  and  can  be  accessed  by 
local,  wide  and  remote  network  users. 


These  CD-ROM  towers  are  configured  with 
high  performance,  quad  speed  Toshiba  CD- 
ROM  drives.  Toshiba  drives  are  recognized 
globally  for  their  superior  data  transfer  rate  and 
access  speed.  They  resist  environment  con¬ 
tamination;  feature  dust  proof  construction;  are 
CD-XA  ready;  Kodak  Photo  CD  Multi-session 
compatible  and  are  SCSI-2  compliant. 

Boffin  Towers  come  with... 

•  Internal  SCSI  cabling  _  _ _ _  __  .  .  .... 

•  Mounting  rails  7  &  14  Bay  Models  available 

•  SCSI  id  Switches  Rack  Mount  Servers 

•  One  year  limited  warranty  jjp  gayS 


BOFFIN 


L  I  M  I 


□ 


612-894-0595  FAX:  612-894-6175 

INTERNET:  HomePage:  http://www.boffin.com 
FTP  to:  ftp.boffin.com  •  E-Mail:  sales@boffin.com 


Reader  Service  No.  252 
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ADVERTISEMENT 


New  Frontier  Technologies  Internet  Software  Allows  Offline  Search 


_ By  ANN  KRAUSS _ 

Frontier  Technologies,  developer  of 
award-winning  TCP/IP  applications, 
announced  the  release  of  a  unique  new 
Internet  software  product  for  Microsoft 
Windows-based  systems,  SuperHighway 
Access  CyberSearch™.  This  CD-ROM  prod¬ 
uct  features  Frontier’s  popular  Superhighway 
Access  Internet  browser,  integrated  with  a 
huge  database  of  Internet  resources  which 
can  be  searched  off-line,  thereby  reducing 
on-line  charges  and  increasing  productivity. 
The  database  is  Lycos™,  developed  by 
Carnegie  Mellon  University,  which  is  widely 
accepted  as  the  most  extensive  catalog  of 
Internet  resources. 

Frontier  Technologies’  SuperHighway 
Access  CyberSearch  will  be  produced 
monthly  (bi-monthly  initially),  to  reflect  the 
rapidly-expanding  array  of  information 
available  on  the  Internet.  Subscribers  will 
pay  as  little  as  $6.75  per  month.  Each  CD 
will  contain  a  newly  compiled  version 
of  Lycos,  covering  over  500,000  Internet 
pages  indexed  by  keyword.  Users  can 
browse  off-line  for  sites  of  interest  and 
assemble  a  file  of  Internet  resources  us¬ 
ing  SuperHighway  Access’s  sophisticated 
Internet  Organizer.  Then,  once  connected 
to  the  Internet,  users  can  launch  multiple 
searches  at  once,  and  be  reviewing  or 
downloading  information  from  one  site 
while  connecting  to  another. 

“It  is  now  widely  understood  that  one 
of  the  primary  barriers  to  user  productivity 
on  the  Internet  is  finding  information,”  said 
Dr.  Prakash  Ambegaonkar,  president  of 
Frontier  Technologies.  “That’s  why  Internet 
search  services  like  Lycos  and  Yahoo™  are 
among  the  Internet’s  most  popular  sites. 
As  a  result  of  their  popularity,  these  ser¬ 
vices  can  be  frustratingly  congested  and 
slow.  By  putting  the  Lycos  catalog  on  a  CD, 
users  will  be  able  to  reliably  and  quickly 
locate  the  Internet  resources  they  need 
before  they  even  connect  to  the  Net.” 

SuperHighway  Access  CyberSearch  will 
work  with  the  user’s  current  Internet 
service  provider,  or  new  Internet  users  can 
establish  an  account  via  convenient 
autoregistration  with  PSINet’s  Instant 
InterRamp,  a  national  Internet  service 
provider.  PSINet  is  offering  CyberSearch 
users  a  free  7-day  trial  account,  with  the 
option  to  register  permanently  at  the  end 
of  that  time. 

CyberSearch  targeted  at  both 
business  user  and  consumer 

SuperHighway  Access  CyberSearch  is 
suitable  for  both  business  and  home  use. 
It  provides  all  the  connectivity  software 
required  for  home  users  to  connect  to  the 
Internet  via  modem  and  will  also  run  on 
an  existing  corporate  TCP/IP  local  area 
network.  By  first  pinpointing  the  sites  they 
need  to  visit,  using  CyberSearch,  employees 
can  rapidly  gather  competitive  information 
or  market  research. 

Pricing  and  Availability 

SuperHighway  Access  CyberSearch  is 
available  immediately.  Frontier  Technologies 
intends  to  market  the  product  through 
retail  channels  and  through  subscription. 
The  current  product  has  a  September  1995 


cover  date  and  is  specially  priced  at  $14.95. 
Frontier  intends  to  provide  bi-monthly 
issues  initially  and  anticipates  moving  to 
monthly  publication  in  January  1996.  Two 
subscription  choices  are  available:  an  open- 
ended  “no-hassle”  subscription  at  $6.95 
plus  $3  shipping  and  handling,  billed  per 
issue  (credit  card  customers  only),  and  a 


6-issue  charter  subscription  offer  for  $58.50 
($6.75  plus  $3  s/h  per  issue).  To  subscribe 
with  either  plan,  or  to  order  an  introducto¬ 
ry  trial  issue,  customers  should  call  1-800- 
879-0075.  (Outside  the  U.S.,  please  call  +1- 
414-571-0190.)  Further  information  is  also 
available  on  Frontier  Technologies  World 
Wide  Web  site,  www.frontiertech.com. 


Frontier  Technologies,  founded  in  1983,  is 
a  global  company  with  headquarters 
near  Milwaukee,  Wisconsin.  With  offices  in 
California,  Pennsylvania,  Europe,  and  India, 
Frontier  Technologies  now  employs  more 
than  100  people  worldwide.  ■ 

SuperTCP  Suite,  CyberSearch,  Internet  Organizer  and  SuperHighway 
Access  for  Windows  are  trademarks  of  Frontier  Technologies 
Corporation.  Lycos  is  a  trademark  of  Carnegie  Mellon  University. 


Coming  soon  SuperTCP  Suite  for  Windows  95  and  NT 


“With  grueling 
competition... 

SuperTCP  [Suite]* 
pulled  ahead 
to  garner 
Communication 
Week’s  MAX  Award.” 

-Communications  Week,  April  '95 


“Frontier’s  SuperTCP  [Suite]  for 
Windows  boasted  the  most  applica¬ 
tions  of  any  product  we  tested,  yet  it 
was  among  the  easiest  packages  to 
set  up.” 

-Data  Communications,  Feb  95 
Tester’s  Choice  Award 

“This  product  is  the  Swiss  Army 
knife  of  the  TCP/IP  client:  It  has 
an  implement  for  every  application. 
[Including  Email,  NFS,  X  Windows 
and  Internet  Access]” 

-LAN  Magazine,  April  ‘95 
Product  of  the  Year 


Great  reviews.  Now  judge  for  yourself. 
Call  today  for  your  free  eval  CD 

1  -800-929-3054 


10201  N.  Port  Washington  Road, 
Mequon,  Wl  53092 
EMAIL  SuperTCP@frontiertech.com 
web  site:  www.frontiertech.com. 


Frontier 

Technologies 

Corporation 


>  1995  Frontier  Technologies.  Inc,  All  rights  reserved  'Formerly  known  as  SuperTCP  Pro 
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Mbps  Fast  Etherne 


E*her  Express  PRO/ 100  32-bit  PCI  (PILA8465) 

Single/5  PK/20  DK . $185/870/3,100 

Ether  Express  PRO/100  32-bit  EISA  (EILA  8265) .  $235 


New  Intel  Smart  100  Nitro,  High  Performance 


Server  Adapter  (PILA8485) .  $745 

Networth 

10/100  Mbps  EISA  (UTP100E) .  $370 

10/100  PCI  (UTP1  OOP) .  $235 

3Com 

10/100  PCI  (3C595-TX)  .  $229 

(5  Pack)  10/100  PCI  (3C595-TX) .  $1,182 

Cogent 

PCI  Quartel,  Full  Duplex, 

4RJ45  Ports  (EM400)  .  $1,137 

SMC 

10/100  EISA  (SMC923DST) .  $240 

10/100  PCI  (SMC933DST) .  $212 


West  Hills 

10/100  PCI  (WH500-TX) .  $145 

National  Semi  Conductor 
10/100  Plus  ISA  (NI7000-TI-01) .  $160 


Asante 


10/ 100  PCI  Adapter  for  PC/MAC .  $199 

Thomas  Conrad 
100Base-TX  PCI  Adapter  (TCTX048) 

Single/6PK/50PK .  $  1 95/ 1 , 1 1 5/9,25 1 


100  VG  AnyLAN  Adapter 


Thomas Conratl 

lOOVG-AnyLAN  ISA  Adapter  (TCVG045-UTP) 

Single/6PK/50PK .  $195/1,115/9,720 

lOOVG-AnyLAN  EISA  Adapter  (TCVG047-UTP) 

Single/6PK/50PK .  $195/1,115/9,720 

Katron 

1 00  VG  ISA  Adapter  (DP- 1 6 1 ) .  $  1 49 

1 00  VG  EISA  Adapter  (DP-32E) .  $192 


100  MBPS 


Hewlett  Packard 

100VG  16bit  ISA  10/100  (J2573A  HP) 

Single/6PK/24PK .  $192/1,150/4,390 

100VG  32bit  EISA  (J2577A  HP) 

Single/6PK/24PK .  $235/ 1 ,259/4,055 

100VG  32bit  PCI  (J2585A  HP) 

Single/6PK/24PK .  $209/ 1 ,4 1 5/5,446 


100  Mbps  Macintosh 


Faralloii 

Fast  Ether  TX-1 0/1 00  NuBus  (PN990)  Available  8/20/95 


Fast  Ether  TX-1 0/1 00  PCI  (PN994) .  $240 


FDDI  Adapters 


Cogent 

PCI-SC  Connector  (EM100FX) .  $499 

PCI  ST  Connector  (EM100FX) .  $499 

Network  Peripheral 

EISA  (SAS)  FDDI  Adapter  (NP-EIS-D50)  . $1,510 

Efficient  Networks 

155.52Mbps  PCI  ATM  Adapter  with  51 2K  Memory 

(ENI-155P-MF-C) .  $1,200 

NBASE 

Multimode  to  Singlemode  ATM  Converter,  20KM 
Single  Link  (Node  Attach)  (N420ATMI) . $3,995 


100  Base-TX  Fast  Ethernet  Hubs 


NBASE 


100Base-TX  8-Port  Hub  (NH  108) . $1,250 

Networth 

1 00Base-TX8-Port  Hub  (MICRO  100) . $1,195 

SMC 

SMC51 16TX  Tiger  Hub  100  16-Port 

100Base-TX  Hub .  $2,997 

Asante 

100BASE-TX  12-Port  Stackable  Hub .  $1,675 


100  VG-AnyLAN  Hubs 


Thomas  Conrad 

TCVG050-UTP 24-Port  lOOVG-AnyLAN  Hub .  $2,625 


Katron 

DP1006/DP1012  lOOVG-AnyLAN  Hub 

6-Por/ 12-Port . $840/1,330 

Hewlett  Packard 

J2410A  Advanced  Stack  100VG  15-Port 
hub,  stackable  up  to  16  hubs .  $2,262 


10/100  Switches 


NBASE 

Available  9/ 1/95 

New  MegaSwitch  Seven  100  Mbps  Ports, 

UTP  and  Fiber  Capabilities  (NH2007) .  $6,500 


NBASE  Switch 

MegaSwitch  6  AUI/RJ45  Ports,  Plus  2  Slots  for 
NH200MP  &  SNMP  (NH208-10) .  $3,499 


NH200MP  &  SNMP  (NH208-10) .  $3,499 

MegaSwitch  6  AUI/RJ45,  Plus  7  RJ45  Ports,  Plus 
2  Slots  for  NH200MP  &  SNMP  (NH215-10) .  $6,999 


MegaSwitch  6  AUI/RJ45,  Plus  7  RJ45  Ports,  Plus 
2  Slots  for  NH200MP  &  SNMP  (NH215-10) .  $6,999 


100  Base  TX  MegaPort  Module  for  NH208/215 


(NH200MP) .  $1,129 

Xedia  MAD  SWITCH 

Stackable  Ethernet  Switch,  Six  lOMnit  Ports  &  One 
100+  Mbit  Fat  Pipe  (XE-XM-2410)  .  $2,495 


Kalpana 

PROStack  EtherSwitch 
stackable  Ethernet  Switch, 

16RJ45,  2  expansion  slots 
for  high-speed  modules 
(lOBase-TX/ATM) 

(PSP  1 6-MOO  1) .  $6,370 

(PSP16-M041) .  $7,095 

100Base-T  module  for  PRO  16; 

1  RJ45  (PSP  1 00T) .  $1,100 

3  Com 

24  Switched  1 0  Mbps  Port 
One  100  Base-T  Fast  Port  (3C 16900) . $3,4 


Plaintree 


WaveS  witch  100 

16-10Mbps  lOBase-T  Ethernet  Ports,  Two  High  Spee 
Ports,  Supports  Standard  SNMP  Management  Usin 
SNMP  MIIB.and  the  RFC  1493  Bridge  MIB. 


16  Port  Ethernet  Sitch  Base  Unit 

16  Ports  (PTP110A) . $6,7 

100Base-T  Interface  Port  (PTC  21 7A) . $2,2 

VG  AnyLAN  Port  (PTC218A) . $2,2 

FDDI  Inteface,  Single  Port  SAS  (PTC21 1  A) . $2,5 


WaveSwitch  100-8 
8  Port  Ethernet  Switch  Base  Unit 

(PTP8080A) .  $5,1 

Pre-Configured  with  WaveBus 

Interface  (PTP080A-01) . $6,7 

Pre-Configured  with  FDDI  &  SASi 

Interface  (PTP080A-02) . $7,M 

Pre-Configured  with  FDDI  &  DAS 

Interface  (PTP080A-03) . $6,1  i 

Pre-Configured  with  1 00  Base  TX 

Interface  (PTP080A-040) . $6,: ' 

Pre-Configured  VG  AnyLan 

Interface  (PTP080A-05) . $6,( 1 


Bay  Network  Lattis  Switch  System 
Fast  Ethernet  Switching  Hubs 

10/100  Mbps  UTP  Switch,  16  RJ45  Supports 
10/100  Mbps  Ethernet,  Mode  (28115) .  $13,1 


FDDI  Switching  HUBS 


Network  Peripheral 
EIFO  Client/Server  Switching  Hub 

Six-port  Ethernet  stackable  switch  with  two  CDDI 

(FDDI  over  UTP)  uplinks .  $3,1  J 

Bundle  Switch  &  FDDI  Adapter .  $4,<' 


.< 


Fast  Delivery  •  Most  Orders  Ship  The  Same  Day  •  Visa  &  Mastercard 

Prices  Subject  to  Change 


and  Ethernet  Switches 


lOBase-T  Ethernet 


NBASE  Switch 
Or  Port  Ethernet  Switch,  lOBase-T/AUI  Ports, 
iXOOO  pps  "zero  delay"  Filter/Forward/Learn 
<te  Full  Duplex  &  Configurable  Packet 
fency  SNMR  Spanning  Tree  &  Custom 

Bering  (NH204AT) . $2,599 

;  ht  Port  Ethernet  Switch,  one  AUI  &  Eight  RJ45 
IP/UTP),  Full  Wire  Speed  on  Each  Port,  Under 
I  Load.  Configurable  Multiple  Bridge 
:  ities,SNMP  &  Spanning  Tree  Protocol, 
optional)  HP  Openview  SNMP  Management 

i  ition  (NH208B)  . $1,795 

SMC 

!  10Mbps  Ports  TigerSwitch  (SMC-XE  124) . $7,300 


. . .tr.  .  .  ;  )"***«#$* 1 
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Kalpana 

:een  lOBase-T  Ports,  Standard 

IMP  &  Spanning  Tree  (EPS2015-M041) .  $6,893 

:een  lOBase-T  Ports,  Enhanced  EtherChannel, 

:ering  Full  Duplex  &  Virtual  EtherSwitch 

TS20 1 5-MOO  1) .  $6,082 

5  Mbps  Bandwidth  &  20  Mbps  Throughput,  Self 
naming  of  Network  Configuration,  Five  lOBase- 

iorts  with  SNMP  (EPS500-B-M001)  . $1,680 

:e  lOBase-T  Ports  with  Duplex 

VS500-B-0031) .  $1,750 

:e  lOBase-T  Ports  with  SNMP  &  Full  Duplex 
VS500-B-M03 1 ) .  $2,300 


Ethernet  Network  Adapters 


West  Hills 

1  k  RJ45/BNC/AUI  (HT2002CT) .  $27 

h  BNC  (ENET16C) .  $37 

!,RJ45  (ENET16T) .  $37 


Local  Ana  Network 

n  -  -  w 

1  'r'hu'M 


••  B 

5.  i  f^kCard 


RJ45/BNC  (ENET16CT ) .  $41 

3J5/BNC/AUI  (HT2 1 00PCI+  PCI) .  $99 

^5/BNC/AUI  (HT2100VLVLB) .  $99 

SMC 

IURJ45  (SMC8416T) 

Sgle/5PK/20PK .  $91/379/1,403 

BNC  (SMC8416B) 

^gle/5PK/20PK .  $91/379/1 ,630 

4  RJ45/BNC  (SMC8416BT) 

5  gle/5PK/20PK .  $103/490/1,750 

l‘\  RJ45/BNC  (LANET16C) 

S  gle/6PK/24PK .  $  1 37/795/2,902 

SIC-E32C  Single/6PK .  $20 1  / 1 , 1 27 

S1C8432BT  PCI  RJ45/BNC 

S*gle/5PK/20 .  $  1 45/690/2,560 

Intel 

RJ45/BNC  (PCLA8215) 

Ii3le/5PK/20PK .  $110/510/1,900 

PRO/ 1 0  RJ45  (PCLA8220A) 
lible/5PK/20PK .  $94/418/1,510 


ISA  PRO/ 10  RJ45  (PCLA8225A) 

Single/5PK/20PK .  $106/450/1,655 

EISA  RJ45/BNC/AUI  (EILA8225) 

Single/5PK .  $217/954 

PCI  RJ45/BNC  (PCLA82) 

Single/5PK/20PK .  $162/767/2,807 


3COM 

ISA  RJ45  (3C509B-TPO) 

Single/5PK/20PK . $99/445/1,630 

RJ45/BNC/AUI  (3C509B-COMBO) 

Single/5PK/20PK .  $  1 1 9/558/2.039 

EISA  RJ45  (3C579TP) 

Single/5PK  .  $239/1,019 

EISA  BNC  (3C579TP) 

Single/5PK .  $239/1,019 

PCI  RJ45/BNC/AUI  (3C590-COMBO) 
Single/5PK/20PK .  $  1 70/767/2,800 


Hubs 


West  Hills 


8- Port  10BT  Hub,  BNC  8c 

AUI  Ports  (HT08TP) .  $110 

16-Port  10BT  Hub,  BNC  8c 

AUI  Ports  (HT16TP) .  $255 

32-Port  10BT  Hub,  BNC  8c 

AUI  Ports  (HT312TP) .  $379 

9- Port  10BT  PALM  HUB  (ETHER9) .  $165 

16-Port  10BT  SMART  HUB  (UE2041) 

AUI  Ports .  $325 


NBASE 

12-Port  10BT  Hub,  BNC 

8c  AUI  Ports  (N HI 00-05) .  $320 

2-Port  10BT  Hub,  BNC  8c  AUI  Ports, 

SNMP  Upgradeable  (NH 100)  .  $495 

12-Port  10BT  Hub,  BNC  8c  AUI  Ports, 

SNMP  SLAVE  (NH  101) .  $645 

12-Port  10BT  Hub,  BNC  8c  AUI  Ports, 

SNMP  MASTER  (NH  102) .  $815 

24-Port  lOBTHub, 

NMP  Upgradeable  (NH104) .  $855 

NH1 14  24-Port  10BT  Hub, SNMP 

SLAVE  .  $950 

24-Port  lOBTHub, SNMP 

MASTER  (NH114) .  $1,150 


SMC 

12-Port  10BT  Hub  (SMC3812TP) .  $635 

8-Port  10BT  Hub  (SMC3608TP) . $295 

12-Port  1 0BT  Hub  TigerStack  (SMC3312TC  ) . $550 

12-Port  10BT  Concentrator  (SMC3512) . $625 

26-Port  10BT  Hub  TigerStack  (SMC3326TC) . $935 


Hewlett  Packard 

Advanced  Stack  1 2-Port  Hub  (J2600A)  .  $598 

Advanced  Stack  w/SNMP 

12-port  Hub  (J2630A) .  $930 

Advanced  Stack  24-Port  Hub  (J2601  A) .  $972 

Advanced  Stack  w/SNMP 

24-Port  Hub  (J2631  A) .  $1,340 


Transceivers 


AUI  to  TP .  $39 

AUI  to  BNC .  $39 

AUI  to  lOBase-FL .  $249 

AUI  to  Multimode  Fiber  (1 300nm,  5Km) .  $449 

AUI  to  SingleMode  Fiber  (1300nm,  lOKm .  $549 


Repeaters 


westHmr 

2  BNC  +  2  AUI  (ETHER2)  .  $169 


4  BNC +  4  AUI$  (ETHER4)  .  $269 

6  BNC  +  6  AUI  (ETHER6)  . .  $329 


West  Hills  PrintMate  3000 
2  Parallel  Ports,  1  Serial  Port 

BNC,  AUI  8c  RJ45  Connections .  $280 

CASTELLE  LANpress 
2  Parallel  Ports,  2  Serial  Port 

1  RJ45  8c  1  BNC .  $525 

INTEL  NetportExpress  XL 

RJ45  8c  BNC  (PCLA2131)  .  $439 

XIRCOM  Pocket  Ethernet  Print  Server 

1  parallel,  1  BNC  (PEPSI -lOB'D .  $297 

XIRCOM  Pocker  Ethernet  Print  Server 

1  Parallel,  1  BNC  (PEPSI -10BT) .  $297 

Eagle 

1  Print  Server  RJ45  8c  BNC  (NPE  400) .  $370 


Local  and  Remote  Bridges 


Local  Bridge  (EN201 1  ) .  $599 

LANB/200  Remote  Bridge  w/SNMP  up  to  64Kbps 
LANB/220M  Remote  Bridge  w/SNMP  up  to 

2.048Mbps .  $2,195 

Gandalf 

Workgroup  Bridge  AUI  Powered,  Auto  Learning 

(LL5210) .  $339 

Remote  ISDN  Bridge  (Direct  Connection  to  ISDN) 

Data  Only  (LL  5242i) .  $789 

Data  8c  Voice  (LL  5242i) .  $  1 ,025 

High  Performance  ISDN 
Bridge  up  to  8:1 
Compression, 

S  or  optional  U  interface, 

IPX  Spoofing,  Packet 
Fragmention,SNMP  MIB  II, 

Telnet  "S"  Interface 

(LL  52400  .  $1,695 

“  U"  Interface 

(LL  5240i) .  $1,795 

High  Performance 
Remote  Access  Bridge 
Bandwidth-on-Demand, 

Automatic  Dial  Backup, 
up  to  8:1  Compression 
IPX  Spoofing,  Packet 
Fragmention,SNMP  MIB  II, 


Telnet  (LL5225i) . $1,699 

High  Performance  Remote/Local  Bridge 
up  to  8:1  Compression  SNMP  MIB  II, Telnet 

LL5220e .  $1,599 

Multiprotocol  Router  IP/IPX  Routing,  Windows 

Console,  Firewall  Security,  SNMP  MIB  II  with 

gets  and  sets,  Telnet.  LL5250L .  $2,245 


Gandalf  Central  Site  Concentrator  CALL  For  Price 

3COM 

Remote  Office  200  Ethernet  Bridge  (3C8200)  $  1 , 1 99 
NetBuilder  Remote  Office  ISDN  Router  42x 
series  routers  bring  the  advantages  of 
SuperStack  and  fully  digital  ISDN  dial 


services  to  remote  LAN  users. 

3C8427  for  Multiportocol  Routing .  $3,407 

3C8422  for  Access  Routing .  $2,807 

3C8421  for  Boundry  Routing  .  $2,145 


For  Technical  Support 

1-818-773-8171 
Fax:  1-818-773-8932 


Ve»T  HI  Ilf 
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7949  Woodley  Avenue  •  Van  Nuys,CA91406 

1  -800-FOR-LANS 

367-5267 
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Internet  Security 

Prevent  Unauthorized  Access 


Access  Control/Firewalls 

t  Application  level  security 

♦  Supports  all  Internet  Services 

Authentication 

t  Challenge-response  algorithm 
t  Advanced  optical  user  interface 

Encryption 

#  No  key  distribution  or  management 
t-  High  performance  >12  Mb/s 


t  Transparent  to  end  users 
t  Powerful  auditing  and  alerting 


t  Over  one  million  sold 
f  User  replaceable  batteries 


♦  Application  level  encryption 
t  User  transparent 


Call  now  for  a  free  white  paper  on  firewall  and 

NETWORK  SECURITY:  1-800-325-9870 

THE  MAJOR  PROVIDER  OF  SECURITY  SOLUTIONS  TO  FORTUNE  2000  ♦  TELECOMMUNICATIONS  ♦  GOVERNMENT*  FINANCIAL*  HEALTH  CARE 


Your  only  dedicated 

SOURCE  FOR  LEADING 
EDGE  PRODUCTS  AND 
SERVICES. 


Security  audits 
Installation 
Integration 
Customization 
Training 


Internet  Security 

info  @  security,  com 
http://www.security.  com 


Reader  Service  No.  277/FaxNET  No.  34450 


In  today’s  corporate  environment,  productivity  is  the  name  of  the  game.  You  can  run  yourself  ragged  in  pursuit  of  this  goal,  or  you  can  play  it  cool  and  put 
System  Console  Switch  to  work  for  you.  System  Console  Switch  relieves  you  of  tedious,  wasteful  legwork,  allows  you  more  time  to  truly  manage  your  data  center. 

Connected  to  any  RS-232  terminal,  System  Console  Switch  lets  you  control  and  monitor  your  entire  data  center  from  one  central  location ...  up 

to  1 20  different  computers,  UNIX  servers,  IAN/WAN  components,  and  network  management  systems  —  in  any  combination, 

with  a  mixture  of  baud  rates,  over  distances  to  1 50  feet.  With  an  external  modem,  System  Console  Switch  even  offers  off-site 

ojteration  via  any  conventional  telephone  line.  Password  protection  ensures  access  security.  L 

Do  all  your  work 


more  efficiently  with  System  Console  Switch.  Use  a  series  of  simple 
keyboard  commands  to  select  any  connected  device  and  perform  required  control  func¬ 
tions.  Scroll  through  stored  data  from  each  device  to  observe  activity  and/or  diagnose  gm 
problems.  System  Console  Switch  stores  up  to  40  full  screens  of  information  from  each  m 
'-  a  ice  continuously.  Connect  a  printer  to  System  Console  Switch  and  obtain  a  hard  J§|| 
copy  of  any  stored  screen. 

Astern  Console  Switch  pays  for  itself ...  and  then  some ...  by  eliminating  the  need  for  terminals 
and  kevtn  ards  at  onnected  devices.  You’ll  conserve  valuable  space  in  your  data  center  and  reduce 

air  conditioning  and  power  requirements  as  well. 

System  Console  Switch ...  the  key  to  enhanced  data  center  manageability  and  throughput. 


1  Lightwave  CommunicationsJnc 


84  Research  Drive.  Milford.  CT  06460  •  800-871  -9838  /  203-878-9838  /  Fax:  203-874-0157  •  Email:  lightwave@MCIMail.com  /  World  Wide  Web:  www.lightwavecom.com 
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1 00  MBP 
FAST  ETHERNET 
ON  ANY  PORT. 
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HOW 
THAT  FOR 
A  SWITCH. 


O  Let’s  start  with  the  obvious.  Your  network  is  the  lifeblood  of  your  business,  and 
always  needs  more  bandwidth.  How  to  provide  it?  Well,  put  away  the  crystal  ball. 
Workgroup  networking  is  headed  for  the  fast  lane,  with  a  license  to  speed.  The 
MegaSwitch  family  from  NBase  will  future-proof  your  network  by  deploying  both  10 
and  100  Mbps  Fast  Ethernet  switching,  where  and  when  it’s  needed.  O  The 
MegaSwitch  100  features  five  100  Base  TX  ports  and  two  slots  for  100  Base  TX/FX 
ports.  In  conjunction  with  MegaSwitch  10/100  and  MegaHub  100,  an  enterprise-wide 
network  can  be  built  to  merge  Fast  Ethernet  segments  with  legacy  LANs.  O  What’s 
more,  NBase  can  drive  Ethernet  and  fast  Ethernet  further;  10km,  50km  and  100km  are 
all  achievable  over  single  mode  fiber.  O  With  an  installed  base  of  over  1,000,000 
ports,  NBase  is  your  obvious  choice  for  Fast  Ethernet,  Call  us  at  1-800-858-7815,  and 
we’ll  help  you  move  your  LAN  into  the  fast  lane. 


The  MegaSwitch 
lOO 

The  MegaHub  lOO 
Fast  Ethernet 
Solutions. 


The  MegaSwitch 
10/100 
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Come  see  us  at  Interop  Atlanta,  booth  #  426  or  visit  our  Web  site:  http://www.nbase.com 
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The  Merged  Company  of  North  Hills,  Galcom  and  NBase  Switch 
Headquarters  818-773-0900,  Midwest  913-888-4999,  East  Coast  301-990-7100,  England  44-1344-23491,  Israel  972-3695-878 7 
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Windows  Connectivity  Tip  #6: 

What's  the  best  way  to  run  a  UNIX  program 
from  a  Windows  PC? 


Start  with  a  fast,  reliable 
network  connection  to  your 
UNIX  server.  Make  sure  your 
network  software  performs  well 
and  keeps  up  with  new 
technology  —  the  industry 
standard  TCP/IP  is  best.  To  get 
access  to  all  your  network 
printers,  be  sure  to  use  the  LPR 
network  printing  protocol  from 
your  PC.  Then  pick  a  terminal 
emulation  that  gives  you  the 
best  interface  for  your 
application  —  the  Wyse  60  or 
SCO  ANSI  emulations  give 
virtually  the  same  look  and  feel 
as  an  actual  physical  terminal. 
Lastly,  fine  tune  the  keyboard 
mapping  to  perfectly  fit  your 
working  preferences. 


The  Best 
Product: 

TinyTERM  Plus 

The  Best  Price:  $79  per  user 

Call  for  a  free  copy  of  our 
Top  25  Connectivity  Tips  and  a 
free  demo. 

Voice  800-877-3088 
Fax  801-268-2772 
E-mail  sales@censoft.com 
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Connectivity  That  Works 
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Integration 
'  iV  Engineering 

m  Management 

Maintenance 

OPENING  THE  DOOR  TO  A  WORLD  OF  COMMUNICATIONS 


SWITCHING 


Centillion's  Speed  Switch  100  Offers 
Simultaneous  LAN-to-LAN,  LAN-to-ATM 
and  ATM-to-ATM  Switching,  to: 

•  Boost  capacity  of  your  LAN  Backbone 

•  Increase  Bandwidth  to  Servers 

•  Reduce  End-to-End  Network  Latency 

SCALABLE  ATM  BACKBONE 
LOWEST  END-TO-END  LATENCY 

Consolidate  Multiple  Backbone  Rings 
into  a  Single,  Multi-Gigabit 
Collapsed  Backbone,  and: 

•  Remove  Bottlenecks 

•  Simplify  Network  Management 

•  Reduce  Fiber  Strands 

MAXNET  is  your  Authorized  Network 
Integrator  for  Bay  Networks,  Inc. 

CALL  1  -800-4-MAXNET 
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Up  to  4  Users  can  Access  Multiple 
PC,  Macintosh  and  Sun  Computers 
from  a  Central  Location! 

•  Multiuser  I 

Up  to  4  users  can  access  different  computers 
simultaneously! 

•  Multiplatform  1 

Supports  any  combination  of  PC,  Macintosh  and  Sun 
computers;  use  any  platform's  peripherals  to  access 
any  type  of  computer  in  the  system. 


•  Multimedia 

Every  user  has  full  multimedia 
capabilities;  supports 
keyboard,  mouse,  video, 
speakers,  microphone 
and  high  speed 
serial  port. 


AUTOBOOT  /j _ 

COMMANDER  4*^ 


Cybex  Corporation 

4912  Research  Drive  •  Huntsville,  AL  35805  USA 

(205)  430-4000  •  FAX  (205)  430-4030 


TM 


PC  is  a  registered  trademark  of  International  Business  Machines  Corp.  Macintosh  is  a 
registered  trademark  of  Apple  Computer,  Inc.  Sun  is  a  trademark  of  Sun  Microsystems. 
Cybex,  Commander.  Autoboot  and  4xP  are  trademarks  of  Cybex  Corporation. 

Dealer  Program  Available  _  Made  In  USA 


ReaderService  No.  227/FaxNETNo.  30770 
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The  BorderWare 

EfficwALL 


Your  Secure  Internet  Gateway 


Email  and  the  Web  are  the  essential  Internet 
services  that  all  corporations  need  to  access. 
To  enjoy  the  freedom  of  using  the  Internet  you 
will  need  a  Firewall.  The  BorderWare  Firewall 
secures  your  mission  critical  information. 

BorderWare  is  a  sophisticated,  next-genera¬ 
tion  Firewall  that  protects  interna!  networks 
from  outside  penetration.  A  plug-and-play 
Internet  solution,  BorderWare 
provides  security  through  packet 
filtering,  circuit-level  and  applica¬ 
tion-level  gateways.  Unauthorized 
access  attempts  using  Satan, 

IP  spoofing,  or  password  attacks 
don’t  stand  a  chance  with  the 
BorderWare  Firewall  Server. 

The  BorderWare  Firewall  Server 


PCWEEK 

" BorderWare 

Internet 

Firewall 

provides 

the  best 

protection 

against 

hackers.” 

PCWEEK  Labs 
Jan.  23, 1995 


gives  you  the  best  Internet  access  and  security  in 
a  solution  that  is  entirely  transparent  to  users. 
BorderWare  allows  Windows,  Macintosh  and 
UNIX-based  software  to  be  used  without 
modification. 

Information  is  power  and  security  is  freedom. 
With  the  BorderWare  Firewall  Server  you  have  the 
freedom  to  harness  that  power. 


:  c: 


mm 


BoRDERWare 


Security  is  Freedom 


www.border.com 


©  Border  Network  Technologies  Inc.  All  rights  reserved.  The  BorderWare  logo,  BorderWare  and  BorderWare  Firewall  Server  are  registered  trademarks  of  Border  Network  Technologies  Inc 

tel. (41 6)  368-71  5 7  fax. (41 6)  368-7789  Email:  info@border.com.  20  Toronto  Street  Suite  400,  Toronto,  Ontario,  Canada  M5C  2B8. 


Reader  Service  No.  238 


Tl  &  Fractional  T1  CSU/DSUs 


•  Full/Fractional  Tl 
CSU/DSUs 

-  Simple  to  install 

-  One  to  four  user  ports 


-  «.v*~ 


/  /uu  summer  Street  NE 
Minneapolis,  MN  55413-2820 


•Drop  and  insert  option 
•Outstanding  jitter 
tolerance 

•Frame  Relay  compatible 
•Free  7X24  customer 
support 

•Free  5  year  warranty 
with  overnight 
replacement 


OM 


800-669-6242  •  612-378-7800 
Fax  612-378-1070 


•  Distance  Learning  •  Telemedicine  •  Internet 
•  Video  Conferencing  •  Data/Video/Voice 


T1/FT1  CSU/DSUs  •  DDS  &  Switched  56  CSU/DSUs  •  Intelligent  Statistical  Multiplexers  •  Serving  Telecommunications  Since  1968 


Reader  Service  No.  237 


si  lCom 


QUALITY 


Introducing  SilCom’s 
TR/Tracer  for  Windows 

Finally,  managers  of  departmental  and 
workgroup  Token  Ring  LANs  have  an 
easy-to  understand  network  monitoring  and 
reporting  application  that  lets  them  take 
control.  With  TR/Tracer  for  Windows, 
critical  information  on  network  traffic  is 
resented  in  meaningful  statistics  and  vivid 
graphs.  At  the  click  of  a  mouse,  TR/Tracer 
rovides  the  vital  data  you  need  to 
roubleshoot  your  network  and  plan 
effectively  for  growth.  As  an  added  bonus, 
network  data  is  easily  printed  or  exported  to 
other  Windows  applications. 

To  receive  more  information  on  TR/Tracer, 
call  us  at  one  of  our  toll-free  numbers.  You  can 
also  visit  us  on  CompuServe  at  GO  LANVEN. 


FromU.S.  1-800-388-3807 
From  Can.  1-800-665-7434 

Tel:  (90S)  238-8822  Fax:  (90S)  238-4976 


Reader  Service  No.  269 


CD-ROM  server  software  that  will  send 
your  network  into  overdrive.  Not  overload. 


OFFICE 


Pie  Options  yyindow  belp 


Experience  the 
V  possibilities-' 


nBUV»«,/Soci«*  VewwAAN  HotlAAN  Vwwei/Oid  HmUDul 


Remote 

Control 


CLASSmtiU 


Wr=!D| 


momf. office 


Program  Manager 


Reader  Service  No.  254 


SCNET 

The  Application  Server  Company 

SciNet,  Inc.,  3255-2  Scott  Blvd. 

Suite  102,  Santa  Clara,  CA  95054 
Tel:  (408)  492-9365  Fax  (408)  492-9379 


Remote  Control  for  Windows  95! 


•  No  NLMS  to  load  on  your  file  server 

•  No  software  to  install  on  client 
stations 

•  No  need  to  Mount  or  Dismount 
when  changing  CDs 


SciNet  CD  Manager  creates  an 
independent  server  that  brings 
unprecedented  CD-ROM  func¬ 
tionality  to  your  network 
without  burdening  your  file 
servers  or  creating  excess  net¬ 
work  traffic. 


For  a  free  copy  of  our 
Networking  Guide  to 
CD-ROM  call  SciNet 
today  at  1-800-653-1010 


SciNet  CD  Manager  is  software  that  turns  a  network  station  equipped  with 
CD-ROM  drives  into  a  powerful,  independent  CD-ROM  server.  CD-ROM  drives 
appear  as  NetWare  volumes,  and  network  users  work  with  CD-ROM  files  in 
the  same  way  they  work  with  hard  disk  files  on  the  file  server. 


tor  Windows  gj 

and  DOS  - 


fie  yew  Corned  Cuconnect  £wach  y/ndow  Help 


Remotely  Possible/32 

Authentic  32-bit  remote  control 


Simultaneous  Remote  Control,  File  Transfer  &  Chat  i6-bit  32-bit 

Offsite  to  Office,  Help  Desk,  Training  &  Customer  Support  Remotely  Possible/32  Yes  Yes 

Perform  Multi-Sessions  Simultaneously  ReacXere 

over  IPX,  Netbeui,  TCP/IP  &  Modems  gsbe°;Jopy 

Multi-Takeover  For  Classroom  Instruction  &  Training 
Many  New  Features  Including  1 6-bit  downward  compatibility 
with  Avalan’s  Award-Winning  Remotely  Possible  Products 


REMOTELY  POSSIBLE 


AVALAN 


TECHNOLOGY 


ReaderServiceNo.  276/FaxNETNo.  30820 


78  •  Network  World*  September  11, 1995 


•  Emulators:  VI  and  TN3270 


•  Internet:  Gopher,  Email,  Finger,  Whois 


•  File  Transfer:  FTP  Client,  FTP  Server,  TFTP 

•  File  Sharing:  NFS  Client*,  NFS  Server 
*Mounts  drives  in  Windows  or  DOS  boxes 


•  Network  Management:  Network  Monitor, 
SNMP  Agent,  BOOTP  Server,  Ping,  Network 
Configuration 


•  Printer  Sharing:  Network  Printing  from 
any  Windows  or  DOS  application,  LPR,  LPD 

*  Email:  Powerful  Email  application  using 
SMTP,  POP2/POP3 


•  Serial  Connectivity:  SLIP,  CSLIP,  PPP 

•  IAN  Connectivity:  Ethernet, 

Token  Ring,  ISDN 


Distinct  TCP/IP  Tools/NFS  includes  Distinct  TCP/IP  Run  Time,  combining  the  best  in  VxD  and 
DLL  technology.  Distinct  TCP/IP  requires  only  4KB  of  memory;  is  WinSock  compliant,  installs 
in  less  than  5  minutes  and  automatically  detects  your  existing  network  operating  system. 

jSpetificglions  are  subject  lo  change  without  notice.  Distinct's  name  and  logo  are  registered  trademarks  of  Distinct  Corporation.  All  product  and  company  names  mentioned  above  are  trademarks  or  registered  trademarks  of  their  respective  owners.  ©  199S  Distinct  Corporation. 


Emaihmktg@distinct.com 
Fastfacts:  408.366.2101 
Fax:  408.366.0153 

Phone:  408.366.8933 


Reader  Service  No.  273/FaxNET  No.  30100 


Authorized  Reseller,  ask  for  ext.  40 


CD  ROM  TOWERS 


EXCEL  COMPUTER 
SALES  800-995-1014 
FAX  214-980-0375 


Custom  Built  4,  7,  14  and 
28  Bay  Towers 


2X,  3X  and  4X  Drives  from 
Toshiba,  NEC,  Plextor, 
Sony  and  Sanyo 


Novell,  Windows  NT, 
Banyan  Vines  and  OS/2 
Network  Compatible 


CD  ROM  Management 
Software  and  Discports 


2  Year  Warranty 


FORMATION 
Informatics 

:ORMATiON 

Nation 


Free  Information 
Free  Information 

Free  Inform^J^ 

Free  Informat \c 
Free  information 
Free  1neobmatio^^nnfo1 
Free  Information  Fre 

Free  Inform 


Free 


:rFE 


CnpC 

rntc 


Information 

"ion  F Information 
jRMAT'ON  information  free  INFORM' 

Remember  to  fill  out 

KitATtON  rnfeci 

DAorlAK  C/\BnriA/% 


Free 


EE 


Free 


nememuer  10  mi  out  yc 

Reader  Service  Card 

INFORMIX  ^  Cope;  INDORSATION  rrn^ 

uicnniuiATlO1  in  thic  icci  ioI 


your 


hRNi 


TlON 

,TION 


P  Dp ' 

k.R  ? 

r~  QF  O' 

FREE 

t  r»r*C 

t 


Reader  Service  No.  235/FaxNET  No.  30720 


|N0VELL4  netware*  prom 

PRICES 

No.  USER  Ver.  3.12 

Ver.  4.1 

5  user . $  435.00 

. $  435.00 

10  user . $  995.00 

. $  995.00 

25  user . $1,325.00 

. $1,445.00 

50  user . $1,845.00 

. $1,995.00 

100  user . $2,625.00 

. $2,775.00 

250  user . $3,995.00 

. $4,445.00 

(Subject  to  resale/availability) 

*  Netware  SAA  V.1.3-B  /  16-session 

. $  950.00 

*  Netware  SAA  v.2.0  /  64-session  .  . 

. $3,495.00 

•  Netware  HOSTPRINT  v.1.11  /  16-ses. 

. $  645.00 

*  Netware  Connect  v.3.0  /  8-Port  .  . 

. $1,245.00 

ETHERNET  CARDS  &  CONCENTRATORS 

100  Mbps  FAST  ETHERNET 

NE2000  COMBO  Comp  . $  28.00 

10/100- RJ-45/ ISA  _ 

. $  175.00 

3COM  -  3C509TP  (5-PK)  . $  86.00 

100  BTX  /  RJ-45  /  PCI  .  . . 

. $  225.00 

3COM  -  EISA  -  32  Bit  . $225.00 

8-Port  100BT- HUB  ... 

. $1,495.00 

DLINK  -  DE220T  . $  58.00 

12-Port  100BT  -  HUB  .  . . 

. $2,045.00 

DLINK  -  DE220CAT . $  72.00 

100BT  Repeater  -  1640  Ft. 

. $  595.00 

8-Port  10BT7BNC7AUI  -  HUB . $135.00 

100BT  -  RJ-45  Terminator  (pair)  .  .  .$  25.00  1 

16-Port  10BT  -  Wail  mount  HUB _ $265.00 

100VG  -  AnyLAN  /  PCI  .  .  . 

. $  195.00 

16-Port  10BT  -  Rack  mount  HUB  .  .  .  .$375.00 

100VG  6-Port  HUB . 

. $  945.00 

12-Port  SNMP  Intelligent  HUB . $445.00 

1-800-373-2485 

_ 

Fax  1-714-768-1063  1 

VANDY  MICRO  CORP. 

is 

’VHll  VISA  -  MC 

-  A.E. 

NOVELL 

Circle  Reader  Service  No.  221 


INFORMATION  DATA 
PRODUCTS  CORP. 

Modems 

Multiplexers 

DSU/CSUs 

T-l/FT-1 

Voice/Data 

Bridges/Routers 

New  -  Refurbished 
"Data  Communications 
Specialists" 

1-800-362-3770 

wan-info@planet.net 

http://www.planet.net/idpc 


Circle  Reader  Service  No.  217 


$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$ 

Wanted  to  Buy 

Networking  Products  and  Services 

Over  150,000  qualified  subscribers  of 
Network  World  are  ready  to  buy. 

Call  today  to  place  your  ad 
in  the  Marketplace! 
1-800-622-1108  ext.  507 

$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$3 


MODULAR 
COMPUTER  RACKS 

■  Custom-tailored  ■  Expandable 

■  Space  Saving  ■  Easy  set  up 

^  U  IS  3  ^  ft  321 5th  Avenue 

Vrl- \Ull  .  New  York,  NY  10016 

Ergonomic  Support  Systems,  Inc.  tj,g^.  ^£12)  684-4666 

FAX:  (212)  684-6853 

1-800-434-3746 


Circle  Reader  Service  No.  280 


ROUTERS 

BUY  /  SELL  /  REPAIR 


CISCO  WELLFLEET 
IBM  3COM  CABLETRON 
SYNOPTICS  PROTEON 

COMSTAR  Buys,  Sells  and 
Repairs  NETWORK  Equipment. 

Bridges  •  Routers  •  Hubs 
NIC’s-5250/3270-Emulation-MALTs/CAU’s/LAMs 


COMSTAR,  INC. 

The  # 1  NETWORK  Remarketer 

612-835-5502  — 


FAX:  612-835-1927 
5250  W-  74th  St„  Minneapolis,  MN  55439 


Circle  Reader  Service  No.  234 


Circle  Reader  Service  No.  244 


For  dehails  on  how 
ho  puh  your  ad  here 


□irech  Response 
Adverhising 
1-8QO-622-11Q8 


REFURBISHED 


= ^SynOptics . 

Largest  Inventory  of  Refurbished  SynOptics  in  America! 


•  SynOptics  Trained 

•  SynOptics  Authorized 


•  Proven  Track  Record 

•  We  Stock  What  We  Sell! 

•  We  Buy  Used  Equipment 


•  One  Year  Warranties  _ t 

Cabletron  NOVELL  IBM 
Proteon  flcoM  Wellfleet  •  ? 


National  LAN  Exchange 

800-243-LANS 

1401  W.  Hill  Nl  I'rmn.  I  »T  H4I.O  I  \  niiv  KOI -477-0074  FAX  H0 1  -  177-0078 
Circle  Reader  Service  No.  231 


MODEMS 
DSU/CSU’S  ^ 
MULTIPLEXERS 
T-1  EQUIPMENT 
HUB,  BRIDGES,  ROUTERS,  ETC. 


LAN/WAN  •  BUY/SELL 
FULLY  WARRANTEED 
NEW/REFURBISHED 
RENTAL 
^  LEASE 


PRODUCT 

DESCRIPTION 

PRICE 

AT&T 

ISN 

In  Stock 

Bay  Networks 

All 

Call 

Cabletron 

New  or  Used 

Call 

CISCO 

SPECIALISTS 

I  Fibermux 

8800  &  6600 

In  Stock  1 

Synoptics 

All 

Call 

1  We  carry  all  manufacturers,  call  John,  ext.  101.  | 

PHONE 

800-783-8979 


FAX  (916) 
781-6962 


TelModel  1.1 

Teletrafflc  probability  model 
software  for  PCs.  with  over  160 
tools,  for  voice,  dial-up  data  and 
circuit  switched  telephony. 

Erlang  B,  Erlang-EngMt 
Unlimited  Queue  Erlang  C 
Limited  Queue  Erlang  C 
Retrial  Erlang  B,  Poleeon 
Binomial,  Negative  Binomial 
Crommelln-Pollacxek 

for 

ACDs,  LAN  Remote  Access 
ISDN.  FAX,  PBXs,  FXs 
Centrexes,  Dial-up  Data 
WATS,  800  &  900  Services 

You  don't  have  to  be  a 
programmer,  math  major  or 
statistician  to  use.  Call  for  our 
demonstration  disk. 

For  Information  call; 

(800)  905-7503 


Circle  Reader  Service  No.  265 


Could 


Here 


For 


$266 


Wouldn't 
you  prefer 
to  have  your 
customers 
looking  at 
what  you 
have  to 
offer  here? 


Direct  Responf 
Advertising 

800-622-1 


■110 
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Interop  Issue  Closes  September  13th! 


LEGAL  NOTICE 

NEW  ENHANCED  SERVICE  TRIAL 
FROM  NYNEX 

NYNEX  is  planning  to  initiate  an  enhanced  services  marketing  trial  of  a  new 
product  in  Dutchess  County,  New  York.  Businesses  are  now  able  to  purchase 
sponsorships  of  NYNEX  Consumer  Tips,  a  new  audio  information  service. 
The  tips  will  be  offered  under  more  than  150  of  the  most  commonly  used 
headings  in  the  NYNEX  Dutchess  County  Plus  Yellow  Pages,  which  will  be 
distributed  to  area  residents  and  businesses  in  December. 

NYNEX  Consumer  Tips  offer  users  up  to  four  pre-recorded  information  mes¬ 
sages  that  pertain  to  a  heading,  such  as  accountants,  travel  agents  or  veterinar¬ 
ians.  After  dialing  a  local  phone  number,  which  is  prominently  featured  directly 
under  the  heading,  consumers  can  access  one  or  more  of  the  60-second  tips  by 
dialing  a  four  digit  code. 

The  Tips,  which  are  sponsored  by  NYNEX  Yellow  Pages  advertisers,  pro¬ 
vide  messages  that  will  help  consumers  make  more  informed  purchasing 
decisions.  Five  sponsorships  are  available  for  each  Consumer  Tip.  Spon¬ 
sor’s  messages  are  heard  after  the  tips  and  are  rotated  so  that  messages  are 
distributed  equally.  After  the  sponsor’s  message,  consumers  may  stay  on  the 
line  to  be  directly  connected  to  the  sponsoring  advertiser.  Each  month,  spon¬ 
sors  can  update  their  messages  to  promote  seasonal  specials  or  new  products 
and  services. 

For  more  information  regarding  this  program,  please  call  the  product  man¬ 
ager  on  (508)  762-1926. 


Interop 

Interop 

Interop 

Don’t  miss  the 
September  25th 
issue  of  Network 
World  with  bonus 
distribution  at 
Networld+Interop 
‘95  in  Atlanta! 

Issue  Closes:  Sept.  13 


SAVE  50%  &  MORE  ON  MOST  PRODUCTS 

BUY/SELL/NEW/USED 

QHD  RENT  |  C3 1 

Reconditioned  With  Warranty 

Modems  •  Multiplexers  •  T-1 
CSU/DSU’s  •  Channel  Banks 

CSU/DSU,  ALL  RATE,  V.35/RS232 . $99 

Newbridge  Channel  Banks . $3995 

Micom  Marathon  IK,  5K,  10K . 50%  off 

AT&T  CSU/DSU  NEW! . $275 

T-1  CSU's . $359 

CSU/DSU  56KBPS,  V.35 . $195 

Telco  Systems  Channel  Banks . $2995 

Newbridge  3600  Modules . CALL 

Datatel  DSU/CSU  56KBPS . $375 

AT&T  Channel  Banks . $2995 

Stat  Muxes  4, 8, 16, 32,  port . LOW 

T-1  CSU/DSU  V.35 . $895 

Channel  Bank  Rentals . $299/month 

i  METRO  COM! 

5  (800)  304-8838  or  (713)  783-8838  =■ 
S  PAX  (713)  783-8832  24  HRS  = 
http://WWW.IO.COM/-METROCOM 


Circle  Reader  Service  No.  220 


NEW  REFURBISHED  BUY  SELL  NEW  REFURBISHED  BUY  SELL 


MSI  Communications 


MM 


Nationwide  Services  •  24-Hour  Technical  Support 
CNE  Services  •  Trade-In  Credit 


WAN  Products 

Adtran 

AT&T  Paradyne 
BAT 

Digital  Link 
INC 
Micom 
NET 

Newbridge 

Verilink 


Distribution  Products 


Codex 

Datatel 

GDC 

IBM 

Micom 

Racal  Milgo 


Spectron 

Symplex 

Tellabs 

Timeplex 

UDS 

Vitalink 


Specialized  Products 

Refurbished 

Cisco  Systems 

AGS+  2500’s,  4000’s,  7000’s 


LAN  Products 

Bay  Networks 

Cisco 

Cubix 

Develcon 

Invision 

Lannet 

Livingston 

Multi  Access 

Xyplex 


Data,  Voice  &  Video  Networking 
7  Waterloo  Road,  Stanhope,  NJ  07874 
800-866-3282  •  201-347-3349  •  FAX  201-347-7176 
See  MSI’s  Web  page  http://www.msic.com 


NEW  REFURBISHED  BUY  SELL  NEW  REFURBISHED  BUY  SELL 

Circle  Reader  Service  No.  232 


BBN  Planet 

(800)  472-4565  National 
net-info@bbnplanet.com 

Leased  Lines,  Frame  Relay, 

Web  Services,  Security  Services 

NETCOM  Online  Comm. 

(800)  353-6600  National 
info@netcom.com 

SLIP,  PPP,  Shell,  Leased  Lines, 
UUCP,  Frame  Relay 

CERFnet 

(800)  876-2373  National 
sales@cerf.net 

WEB  Servers,  SUP,  PPP,  Leased  Lines 
ISDN,  SMDS,  ATM,  Frame  Relay 

New  York  Net 

(718)  776-6811  NY/NJ/CT/PA/MA 
sales@new-york.net 

SLIP,  PPP,  Leased  Lines,  Tls, 

Frame  Relay,  10Mbps 

Cyberports 

(800)  916-7678  California 
info@cyberports.net 

Leased  Lines,  ISDN,  SMDS, 

Frame  Relay 

SuperNet  Inc. 

(303)  296-8202  Colorado 
info@csn.net 

SLIP,  PPP,  ISDN,  UUCP,  Frame  Relay, 
Tl,  Web  Dev.  Training/Consulting 

DATABANK,  Inc. 

(913)  842-6699  National 
accounts@databank.com 

SUP.  PPP,  Shell,  Leased  Lines,  ISDN, 
UUCP,  Frame  Relay,  WEB  Servers 

US  Cyber 

(715)  387-1700  National 
info@free.org 

SLIP,  PPP,  Shell,  World  Wide  Web, 
UUCP,  Frame  Relay,  Leased  Lines 

Digital  Express  Group 

(800)  969-9090 
http://www.digex.net 

SLIP,  PPP,  Shell,  Leased  Lines, 
SMDS,  Frame  Relay,  Servers 

UUNET  Tech.  (AlterNet) 

(800)  258-9690  National 
info@uu.net 

Web  Srvrs,  Frame  Relay,  ISDN,  PPP, 
Leased  Lines,  Security,  SUP,  UUCP 

IBM  Internet  Connection 

(800)  455-5056  National 
globalnetwork@info.ibm.com 
SUP,  Leased  Lines 


For  information  on  listing  your  service  here,  contact  Direct  Response 
Advertising  Department  at  800-622-1108  x507,  schin@nww.com 


| LAN  -  WAN  -  NEW  -  USEDl 


3COM...SMC...CISCO... NETWARE... PROTEON...SYNOPTICS...CABLETRON...NETWORTH 


Largest  New/Used  3Com  Inventory  Anywhere! 


|  PROTEON  (U) 

CNX500 

..$3000 

P4116 

....$350 

P4118 

....$400 

P4119 

....$750 

P7102 

...$400 

PI  390 

....$125 

MORE!  . 

...CALL 

3Com  NEW/USED 
MULTICONNECT 
CS/CS1/IB1-3 
NETBUILDER  I  II 


3Com  NEW/USED 
FILE  SERVERS 
BICC/ISOLAN 
LINKBUILDER 


3Com  NEW/USED 
NETWORK  CARDS 
BRIDGE  COMM. 
SOFTWARE 


NETWORTH  (U) 

4000/10 . 

$1600 

4000/3 . 

..  $500 

UTPM  12 . 

...$500 

4000/ENT . 

..CALL 

VLAN  TRBO  . 

...$125 

4000/SAT . 

..CALL 

MORE! . 

..CALL 

3Com  10-BASE T  HUBS  (SYNOPTICS  (U) 


1 627-0  1 2-port . . .  $275  3000-0 1  . $900 

1627-1  12-port  ....$500  2813-04 . $850 

1637-1  24-port  ....$875  3030-0  . $400 

1603-0  SNMP . $350  3512 . $500 

16670  12  port . $575  3002 . $450 

16671  24  port . $925  3514ST  ....$1750 

MORE! . CALL  MORE! . CALL 


CABLETRON  (U) 

THMIM.. 

. $500 

TPTMIM 

. $600 

MT8MIM 

. $400 

IRBM  .... 

. $750 

MMAC3 

. $250 

MT800... 

. $225 

MORE!... 

. CALL 

NETWARE 

1  #  of  users  3.12  4.1  1 

5 

$485  $495 

10 

$1075  $1075 

25 

$1475  $1475 

50 

$1875  $1875 

100 

$2675  $2675 

250 

$4675  $4675 

NEW  NETWORK  INTERFACE  CARDS 

3Com  SMC  INTEL  NOVELL  CLONE  1 

16  BIT  CX/TP  85  80 

80 

80 

50 

16  BIT  COMBO  110  105 

105 

105 

55 

32  BIT  CX/TP  195  225 

225 

425 

80 

TOKEN  16/4MB  250  250 

250 

250 

250 

ERGONOMIC  INC. 

47  Werman  CT. 
Plainview,  NY  11803 
516-293-5200 
FAX:  516-293-5325 


WE  BUY  &  SELL  USED  LAN/WAN  EQUIPMENT  •  CALL  FOR  PRICING! 

EI3D31  800-AKA-3Com  (800-252-3266)  u=used 


Circle  Reader  Service  No.  271 


Network  World  •  September  11, 1995  •  81 


ionCenter 


September 


FREE  PRODUCT  INFORMATION 


Reader  Service 


Use  this  coupon  or  prepaid  post  card  in  the  September  1 1th  and  September  25th 
issues.  Circle  reader  service  numbers  of  ads  that  interest  you  and  complete  the 

information  below. 


Mail  to:  Network  World,  PO  Box  5090,  Pittsfield,  MA  01203  or 
FAX  Network  World  at  413-637-4343 


Name: 

Title: 


Company:. 
Phone:  ( 

Street: _ 

City: 


State: 


Zip: 


SEPTEMBER 


Expires  12/31/95 

109 

110 

111 

112 

113 

114 

115 

116 

117 

118 

119 

120 

121 

122 

123 

124 

125 

126 

127 

128 

129 

130 

131 

132 

133 

134 

135 

136 

137 

138 

FaxNET 

Free  Fast  Information  about  the  following  advertisers. 

•  Call  1-800-664-8271,  wait  for  prompt,  follow  instructions. 

•  Key  in  advertisers  "5"  digit  number  listed  below. 

•  You  will  receive  requested  information  within  minutes. 

COMPANY  PIN 

CNT/Brixton  Systems  Inc.  (3270) . 34210 

CNT/Brixton  Systems  Inc.  (PU2.  l) . 34550 

Dataprobe  Inc . 34080 

NetPartners . 34590 

Network  Dimensions . 30020 

Qualix  Group . 34570 

TyLink . 34580 

Com  plete  index  of  advertisers . 99999 


Connectivity -Circle  #109 


MANAGE  ACCESS  TO  SNA  APPLICATIONS. 
FROM  ANY  PLATFORM. 


GET  MORE  FROM  3270  EMULATION. 
AND  PAY  LESS. 


Trying  to  manage  access  to  SNA  applications? 
Then  use  the  most  manageable  and  the  most 
open  SNA  server — the  BrxPU2.1  SNA  Server 
from  CNT/Brixton  Systems. 

This  powerful  software  gateway  is  the 
first  and  only  cross-platform  solution  for  all 
your  open  clients. 


►  Centralizes  configuration  and  management, 
reduces  costs,  and  increases  operational 
control. 


The  Cross  Platform 
Leader 


Brixton  connectivity 
solutions  run  on: 
SunOS  ■Solaris  2.x 
IBM  AIX  ■  HP-UX 
Digital  UNIX 
SCO  UNIX  ■  UnixWare 
Silicon  Graphics 
Windows  NT 


Provides  SNMP  manageability 
without  the  mainframe  over¬ 
head — security,  point-click,  audit 
trails,  charge-back  and  more 


Runs  on  virtually  any  Unix  plat¬ 
form,  plus  Windows  NT 


►  No  vendor  lock-in 


►  Distributed,  fault-tolerant  archi¬ 
tecture  with  load-balancing 


►  Scales  to  thousands  of  users 


►  Easily  migrate  current  mainframe  policies  to 
Open  Systems 


Find  out  how  Brixton's  software  gateway/server 
can  help  you  ease  the  transition  to  Open 
Systems.  Call  today  for  complete  information. 


5CKT 

BRIXTON 


When  other  client  software  has  "hit  the  wall", 
the  Brx3270  from  CNT/Brixton  Systems  is  just 
getting  started.  Our  emulation  tools  give  you 
all  the  features  you  want  for  less  than  the  lead¬ 
ing  alternatives: 


►  Full-featured  toolbar  facility  with  multiple 
toolbars,  pop-up  help  and  more 


►  Configure  multiple  hotspots  for  any  function 

► 


"Drag  and  drop"  keyboard  mapping  to 
support  any  keyboard 


►  Define  macros  with 

Brixton's  BASIC  language  to 
automate  common  tasks 


►  File  transfer  and  TN3270E 
Telnet  print  support 


►  Cut  and  paste  between  applications 

►  Scalable  fonts  and  up  to  16.7  million  colors 

►  GDDM  support  for  full  graphics 

►  TN3270  support  for  use  with  any  gateway 

►  API  developer's  kit  for  custom  interfaces 


Brixton  clients  work  across  all  platforms,  from 
most  Unix  workstations  to  Windows  PCs,  so 
you  reduce  your  costs,  simplify  management 
and  training,  and  get  one  "look  and  feel"  for 
your  whole  enterprise. 

Call  today  for  complete  information. 


See  Us  at  Networld* Interop  Booth  #1166 


and  Unix  Expo  Booth  #1364 


1-800-2 74-9866 

Computer  Network  Technology,  125  CambridgePark  Drive,  Cambridge,  MA  02140  USA 


(http://www.cnt.com) 

All  trademarks  are  the  prop¬ 
erty  of  their  respective  owners. 
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Code  Controlled  Switching  -  Circle  #110 


Strinq  AIarm 
Code  SwiTch 
Data  Trap 


No  matter  what  you  call  it,  Dataprobe  has 
the  product  that  does  the  job  for  you. 


When  ACTION  is  required;  triggered  by 
a  data  code,  call  the  code  that  gets 
RESULTS . 201-967-9300 

Port  SeIector  Dataprobe;  When  Every  Bit  Counts. 


Stunt  Box  ?? 


V 


O 


\0^01 


□1Q1 


o  o  o  o  o 


I □ 1 □ 10 


O' 


o 


I 

MATCH  CODE 

i 

TAKE  ACTION 


A/B  Switch  Power  ON/OFF  Page  Re-Boot  Back-up  Alarm  Report 


^dalaprobe^ 


Park  Place  /  Paramus,  New  Jersey 
201-967-9300  Fax:  201-967-9090 


Internet  Firewall -Circle  #111 


“...Our  priorities  were  security 
and  ease  of  use  connecting 
to  the  internet... 

We  found  Borders  Firewall 
Server  to  be  the  best.” 

Greg  McGill  Systems  Consultant  Blue  Cross  and  Blue  Shield  of  Alabama. 


BoRDERWare 


NetPartners,  Inc. 1-800 -723 -1166 

lnternet:sales@netpart.com  http://www.netpart.com 

©  Border  Network  Technologies  Inc.  All  Rights  reserved.  The  BorderWare  logo 
and  BorderWare  Firewall  Server  are  registered  trademarks  of  Border  Network  Technologies  Inc. 


Internet  Security -Circle  #112 


Access  the  Internets 
vast  resources 
without  putting  your 
network  at  risk 


FireWall-1 

Full  Internet  Connectivity 
With  Security 


1-800-245-8649 


Only  with  award  winning  Checkpoint  FireWall- 1 
can  you: 

■Achieve  maximum  security  by  using  dynamic 
multi-layer  inspection  technology 

■  Integrate  scalable  network  level  security  and 
user  authentication 

■  Identify  suspicious  communication  attempts 
with  powerful  audit  and  alerting  tools 

■  Enforce  an  enterprise-wide  security  policy 
using  an  intuitive  GUI 

■  Maintain  total  transparency  for  users  and 
applications 

Join  the  hundreds  of  Fortune- 1000  and  many 
other  companies  that  are  already  using 
Checkpoint  FireWall- 1,  the  world  leader  in 
Internet  security  software. 

Call  Qualix’s  security  experts  at  1-800-245-8649 
to  help  you  make  the  right  decision  to  protect 
your  company. 

Qualix  Group,  Inc. 

1900  S.  Norfolk,  #224 
San  Mateo,  CA  94403 

_  415-572-0200,  fax:  415-572-1300 

info@qualix.com,  Web  page:  http://www.qualix.com 


Internetworking/Digital  Access- Circle  #113 


T-l  DSU/CSUs 


2-port  DSU/CSU  for  T  1/FT  1  applications 

l*.  1  PBX  port  and  1  data  port 
►  Flash  download 

I*  Supports  +24/-48  VDC  and  110/220  VAC 


1-port  DSU/CSU  for  T1/FT1  applications 

».  Data  rates  of  56  Kbps,  to  1.536  Mbps. 
Ideal  for  router  applications 
Compact  size 

Comprehensive  diagnostics 
The  TY  3400  and  ONS 150  come  with  a  standard  5-year  warranty  and  feature  no  charge,  next-day  replacement  for  6  months. 


0  TyLink 


To  order  or  obtain  more  information,  please  call  1-800-828-2785  ext.  620 
or  508-285-0033  ext.  620,  or  FAX  508-285-2738. 


ISDN/Frame  Relay/X.25  Access  -Circle  #114 


How  can  you  substantially  reduce 
your  X.25  network  access  cost  $$? 


Install  an  ISDN-X.25  ^'uut&zetvi! 


✓  Completely  digital  service  at  up  to  16Kbps  over  ISDN  lines 

✓  No  changes  to  your  application  —  Plug  &  Play 

^  Ask  about  our  Frame  Relay  &  X.25  Access  products  ^ 

microtronix 

200  Aberdeen  Drive,  London,  Ontario,  Canada  N5V  4N2 
Tel:  (519)  659-9500  Fax:  (519)  659-8500  Tlx:  064-5642 


Network  Design  &  Documentation -Circle  #115 


The  “COMPLETE”  software  for  network 
planning,  documentation  and  display 


•  Connectivity  diagrams  for  all  topologies  from  WANs,  MANs  to  LANs 

•  Integrated  database  for  reports  and  analysis 

•  Real-time  displays  plus  APIs  for  front-end  integration 


LANs  -  Track  PCs  and  equipment  nntnhncp 


—  0 


o 


d  d  u  d  d 


&  is £  d  k* 


WANs  -  Track  and  price  circuits 
HSMSHi 


jyv.  EfeV  JF 
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Graf  BASE  for  Networks  offers... 

•  Multiple  layered  views  •  Geographical  zoom 

•  Smart  objects  •  Lat/Long  placement 

•  Professional  world  wide  maps  •  NPA/NXX  data 

•  Circuit  costing  •  Reports  &  Tables 

Price  starts  at  $595.  plus  map  data  options 

Network  Call  today  for  a  FREE  demo  disk 

Dimensions,  Inc.  (408)  366-8444 

1600  Saratoga  Ave.  # 403-281 ,  San  Jose,  CA  95129_ Email:  Grafbase@ Product.com  f 
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Effective  operation  of  your  enterprise  network  is  mission  critical.  Effective  documentation 
about  your  network  is  equally  mission  critical.  NetDraw®  and  NetDraw  Plus  will  help  you 
diagram  and  document  your  network  infrastructure  quickly,  effectively  and  professionally. 
In  fact,  NetDraw  makes  your  diagrams  intense. 

NetDraw  Plus  v2.0  integrates  a  powerful,  comprehensive  library  of  over  1,100  highly 

detailed  networking  images  into  a  robust 
-  -  -  — 1 —  -i  0  Windows'"  drawing  application. 

□rag  and  Drop  the  images  you  need  right  from  the  on-screen  templates  onto 
your  drawing.  In  full  color  and  richly  detailed,  NetDraw  will  help  you  prepare 
professional  diagrams  and  presentations.  Choose  from  hundreds  of  vendor-specific  images 
or  from  hundreds  more  general  network  images  and  symbols.  We  even  include  complete 
map  libraries  to  diagram  your  network  geographically.  Over  1,100  total  images! 

SmartDrawings  “  make  the  difference.  All  NetDraw  images  have  intelligence  built 
in.  Preset  line  connect  points,  text  handling  and  image  sizing  properties  make  drawing 
your  network  a  snap.  And  since  NetDraw  remembers  how  your  component  images  are 
connected,  you  can  move  them  around  without  redrawing  a  single  line!  You  can  also  easily 
customize  all  image  properties  to  your  own  needs  and  specifications. 

Multi-Level  diagrams  and  topologies  are  no  problem  with  NetDraw  Plus. 
Define  any  image  or  symbol  to  link  to  any  other  NetDraw  Plus  diagram.  And,  NetDraw 
Plus  supports  Object  Linking  and  Embedding  so  you  can  link  your  NetDraw  diagrams  to 
documents  in  other  Windows  applications. 

Priced  at  just  $199.95,  NetDraw  Plus  does  more  than  just  make  your  diagrams  look  good, 
it  makes  them  intense. 


^  If  you  already  have  a  Windows  drawing  application 

uQqIWvW  or  if  you  work  on  a  Macintosh,  you  too  can  have 

the  power  of  NetDraw.  The  complete  1,100  image  NetDraw  v3.0  clip  art  library  is  available 
separate  from  our  NetDraw  Plus  application  package.  NetDraw  for  Macintosh  comes  in 
both  EPS  and  AI  formats  and  NetDraw  for  Windows  comes  in  Windows  Metafile  format. 
Either  way,  NetDraw  images  are  a  breeze  to  import  into  almost  all  applications. 

Available  now  for  just  $129.95,  the  NetDraw  clip  art  library  provides  you  with  the  most 
comprehensive,  highest  quality  collection  of  network  images  and  symbols  available. 


Order  your  copy  today! 


800-643-4668 

OR  (508]  820-7493 


Dial  our  Fax-Back  infor- 

■  ■■■■■■■■■ 

mation  line  at  800-756-9430  for  complete 
product  information  and  an  order  form! 
(When  prompted,  request  document  #10) 


E-mail  your  request  for  complete 
information  to  netdraw@idg.geis.com. 


NetworkWorld 


#IDG 

The  World  of  Information  Technology 


Network  World,  Inc.,  161  Worcester  Road,  Framingham,  MA  01701-9172  NetOraw*  s  a  registered  trademark 
of  Network  World,  Inc.  SmartOr swings™  ts  a  registered  trademark  of  SmartOraw  Software,  Inc.  All  other  brand 
or  product  names  are  trademarks  or  registered  trademarks  of  their  respective  holders. 
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NETWORK  WORLD  DIRECTORY  OF  SERVICES 


TECHNICAL  SEMINARS 

Network  World  Technical  Seminars  are  one  and 
two-day,  intensive  seminars  in  cities  nationwide 
covering  the  latest  networking  technologies.  All  of  our 
seminars  are  also  available  for  customized  on-site 
training.  Our  current  seminars  include: 

Internetworking:  Designing  LANs,  WANs  and 
Broadband  Networks  -  *Fax-Back  Document  #80 

Fundamentals  of  Networking  and  Data 
Communications  -  *Fax-Back  Document  #90 

Call  800-643-4668  to  register  today! 


IHetl 


Clip  Art  for  Building  Networks 


□ 

□□ 

□□□ 


Diagram  your  network  infrastructure  quickly, 
effectively  and  professionally  with  Network  World’s 
NetDraw  v3.0  and  NetDraw  Plus  v2.0  software.  At  your 
fingertips,  you  will  find  over  1 ,1 00  full  color,  vendor 
specific  network  images  in  the  areas  of  LAN’s,  WAN’s, 
internetworking,  personal  computing  and  much  more! 
New  product  features  in  NetDraw  Plus  v2.0  include 
"Smartdrawings"  with  built-in  connect  points,  “  Drag 
and  Drop"  drawing,  multi-layered  hierarchical 
diagramming  and  customizable  image  libraries. 

Call  800-643-4668  to  order  your  copy  today! 

*  Fax-Back  Document  Code  #1 0. 


Seminars 


NetworkWorld 

RE 

—  prints 


REPRINTS 


Publicize  your  press  coverage  in  Network  World  by  ordering  reprints  of  your 
editorial  mentions.  Reprints  make  great  marketing  materials  and  are 
available  in  quantities  of  500-1 0,000. 

To  order,  contact  Reprint  Services  at  61 2-582-3800  or  31 5  5th  Ave.  N  .W. , 
St.  Paul,  MN  551 12. 


To  serve  the  growing  demand  for  information  and 
education  on  the  emerging  Electronic  Marketplace, 
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Digital  hopes  to  cash 
in  on  growth  of  Internet 


By  Jodi  Cohen 

Newport,  R.I. 

Making  a  big  play  for  the  In¬ 
ternet  software  market,  Digital 
Equipment  Corp.  last  week  an¬ 
nounced  a  series  of  new  prod¬ 
ucts  to  improve  net  access  and 
increase  security. 

In  an  analyst  briefing  here, 
Digital  Chief  Executive  Officer 
Robert  Palmer  offered  a  glimpse 


Digital  delivers 
a  new  line  of 
stackable  hubs 

By  Jodi  Cohen 

Maynard,  Mass. 

Digital  Equipment  Corp.  last 
week  rolled  out  a  new  family  of 
stackable  hubs  under  its  enVISN 
network  architecture  that  pro¬ 
vide  users  with  flexible  network 
design  and  connectivity  options, 
analysts  said. 

The  announcement  marks 
Digital’s  entrance  into  the  stack- 
able  hub  market,  where  it  will 
compete  against  products  from 
3Com  Corp.,  Bay  Networks,  Inc. 
and  Hewlett-Packard  Co. 

The  firm’s  new  MultiStack 
System,  which  will  be  demon¬ 
strated  at  this  month’s  Net- 
World+Interop  show  in  Atlanta, 
allows  users  to  start  out  with  a 
stackable  hub  module  and  add 
switching,  routing,  remote  ac¬ 
cess,  LAN  monitoring  and  man¬ 
agement  hub  modules  as  the 
network  grows. 

“MultiStack  offers  universal 
modularity,”  according  to  Greg 
Cline,  program  director  of  net¬ 
work  integration  and  manage¬ 
ment  at  Business  Research 
Group  in  Newton,  Mass. 

In  addition  to  offering  a 
range  of  connectivity  modules 
for  the  stack.  Digital  offers  users 
a  variety  of  net  design  options. 
The  MultiStack  modules  can  be 
stacked  up  to  16  high,  either  in  a 


LANshark 

Continued  from  page  6 

Unix  and  AppleTalk  users  access 
files  on  NT,  products  such  as 
LANshark  and  Toucan  make  NT 
a  common  ground  for  file  shar¬ 
ing  in  a  mixed  net,  said  Scott 
Sharkey,  president  and  chief 
executive  officer  at  LANshark. 

The  product  opens  the  door 
for  users  who  want  to  stick  with 
higher  level  VINES  network  ser- 


of  the  company’s  new  focus  on 
the  connectivity  software  market 
but  fell  short  in  providing  prod¬ 
uct  details. 

Among  the  hottest  new  Inter¬ 
net  products,  which  will  fall 
under  the  company’s  newly  cre¬ 
ated  Connectivity  Software  Busi¬ 
ness  Unit,  is  a  suite  of  Internet 
security  products  and  mobile 
computing  software. 


single  physical  stack  or  distrib¬ 
uted  as  many  as  185  meters  apart 
in  a  logical  stack  that  is  managed 
as  a  single  unit.  The  modules  also 
can  be  rack-mounted. 

Users  also  can  remove  the 
hot-swappable  modules  from  the 
MultiStack  System  and  redeploy 
them  in  the  DEChub  90  work¬ 
group  chassis  or  in  the  DEChub 
900  MultiSwitch  enterprise  chas¬ 
sis.  Likewise,  all  existing  chassis 
modules  can  be  used  in  the  stack- 
able  configuration. 

Skip  MacAskill,  senior  re¬ 
search  analyst  at  consultancy 
Gartner  Group,  Inc.  in  Burling¬ 
ton,  Mass.,  said  he  likes  the  way 
Digital  allows  users  to  protect 
their  investment. 

“Digital  allows  you  to  start 
small  with  stackables  and  rede¬ 
ploy  these  modules  into  a  bigger 
enclosure  should  that  network 
grow  up  and  continue  to 
expand,”  MacAskill  said.  “No 
other  vendor  does  this  on  such  a 
large  scale,  and  a  product  like 
[MultiStack  System]  will  help 
underscore  Digital’s  influence.” 

Because  the  modules  are 
compatible  and  can  be  managed 
as  a  single  domain,  MultiStack 


vices  but  want  to  escape  limits, 
such  as  VINES’  inability  to  sup¬ 
port  file  volumes  greater  than  2G 
bytes  and  narrow'  range  of 
backup  options,  Sharkey  said. 

The  products  get  around 
some  of  the  annoying  character¬ 
istics  of  VINES,  such  as  the  2G- 
byte  file  limit,  said  Robert 
Brydia,  a  research  assistant  for 
the  Pennsylvania  Transportation 
Institute  at  the  University  of 
Pennsylvania.  “[The]  idea  of 


In  addition  to  Digital’s  exist¬ 
ing  firewall  products,  the  com¬ 
pany  will  roll  out  tunneling 
security  products  by  year-end. 
Digital  will  offer  a  group  tunnel, 
which  allows  two  LANs  to  use  the 
Internet  instead  of  private  band¬ 
width,  with  data  encrypted 
between  the  two  LANs. 

The  company  is  also  readying 
a  PC  tunnel  product  that  runs  on 
Microsoft  Corp.’s  Windows  95.  It 
will  allow  users  to  connect  to  the 
’Net  through  any  Internet  ser¬ 
vice  provider,  go  through  the 
corporate  firewall  and  then  be 
decrypted  on  the  LAN. 


System  users  will  be  able  to  set  up 
virtual  networks.  And  with  the 
DEChub  900,  users  can  switch 
between  multiple  stackable  LAN 
segments  and  incorporate  Digi¬ 
tal’s  distributed  routing  software 
to  build  firewalls. 

As  part  of  the  Digital  Multi- 
Stack  announcement,  Digital 
rolled  out  the  DECrepeater  90T- 
16,  a  16-port  manageable  Ether¬ 
net  stackable  hub  module.  The 
company  also  announced  new 
built-in  Simple  Network  Man¬ 
agement  Protocol  agents  for  the 
DECrepeater  90TS  eight-port 
Ethernet  hub  and  the  DECrep¬ 
eater  90FS  two-port  lOBase-FL 
hub,  which  allow  the  repeaters  to 
be  managed  in  a  single  SNMP 
domain. 

The  modules  can  be  man¬ 
aged  via  Digital’s  HubWatch 
management  application,  which 
runs  as  a  stand-alone  or  on  top  of 
net  management  platforms  like 
HP’s  OpenView. 

DECrepeater  90T-1 6  is  priced 
at  $795,  DECrepeater  90TS  costs 
$995,  and  DECrepeater  90FS  is 
priced  at  $  1 ,595 .  All  products  are 
available  now. 

©Digital:  (508)  493-5111. 


using  an  NT  as  a  common 
ground  is  reasonable,  especially 
in  smaller  networks,”  Brydia 
said.  “There  maybe  value-added 
components  you  can  get  by  using 
the  ENS  product,  such  as  Street- 
Talk,  but  for  a  smaller  site,  that 
may  not  even  be  needed.” 

CD-Direct  costs  $1,995  per 
server,  Street  Drive  costs  $2,795, 
and  StreetPrint  is  $1,295. 

©LANshark:  (614)  751-1111; 
Toucan:  (805)  781-6230. 


Other  new  products  on  the 
way  from  Digital  include: 

■  Web  Forum  software  used  to 
create  dynamic  teams  that  can 
collaborate  across  the  Internet. 
Digital  plans  to  ship  the  group- 
ware  product  next  month. 

■  A  mail  server  and  directory 
server  for  the  Internet,  which  are 
planned  for  early  next  year. 

Many  users  said  that  Digital  is 
a  credible  player,  especially  since 
the  company  shipped  its  first 
firewall  product  eight  years  ago. 
“People  are  very  concerned 
about  Internet  security,”  accord¬ 
ing  to  Bill  Gassman,  a  software 
consultant  for  Digital.  “Compa¬ 
nies  are  very  scared  about  the 
lack  of  protection  that  exists,  and 
one  of  the  easiest  solutions  is  a 
firewall.” 

But  Robert  Craig,  systems 
analyst  at  Williams  Pipe  Line  Co. 
in  Tulsa,  Okla.,  said  that  since  his 
approach  to  Internet  security 
involves  only  letting  E-mail 
through  the  firewall,  he  does  not 
see  a  great  need  for  Digital’s 


Frame  relay 

Continued  from  page  1 

lay  cloud,  while  AT&T’s  platform 
simply  stops  data  from  entering 
the  network  when  congestion 
develops. 

An  official  close  to  the  project 
characterized  Sprint’s  approach 
as  “a  true  pipelining  scheme” 
that  does  not  risk  blocking 
frames  at  the  network  entry 
point  if  traffic  backs  up. 

Increasing  risk 

AT&T  officials  have  said  that 
Sprint’s  approach  actually 
heightens  the  risk  of  dropped 
frames  because  they  are  sent  into 
the  frame  relay  cloud  heedless  of 
traffic  conditions  and  may  not 
make  it  to  the  other  side. 

But  Tie  noted  that  Sprint  is 
supplying  service-level  agree¬ 
ments  (SLA)  guaranteeing  a  cer¬ 
tain  level  of  throughput.  Such 
SLAs  are  a  standard  feature  of 
Sprint’s  new  flagship  Burst 
Express  frame  relay  offering  fea¬ 
turing  a  zero  committed  infor¬ 
mation  rate  (CIR)  on  permanent 
virtual  circuits  (PVC)  (AW[June 
12,  page  8). 

The  travel  agencies  will  be 
tied  into  the  frame  relay  cloud 
via  56K  bit/ sec  ports  on  the 
Sprint  switches,  with  zero  CIR  on 
the  PVCs.  This  is  more  than  ade¬ 
quate  for  the  simple  text/data 
transfers  characteristic  of  agency 
work  today.  But  network  officials 
are  hoping  to  take  advantage  of 
the  ability  to  burst  up  to  the  full 
56K  bit/ sec  port  speed  with  new 
applications  that  could  feature 
graphics  and  even  Internet 
access. 

“It’s  transaction-oriented 
[now]  but  there  will  be  some 


Internet  security  products. 
“We’re  doingreally  simple  Inter¬ 
net  security,  but  it  is  also  very 
effective,”  he  added. 

But  Craig  expressed  interest 
in  Digital’s  mobile  computing 
software.  “We  have  a  lot  of 
mobile  users  in  our  company  — 
about  10%  of  our  workforce  — 
so  it  would  be  very  beneficial,” 
he  said.  “Right  now,  their  ’Net 
access  is  limited,  and  we  need  to 
expand  that.” 

The  company,  however,  has 
its  work  cut  out  for  it  in  group- 
ware.  Digital  has  had  groupware 
products  —  LinkWorks  and 
TeamWorks  —  for  some  time  but 
has  never  captured  anywhere 
near  the  success  of  Lotus  Devel¬ 
opment  Corp.’s  Notes. 

The  Internet-based  strategy 
may  make  sense,  since  the  Web 
has  emerged  as  a  groupware 
dark  horse  in  light  of  the  Inter¬ 
net  becoming  an  inexpensive 
alternative  to  distributing  infor¬ 
mation. 

©Digital:  (800)  344-4825. 


burstiness  because  they  will  add 
more  applications,”  said  Ed 
Bursk,  FastComm’s  vice  presi¬ 
dent  of  marketing. 

The  network  topology  is  i 
modified  star  arrangement  ir 
which  each  travel  agency  eithei 
has  a  single  PVC  back  to  tht 
data  center  or  sends  data  frame: 
into  the  frame  relay  cloud  of  ; 
local  regional  Bell  operating 
company. 

In  the  latter  case,  Sprint  ant 
the  RBOC  establish  a  private  Net 
work-to-Network  Interface  —  ; 
dedicated  circuit  be-tween  thei- 
respective  switches  devoted  to 
single  user’s  network. 

The  loss  of  the  System  On 
WAN  is  a  blow  to  AT&T,  whos 
private  lines  and  other  circuit 
form  the  heart  of  the  networ; 
over  which  EDS  carries  traffic  fci 
the  bulk  of  its  customers. 

In  fact,  EDS  enjoys  one  of  th 
original  AT&T  Tariff  12  agrei 
ments  for  a  custom  telecon 
munications  net  at  rock-bottot 
rates,  but  the  Tariff  1 2  deal  is  dn 
for  renewal  soon.  And  top  ED 
officials  are  said  to  be  angn 
about  AT&T’s  recent  fu 
fledged  move  into  the  outsourj 
ing  business  —  likely  competiri 
with  EDS  for  flagship  custome 
—  and  threatening  to  yank  mot 
business  from  AT&T. 

One  industry  analyst  said  int 
vidual  EDS  units  are  being  fret 
to  pursue  their  own  network  s< 
vices  contracts  through  compe 
five  bids.  An  EDS  spokeswomj 
would  say  only  that  the  compaj 
overall  gives  at  least  some  bu 
ness  to  all  the  major  carriers. 

Senior  Editor  Joanie  Wexler  a 
Senior  Writer  Tim  Greene  conh 
uted  to  this  article. 


Stocking  up  on  stackables 

Product 

Description 

Price 

DECrepeater  90T- 16 

16-port  lOBase-T  manageable  stackable  hub 

$795 

DECrepeater  90TS 

8-port  lOBase-T SNMP-managed 
stackable  hub 

$995 

DECrepeater  90FS 

2-port  lOBase-FL  SNMP-managed 
stackable  hub 

$1,595 

All  products  are  available  this  month. 
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Bay  Networks 

Continued  from  page  8 

before  it  can  match  Cisco’s  re¬ 
mote  access  lineup  product  for 
product. 

“It’s  a  start,”  said  Jeremy 
.  Duke,  senior  analyst  at  In-Stat. 
“They’ve  been  slow  to  imple¬ 
ment  their  remote  access  strat¬ 
egy.  They’re  a  little  bit  late  to 
market,  but  by  acquiring  Xylog- 
ics,  they  bring  a  product  to  mar¬ 
ket  that  much  quicker.” 

Xvlogics’  Annex  product  line 
comprises  remote  access  and 
communications  servers  that 
address  remote  client  access, 
multiuser  host  access  and  LAN- 
to-LAN  routing  capabilities. 
Remote  Annex  2000  and  4000 
are  dial-up  routers  targeted  at 


departmental  and  enterprise 
nets,  respectively.  They  support 
IP-,  IPX-  and  AppleTalk-based 
LANs. 

Xylogics  also  obtained  ISDN 
bridging  and  routing  gear 
through  the  recent  acquisition 
of  Scorpion  Logic,  Ltd.  of  Wat¬ 
ford,  England. 

And  Bay  Networks  and  Xylog¬ 
ics  are  no  strangers  to  one 
another. 

Last  year,  Xylogics  struck  an 
agreement  with  SynOptics  Com¬ 
munications,  Inc.  —  the  hub 
company  that  helped  form  Bay 
Networks  when  SynOptics 
merged  with  Wellfleet  Commu¬ 
nications,  Inc.  —  to  add  an 
Annex  communications  server 
module  to  SynOptics’  Laths  Sys¬ 
tem  5000  hub. 


Visual  Basic 

Continued  from  page  6 

Roskill,  director  of  marketing  for 
Microsoft’s  Visual  Basic  product 

group. 

But  the  new  Visual  Basic  has 
some  shortcomings,  according 
to  one  beta  user.  First,  it  does 
not  allow  developers  to  write 
multithreaded  applications  even 
for  multithreaded  operating 
systems. 

Secondly,  although  Visual 
Basic  4.0  can  incorporate  OCXs, 
developers  cannot  use  4.0  to  cre¬ 
ate  OCXs.  Only  OLE-compliant 
C++  tools  can  do  that.  Finally,  the 
product  is  limited  in  that  fin¬ 
ished  applications  must  run  on 
Microsoft  operating  systems. 

Key  changes 

1  But  developers  are  not  com¬ 
plaining  much  about  these  defi¬ 
ciencies,  given  what  Visual  Basic 
4.0  delivers.  It  is  available  in 
three  editions,  including  the 
Enterprise  Edition,  which  con¬ 
tains  three  key  networking 
changes: 

■  Remote  Automation  Connec¬ 
tion  Manager,  which  creates  a 
seamless  messaging  link  across  a 
network  between  a  Visual  Basic 
client  screen  and  OLE  Server 
objects,  such  as  mortgage  calcu¬ 
lations  or  security  services  (see 
screen  shot,  page  6) . 

■  Remote  Data  Control,  an  OCX 
that  can  be  dragged  into  a  Visual 
Basic  application  screen  to  cre¬ 
ate  a  high-speed  link  to  either  a 
Microsoft  SQL  Server  or  Oracle 
database. 

■  The  inclusion  of  SourceSafe,  a 
/version  control  and  a  source 
rtcode  management  system. 

:  Beta  users  were  most  enthusi¬ 

astic  about  the  Remote  Auto  ma¬ 
lt  don  capability.  Developers  can 
■vrite  an  OLE  Server  in  Visual 
Basic  4.0,  put  it  on  a  remote  com¬ 
puter  such  as  a  high-perfor- 
1  nance  Pentium  system  and  then 
ictivate  the  server  from  within 


client  Visual  Basic  4.0  applica¬ 
tions,  said  David  Sarna,  chair¬ 
man  of  ObjectSoft  Corp.,  an 
Englewood,  N.J.,  software  firm. 

Under  the  covers,  when  the 
Visual  Basic  application  makes  a 
standard  OLE  Automation  call, 
the  operating  system  consults 
the  local  OLE  System  Registry  to 
find  tite  OLE  object  being 
called.  So  far,  no  change  in  past 
practice. 

Noticeable  differences 

What  is  different  in  Visual 
Basic  4.0  is  that  the  object  can  sit 
on  another  computer.  In  that 
case,  the  operating  system  uti¬ 
lizes  Microsoft’s  version  of 
the  remote  procedure  call 
(RPC)  found  in  the  Open  Soft¬ 
ware  Foundation,  Inc.’s  Distrib¬ 
uted  Computing  Environment 
specification. 

The  RPC  runs  over  NET¬ 
BIOS,  Named  Pipes,  TCP/IP 
and  other  network  protocols. 
Beta  users  said  they  had  to 
change  nothing  in  their  applica¬ 
tion  code  to  make  use  of  this 
remote  capability. 

For  the  Remote  Data  Control, 
Microsoft  wrapped  an  OLE 
interface  around  the  Open  Data¬ 
base  Connectivity  (ODBC)  API, 
and  optimized  the  control  to 
exploit  the  latest  features  in 
Microsoft  SQL  Server  and  Ora¬ 
cle.  The  new  control  creates  a 
high  performance  link  with  min¬ 
imal  programming. 

Visual  Basic  4.0  Enterprise 
Edition  will  be  available  by  Sept. 
18  for  $999;  Visual  Basic  3.0  users 
can  upgrade  for  $499.  The  Pro¬ 
fessional  Edition,  which  lacks  the 
network  features,  is  $499,  with  a 
$99  upgrade  fee.  A  low-end  ver¬ 
sion  costs  $99. 

©Microsoft:  (800)  426-9400. 

COMMENTS? 

See  ‘  ‘How  to  reach  us  "on  the 
Opinions  pages. 


Xylogics  also  has  similar 
agreements  with  Bay  Networks 
competitors  Cabletron  Systems, 
Inc.  and  Optical  Data  Systems. 
Sales  of  Annex  products  through 
Cabletron  accounts  for  10%  of 
Xylogics’  revenue,  but  analysts, 
contrary  to  Cabletron  state¬ 
ments,  expect  that  business  to 
now  dry  up. 

“We  are  going  to  proceed 
with  business  as  usual  with  our 
relationship  with  Xylogics  as  it 
stood  in  our  contract,”  a  Cable¬ 
tron  spokesman  said. 

Xylogics  will  become  an  inde¬ 
pendent  operating  unit  of  Bay 
Networks.  ■ 


Bay  Networks  bites  into  remote  access  market 


Xylogics  ranks  among  the  world’s  leading  remote  access  server 
vendors  based  on  ports  shipped  last  year. 

Cisco 

9.7% 


Telebit 


Livingston 

4.0% 


Xylogics 

21.2% 


DCA 

2.8% 

3Com 

2.7% 


Shiva 

21.6% 


Others  (Includes 
Microcom,  U.S. 
Robotics,  Motorola) 


Total:  718,119  ports  shipped 


SOURCE;  IN-STAT,  SCOTTSDALE.  ARIZ. 
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and  scheduler,  Organizer,  with 
Notes,  he  added. 

Naturally  enough.  Exchange 
also  offers  superior  integration 
with  Windows  NT,  which  will 
make  some  administration  tasks 
easier  for  users  of  the  Microsoft 
operating  system,  Marshak  said. 
But  that  could  also  be  Micro¬ 
soft’s  biggest  problem:  The 
absence  of  cross-platform  sup¬ 
port  makes  Exchange  a  poor 
choice  for  companies  looking  to 
share  applications  across  multi¬ 
ple  platforms. 

Passing  grade 

Marshak  gave  Exchange’s 
development  environment  high¬ 
er  marks  than  that  of  Notes,  too. 
That  is  because  of  Microsoft’s 
use  of  Visual  Basic,  a  favorite  lan¬ 
guage  among  corporate  devel¬ 
opers.  Lotus  will  offer 
LotusScript,  which  is  Visual 
Basic-compatible  and  familiar  to 
Visual  Basic  users,  according  to 
Ken  Bisconti,  Notes  marketing 
manager  at  Lotus. 

Exchange’s  final  win  over 
Notes  is  its  packaging  of  an 
Exchange  client  with  Windows 
95.  Marshak  said  that  will  be  hard 
for  Lotus  to  compete  with,  and 
one  user  called  the  client  a 
“  thing  of  beauty.  ” 

David  Greenberg,  president 
and  chief  executive  officer  of 
Visteon  Corp.,  which  is  beta-test¬ 
ing  Exchange,  said,  “With 
Notes,  you  must  buy  a  seat.  I  can 
live  with  a  little  less  functionality. 
[The  Exchange  client]  is  free.” 

Behind  the  eight  ball 

When  Exchange  and  Notes 
ship,  Exchange  will  be  “far 
behind”  in  some  areas,  Marshak 
said.  Notes’  security  model  and 
replication  abilities  make  it  the 
clear  choice  for  interenterprise 
applications  and  electronic  com¬ 
merce,  he  said.  Exchange  is 
designed  more  to  share  informa¬ 
tion  inside  a  corporation,  not 
beyond. 

Exchange’s  workflow  capabil¬ 


ities  cannot  compete  with 
Notes’,  either.  Lotus  offers  a  bet¬ 
ter  environment  for  building 
scheduled  agents,  Marshak  said. 

The  early  release  of  Exchange 
will  also  not  offer  great  support 
for  mobile  users,  a  population 
that  Marshak  said  Notes  has 
always  supported  with  local 
replication. 


And  the  winners  are, 


Notes  wins  over  Exchange  in: 

►  Supporting  mobile  users 

►  Workflow 

►  Interenterprise  applications 

►  Integrated  applications  development 

Exchange  is  tops  in: 

►  Calendaring  and  scheduling 

►  Integration  with  Windows  NT 

►  Visual  Basic  support 

Marshak’s  report  was  ex¬ 
pected  months  ago  but  was  put 
off  until  the  second  beta  of 
Exchange  shipped  and  Micro¬ 
soft  confirmed  that  the  software 
was  feature-complete. 


Sybase 
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user  is  automatically  discon¬ 
nected  when  the  query  is 
received  by  a  piece  of  software, 
called  an  agent,  that  resides  on 
the  server.  That  agent  searches 
the  databases  for  the  requested 
information,  which  is  encapsu¬ 
lated  into  a  message  and  trans¬ 
mitted  back  to  the  user. 

Burton  said  a  strong  transac¬ 
tion  management  feature  would 
be  required  to  ensure  that  trans¬ 
actions  are  completed. 

“  [Sybase]  has  a  lot  of  w  ork  to 
do  here,  but  ultimately,  messag¬ 
ing  technology  means  that  users 
can  access  data  where  it  resides,” 
she  said. 

Messaging  support  is  among  a 
series  of  enhancements  that 
Sybase  plans  for  its  line  of  gate¬ 
ways,  according  to  Adrian.  They 
will  also  gain  support  for  the 
Open  Software  Foundation, 
Inc.’s  Distributed  Computing 


Marshak  said  he  and  other 
analysts  have  had  difficulty  keep¬ 
ing  up  with  Microsoft’s  reposi¬ 
tioning  and  approach  changes. 
For  example,  Microsoft  has  flip- 
flopped  on  whether  Exchange  is 
a  competitor  to  Notes  or  simply 
its  next-generation  messaging 
platform. 

One  Notes  4  beta  tester  said 
his  company  did  not  even  con¬ 
sider  Exchange  when  it  opted  for 
Notes.  “We  can’t  afford  tow'ait,” 
said  Mark  Petry,  a  Notes  system 
engineer  with  Intel  Corp.  “We 
also  can’t  afford  to  debut  a  1.0 
product.” 

Even  when  Exchange  ships, 
users  will  be  in  a  holding  pattern, 
he  said.  “As  good  a  product  as 
Exchange  is,  it  still  has  a  mini¬ 
mum  of  three  years  of  catchup  in 
terms  of  functionality  and  devel¬ 
oper  support.” 

Marshak’s  report,  part  of 
Patricia  Seybold  Group’s  Notes 
Strategist  Series,  is  available  for 
$95  by  calling  (800)  826-2424. 
Marshak  can  be  reached  at  dmar- 
shak@psgroup.com.  ■ 


Environment  naming  and  secu¬ 
rity  services,  as  well  as  support  for 
C++  and  OLE  clients,  he  said. 

In  a  related  development, 
Sybase  will  announce  as  early  as 
next  month  plans  for  new  repli¬ 
cation  agents  for  mainframe 
data  sources,  including  IMS, 
VS  AM  and  ADABAS,  Adrian 
said.  The  firm  now  sells  replica¬ 
tion  agents  for  DB2  and  Lotus 
Development  Corp.  Notes. 

The  replication  agents  — 
scheduled  to  ship  next  year  — 
will  copy  transactions  from  the 
mainframe  data  sources  into 
Sybase  databases,  he  added. 

“This  would  be  a  nice  thing 
for  most  companies,  since  many 
legacy  applications  use  IMS  or 
VSAM,”  said  Norton  Greenfeld, 
president  of  Implements,  Inc.,  a 
Wayland,  Mass.-based  market 
research  firm.  Users  have  few 
choices  for  getting  at  data  stored 
in  these  nonrelational  file  sys¬ 
tems  from  dieir  client/server 
applications,  he  added.  ■ 
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I  said  Sanders  Partee,  managing 
I  director  of  repository  develop¬ 
ment  at  Platinum  in  Oakbrook 
Terrace,  Ill. 

It  is  that  ambition  that  sets  off 
the  new  Platinum  product  from 
most  others.  IBM  and  other  ven¬ 
dors,  for  example,  have  applica¬ 
tion  development  repositories, 
while  CASE  vendors  have  storage 
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mechanisms  for  their  models.  A 
few  stand-alone  repository  ven¬ 
dors  —  all  small  companies  — 
have  products  that  do  some  of 
what  Platinum  is  trying  to  do. 

Platinum,  by  contrast,  is  re¬ 
casting  the  repository  as  a  meta¬ 
data  clearinghouse  that  can 
cover  all  these  areas  as  well  as 
emerging  functions,  such  as 
data  warehousing,  and  brand- 
new  areas,  such  as  distributed  sys¬ 
tems  management. 

The  product  is  for  now  called 
Platinum  Repository/Open  En¬ 
terprise  Edition.  The  repository 
engine  itself  is  a  layer  that  will  be 
able  to  run  on  top  of  different 
relational  database  manage¬ 
ment  systems,  which  will  physi¬ 
cally  store  the  data.  Initially,  the 
repository  will  be  able  to  use 
database  managers  from  Oracle 
Corp.  or  Sybase,  Inc.,  followed  by 
IBM  DB2/6000,  then  other 
members  of  the  DB2  family. 
Server  platforms  will  be  Win¬ 
dows  NT,  OS/2,  HP-UX,  Solaris 
and  AIX. 

Initially,  two  pieces  of  client 
software  will  be  available  for  Win¬ 
dows  95,  Windows  NT  and  OS/2. 
One  client  is  for  now  called  Gen¬ 
eral  Editor,  which  is  essentially  a 
repository  management  inter¬ 
face.  The  second  is  Data  Shop¬ 
per,  a  specialized  graphical  user 
interface  application  for  busi¬ 
ness  end  users  to  analyze  meta¬ 
data  that  describes  in  simple 
terms  data  held  in  production 
databases. 

Clients  communicate  with 


IBM 
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over  a  worldwide  backbone  of 
IBM  Nways  2220  ATM  switches. 

While  details  of  the  unnamed 
offering  remain  sketchy,  analysts 
expect  the  firm  to  deploy  one 
service  to  help  SNA  users 
migrate  to  frame  relay  first,  and 
then  onto  ATM.  Other  services 
such  as  videoconferencing,  mul¬ 
timedia  application  enabler, 
video  storage  and  playback 
could  also  be  offered,  along  with 
ATM  net  management  capabili¬ 
ties,  analysts  said. 

The  ATM  offering  will  in¬ 
clude  other  services,  such  as  net¬ 
worked  applications  like  an 
ATM-compatible  Lotus  Notes 
suite  of  applications  in  early 
1996,  sources  said. 

Integrated  voice  and  video 
applications  are  expected  along 
with  outsourcing  and  consulting 
services,  analysts  added. 

Sources  said  the  ATM  service 
will  support  a  variety  of  different 
line  speed  links,  from  56K  bit/ 
sec  right  up  to  T-3. 

The  new  ATM  service  could 
be  ready  by  October  across  the 
U.S.,  Canada,  Latin  America  and 
Europe,  sources  said. 


the  repository  over  TCP/IP, 
NETBIOS  or  Named  Pipes,  and, 
next  year,  over  APPC.  The 
engine  uses  the  appropriate 
database  vendors’  communica¬ 
tions  link,  such  as  Sybase  Open 
Client  or  Oracle  SQLnet. 

Platinum  software  engineers 
are  modifying  the  company’s 


extensive  product  line,  includ¬ 
ing  its  database  and  systems  man¬ 
agement  tools,  as  well  as  data 
access  and  reporting  products, 
to  integrate  tightly  with  the 
repository. 

In  a  few  months,  Platinum  will 
announce  agreements  with  ven¬ 
dors  of  databases,  CASE  tools, 
application  development  tools 


IBM  officials  acknowledged 
plans  for  an  ATM  service  pack¬ 
age  but  declined  to  discuss 
details. 

Analysts  said  the  new  service 
will  be  unique  in  the  infant  pub¬ 
lic  ATM  market  because  it  will 
support  the  Nways  blend  of  cell- 
and  packet-switching 
technology.  This  will 
let  IBM’s  switches 
support  variable  data 
length  packets  and 
switched  Asynchro¬ 
nous  Transfer  Mode- 
based  cells  simulta¬ 
neously.  These  fea¬ 
tures  will  let  users 
move  SNA,  LAN,  voice  and  video 
traffic  over  the  Global  Network 
backbone. 

The  Global  Network,  which 
includes  Advantis  here,  is  IBM’s 
value-added  network  (VAN)  that 
includes  hundreds  of  sites  across 
the  world.  Advantis  offers  rout¬ 
ing  and  other  services  on  its 
existing  backbone  net. 

The  service  is  an  outgrowth  of 
the  high-speed  ATM  backbone 
Advantis  has  been  slowly  rolling 
out  in  more  than  80  sites  in  the 
U.S.  (NU(  Aug.  29, 1994,  page  6). 
The  company  has  not  yet  talked 
about  forming  the  high-speed 


and  data  warehousing  products, 
all  of  which  will  make  use  of  the 
Platinum  API  to  funnel  their 
metadata  into  a  managed,  inte¬ 
grated  environment. 

That  picture  is  an  attractive 
one  for  MIS  groups.  Cheryl 
Langer,  manager  of  data 
resource  management  at  Ameri¬ 


can  Express  Financial  Advisors, 
Inc.  in  Minneapolis,  said  her 
company  uses  a  repository  as  a 
clearinghouse  for  CASE  models, 
which  are  used  in  application 
development,  and  to  analyze  the 
data  definitions  and  structures 
of  its  databases  and  applications. 

The  main  benefit  of  the 
repository,  she  says,  is  “if  I  do  an 


backbone  into  a  separate  service 
offering. 

Analysts  had  mixed  reactions 
to  the  plans. 

“This  is  IBM’s  platinum  ser¬ 
vice  for  advanced  functionality,’’ 
said  Howard  Anderson,  manag¬ 
ing  director  of  The  Yankee 
Group  consultancy 
in  Boston.  “It’s  not 
going  to  bring  IBM 
tons  of  revenue,  but 
it  will  demonstrate  to 
everyone  that  IBM 
has  its  ATM  products 
up  and  running.” 

“The  ability  IBM 
has  to  support  low- 
speed  links  and  many  different 
data  types  via  its  switches  could 
make  this  service  highly  attrac¬ 
tive  to  potential  users,”  added 
Steve  Taylor,  president  of  the  Dis¬ 
tributed  Networking  Associates 
consultancy  in  Greensboro,  N.C. 

The  service  could,  however, 
be  a  double-edged  sword  for 
IBM.  On  the  one  hand,  it  shows 
the  world  that  IBM’s  ATM  prod¬ 
ucts  are  for  real,  but  it  also  sets 
IBM  up  as  a  competitor  to  car¬ 
rier-based  ATM  services  such  as 
those  from  AT&T  Network  Sys¬ 
tems  and  Alcatel  Data  Networks. 
Paradoxically,  one  of  IBM’s  top 


impact  analysis  [of  a  proposed 
change] ,  I  can  see  the  impact  on 
all  parts  of  the  system.” 

Jump-starting  plans 

Langer’s  project  is  based  on 
the  MVS  repository  product 
from  Reltech  Group.  Platinum 
bought  that  company  and  its 
archrival,  Brownstone  Solutions, 
Inc.,  last  spring  to  jump-start  its 
own  product  plans.  Both  compa¬ 
nies  were  within  a  few  weeks  of 
launching  server-based  versions 
of  their  mainframe  products, 
according  to  Partee,  a  Reltech 
cofounder.  Those  plans  went  on 
hold  during  a  fast-track  review 
process. 

In  short  order,  the  new  reposi¬ 
tory  division  decided  to  adopt 
Reltech’s  underlying  meta  mod¬ 
els,  Brownstone’s  tools  and 
merge  the  GUI  development 
efforts. 

Platinum  has  brought  to  the 
repository  concept  its  Platinum 
Open  Enterprise  Management 
System,  a  management  frame¬ 
work  that  will  now  be  integrated 
with  the  repository.  Anothei 
Platinum  priority  is  its  embrace 
of  object-oriented  technology 
The  new  repository  is  written  ir 
C++  and  will  gradually  incorpo 
rate  an  expanding  array  o 
object-oriented  features,  accord 
ingto  Partee. 

Partee  declined  to  say  wher 
the  repository  product  will  b< 
generally  available. 

Final  pricing  has  not  yet  beer 
decided.  ■ 


desires  is  to  sell  ATM  switches  t( 
carriers  for  future  nets. 

“This  is  a  beguiling  move  b 
IBM  given  that  it  wants  to  ge 
high-end  Nwrays  2220  switche 
into  carrier  nets,”  said  Anur 
Guruge,  an  independent  analys 
based  in  New  Ipswich,  N.H 
“Carriers  won’t  look  too  kindl 
at  IBM  if  they  perceive  IBM  to  b 
a  competitor.” 

Anderson  disagreed,  sayin 
the  IBM  service  may  help  it  wi 
carrier  accounts  down  the  line  b 
proving  the  equipment  can  wor 
in  a  public  arena. 

“Carriers  look  at  IBM  and  se 
a  data  processing  firm,  not  a  teli 
com  vendor,”  Anderson  sain 
“The  telco  arena  is  a  fraternii 
party  that  IBM  hasn’t  bee 
invited  to  attend.” 

Others  question  IBM’s  abili 
to  deliver  such  a  robust  ATM  se 
vice.  “IBM  has  to  deliver  this  se: 
vice,  not  just  promise  it  will, 
said  Beth  Gage,  a  consultant  writ 
the TeleChoice,  Inc.  consultam 
in  Tulsa,  Okla. 

Gage  said  if  the  new  servit 
has  an  advantage  over  oth< 
VANs  or  carriers  in  that  it  has 
global  presence. 

“No  one  is  offering  a  glob 
ATM  service  yet,’  ’  she  said  ■ 


Platinum’s  new  enterprise  repository 


The  repository  will  store  metadata,  which  is  information  about  corporate  data  in 
existing  applications  and  databases.  This  information  can  then  be  used  by  a  wide 
range  of  tools  for  data  warehousing,  application  development,  enterprise  data 
management  and  rebuilding  legacy  applications. 


Where  metadata 
comes  from 


Third-party  — 
CASE  models 

Legacy  application 
data  definitions 

Mainframe  and 
Unix  database 
structures 


Prepackaged 
applications’ 
data  models 
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Enterprise  metadata 

Platinum  Repository/ 
Open  Enterprise  Edition  ■ 
(on  DB2/6000,  - 
Oracle,  Sybase) 


Platinum  Repository 
(on  MVS,  DB2) 


What  the  metadata 
can  be  used  for 


-►  Data  warehouse 
administration 
and  access 

-►Distributed  data 
management 

-►Common  CASE 
meta  model 

-Legacy  reengineering 


-►  Future  support  for 
client/server 
development  tools 


“ The  telco  arena 
is  a fraternity 
party  that  IBM 
hasn’t  been  invited 
to  attend.  ” 
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_ Back  to  Reality _ 

Critics’  arrows  for  Novell  are  now 
headed  in  another  direction 


Asking  a  network  vendor  how  he 
feels  about  critics  is  like  asking 
a  lamppost  how  it  feels  about 
t  dogs. 

“Critics,”  as  the  adage  goes,  “are  the 
stupid  who  discuss  the  wise.” 

But  that’s  not  always  the  case.  Novell, 
Inc.  is  a  good  example  of  a  successful  com¬ 
pany  besieged  by  critics.  Unlike  the 
adage,  though,  Novell’s  critics  have  not 
always  been  stupid  nor  the  company  wise. 

My  experience  with  Novell  goes  back 
to  the  mid-1980s,  when  the  struggling 


David  J.  Buerger 


hardware  company  started  to  hawk  pack¬ 
aged  network  software.  At  the  time,  I  was  a 
member  of  the  IS  staff  at  Santa  Clara  Uni¬ 
versity.  We  needed  to  network  the  public 
relations  department  to  support  (big  sur¬ 
prise)  file  and  printservices. 

Novell’s  Advanced  NetWare  was  in  the 
right  place  at  the  right  time.  The  other 
major  alternative  was  3Com  Corp.’s 
3+Share,  which  seemed  kludgier  and 
more  complicated. 

The  reseller  pushing  NetWare  barely 


understood  how  to  configure  the  prod¬ 
uct.  Then  again,  neither  did  most  buyers. 
Everyone  was  confused,  blundering  our 
way  to  shaky  solutions  —  some  by  design, 
some  by  accident. 

In  some  ways,  NetWare  was  the  lesser  of 
the  two  evils.  I  distinctly  recall  the  deci¬ 
sion  to  buy  NetWare  as  a  bet,  hoping  that 
we’d  avoid  as  much  grief  as  possible. 

NetWare  soon  dominated  the  boom¬ 
ing  LAN  market  due  to  the  lack  of  a  better 
alternative.  NetWare’s  market  share 
made  us  feel  vindicated,  but  it  was  still 
hard  to  use.  Novell  pushed  NetWare  as  the 
fastest  software  available.  The  only  serious 
challenger  was  3Com’s  new  3+Open,  a 
derivative  of  Microsoft  Corp.’s  ill-fated 
LAN  Manager. 

By  this  time,  I  had  joined  InfoWorld  as 
director  of  the  newspaper’s  test  center.  In 
early  1989,  we  decided  to  pit  NetWare  and 
3+Open  head-to-head.  After  months  of 
effort,  the  lead  editor  walked  into  my 
office,  shaking  his  head  in  disbelief. 
“3+Open  won  —  it’s  faster  than  Net¬ 
Ware!” 

We  were  not  the  only  surprised  observ¬ 
ers.  The  results  also  shook  Novell  because 
the  company  had  defined  success  as 
speed.  If  NetWare  was  not  first  in  speed,  it 
was  no  longer  good. 

That  test  and  its  subsequent  publica¬ 
tion  led  to  a  new  level  of  awareness  about 
network  performance.  It  also  helped  the 
industry  to  push  beyond  the  simple  issue 
of  speed,  paying  attention  to  how  compo¬ 
nents  affected  overall  network  and  appli¬ 
cation  performance. 

Novell’s  image  among  industry  watch¬ 
ers,  however,  started  to  sag.  Departmental 


LAN  sales  were  great,  but  the 
company  was  stymied  in  its  efforts 
to  become  a  serious  player  in  the 
enterprise  network 
market.  New  products 
were  announced, 
were  late  and  then  failed  to 
work  without  major  revisions. 
Acquisitions  failed  to  ease  general 
understanding  of  where  Novell  was 
going.  By  the  early  ’90s,  Novell 
seemed  to  be  adrift. 

Later,  as  editor  in  chief  of  LAN 
Times  and  then  Communications- 
Week,  I  presided  over  numerous  articles 
that  criticized  Novell’s  lack  of  direction. 
So  when  Network  World  asked  me  to  write 
this  week’s  feature  about  Novell’s  Perva¬ 
sive  Computing  vision  (see  story,  page  54) , 
I  expected  more  of  the  same. 

New  viewpoint 

My  due  diligence  resulted  in  the  oppo¬ 
site  conclusion.  The  biggest  factor  that 
influenced  this  new  perception  was  nei¬ 
ther  technology  nor  future  product  plans 
per  se;  it  was  the  new  people  who  run 
Novell. 

Gone  was  the  distraction  with  tactics. 
Every  senior  manager  I  interviewed  pro¬ 
jected  a  mature  grasp  of  Novell’s  business 
and  new  opportunities.  Planning  and 
communication  were  top  of  mind,  the 
opposite  of  past  patterns.  Also  new  was  an 
excitement  among  employees  about  the 
future.  They,  too,  have  caught  the  vision . 

Networking  used  to  be  a  hard  sell.  Now 
information  technology  is  essential  to 
compete  in  the  world  market.  And  net¬ 
working  is  the  key  to  quickly  getting  the 


right  information  to  the  right  peo¬ 
ple.  Good  timing  will 
again  play  into  Novell’s 
hands. 

Sensing  opportu¬ 
nity,  Novell  is  finally 
behaving  like  a  leader.  The 
company  has  mapped 
out  a  logical  vision. 
Most  vendors  just  make 
widgets  and  hope  for  the 
best.  That  was  the  trap  that  had 
ensnared  Novell. 

Now  the  company  is  pushing 
outward,  linking  its  core  competency  of 
networking  to  products  that  will  touch 
millions  of  consumers  who  don  ’  t  use  com¬ 
puters.  One  example  is  NetWare  Embed¬ 
ded  Systems  Technology,  which  will 
leverage  important  new  partnerships  —  a 
key  to  growth. 

My  change  of  heart  does  not  mean  all  is 
well  with  Novell.  The  company  faces  seri¬ 
ous  challenges  from  Microsoft,  IBM  and 
others.  But  CEO  Robert  Frankenberg  has 
laid  a  solid  foundation  for  a  bright  future. 

An  American  psychiatrist  once  said, 
“The  stupid  neither  forgive  nor  forget; 
the  naive  forgive  and  forget;  the  wise  for¬ 
give  but  do  not  forget.” 

Novell’s  new  team  has  earned  this  crit¬ 
ic’s  forgiveness  for  past  foibles.  Now  it 
must  deliver  on  the  promise  of  Pervasive 
Computing.  Results  are  the  only  anti¬ 
dote  to  dim  the  pain  of  lingering  bad 
memories. 

Buerger  is  an  Atlanta-based  writer  and 
industry  consultant.  He  can  be  reached  at 
dbuerger@pipeline.  com. 


What  do  you  hope  to  get  out  of  the  upcoming 
NetWorld+  Interop  show  ? 


Voices  from  the 
reader  network 

♦  'W. 

next  question 

How  much  interest  do  you  have  in 
public  network-based  applications, 
such  as  AT&T’s  Network  Notes? 

Responses  due  by  8  p.m.  Thursday,  Sept.  21 . 
You’ll  get  a  T-shirt  if  we  print  your  response. 
Include  your  name,  title,  company  and  address. 


■  “I  hope  to  learn  more  about  networking  technology  and  the 
lateststuff,  [including]  what’s  happeningwith  IATF,  TCP/IP 
andATM.” 

DouglasComer,  professor  of  computer  science,  Purdue 
University,  West  Lafayette,  Ind. 

■  “AtNetWorld+Interop.you  will  see  more  technical 
presentations  and  talk  to  more  technical  booth  representatives 
than  at  any  other  show.  If  you  have  specific  questions  about 
specific  products,  the  cooperation  among  vendors  [willing  to 
find  answers]  is  higher  than  at  any  other  show,  especially  if  you 
can  get  to  the  engineers.” 

James  Gaskin,  president,  Gaskin  Computer  Services, 
Mesquite,  Texas 


■  “I  would  be  looking  for  the  opportunity  to  learn  about 
breaking  technologies,  rumors  of  any  changes,  meetings  with 
vendors  who  could  give  me  insight  into  how  I  can  support  my 
WAN  better  and  meet  technicians  for  sources  of  information 
when  I  do  need  it  in  the  future.  As  a  contractor,  I  also  look  for 
points  of  contact  for  future  revenue  for  my  company.” 

Eddie  Albert,  project  manager,  inet,  Inc., 

Washington,  D.C. 

NEXT  WEEK:  Don ’t  miss  “Abend,  "our  back-page  column  that 
alternates  with  “CyberSpeak”  and  brings  you  humorous  items, 
oddities,  marginalia  and  other  insights  from  the  Internet  and 
elsewhere.  Send  items  to  network@world.std.com  or  get  in  touch 
with  us  any  other  way  listed  onpage  51. 
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The  new  Compaq  Contura  notebooks.  Powerful  DX4 
processors  as  fast  as  100MHz.  Up  to  720MB  of  storage  capacity. 
A  docking  base  that  lets  you  use  an  external  monitor,  mouse 


and  keyboard.  All  in  one  remarkably  affordable,  elegantly 
efficient  little  package.  Finally,  a  line  of  notebooks  that  ex¬ 
cel  in  the  oddest  of  places.  Like  wherever  you  happen  to  be. 
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The  new  Compaq  Contura. 


With  an  optional  docking  base, 
you  gain  easy  network  access 
and  connection  to  peripherals. 


Affordable. 


Powerful. 


Portable. 


Pick  Three. 


COMPAQ. 


From  Muddled,  Confused,  Vulnerable 


from 

THIS... 

TO 

THIS 


To  Managed,  Integrated,  Fault  tolerant 


Cubix  Corporation  2800  Lockheed  Way  •  Carson  City,  NV  89706  •  USA  *  Tel  702.888.1000  *  Tel  800.829.0550  •  Fax  702.888.1001 
Cubix  Corporation  Europe  Ltd.  One  Hunter  Road  Kirkton  South  Livingston,  Scotland  EH54  9DH  Tel  44.1506  465065  Fax  44.1506  465430 


INTELLIGENT 

ROUTER 


It  all  starts  with  a  few  specialty  servers. 

Then  you  add  faxing,  e-mail,  a  database  or  two, 
and  remote  access. 

The  breadracks  become  “dreadracks”,  wiring  multiplies,  heat 
builds,  power  consumption  increases...and  you  can’t  manage 
your  critical  corporate  services.  You  have  chaos. 

Before  chaos  occurs,  bring  peace  of  mind  to  your  network. 
Run  your  critical  corporate  services  —  dial-up,  e-mail,  fax, 
gateways,  routers,  Notes,  and  file  servers  —  on  Cubix's 
fault  tolerant,  managed,  specialty-server  PC  platform. 

A  single  Cubix  ERS/FT  II  drawer  houses  as  many  as  eight 
independent  Pentium  or  486  class  PCs,  each  supporting 
its  own  function,  in  a  fraction  of  the  space  stacked  PCs 
would  require. 

And  each  SNMP-managed  Cubix  processor  can  run  any 
application  you  could  run  on  an  unmanaged  PC. 


Integrated  intelligent  sensors  continuously  monitor  the 
processor  and  chassis  environment. You’ll  be  able  to  reset 
individual  specialty  servers  across  the  LAN  or  over  a 
modem  connection,  and  you'll  have  management  control 
options  that  are  impossible  when  stacking  PCs. 

Why  risk  corporate  calamity?  Call  Cubix.  We’ll  help  you 
end  the  chaos. 


CUBIX. 


U.S.  &  Canada  •  800.829.0550 
United  Kingdom  •  0800591887 
France  •  05908114 
Germany  •  0130815193 
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